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Often imitated but never rivalled, the BMW 3 Series has been setting standards in automotive excellence for decades. And the 
2008 BMW 3 Series takes driving pleasure to a whole new level, with features like glass sunroof and Xenon lights as standard 


the BMW intelligent control concept iDrive, enhanced comfort suspension and HiFi loudspeaker system. 
The BMW 3 Series. There is no alternative. 


For more information visit www.bmw.in or contact your Authorized BMW Dealer. 
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From The Editor 


T'S A TRICKY YEAR TO BE FINANCE MINISTER AND 

have a Budget to present. On the one hand, after a 

dream run, the Indian economy is showing telltale 
signs of what could be a slowdown. Already, the decline 
in global economic growth, caused mainly by a likely 
US recession, is making its impact felt in both Indian 
software service exports as well as manufacturing ex- 
ports. Both have been hit hard by a 12 per cent ap- 
preciation of the rupee against the us dollar. Domestic 
costs, too, have been rising and this includes everything 
from cost of food and fuel as well as money. This can 
make the task tough for any Finance Minister, but for 
P. Chidambaram, who will present Budget 2008 on 
February 29, things could get even tougher. As many 
as 10 states are going to the polls later this year and 
next year is when general elections are scheduled. 
Will Budget 2008 be a populist one that has an 
eye cast on the elections? Or will the FM, who has 
often proved to be his own man, buck the trend and 
deliver a Budget that is truly growth-oriented? In 
What Will He Do? (page 66), BT’s Associate Editor 
Shalini S. Dagar tells you what 
you could expect in Budget 
2008. Don’t miss the Business 
Today-Synovate India survey, 
which polled 495 CEOs, Fund 
Managers and Corporate 
Executives to see what deci- 
sion-makers are expecting 
from the Budget. 

Anil Ambani’s Rs 11,500- 
crore Reliance Power mega IPO 
got a rude reception from the 
market when it sank below its offer price after listing, 
but Ambani’s company has other challenges to face. In 
the next six years, Ambani wants to set up six plants that 
will together add 7,060 Mw in generating capacity. This 
will be followed by seven more projects. Huge projects 
have always been de rigueur for the Ambanis; only, this 
time, the younger Ambani, who split with elder brother 
Mukesh in 2006, will be attempting such projects on his 
own. The challenges he could face range from tying up 
fuel supplies to ensuring high returns on the aggressive 
bids (read low tariffs) that have enabled him to bag the 
projects. In Mega Plans, Giga Risks (page 78), Assistant 
Editor K.R. Balasubramanyam examines whether the 
younger Ambani has bitten off more than he can chew. 

A special report by Assistant Editor Kushan Mitra on 
the automotive industry looks at whether India could 
emerge as a small car hub even as the luxury segment 
seems to be enjoying boundless growth; the package also 
has reports on how auto component makers are emerg- 
ing as global competitors and on how motorcycle man- 
ufacturers are shifting to the higher end of the market. 


Sang hangan 
SANJOY NARAYAN 
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E The annual Business Today-KPMG 
i Survey 01 Best Banks in the country 








Include Customer's Views 

KUDOS FOR A GREAT ISSUE ON BEST 
banks. I, however, have a point to 
make. While ranking the banks, 
you should have also considered 
the views of the customer and con- 
sidered paramaters like the most 
user-friendly bank, how the bank 
fares on customer satisfaction, the 
time taken to deal with complaints 
to the customer's satisfaction, the 
number of complaints recieved, etc. 
I hope your survey next year factors 





in these issues. 


D.B.N. MURTHY, through e-mail 





PSU Banks Still Way Behind 
IT WAS GOOD TO READ THAT STATE- 
owned banks now mean business 
(Coming of Age, February 24, 
2008). In reality, however, I don't 
think there is even a single PSU 
Bank that provides satisfactory 
services to its customers, who are 
largely from the middle class and 
low-income groups. I can say from 
personal experience that the service 
in most PSU banks is hopeless, the 
bank staff wouldn't be bothered 
even if you are a senior citizen, 
and one has to wait endlessly or 
make several trips for simple things 
like getting a pass book updated. 
The other annoying thing is that 
the computers don't work half the 
times, or the power is off. In my 
opinion, the Reserve Bank of India 
(RBI) should periodically rank the 
nationalised banks keeping cus- 
tomer satisfaction in mind. 

MAHESH KAPASI, through e-mail 


All Credit to HDFC Bank 

THE BT-KPMG SURVEY ON INDIA'S BEST 
banks' was marvellous. The success 
of any financial institution hinges on 
getting five issues right: the quality 
of management in terms of how it 
takes on the emerging challenges, an 
efficient human resources depart- 
ment, corporate governance, risk 
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management profile and, finally, 
the ability of the organisation to 
draw a comprehensive road map 
for future business strategies. Global- 
isation, privatisation, deregulation 
and liberalisation have presented 
both challenges and opportunities. 
In this regard, HDFC Bank has carved 
a niche for itself. It has retained 
the #1 spot for the fifth time in 
succession with consistent growth, 
good asset quality and strong net in- 
terest margin. | am sure your next 
annual survey on best banks will 
endeavour to rate banks on aspects 
like customer-centricity and rural 
penetration as well. 

SRINIVASAN UMASHANKAR, through e-mail 


Keeping Pace with Technology Vital 
HDFC BANK HAS AGAIN EMERGED AS 
the #1 bank and it deserves all 
credit for maintaining its position 
for the last five years. Given to- 
day’s competitive environment, it is 
imperative for banks, especially 
state-owned banks, to have high 
standards of customer service and 
innovative products. Also, state- 
owned banks need to upgrade their 
technology and increase their ATM 
network if they want to be in the 
reckoning and give the private banks 
a run for their money. 

AKHILESH KUMAR SAH, through e-mail 


SBI is the Best 
THE SO-CALLED BEST BANKS ARE ENG- 
aged in class banking; they hardly 
do mass banking. They rarely open 
zero-balance accounts. The new- 
age private sector banks are mainly 
urban operators and have no bear- 
ing on the rural sector. Foreign- 
owned banks are undermining the 
economy by focussing lending on 
consumers. Nationalised banks are 
online and efficient. If popularity 
and accessibility are the criteria for 
deciding the best bank, the honour 
should go to State Bank of India 
and its associate banks. 

P. RAGHUNATHA PRABHU, through e-mail 


West Bengal can Learn from Orissa 
IT WAS INTERESTING TO READ ABOUT 
Vedanta’s work in Jharusguda in 
Orissa (Land of Good Deals, Feb. 
24, 2008). But I wonder whether 
everything is all that hunky-dory. 
And if it is, then Orissa’s neighbour 
West Bengal can definitely learn a 
lesson or two from it. 

RAJ KAUSHIK, through e-mail 


Correction 


IN MICRO-CREDIT MESSIAHS (BT, FEB- 
ruary 24, 2008), Harsha Moily’s 
dancer sister, Hamsa, was inadver- 
tently described as his wife. BT 
deeply regrets the error. 
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ECGC Tim 


THROW CAUTION 
TO THE WINDS. 
WE'LL CATCH IT. 











Don't let risks stop your export business 
from going further. ECGC gives you the confidence 
to challenge the limits of achievement. 


(For Head Office and 48 Branches) 


You focus on exports. We cover the risks. 


C2 ISO 9001: 2000 Certified << > 


Export Credit Guarantee Corporation of India Ltd. 
(A Government of India Enterprise) 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India. 
Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 * Toll-free: 1-800-224500 © e-mail: mg@ecgc.in * Visit us at: www.ecgc.in 


Mumbai: (022) 2657 1993 » Chennai: (044) 2849 1017 * Bangalore: (080) 2558 2576 
๑ Kolkata: (033) 2282 2218 + Delhi: (011) 4150 6409 
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"THE BIGGEST ENEMY OF GREAT IS GOOD." 


Deep Kalra. Founder and CEO, Makemytrip.com 


A good business follows the rules. A great one rewrites them. That's how we created a 
thriving online business that revolutionised the travel industry. And it's no different from 
how HP designed our newest printer. The HP OfficeJet pro represents a quantum leap in 
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Wanted: A *New Deal 


INANCE MINISTER P. CHIDAMBARAM IS UNDER TREMEN- 

dous pressure—to deliver a Budget that keeps 
everyone happy. There is, after all, the small matter of 
10 state elections later this year and the general elections 
in 2009. The feel good mood of the previous years has 
given way to anxiety about the future—and even man- 
ufacturing and services, the growth drivers of the recent 
past, are showing signs of flagging. This incipient 
slowdown is actually a function of two factors—rising 
interest rates and the appreciating rupee. There are no 
major structural issues that need to be addressed. 

The agricultural and rural sectors, on the other 
hand, are desperately in need of a large, and sustained, 
supply of oxygen. A vast majority of India’s population 
still depends on the farm sector, which now accounts 
for less than 20 per cent of the country’s GDP. So, it’s a 
no-brainer that a 21st century Indian equivalent of 
Franklin D. Roosevelt’s New Deal is required to ensure 
that all of India shines equally brightly. The World 
Bank’s World Development Report, 2008, argues that 
much higher public investment in agriculture and rural 
infrastructure is the only way to raise the incomes of the 
300 million rural poor in India. So, Business Today 
hopes that Chidambaram will devote a substantial 
chunk of his Budget speech to, and reserve an equally 
substantial chunk of Budget rupees for, agriculture 
and rural infrastructure. Already, there are indications 
that the UPA government may announce a mega, 
Rs 32,000-crore debt relief package for farmers in 
the Union Budget. There is every likelihood of this pack- 
age becoming a bottomless money sink. Why? Because 
most small and marginal farmers still don’t have access 
to institutional credit and depend on local money- 


Build India First 





Ego fund: Money needs to be invested within India, not outside 
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for India’s Farms 





Waiting for some relief: But wil! Chidambaram oblige? 


lenders for their needs. How the government goes 
about providing relief at the level of the individual 
farmer will determine the success of this scheme. 

We feel the Finance Minister will be better off pay- 
ing heed to the recommendations of the Radhakrishna 
Committee Report that was submitted last year, which 
suggests the setting up a Rs 10,000-crore fund for agri- 
cultural development in 100 agriculturally distressed dis- 
tricts. It also proposes that banks provide farmers with 
a one-time long-term loan with which they can repay 
their debts to moneylenders. Then, the Budget should 
also walk the talk on institutionalising farm-to-fork 
linkages by providing incentives for large corporate 
investments in farming. According to estimates, up to 50 
per cent of India’s farm produce perishes due to lack of 
proper storage facilities and other infrastructure linkages. 
Setting this up will require massive multi-billion dollar 
investments that farmers or the government are not in 
a position to make. So, this may be the right time to ac- 
tually bite the bullet and take the plunge. 

But will Chidambaram actually do these? That will 
be known only on February 29. 


OVEREIGN FUNDS ARE THE LATEST RAGE IN GLOBAL 

financial markets. Most recently, such government- 
owned funds (hence, the ‘sovereign’ tag) from Singapore 
(Temasek), Kuwait (Kuwait Investment Authority), 
and South Korea (Korea Investment Corp.) were re- 
sponsible for bailing out America’s ‘subprime-hit’ bank- 
ing giants such as Citigroup and Merrill Lynch. With an 
estimated $3 trillion to invest, the sovereign wealth 
funds are a big force in the global markets, and more 
and more countries, especially those that have be- 
come newly rich, want to set up one of their own. India 
is one of them. Latest reports suggest that the govern- 
ment wants to set up an investment fund with $5 billion 
of initial corpus. Apparently, the money will be used to 
buy stakes in energy assets abroad. 

Does it make sense for India to launch a sovereign 
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fund? No. It’s not the government's business to be in 
business. A government should focus on areas that 
are crucially important, but perhaps not attractive 
enough for private investors, or too sensitive to be 
privatised. Areas such as elementary education, rural 
healthcare, infrastructure, national security, and law and 
order. So, why are other governments in the investment 
business? The reasons are varied. Take, for example, 
China, whose big-bang entry into the wealth fund in- 
dustry last year with a fund of $200 billion may have 
got the mandarins in New Delhi clamouring for a 
me-too fund. In China, the government is the business 
still, besides which it has vastly greater reserves and a 
current account surplus. Singapore and Kuwait (and per- 
haps Korea), because they are tiny countries, have no 
choice but to look outside to grow their economic 
clout. More importantly, and which should be the 
single-biggest reason why India must look for other uses 


A Welcome Move 


IRST, THERE WAS ENTHUSIASM AND EXCITEMENT; THEN 
เณ disappointment and anger; and now, there's 
a flash of elation—all in the space of a fortnight. Anil 
Ambani has reportedly decided to compensate share- 
holders of Reliance Power (RPL) with bonus shares for 
the real or notional losses they suffered when his 
blockbuster issue listed, and stayed, well below the 
offer price. We have chosen to use the word “com- 
pensate" and not *reward" (which is what bonus 
shares usually do) deliberately. RPL does not have any 
operations from which it can generate returns to reward 
shareholders. It seems to be a belated admission of what 
several analysts and investors are now complaining 
about—that the issue was overpriced in the first place. 

Consider this: if all its plans are executed flaw- 
lessly—by no means a given—RPL will have a generat- 
ing capacity of 28,000 MW in five years. NTPC, which it 
hopes to unseat from the #1 position in the Indian 
power sector, has the same capacity on the ground and 
is profitable. Its share price has been hovering at Rs 180 
levels. RPL, therefore, charged two-and-a-half times 
NTPC's valuation for capacities that exist only on the 
drawing boards. 

Having said that, Ambani's decision—probably 
based more on emotions than on economics—is ex- 
pected to put some sheen back on the Ambani name. 
RPL s is the first issue from any company bearing the 
Reliance badge that hasn't become an instant money- 
spinner for investors. But even here, there are questions. 
Media reports say Reliance Energy (REL) and some 
privately-held ADAG companies will not get any bonus 


18 BUSINESS TODAY MARCH 9 2008 


of its foreign exchange reserves, those nations already 
have well-developed infrastructure, whereas India has 
yet to build its roads, ports, and power plants. Part of 
the country's forex reserves can be leveraged, via pub- 
lic-private partnerships, to cater to the more urgent need 
for better infrastructure and social development. 

Ensuring India's energy security by buying ownership 
in coal and oil & gas companies abroad is a noble 
thought. But perhaps the relevant public sector units 
should make those decisions as part of their normal busi- 
ness planning. After all, what such acquisitions will 
ensure is only supply and not the price; no foreign oil or 
coal company, partly or fully-owned by Got. would be 
foolish enough to sell its product below market prices. 
Besides, any sovereign fund will be seen with suspicion 
by recipient countries. At any rate, between owning 
strategic assets abroad and building India's infrastruc- 
ture and social capital, the latter is a better idea. 





Good tidings: Anil Ambani in damage-control mode 


shares. One cannot rule out the possibilitv of some ag- 
grieved REL shareholders taking RPL and REL to court 
over this. If the issue does lead to litigation, then it may 
take years to resolve, defeating the very purpose of the 
move. Then, several shareholders have already sold their 
shares, mostly at losses. Will the company issue bonus 
shares to successful applicants or the current shareholder 
base, which includes people who bought their stakes 
(rom the secondary market at a discount to the offer 
price? Also, can RPL legally issue bonus shares to in- 
vestors who are no longer invested in the company? 
These are issues that require clarity. 

But despite these riders, this move will put moral 
pressure on other promoters to follow Ambani's lead 
under similar circumstances. This may act as a check 
against aggressively priced issues in future. And for that 
reason alone, it is a welcome move. W 


SHRIYA PATII 


Coupling Conundrum 


Has India decoupled from the US? A fair answer 
will have to be both yes and no. ANAND ADHIKARI 
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The "bull" run: Well, it continued for quite some time, but not anymore 


\S THE INDIAN ECONOMY REALLY "DECOUPLED" FROM THAT OF THI 

Us? Economists remain divided on the issue. Based on the data for 

industrial production and GDP growth, some economists said 
the Indian economy had “decoupled” from that of the us, but this theory 
was quickly abandoned when the Indian stock market lost close to 15 per 
cent from its peak of 21,206 on January 10, 2008 and closed at 18,115 on 
February 15 following the announcement in the us of a $168-billion 
(Rs 6,72,000 crore) economic stimulus package last month and a further 
cut in the Fed rate that brought short-term interest rates in the us down 
from 5.25 per cent in September 2007 to 3 per cent now. *To say the 
Indian economy has decoupled from the us economy is very simplistic," 
says Rajesh Mokashi, Executive Director, CARE. 

A look at the foreign exchange inflows in the post-liberalisation period 
bears out Mokashi's scepticism. Fils have brought in $62 billion 
(Rs 2,48,000 crore at current rates) and another $40 billion (Rs 1.60.000 
crore) has flowed in as FDI. “There still exist strong capital market linkages 
with the outside world. The slowdown in the us will initiallv impact the fi- 
nancial markets only and then may spill over to the general economy if the 
problem persists for a longer period," says Naresh Takkar, MD, ICRA. 
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The fortnight's burning question. 


HAS THE INDIAN STOCK 
MARKET FINALLY RUN 
OUT OF STEAM AFTER A 
FIVE-YEAR BULL RUN? 


. Malcolm Wood, Executive 
Director, Morgan Stanley Asia 
Due to the subprime crisis in the US 
and also because of the slowdowt 
there, the Indian stock market does 
seem to have run out of steam in 
the immediate near-term as player: 
(institutional investors) are moving 
out of equities and parking their 
funds in risk-free instruments. But 
things aren't as bad as they look 
and the market is poised to bounce 
back after a slumber. 


Naresh Kothari, President, 
Edelweiss Capital 
Over the short-term, i.e., for the 
next one-to-two months, the market 
seems to be on a downturn due 
to external factors. However, if we 
see an internal economic slow 
down, the market will remain sut 
dued for the next six-to-12 months 


No. Sanjay Sinha, CIO, SBI 
Mutual Fund 
The fall is just a correction in the 
bull market that started way back in 
2002. That had to happen some- 
time. But let us not underestimate 
the inherent strengths of the Indian 
economy; these are still intact. The 
volatility is primarily due to sev- 
eral global factors. Once these fac- 
tors stabilise, the Indian markets will 
recover once more. 

COMPILED BY MAHESH NAYAK 
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Spot the Coupling 
Stock market data would appear to support the theory that 
India and the US are moving largely in tandem. 


13,371 13.264 





Sept. 07* Oct. '07 Nov. '07 Dec. '07 Jan. '08 Feb. '08** 
ไพ Dow Industrial Average W BSE Sensex 
*September 2007 has been taken as the cut-off date because the ป 5 Federal Reserve started cutting rates then 


** February data up to February 12, 2008, others are month-end data Source: BT research 


CHALK AND CHEESE 





India and the US are two very different economies 


GDP India's GDP is growing at over 8.5 per cent while the US is 
growing at a far more leisurely 1-2 per cent 


Domestic There is strong consumption demand in India; so, even if foreign 
consumption investments dip significantly, it will not affect the domestic 
economy much. There is also enough liquidity and sufficient 
scope to slash rates to pep up demand 
Monetary India's monetary policy and its key rates are independent of what 
policy the US Federal Reserve does. The latter has cut key US rates 
by almost half, from 5.25 per cent in September, 2007, to 
3 per cent now. RBI hasn't followed this lead 
Trade India's exports to GDP ratio is just 25 per cent. Of this, 60 per 
linkages cent comes from physical goods and the balance from services 


like IT. Exports to developed markets like the US are estimated 
to be only 7 per cent of GDP 


Global investment bank Credit Suisse, in its latest report, has said 
non-Japan Asian (NJA) economies have in no way “decoupled” 
from the us, Euro and Japanese economies (G3). “Trade linkages with 
the G3 have grown and not shrunk in recent years," says the report. 
Subir Gokarn, Chief Economist, Standard & Poor's Asia Pacific, adds: 
*W/hile there are strong linkages with the world, the Asian economies, 
including India, have also achieved a dynamism that makes them less 
dependent on the us." 

Experts are also not ruling out a spillover effect of the subprime 
crisis as financial institutions like Citibank, Merrill Lynch, UBS and 
Morgan Stanley sell assets or cut down on investments in emerging 
markets. “There could be a serious problem if we see another 
bunch of write-offs," says Shubadha Rao, Chief Economist, YES 
Bank. Then, India Inc.'s multi-billion dollar global acquisition 
spree (especially of large commodity-related companies like Corus 
and Novelis) can come back to haunt it if there is a downturn in the 
commodity cycle. 

A rational reading of all the data points to the fact that India re- 
mains very much “coupled” to the world economy. But there are also 
very strong domestic factors that will neutralise, to some extent— 
but not fully—any negative fallout of such linkages. That brings us 
back to the question we asked at the beginning of this report: has the 
Indian economy really *decoupled" from the us? A reasonable, if cau- 
tious, answer will have to be both yes and no. 
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Q&A 


“India Will be Our 
APAC & Global Hub” 


HRISTOPH KOLLATZ, GROUP 

President, Siemens 11 Solutions 
(SIS), has been involved in the final in- 
tegration of Siemens Business Services 
into the division he heads. Kollatz was 
in Mumbai recently and met Business 
Today's Anusha Subramanian fo talk 
about the company and its plans in 


India. Excerpts: 


Why is Siemens restructuring itself globally? 
IT know-how is one of the keys to 
Siemens’ success. That’s why we have 
taken the various units that were scat- 
tered throughout the company and 
made them into one new, powerful 
group, SIS, with comprehensive rr and 
software expertise in order to consol- 
idate our global rr expertise. sis has 
43,000 employees and sales of about 
€5 billion (Rs 29,000 crore). 


Where does India fit into this global plan? 
We want to explore the Indian do- 
mestic market as we see lots of op- 
portunities in the infrastructure, tele- 
com and media sectors; and secondly, 
we wish to leverage Indian expertise 
and utilise it in our global market for 
sAP and for specific verticals such as air- 
ports, telecom and media. 


What are your specific plans for this 
country? 

We are trying to build a leading market 
position in India and the Asia Pacific re- 
gion using India as a global hub. We 
are looking specifically to strengthen 
our vertical expertise as well as our 
operations outsourcing business. 
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This Slowdown is for Real 


HERE ARE NOW UNMISTAKABLE 
B ene that the Indian econ- 
omy is losing steam. All indicators 
seem to point towards a slowdown 
in the offing. The Central Statistical 
Organisation (CSO), in its advance 
estimates for 2007-08, expects GDP 
to grow 8.7 per cent for the full 
year. It implies that during the sec- 
ond half of this year, the economy 
will grow at 8.4 per cent com- 
pared to 9 per cent in the first 
half. The cso’s fresh projections 
are disturbing. It shows a drop of 
about one percentage point in GDP 
rowth rates this year (last year’s 
figure was 9.6 per cent). The cur- 
rent year’s estimate is the lowest in 
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the last three years. 

Worryingly, the macro pic- 
ture seems to be the result of a 
broadbased slowdown affecting 
all sectors—agriculture, mining, 
manufacturing and services. 
Manufacturing has been hit the 
hardest, and has slowed to 
9.4 per cent compared to 12 per 
cent in 2006-07. Consequently, 
industrial growth, too, has been 
impacted. CSO's farm growth es- 
timate, of 2.6 per cent, is also 
sharply down from last year's fig- 
ure of 3.8 per cent. Says 
Siddhartha Roy, Economic 
Adviser, Tata Group: *The man- 


ufacturing slowdown is a result of 
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high interest rates. And the slow- 
down in the growth of food pro- 
duction is of particular concern, 
given the high global food prices. 
It could have an inflationary im- 
pact on the economy.” 

This is only part of the story. 
There are warning signals from 
other sources as well. The Reserve 
Bank of India (RBI), too, has 
pointed out in its Third Quarter 
Review of the Macroeconomic and 
Monetary Developments that credit 
offtake growth has moderated this 
financial year. Non-food credit 
extended by scheduled commercial 
banks expanded 22.2 per cent 
year-on-year as on January 4, 
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2008, compared to 31.9 per cent 
in the corresponding period last 
year. During April-November 
2007. the infrastructure sector, 
too, recorded a lower growth of 
6 per cent, against 8.9 per cent a 
year ago. Says Roy: “Credit offtake 
Is dependent on what is happening 
in the overall economy. It clearly 
indicates that the economy is slow- 
ing down." Adds Samiran 
Chakravarty, Chief Economist, 
ICICI Bank: “These levels of credit 
offtake are not enough to sustain 
high growth rates." 

There are other concerns as 
well—a slowdown in the us will 
have some impact on the domes- 





tic economy (see Coupling 
Conundrum, page 19). In ล re- 
cent report, the Prime Minister's 
Economic Advisory Council has 
said: “ไท such an event, a decline 
in business confidence at the gen- 
eral level can combine with a 
prospective compression of ex- 
port demand, to cause a signifi- 
cant slowing of the domestic 
economy." 

The emerging trends have al- 
ready forced international rating 
agency Moody's to lower its 
growth forecasts for India in 2008 
to 8 per cent. This, it says, is 
largely an outcome of high interest 
rates impacting consumer demand. 


SLOWDOWN AHEAD? 
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The World Bank, too, estimates 
that India will record a slower 
growth rate of 8.4 per cent in 
2008. Says Chakravarty: "When 
we were growing at 9.6 per cent, 
there were concerns about the 
economy overheating. So, an 8 
per cent-plus rate is a good per- 
formance. The challenge will lie in 
ensuring that growth rates don't 
slip any further." 

Economists feel that to keep 
the economy on track, RBI will do 
well to consider lowering interest 
rates, while the government could 
look at direct and indirect tax cuts 
to stimulate demand. 

RISHI JOSHI 


"X coco 


ri 


a 
๒4 


Merger. On Schedule. 


Itf) 
rO 
' - 
4 
nt 


Ma aL T nmen 
AJI IL | 


S, We even 


Ea ` 

C e 

(4 | D pr 
Je VCI 





Í (E) Mur [ 





First Flight 


First Flight Couriers Ltd. 


India. On schec 


4 


bt trends 


Softer Rates Ahead? 


AYS AFTER RESERVE BANK OF INDIA (RBI) GOVERNOR Y.V. REDDY 
D inaintained status quo on key interest rates, several banks, led by 
the state-owned State Bank of India (SBI) slashed their prime lending 
rates (PLR) by 25 basis points. 

Was it mere tokenism to please Finance Minister P. Chidambaram, who 
has called for such a move, or a genuine effort to address the slowing down 
of retail credit flows, especially to the housing and auto sectors? 

Interestingly, not many private bankers have followed suit, despite 


Chidambaram's exhortations. Aditya Puri, 
AN ODE TO TOKENISM 


Managing Director, HDFC Bank, is guarded 


Rising inflation may stop banks on this. “We will have to see what RBI 
from travelling further down the does going forward,” he says, adding: 
rate cut road. “the central bank could have reduced CRR 
FINANCIAL INSTITUTIONS — PLR or the risk weights on retail assets. The 
State Bank of India — 125075 _ higher risk weights add to the cost of de- 
Canara Bank — — 1370 —— livery of credit." 

HDFC 13.75% Meanwhile, the inflation rate, which 
Axis Bank 14.75% has been ruling at 4 per cent levels over the 
Rate cut for all: 0,25% Source: BT research 


past few months, may start rearing its 
head again following the government's 
decision to raise fuel prices for the first time in two years. This is expected 
to push WP! inflation by another 10-15 basis points. 

The government can ill afford a secular rise in price levels in a year 
when several states will go to polls. Much will depend on the kind of 
Budget Chidambaram presents on February 29. But given the com- 
bination of political and economic factors at play, don't expect 
Reddy to play Santa Claus anytime soon. 

ANAND ADHIKARI 








The Cracks are Showing 


HE CRACKS IN THE LEFT FRONT 
T beginning to show. The 
Forward Bloc, a key constituent of 
the Front in West Bengal, is going it 
alone in Tripura and in the munic- 
ipal polls in West Bengal. Says 
Ashok Ghosh, West Bengal State 
Secretary of the Forward Bloc: *The 
CPI(M) has gone out of its mind in its 
bid to placate big business." The 
Bloc, with only 23 MLAs in the West 
Bengal Assembly, does not pose any 
threat to the survival of the state government. But in the last Assembly elec- 
tions in 2006, the party (CPI(M) alone polled 36.9 per cent of the popular vote, 
much less than the Congress and the Trinamool Congress, which, together, 
received 41.2 per cent. Since the Left Front and its leaders owe their national 
prominence to the support base mainly in West Bengal, the simmering dis- 
content can have a major impact on national politics. 

RITWIK MUKHERJEE 





Police excesses: A blemish on the Left 
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TRAVEL RETAIL 





RAVEL RETAIL IS STILL IN ITS 
infancy in India. However, 
that is changing. A large 
number of MNCs and domestic 
majors are in queue to set up 
retail outlets at new new airports 
that are being built. Ethos Swiss 


Watch Studios, a premium re- 


tail chain, has already won the 
franchise for running the duty 
free watch store at the new 
Bangalore airport. Yashovardhan 
Saboo, CEO & MD, Ethos Swiss 
Watch Studios, says: "Indian con- 
sumers buy a lot at duty-free 
shops compared to what they 
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= outside.” Aung toa i 
by Tax Free World Association, 
the world's largest duty-free and 
travel retail association, Indians, 
on average, spend $440 
(Rs 17,600) at duty-free shops, 
which compares well with the 
$590 (Rs 23,600), that they 
spend at non-duty free shops at 
travel destinations. An indication 
of the potential of growth in duty 
free segment in India can be 
gauged from China, which is 
growing at 31 per cent per an- 
num, the fastest in the world. 
India is expected to follow a sim- 
ilar trajectory once the new air- 
ports and air travel infrastructure 
are set up. 

TEJASWI RATHORE 


^ A Virtualisation to Gain Ground 


IRTUALISATION WAS AMONG THE MOST TALKED ABOUT TECHNOLOGIES IN 
V 2007. in 2008, this technology will come into play in a big way, ac- 
cording to projections by Deloitte Touche Tohmatsu’s Technology, Media 
& Telecommunications (TMT) Group. Every Fortune 100 company and 80 
per cent of the Fortune 10,000 companies already deploy virtualisation in 
some parts of their businesses. Industry analysts are forecasting that 50 per 
cent of all servers will be virtual by 2010. “More enterprises are asking prob- 
ing questions about the limits, as well as the potential, of virtualisation (de- 
fined as the ability to view and manage multiple, networked, heterogeneous 
storage devices as if they were a single pool of storage). This will lead to a 
more measured deployment of the technology,” says 
N. Venkatraman, Head (TMT Division), Deloitte India. 
Talking about new trends in the Indian scenario, he 
says: “Costs are becoming an important issue with com- 
panies. With the likelihood of a us slowdown, there is cer- 
tainly going to be a reduction in technology spends; 
there will be resistance to price increases. Indian IT 
companies will, therefore, have to start looking 
at innovative ways to meet their client needs.” 
Secondly, he continues, a new type of out- 
sourcing will take place. Nearshoring will be- 
come more prominent as Indian companies 
- try to establish their global credentials. 
( Then, mainframes will stage a comeback. 
Just a decade ago, the consensus was that the 
r a mainframe was doomed to extinction. Yet, over the 
f 
Deloitte's 
Venkatraman 

























past few years, mainframes have gained ground. In 
2008, this trend seems set to continue, says the 
Deloitte TMT Group’s report on technology. 

ANUSHA SUBRAMANIAN 






Why People Quit 


OR THOSE GRAPPLING WITH EMPLOYEE ATTRITION AND RETENTION ISSUES, 
here’s some insight into why people quit. In an online poll conducted 
by Yellojobs.com, a referral recruitment network, 42 per cent of the re- 
spondents said they changed jobs due to “bad” superiors. Of the 10,000 job 
seekers who took part in the survey, 34 per cent said they could not continue 
in their jobs as their organisation could not provide any further prospects for 
growth and remuneration. 
Uninteresting job profiles, of- 
fice politics and work environ- 
ment were the other reasons cited 
for changing jobs. Yellojobs.com 
is a joint venture between 
Singapore-based online advertis- 
ing company Yello, and London- 
headquartered recruitment com- 
pany Contact Recruitment. 
SAUMYA BHATTACHARYA 


People Quit Bosses 


621 16.03 0.81 34.77 42.18 





E Bad boss E Limitation in growth & remuneration 
-Uninteresting job profile W Office politics or work 


environment Others Figures in per cent 
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เท ห OLD ECONOMY SECTORS 
making an impressive 
comeback, the traditional strong- 
holds for these sectors are again 
emerging as the top cities for 
jobs. Vadodara, Faridabad and 
Jaipur are the three Tier Il cities 
that are generating the maximum 
number of jobs, according to 
Naukri.com. 

The website analysed data 
on its website that covered 
200,000 jobs posted by 35,000 
recruiters. Naukri has 80,000 
live job listings on its site at any 
given point. The site ranked Tier 
II cities on the basis of number of 
jobs on the site from a particular 


TOP JOB DESTINATIONS 





city and top industries providing 
jobs in these cities. 

Says Hitesh Oberoi, COO, 
Naukri.com: “With the Old 
Economy making a comeback, 
sectors like power, machinery 
and oil & gas are bouncing back. 
Hence, these cities are seeing a 
spurt in job opportunities.” 

Vadodara has emerged on 
top of this list on the back of an 
increasing number of jobs in the 
pharmaceuticals, construction 
and oil & gas sectors. Faridabad, 
too, scores highly thanks to its po- 
sition as a stronghold of the auto 
ancillary and components indus- 
try. For Jaipur, insurance, telecom 
and banking are the main sectors 
generating jobs. 


SAUMYA BHATTACHARYA 
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Decoding the 
Global Consumer 


International market research company Synovate has 
recently conducted a worldwide "Hot spots" survey to 
understand what consumers want and has shared the 
findings exclusively with Business Today. We bring you 
excerpts from the survey. 


Q Do you have a life insurance or 
life protection financial product? 


ou t+ “T 
HOT SPOT พ ร เธ ต 
COUNTRIES © 
DEVELOPED | 
COUNTRIES Ë 





© Yes BE No ไพ Dk/Retused 


0. What are the three most important things a 
company should do to earn your brand loyalty?* 


RESPONDENTS B 





น น CHINA INDIA RUSSIA BRAZIL UK US 
dm WO WIN NR WO M 
ง รา แร L... : 


More 
personalised 
service 17 19 10 ป บ 12 HH; 19: 6; 9 


Better service 36 — 41 235 27 6 44 192 7 


Product that are 
customised 17 15 21; H 8 13. บ น 16 
Better quality 
product 64 63 67 66 76 72 6 61 69 
Listen and better 
understand my 
needs 2] 22 18; 13; 2) 30 22:22. 2% 
Treat me like a 
valued customer 23 21) 27 16 23 3 318 38 M 
Recognition/ 
know me as à 
customer 10 10 l 4 5 2| 2:13 BH 
Better corporate 
citizen 14 16 6; 2; HI N 9 7 HE 
Environmentally 
responsible 32 25 48 40 36 15 40 40 4l 
Reward my ! 
loyalty; better 
rewards/loyalty 
progamme 21 13 39 12 1 16 116 4l 
Create a stronger 
emotional connect 


with me 5 5 5! 5 8! $i $i 5: 6 
Others 4 3 6 5 f ] 3: 6; 8 
DW/Refused 2 2 lH 3 3 l 1 


เป | figures in per cent * Adds up to more than 100 because of multiple choices 
Sample size 7,196 
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TOTAL 


HOT SPOT 
COUNTRIES 
DEVELOPED 39 
COUNTRIES -_ 


mm Ww coco ANN 
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65 เพ บ 


^ Own ไพ Rent ไพ D/K แพ Refused 








Q. Which primary browser do you use? 


' แร 0 " 
COUNTRIES. COUNTRIES 





internet Explorer 65 67 


Mozila Firefox 12 6 21 4 6 8 “1 1 21 

Netscape | 2 i 2 BE 1 -| 0| 2 

Others 5 5 § 10 li 13 4 6| 2 

Safan 1] 0 ] = 1 4 
Refused — 1 l l ' J - 

Dontknow 9 14 1 26 J 10 - 

Not asked 6 5 - | - - - 


Q. Do you use a high speed internet service? 
TOTAL 


HOT SPOT r 
COUNTRIES 
DEVELOPED 
COUNTRIES 


CHINA ก ก ยะ VOCUM NE 
INDIA 
RUSSIA 
BRAZIL 
UK 05 ห ร แร ร วะ ณะ ห ญู 

US ๓ เค ศศ ห ห ทร ส ห ร ง ก ท 


© Yes No แพ DK/Refused 





0. Do you own a passenger car? 
TOTAL | ; 56 


HOT SPOT T 
COUNTRIES ! : 
DEVELOPED 

COUNTRIES | 


CHINA 84 
INDIA | 18 
RUSSIA = 29 11 
BRAZIL ESSE (3 57 
UK 
US | 
™ Yes ME No 





X ~ 


ii 
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N 0 A 
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IT Rollercoaster to Roll On 


HINGS AREN'T AS BAD FOR THE INDIAN IT INDUSTRY AS THE SOMBRE 
j hs among delegates at the NASSCOM Leadership Forum held recently 
in Mumbai tended to convey. NASSCOM's Annual Strategic Review 2008 
says the recession fears and HR challenges that so worried the participants 
at the Leadership Forum are only *impediments", nothing more, as the in- 
dustry surges towards revenues of $64 billion (Rs 2,56,000 crore). 

On the positive side, the report notes that while revenues from exports 
continue to dominate, several large 
firms have also begun focussing 
on the burgeoning domestic IT 
services market. Moreover, many 
companies are now seeking to in- 
crease their presence in Europe 
so as to derisk their businesses 
from the impact of a slowdown in 
the us. Also, Indian [1 companies 
have begun to explore new mar- 
kets such as engineering services 
offshoring, which alone is a $40 
billion (Rs 1,60,000 crore) op- 
portunity worldwide, according 
to some industry estimates. 

Som Mittal, President, NASSCOM, isn't so much worried by the challenges 
posed by a rising rupee, spiralling people costs and high attrition as he is 
impressed with the industry's efforts to get around them. “We see an in- 
creasing level of sophistication and specialisation in rr, which are sure signs 
of it maturing," he says. 


SURGING FORWARD 


Indian IT industry is ond looking for 
Innovative ways to get aroun 


map 


- v 





RAHUL SACHITANAND 


Yapping Becomes Cheaper 


ELECOM MINISTER A. RAJA WANTS TO BRING DOWN 

T asian call rates to around 25 paise a minute, but tele- 
com operators are not waiting for a diktat from the ministry 
to offer discounts, though rates and schemes vary from cir- 
cle to circle. Look at the following: 
m lata Indicom has launched regional STD plans whereby post- 
paid users can avail of regional STD calls at 50 paise a minute; 
m Airtel has slashed local call rates to 50 paise per minute 
on some of its post-paid plans; 
m Vodafone is offering discounts to post-paid subscribers of 
up to 50 per cent of usage; and 
m Reliance Communications is offering post-paid users 
cut-price STD rates 

All these discounts are targeted at post-paid users. After running behind 
pre-paid users for years to boost subscriber numbers and gain spectrum, tel- 
cos are now concentrating on retaining post-paid users who generate, on 
average, twice the revenues of pre-paid users. With number portability on 
the way (soon, we are told), these consumers might be the first to jump ship. 
KUSHAN MITRA 
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POGO BLAZING A 





First Blazing Teens: Now YoYos 


. FTER SPINNING A FRENZY WITH 
Beyblades (which sold a 
jmillion units in 2005), the 

Rs 120-crore organised toy mar- 
ket has been scorched by 
Blazing YoYos that have already 
sold 1.2 por seit The bus 





"We develop. concepts for toys 
that take off from where other 
toys stop. For instance, we 
would never make a Dinky car, 
but if a car could fly then we 
would get into it,” says Jiggy 
George, Executive Director, 
Cartoon Network Enterprises, 
India and South Asia. | 

Priced between Rs 199 and 
Rs 595 for 28 variants, Blazing 
YoYos are supported by a pro- 
gramme on Pogo called Blazing 
Teens and have found mew 
Pogo range of toys are fiying off 
the shelves,” says V. Rajaram, 
Business Head, Landmark. 

The channel's merchandise 
division is really getting aggressive 
now. Its big offering this sum- 
mer is the new of toys 
called Bucchki that w also fea- 
ture in B.R. Chopra's forthcoming 
film Boothnath. — ^ 

SHAMNI PANDE 
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Introducing a fund that picks the best opportunities across small, mid and large cap equities 
with an aim to provide investors long term competitive returns. At Morgan Stanley we measure 
our success by yours and it is this determination to help you succeed that drives us. 


p aa INNS 


VVO 


(Plus applicable entry load during New Fund Offer) 


Morgan Stanley Mutual Fund Morgan Stan ley 
www.morganstanley.com/indiamf WORLD WISE 


sms indiamf to 56767 


call: 1800 425 1313 














Statutory Details: Morgan Stanley Mutual Fund has been set up as a Trust under Indian Trusts Act, 1882 Sponsor: Morgan Stanley. Trustee: Board of Trustees. Investment Manager: 
Morgan Stanley Investment Management Pvt. Ltd. Risk Factors: All Mutual Funds and securities investments are subject to market risks and there can be no assurance that the objectives 
of the Scheme will be achieved. As with any securities investment, the NAV of the units issued under the Scheme may go up or down, depending upon the factors and forces affecting the 
capital markets. Past performance of the Sponsors/Investment Manager/Mutua! Fund does not, in any manner, indicate the future performance of the Scheme. and may not necessarily 
provide a basis of comparison with other investments. There is no assurance or guarantee to the unitholders as to the rate of dividend distribution nor that dividends will be paid regularly 
Investors in the Scheme are not being offered any guaranteed/assured returns. The liquidity of investments made in the Scheme may be restricted by trading volumes and settlement 
periods. The Sponsor is not responsible or liable for any loss resulting from the operations of the Scheme beyond their initial contribution of Rs. 5 lac towards setting up of the Mutual Fund 
and such other accretions and additions to the corpus. Scheme Specific Risk Factors: The scheme proposes to invest in equity and equity-related securities, which are volatile and prone 
to price fluctuations on a daily basis. The liquidity of investments made in the Scheme may be restricted by trading volumes and settlement periods. Morgan Stanley A.C.E. Fund, an 
open-ended equity scheme, Is only the name of the Scheme and does not indicate either the quality of the Scheme, its future prospects and retums. Investment Objective: The investment 
objective of the Scheme is to generate long-term capital growth from an actively managed portfolio of equity and equity-related securities including equity derivatives. Asset Allocation 
Pattern: $Equity and equity-related instruments: 65%-100%, Debt and Money Market Instruments (including securitised debt): 096-3596, (Sincluding investment in derivatives instruments 


up to 50%, and foreign securities up to 3096 of the net assets of the Scheme). Terms of Issue: Issue of units at Rs. 10 per unit plus applicable entry load during the New Fund Offer, and 
at applicable NAV on an on going basis. Load Structure: Entry Load: For purchases of less than Rs. 5 crore: 2.25%, For purchases of Rs. 5 crore and above: Nil. In case of purchases in 
SIPs under salary saving schemes for groups of employees through an arrangement with their employer: Nil. Exit Load: (a) For purchases of less than Rs. 5 crore: If redeemed on or before 
the expiry of one year from the date of allotment: 1%, After the expiry of one year from the date of allotment: Nil. (b) For purchases of Rs. 5 crore and above: If redeemed on or before the 
expiry of 6 months from the date of allotment: 0.5%, If redeemed after the expiry of 6 months from the date of allotment: Nil. No entry load will be levied where application for investments 


in the Scheme is not routed through any Distributor/Agent/Broker. Investors may note that the "Exit Load" will be levied as applicable. Investors should read the Offer Document/Key 
Information Memorandum (available at Investor Service Centres, Distributors, and on the Mutual Fund website www.morganstanley.com/indiamf), carefully before investing 
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What is it? It is a standard, run-of-the-mill Virgin Atlantic Boeing 747-400 with 
unmodified General Electric CF6 engines that will run on a 20 per cent blend 
of biofuel. 


How far can it go? This jet will only make the 400 km run from London 
Heathrow to Amsterdam's Schipol. 


When did it make the flight? By the time you read this, the jet would have emit- 
ted its “cleaner” gases into the environment 

So, why is Richard Branson doing this? The airline industry has been hit hard 
by environmental pressure groups to cut carbon emissions. If this test Is suc- 
cessful, expect to see biofuel blends in a plane you are in by 2010. 


Will it bring the cost of air tickets down? No, but it will make you feel better 


about using up your Frequent Flyer Miles. 
KUSHAN MITRA 
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ECONOMY 


STATUS: 7.6 per cent in December 
Difficult Times 


Industry has been struggling to grow 
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Figures in per cent Source: BT Research 


2007. 

IMPACT: Industrial growth is plunging. 
The bad news for India is that the 
government's focus on inflation over 
growth and the impending slowdown 
in the US economy will hurt the entire 
economy and place a question mark 
over the India growth story. 


STATUS: 22.5 per cent in January 
2008. 


Awash in Money 
There is excess liquidity in the Indian system 
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Figures in per cent Source: BT Research 
IMPACT: Money supply growth has ex- 
ceeded the RBI-projected rate of 17- 
17.5 per cent. This indicates excess 
liquidity in the system by way of buoy- 
ancy in bank deposits and foreign in- 
flows. A slowdown in credit offtake 
has also contributed to this. The higher 
M3 growth offers enough room for 
banks to reduce deposit as well as 
lending rates over the medium term. 
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Panasonic CTD 
ideas for life 
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Get connected with PBX Total Communications 9( lu ution 
The flexibility to support various terminals and inter-trar | fering 


ol ara | Digit | Ke 
DDI 2683630: 5 T D » pus 0s] 
i . KX-TDA Hybrid IP-PBX | j 


Starts from 8 Users 





Integration of IP technology with traditional telecommunications offer endless possibilities 
for your business communication needs. 





Enjoy mne like Lumen di Deliver customer satisfaction with 









display which makes handling features like System Report that 
calls and performing other tasks creates reports according to the 
a breeze. user's need. 
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Mobile Phone Integré Phone Assistant ` š 
Experience greater mobility and Applications such as software T 
connectivity wherever you are. support helps you monitor and Mr teni 
report all company telephony td 
communications. Mr yoo 
—— — re^ 
Messaging Solutio Wireless Connecti ร 5 
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Processing Systems that allow you away from your desk (within office EN! :2— 
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Panasonic ideas for life 


Panasonic Asia Pacific Pte Ltd. 
india Branch Office 


Delhi: 615, E-Block, International Trade Tower, Nehru Place, New Delhi - 110 019. E-mail: a.madan@npi.panasonic.co.in, Tel.: 011-41608081/2/3/4 
Mumbai: 708/709, Palm Spring, 7th Floor, Above Croma, New Link Road, Malad (W), Mumbai - 400 064, E-mail: a.dhole@npi.panasonic.co.in, Tel.: 022-40331621/3/4 
Website: www.panasonic.com.sq/pbx 
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P-WATCH 


STAND-OFF OVER POWER POLICY 


HE FINANCE AND THE POWER MINISTRIES ARE AT 
loggerheads over the new mega power policy. 

BT learns that the Finance Ministry has refused to 
extend tax concessions to captive power plants 
(CPPs) and merchant power plants (MPPs). The Department of Revenue 
claims that “fiscal concessions, besides distorting the tax structure, act as 
hidden subsidies and are unfair to other sectors that do not enjoy similar 
treatment." The mega power policy currently gives waiver from customs 
duty on equipment imports and a 10-year tax holiday. While suggesting 
changes in the mega power policy to make CPPs and MPPs eligible for tax 
concessions, Power Minister Sushil Kumar Shinde asserted that they 
would play a crucial role in increasing the country's generation capacity. 
AMIT MUKHERJEE 





MONITORING DERIVATIVES 


SAFEGUARDS ON ANVIL 


HE PRONOUNCED STOCK MARKET 
volatility has jolted SEBI into action. 
It plans to review the risk management 
framework for derivatives. It now pro- 
poses to introduce circuit filters on deriv- 
ative stocks, an overhaul of the margin 
พ Curbs expected on market- framework and restricting the market- 
wide open position for traders wide open position for traders. Analysts 
feel it will be timely as retail investors 
have booked heavy losses in F&O recently. Says Arun Kejriwal, 
Director, KRIS: “There is a need for SEBI to tighen the eligibility crite- 
ria for stocks to enter the F&O segment. Additionally, sEBI should 
scrap the mini-contract, thus, restricting the entry of small retail 
investors into the market.” 





m SEBI to review the risk 
management framework 


m Circuit filters on derivative 
Stocks likely 


MANU KAUSHIK 


RESOLVING THE SPECTRUM TANGLE 


HE DEPARTMENT OF TELECOM IS BUSY SORTING OUT THE SPECTRUM MUD- 
Ta To begin with, it has rejected the claim by CDMA operators that 
GSM players were hoarding spectrum. Responding to a query by the 
Central Vigilance Commission, DoT maintained that allocation had been 
done strictly on the basis of prescribed critieria. Telecom Secretary 
Siddharth Behura told Br: “We have followed a certain policy while allo- 
cating spectrum.” On the basic criteria of spectrum allocation itself, DoT 
has, for the first time now, indicated that it is willing to consider auction- 
ing spectrum. This though, it says, can only be for allocation of additional 
spectrum—for start-up spectrum, it wants to retain the present proce- 
dure where it comes bundled with the licence of telecom companies. 

RISHI JOSHI 
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A bird’s eye view of what's hot and what's 


not on the government's policy radar. 


DDT MAY BE CUT 

THERE'S A BUZZ THAT THE FINANCE 
ministry is considering a pro- 
posal to revert the dividend dis- 
tribution tax (DDT) to 12.5 per 
cent in Budget 2008-09—the 
DDT rate was raised from 12.5 
per cent to 15 per cent in the 
last Budget, much to the disap- 
pointment of companies and 
the stock market. 

The change of heart is ap- 
parently prompted by the re- 
alisation that the hike in DDT 
rates has not led to any sig- 
nificant increase in revenues 
for the government. There is 
also a feeling in North Block 
that higher DDT rates may 
have been discouraging com- 
panies from sharing wealth 
with investors. 

KAPIL BAJAJ 


TAX BREAKS FOR REITs 


THE GOVERNMENT IS CONSIDERING A 
SEBI proposal to provide tax 
breaks to real estate investment 
trusts (REITs)—they invest in 
properties, including apartments 
and commercial complexes, and 
give indirect exposure in realty 
to investors. To promote REITs, 
SEBI wants a tax treatment for 
them similar to mutual funds. 
The govemment may spell out the 
policy for REITs in the Budget. 
RISHI JOSHI 
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NEWS 


C. B. BHAVE 


. C.B. Bhave: SEBI's new watchdog. 


HANDRASEKHAR BHASKAR BHAVE, 59, HAS JUST 

J been appointed Chairman of the Securities & 
Exchange Board of India (SEBI), replacing M. 
Damodaran, who completed three years in office 
on February 17, 2008. Bhave has over one-and-a- 
half decades of experience in the Indian capital mar- 
kets; he has been instrumental in framing many of the 
regulations now in force and also played a leading role 
in the Indian market's shift from physical share cer- 
tificates to paperless trading. "Bhave has the highest 
levels of integrity and his knowledge of financial 
markets is unmatched," says Gagan Rai, who worked 
very closely with him as Executive Director at NSDL. 

A 1975 cadre IAS officer, Bhave was not keen on 
entering the capital markets as a regulator, but former 
SEBI chief G.V. Ramakrishna convinced him to come 
on board when SEBI was set up in the early '90s. He 
joined SEBI in 1992 and was its first Senior Executive 
Director. Later, in 1996, he quit the IAS to take up the 
challenge of building NSDL, the biggest depository in 
the country. In little over a decade, Bhave revolutionised 
the capital market. Today, there are over 7.5 million 
demat account holders with securities values at 
$1,192 billion (Rs 47.68 lakh crore). 

The only dark spot in Bhave's career was the 
demat IPO scam that, in a small way, dented his rep- 
utation. The matter is currently stuck in litigation. 
At SEBI, Bhave will have to face several chal- 
lenges—the dominance of Flls, the spread of futures 
and options trading, the entry of hedge funds and the 
role of participatory notes in the market. Given his im- 

track record, there is little reason to be- 
lieve that he is not up to the challenge. 
ANAND ADHIKARI 
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NUMBERS OF NOTE 


$40.6 billion (Rs 1.62 lakh crore): Profit earned 
by Exxon Mobil Corporation in 2007, the largest annual 
profit by the world's biggest publicly traded oil 
company. Exxon also set a US record for the biggest 
quarterly profit, posting a net income of $11.7 billion 
(Rs 46,800 crore) for the final three months of 2007 


Rs 43, 1 55. Per capita income in Delhi, the 
highest in the country. Greater Mumbai (Rs 40,768) 
and Chandigarh (Rs 41,018) follow in second and 
third positions, according to a survey conducted by 
the National Council of Applied Economic Research, 
and Max New York Life 


1 0 per cent: The percentage of Indians among 
buyers of London properties worth more than 

£4 million (Rs 31.2 crore) in 2007, according 
to estate agent Savills 


$26 billion (Rs 1.04 lakh crore): Projected FDI 
inflows in 2008 due to easier FDI caps in the commodi- 
ties exchanges, civil aviation and telecom sectors 


4. The number of times the government cut 
import duties on edible oils in 2007 to boost 
domestic supplies 


$9 50 million (Rs 3,800 crore): Projected 
valuation of the Indian animation industry by 2009 


12 1 million: The number of futures contracts 
traded in India last year, compared to just six 
million in the US 


1 1 million units: Gurgaon's daily power requirement 


More than 100,000. the number of 


vehicles in Delhi that use LPG 


$9. 5 trillion: The amount consumers in the 
US spent last year. The corresponding figure for 
China is $1 trillion and India $650 billion 


Rs 9,250 crore: The cost of transforming 
Mumbai’s Dharavi slum into 
a world class urban centre 





$72 million: The amount 
pop star Madonna earned 
between June 2006 and 
June 2007 
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— HOW WELL DO YOU KNOW 
| YOUR IT PARTNER? 


I 7 Your business, like every relationship needs to stand on a rock 
E I solid foundation of trust. Naturally, your partners and suppliers 
Ec play a huge role. But can you really trust them to give you 
the best? Make sure your IT partner provides you with only Z= 
ORIGINAL Microsoft* software. | 


Ir 


Microsoft has taken legal 
action against the following 
resellers indulging in hard - 
disk loading of unlicensed ` 
Microsoft software: 





' + 


Target Computers 
Bangalore 


KMSN Systems 
Chennai 


Prior Computers 
Mumbai 


Indra Tech 
Pune 


Reliable Tech 
Pune 





Creation Computers 
Bangalore 


Supreme Peripherals 
Delhi 


Computer House 
Jaipur 


Sri Durga Enterprises 
Secunderabad 





Sam Computers 
Secunderabad 





ask for 
original 


Microsoft" 
software 





— — @ www.askfororiginal.com 


. In case you find anyone selling or distributing pirated software, please inform us immediately. Call us at these numbers, Toll free: 1800-111-100 (MTNL/BSNL), 
1800-102-1100 (Airtel) or Toll: 080-4010-3000. © 2008 Microsoft Corporation. All rights reserved. Microsoft is a registered trademark of Microsoft Corporation 
in the United States and/or other countries. The names of the actual companies mentioned herein may be the trademark of their respective owners. 


VA 





b~ o- 
! — FIVE ways to buy original Microsoft software from askfororiginal.com 
Y g With a New PC | = Buy Online | d Dial-a-Software | Q Locate ธร ์ ผู ๐ 1 ๐ | Volume License 
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Medium Multi-role 
Helicopters for the Army 
or IT iea 
Value: $600 


India will spend between $25 billion (Rs 1 ต ย ต 
lakh crore) and $35 billion (Rs 1.4 lakh crore) Kazan Hel 

by 2012 to buy several high tech and big ticket E A a 
armaments for the defence forces..No wonder Eurocopter sore crapped Fresi 
every arms merchant worth its triggeris ender tobe floated 
xd emi “ » pitching its wares at the Defence Expo being 

Value: $1 billion held in New'Delhi from February 16. Heres _ — 

Bidders: Lockheed Martin a look at the'shopping list: avi voce: 2” 


จ 6 ก เห ก ส ิ ท ศั ก |  = 


C-130 J—Super Hercules 


Medium-powered E 
Aircraft Radar 
Quantity needed: NA 
Value: $55 million 
Bidders: tita, | 

Status: Order placed 


. - 
4 p 


(ค I E PERO ee e. bie 7 ruo ว - 5 ' Pe 
Multi-role hc for IAF UU SUC unti ITUR MCN IE 
epi ane Heavy Transport Helicopters for IAF Mirage 2000 Upgrade 

i = Wb. T 3 61 ส ส ค LS ล. Quantity needed: 12 Quantity needed: 5 

ก ษา ม: F=16 Falcon, Lockheed Martin (US). MiG-35, RSK dict s 
MiG (Russia) *F/A18 Superhornet, Boeing IDS (US), SAAB Value: š1 billio Value: $3 t 
anpor, s ‘SAR 3 (SW den), Rafale, Dassault (France), Eurof ohter Bidders: Eurocopter (France), Bell Helicopters (US Bidders: |hales 
(Tyohoon). European Consortium (Europe Sikorsky'(US) SAugusta Westland (UA) and Boeing (US) Status: Recently cl 
Seto cde to be placed Status: Order to! 71 the Cabinet 
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Value: $1 billion 
Bidders: Ros! 
Dijecia 


be 


Multi-mission Maritime 
Aircraft (MMA) for the Navy 
Quantity needed: 8 

Value: $3 billion 


he, « 


TT ' A rx 
ATR 42 FADS 
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“Status: Order 
a. 
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Medium Multi-role 
Helicopters for w Navy 
and Air Force 

Quantity needed: 120 

Value: $400 million 

Bidders: Kazan Helicopter (Ru 
Status: Order to be 
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199 mm Howitzers for 
the Army 

Quantity needed: NA 

Value: $4 billion pe 
Bidders: Bofors (Sweden)! 
Denel(SouthfAfrica) 
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Financial market strains originating in the US subprime 
sector—and associated losses on bank balance sheets — 
have intensified, and the recent steep sell-off in global equily 
markets was symptomatic of rising uncertainty. While 
projecting growth of above 4 per cent for the global economy, 
the International Monetary Fund says there is a risk that the 
ongoing turmoil in financial markets would further reduce 
domestic demand in the advanced economies with more 
significant spillovers into emerging market and developing 
Countries. 


Economic growth in the United States appears to have slowed 
notably in the fourth quarter of 2007, with recent indicators 
showing weakening of manufacturing and housing sector 
activity, employment, and consumption. Emerging markets 
will, however, continue to clock robust growth. 
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“I do not see any reason why we cannot sustain 
7 per cent growth even in the face of a global 
slowdown. I know some are not happy about 
our emphasis on inflation control. There have 
been some impatient editorials about the sacrifice 
of growth at the altar of inflation control" 


Prime Minister, at the annual me eting of the FICCI, 


เห agency reports 


“The unwillingness or inability of the govern- 
ment to go for market-determined prices could 
affect, hamper and handicap the oil sector in the 
days to come. This will affect our energy secu- 
rity over the next four to five years” 


Secretary, Petroleum C Natural Gas. in Mint 


"It's sort of poetic justice... people who brewed 
this toxic Kool-Aid found themselves drinking 
a lot of it in the end” 

Warr juffett, Chairman, Berkshire Hathaway, on US bankers teba 
designed and sold « omplex investments that have since gone sour, in 


Los Angeles Times 


“Online matrimony has become a mainstream 
activity, like checking e-mail” 


Uday | ar, Business Head, BharatMatrimorry.com. in Time 


"We've always thought data and facts will have 
to drive the company. We used to say, “ไท God 

we trust. Everyone else brings data" 

N.R. Nar y, Chairman and Chief Mentor, infosys Technolowi 


เท Time.com 


"I am a big believer in what the Fed is doing 
because I think monetary policy is an effective 
tool, but it's not the answer to everything" 


, US Treasury Secretary, in Forbes 


"[ndia has made major strides with market 
reform, but in finance... it's antediluvian” 


try, Chairman, Oxford International Group, in BusinessWeek 


“Many politicians think we have to make a 
choice between fossil fuels and renewables. 
We have to grow both fossil fuels and 
renewables. And that will be a huge effort” 
| | r, Chief Executive, Royal Dutch Shell, in 


l he New York | mes 


bt noted 


RANKED: Nariman 
Point in Mumbai, as 
the fifth costliest cen- 
tral business district 
in the world, by 
global consultancy 
firm Cushman & 
Wakefield. Connaught Place, Delhi, 
also climbed to #10, from 12th 
place a year ago. Properties in these 
prime locations are costlier to buy or 
rent than any in New York, Shanghai, 
Dubai and Frankfurt. 





DIPPED: To 4.07 per cent, the infla- 
tion rate for the week-ended February 
2, from 4.11 per cent in the previous 
week and 6.58 per cent in the cor- 
responding week a year ago. The 
fall in the wholesale price index was 
mainly driven by lower prices of fruit, 
vegetables, spices and condiments. 


HIKED: By Rs 2 and Re 1 per litre, re- 
spectively, the prices of petrol and 
diesel in India. In New Delhi, petrol and 
diesel now cost Rs 45.52 per litre 
and Rs 31.48 per litre, respectively. 
Petrol and diesel prices were last raised 
in June 2006 when crude oil was at 
$67 (around Rs 3,082 then) a barrel. 
Crude prices have been trading above 
$90 per barrel in recent weeks. 


JUST WONDERING ... 


i 
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AGREED: India and Pakistan, to dou- 
ble the number of weekly flights be- 
tween the two nations and start flights 
linking their captials. The neighbours 
agreed to operate 28 flights a week, up 
from the current level of 12. As part of 
the agreement, three airlines from each 
country will operate services on the 
agreed routes. Only one airline from 
each side is currently allowed to fly 
between India and Pakistan. 


RECEIVED: By Reliance Industries, 
approval from the Supreme Court, to 
build a part of a pipeline from its K-G 
Basin gas field through a bird sanctu- 
ary. This removes a major hurdle in 
the path of RIL's Rs 11,500 crore, 
940 km long pipeline connecting 
Kakinada on the east coast with 
pipelines in the west. 


ANNOUNCED: Bet- 
ween Tata Advanced 
Systems (TAS) and US- 
based Sikorsky Aircraft 
Corporation, a pact un- 
der which the former 
will manufacture chopper cabins in 
India. TAS is a wholly-owned sub- 
sidiary of Tata Industries and provides 
integrated solutions for the defence 
and aerospace sectors. . 








NOTEBOOK SALES 





Digital Drive 
PC sales in the 
country have grown 
11 per cent in H1, 
2007-08. 






48,377 
72,805 


Notebooks Servers 


Desktops 
E April-Sept. '06  April-Sept. ‘07 





C SALES IN THE COUNTRY GREW 11 
P cent in the first half of 
2007-08 compared to the cor- 
responding period last year and MNC 
brands increased their share of the 
market from 33 per cent to 48 per 
cent, according to the latest figures re- 
leased by MAIT. Strong buying by the 
IT-ITES and financial services sectors 
led the growth of this industry. Another 
interesting trend that emerged is that 
notebook sales jumped 60 per cent 
during the period under review while 
desktop PC sales grew only 3 per 
cent, as a decline in notebook prices 
fuelled growth in that market. 
“Notebooks have emerged as a 
significant driver for the PC market 
in India, and now account for 21 per 
cent of the total PC market in the 
country, compared to less than 3 per 
cent four years ago,” says MAIT 
Executive Director Vinnie Mehta. 
Smaller towns have become sig- 
nificant sales centres for PC vendors 
and accounted for 65 per cent of 
the total desktop sales. The top four 
metros accounted for 23 per cent of 
the total desktops purchased while 
the Class B cities accounted for 
12 per cent. 
RAHUL SACHITANAND 
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At B L Kashyap, we make our construction 
engineering skills work for you. 


We are inspired by the spirit of those who master the most difficult 
skills, in order to rise above the ordinary. This very spirit helps us give 


shape to your most ambitious projects. Making us one of India’s highly 


respected construction companies. After all, when you're taking on a 
challenge, you need a sure-footed partner on your side. D | H H Ü H W H p 


.bikashyap. 
www.blkashyap.com WE BUILD YOUR WORLD 
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bt, vital signs 


Volatility Continues 
BT 50 


BT Auto 


023.79 | 


BTBHI 


169.94 


BT Pharma 
340.89 


BT Telecom 


497.08 
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India's Capital Challenge 


India's favourable business environment has attracted the attention of foreign investors. 
Net capital inflows more than doubled from $25 billion in 2005 to $66 billion in 2007 (Jan- 
Sept), and these are projected to remain significant, reflecting India's continued strength 
at a time when the world economy is weakening. However, capital inflows caused the rupee 
to appreciate 12 per cent last year, raising concerns about the country's competitiveness, 
particularly in labour-intensive industries. 











years, India's dynamic growth and favourable outlook 
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In contrast to same other big emerging economics, India has a current account deficit. 
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Balance of payments surplus (Jan. '06-June '07) 
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HSBC Investments 





Some little ones have more growth potential than others 


Presenting the HSBC Small Cap Fund. It invests in small cap companies that have the potential to grow into 
tomorrow's blue chips. Selectively picked by our fund managers, these are the stocks that have strong 
fundamentals and are under-priced relative to their intrinsic value. It's a good way to ensure that your portfolio grows 
along with the stocks that it invests in. To know more on how to invest, call us or your investment advisor today 


HSBC Small Cap Fund 


A close-ended equity scheme 





NFO closes 03 March 2008 






sms INVEST to 56767 HSBC (X Mutual Fund 





Issued by HSBC Asset Management (India) Private Limited www.hsbcinvestments.co.in 
For more information call: + Ahmedabad 098983 77319 / 21 * Andhra Pradesh 098496 77319 / 21 * Bangalore 080 4118 6519 / 21 * Bihar 099313 97319 / 21 + Chandigarh 
0172 500 8119 / 21 * Chennai 044 4200 8719 / 21 * Coimbatore 098944 77319 / 21 * Delhi 011 4149 0719 / 21 * Hyderabad 040 6667 4719 / 21 * Indore 098934 77319 / 21 
* Jaipur 099280 37319 / 21 * Karnataka 099809 27319 / 21 * Kerala 098954 77319 / 21 * Kochi 098954 77319 / 21 * Kolkata 033 2213 9919 / 21 * Lucknow 099367 97319 

21 * Maharashtra / Goa 099600 77321 * MP / Chattisgarh 098934 77319 / 21 * Mumbai 022 6666 8819 / 21 * NCR 099107 97319 * Pune 020 2600 1119 / 21, 020 2613 4283 
* Punjab 098769 37319 / 21 * UP 099350 97321 * Vadodara 098983 77319 / 21 or write to us at hsbemfi@hsbe.co.in 


Investors may obtain Offer Documents and Key Information Memorandums along with application forms from the office of HSBC Mutual Fund, 314 D.N. Road, Fort, Mumbai 
400 001. Tel: 022-6666 8819. Statutory Details: HSBC Mutual Fund has been set up as a trust by HSBC Securities and Capital Markets (India) Private Limited (liability restricted 
to the corpus of Rs 1 lakh). The Sponsor/associates of the Sponsor/Asset Management Company (AMC) are not responsible or liable for any loss or shortfall resulting from the 
operation of the Schemes. The Trustees of HSBC Mutual Fund have appointed HSBC Asset Management (India) Private Limited as the Investment Manager. Risk Factors: All 
investments in mutual funds and securities are subject to market risks and the Net Asset Value (NAV) of the Scheme may go up or down depending on the factors and forces 
affecting the securities markets. There can be no assurance that the objectives of the Scheme will be achieved. Past performance of the Sponsor, AMC, Mutual Fund or any associates 
of the Sponsor/AMC does not indicate the future performance of the Scheme of the Mutual Fund. HSBC Small Cap Fund (HSCF) is the name of the Scheme and does not in any 
manner indicate the quality of the Scheme or its future prospects or returns. Scheme Classification: HSCF is a three year close-ended equity scheme with automatic conversion 
into open ended equity scheme at the end of three years from the date of allotment of Units. Investment Objective: HSCF (a close-ended equity scheme) seeks to provide long-term 
capital appreciation primarily from a diversified portfolio of equity and equity related instruments of small cap companies. Asset Allocation: Equity and equity related instruments 
of Small Cap Companies*- 65 to 100%; Equity and equity related instruments of other than Small Cap Companies* - 0 to 35% and Debt and money market instruments - 0 to 
35%, * Small Cap Companies are defined as the Companies with the market capitalization which is 1) lower than or equal to the market capitalization of the stock in the BSE 
Small Cap Index with the largest market capitalization and 2) higher than or equal to the market capitalization of the stock in the BSE Small Cap Index with the smallest market 
capitalization. Terms of Issue: Units of the Scheme are being offered at Rs. 10/unit for cash during the NFO. The AMC will calculate and publish the first NAVs within 30 days 
from the closure of the NFO. Subsequently, the NAVs will be calculated and disclosed at least once a week, i.e., every Wednesday and daily during the period of redemption. 
Subscription to the units will be permissible only during the New Fund Offer period. The scheme will not be open for ongoing subscriptions/switch ins. However, units can be 
redeemed/switched out on a monthly basis on the stipulated date i.e. last 3 business days of every month at NAV based prices, subject to provisions of exit load, if any and recovery 
of balance proportionate unamortized NFO expenses. Load Structure ^: During NFO & the close ended period - Entry — Nil; Exit * — If the investments are redeemed/ switched 
out within: | year - 2%; 2 years - 1.5% and 3 years — 1%. "Balance proportionate unamortized NFO expenses to be recovered in case of exit within close-ended period. Upon 
conversion into open ended scheme - Entry - For investments/switched in below Rs. 5 Crores - 2.25%, otherwise Nil; Exit - Nil. ^ No entry load shall be charged in case of direct 
applications received by the AMC i.c. application received through internet, submitted to AMC or Collection Centre/Investor Service Centre and are not routed through amy 
Distributor/Agent/Broker. It shall also be applicable to additional purchases done directly by the investor under the same folio and switch-in to a scheme from other schemes if 
such a transaction is done directly by the investor. The entry/exit loads set forth above are subject to change at the discretion of the AMC and such changes shall be implemented 
prospectively. Please read the Offer Document carefully before investing. CONTRACT.HSBC 04.0191 
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End of the Silly Season 


The IPO party on Dalal Street was good till it lasted. MAHESH NAYAK 


FEW WEEKS AGO, RAVI 
Sardana, Senior Vice Pres- 
ident, ICICI Securities, was 
at the receiving end of an 
earful. A number of pro- 
moters who had listed their busi- 
nesses on the stock exchanges a cou- 
ple of years ago were livid with the 
kind of valuations that more recent 
initial public offerings (IPOs) were 
getting. A couple of these business- 
men also wondered why these comp- 
anies were listing so early. *I don't 
blame them (for complaining), as 
the madness in the market was 
clearly visible—a second-rung peer 
that's tapping the market was getting 
a higher valuation than the leader in 
that sector," shrugs Sardana. He also 
reveals that this was persuading a 
few businessmen to think about deli- 
sting and eventually listing again— 
just to improve their valuations. 
It's clearly been a silly season. 
But then such seasons don't last for- 
ever (because they're silly, right?). 
And when last fortnight the much- 
hyped IPO of Anil Ambani's Reliance 
Power (RPL) flattered to deceive, it 
was clear that investors were in no 
mood to lap up just about every- 
thing that came their way. RPL lost 
17 per cent on the day of listing, and 
at the time of writing was still quot- 
ing below the offer price (although 
it did gain 8 per cent after it in- 
formed the exchanges about a bonus 
offer to offset shareholder losses). RPL 
wasn't the only company to suffer in 
a volatile market (which is feeling the 
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Hyped down: Reliance Power's IPO brought valuations down to earth 


heat, along with other global mar- 
kets, from the prospect of a US re- 
cession). In fact, RPL could consider it- 
self lucky that its IPO scraped through. 
The likes of Emaar MGF, Wockhardt 
Hospitals and svEC Construction 
weren't so lucky, having to either 
withdraw or postpone their issues. 

“India was getting into crazy val- 
uations. But the RPL IPO crossed all 
limits. In a way, it was responsible 
for spoiling the market, and also 
opened the eyes of Fils (foreign in- 
stitutional investors). As a result, no 
one is planning an IPO,” says an in- 
vestment banker, requesting anony- 
mity. Adds Ambareesh Baliga, Vice 
President, Karvy Stock Broking: 
"The RPL IPO was over-hyped with 
investors investing only to make list- 
ing gains. No one was bothered 
about fundamentals of the com- 


pany, which had nothing to show on 
its balance sheet. They had all in- 
vested on the 100 per cent premium 
the stock was enjoying in the grey 
market. However, subsequent dis- 
appointments with the market falling 
resulted in the premium coming 
down to Rs 80-100 per share. Yet, 
the stock falling below offer price 
came as a surprise." 

RPL wasn't the only company 
with little to show in terms of proj- 
ects on the ground. Emaar MGF did- 
n't have any major completed proj- 
ects, but was commanding a valua- 
tion higher than more established 
peers like DLF and Unitech. Emaar 
was seeking to raise money at a 
price-to-earnings ratio (P/E) of 227- 
256 times; in comparison, DLF and 
Unitech trade at a P/E of 50-60 times. 
Interestingly, the total sales for the 


first half of Emaar MGF were lower 
than the first half profits of Unitech! 
Similarly, Wockhardt Hospitals was 
also trying to get higher valuation 
than its peers, Apollo Hospital and 
Fortis Healthcare. Despite the dis- 
appointment with the RPL issue, fact 
is that it did manage to raise $2.96 
billion—enough to make it the 


world's largest IPO till date in 2008. If 


the Emaar MGF IPO wasn't with- 
drawn—the company planned to 
raise $1.6 billion—it would have 
been the second-largest IPO in the 
world so far this year. Despite the set- 
backs, 2008 has been a relatively 
good vear so far, with Indian com- 
panies raising over $3.3 billion from 
eight issues; this makes it the largest 
IPO market in the world so far. But it 
may not stay that way for long. Says 
S. Ramesh, coo, Kotak Mahindra 
Capital Company: “Till sentiments 
improve, and we don't get a clear di- 
rection of the secondary market, the 
primary markets will remain slug- 
gish. From hereon, it will be a 


challenging job for a merchant banker 
as valuations will be scrutinised." 
For retail investors, the message is 
clear. Don't invest for listing gains; 
invest in companies. 


Would Scrooge 
Approve? 


UTV sells more shares to Disney 
at a premium to the market. 


HE TALE OF RONNIE SCREWVALA'S 
Tam Is almost as fantastic as 
some of the blockbuster Bollywood 
productions that have come out of 
this media & entertainment house. 
Unlike a few of those productions, 
however, the UTV success saga is as 
real as it gets. Last fortnight, the 
UTV story got even headier (and 
even more real); a regional sub- 
sidiary of The Walt Disney 
Company upped its stake in 
Screwvala's company from 13.7 per 














FUEL BE 


Want a red-hot performance that leaves everyone 
behind? Then switch to XTRAPREMIUM petrol and 


XTRAMILE Super Diesel. Enhanced with exclusive 
multi-functional additives, they boost your vehicle's 
overall performance. So go ahead and give your 
vehicle the best that it deserves-XTRAPREMIUM and 


XTRAMILE. Only from IndianOil. 





Petrol With Friction Buster 
The best your vehicle can get 





UTV's Screwvala: Sitting pretty 


cent to 32.1 per cent, shelling out 
Rs 805 crore in the bargain. At the 
same time, the Disney arm will also 
invest with UTV in UTV Global 
Broadcasting (UGBL), the parent com 
pany of Genx Entertainment and 
UTV Entertainment Television in 
which urv has bought 75 per cent of 





a Greater Mileage = Superior Pick-up = Smoother Drive = Cleaner Engine 
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the equity for Rs 240 crore. Disney 
will buy 15 per cent, worth Rs 119 
crore, in UGBL (the remaining 10 
per cent will be held by Screwvala's 
promoter group). Together with 
warrants worth Rs 390 crore, which 
will be issued to Screwvala's pro- 
moter group to enable his stake to 
also stand at 32.1 per cent, the total 
investment of Disney in the UTV 
Group stands at Rs 1,314 crore. 
"This investment in the UTV 
Group is The Walt Disney 
Company's commitment to inter- 
national growth. This investment 
complements our fast-growing 
Disney-branded businesses and 
long-held joint venture in ESPN Star 
Sports," says Andy Bird, Chairman, 
Walt Disney International, and a 
board member of urv. “UTV has 
strong local brands and media prop- 
erties that provide complementary 
growth platforms to Disney's ex- 
isting branded efforts in India," 
adds Bird. Points out Screwvala, 
the founder- promoter and group 
CEO, UTV: "The partnership is across 
movies, TV content, interactive and 
broadcasting, and endorses our 
leadership position in India and 
South-East Asia and further help 
in our global growth strategies." 
Screwvala would have few com- 
plaints with the valuation at which 
Disney picked up the shares—anal- 
ysts point out that the Disney subsi- 
diary has bought the additional stake 
at Rs 1,030 per share, some 30 per 
cent more than the market price 
prevailing at the time of the deal. Yet, 
if punters were unhappy—which is 
why the stock plummeted 4 per 
cent (closed the day at Rs 828.2) on 
the day the deal was announced—it 
was because of the open offer price 
of Rs 860 to minority shareholders. 
"The market was expecting a price 
of Rs 1,000," shrugs a senior analyst 
from an Indian equity research firm. 
Investors may have not got the price 
they wanted, but Screwvala sure 
seems to have hit pay dirt. 
ANUSHA SUBRAMANIAN 
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In Combat 
Mode 


India Inc. trains its sights on 
defence and aerospace. 


LOWLY BUT SURELY, CORPORATE 

India is getting a larger chunk of 
the money spent in the defence and 
aerospace industries. Last fortnight, 
two of the country's premier con- 
glomerates got into a huddle with 
the global biggies in these fields to 
manufacture vehicles for defence as 
well as to supply key components 
that go into helicopters and aero 
planes. Mahindra Defence Systems, 





Gartner's 
(Ed)ICT 


The Indian tech market could 
touch $24.3 billion by 2011. 


NDIA'S DOMESTIC INFORMATION 

Communication Technology 
(ICT) market is expected to grow at 
ล compounded average rate of 20.3 
per cent, to hit $24.3 billion by 
2011, according to global research 
firm Gartner. This means that it 
would account for 2 per cent of the 
country's GDP by then. Currently, 
Gartner estimates the market to 
be at $9.6 billion in 2006—with 
hardware being nearly 55 per cent 
of the market, and services about 
39 per cent. The rest, of about 6 
per cent, was accounted for by 
domestic software in 2006. 

The growth over the next four 
years will be spurred by Indian 
Chief Information Officers (CIOs) 
continuing to build and consoli- 
date the basic rr infrastructure, in 
addition to increasing adoption of 
technology by Indian small and 
mid-size businesses (SMBs). More 
interestingly, according to Gartner’s 
worldwide survey of cios, Indian 
firms’ IT spending is likely to rise by 





a Mahindra Group company, is in 
dialogue with UK-based defence and 
aerospace company, BAE Systems, 
to develop a mine-protected vehicle. 
“Soldiers look for vehicles that give 
them protection. Initially, we will 
be looking to supply these vehicles to 
the police and paramilitary forces. 
We will have a different version for 
the Army,” says Brigadier Khutub 
Hai, CEO, Mahindra Defence 
Systems. Today, these vehicles are 
made by the ordnance factory and 
Hai thinks there is space for one 
more player. “This is a highly com- 
plex technology. Our target is to 
sell 30-40 vehicles per year,” he 
adds. Mahindra Defence intends to 


Gartner’s lyengar: Spotting a boom 


13 per cent in 2008 against a global 
average of 3.3 per cent. “We ex- 
pect this additional by 
Indian Cios to be used for building 
new business capabilities, with 
nearly 30 per cent of spending to 
be allocated for business growth 
and 19 per cent for business trans- 
formation,” says Partha lyengar, 

Head of Research, India. | 





clients to work on two nes 
ogy budgets, an official one that as- 
another ‘shadow budget’ that pri- 
oritises projects. 

T.V. MAHALINGAM 





supply prototypes in about ล year 


เท defence is the Tata Group. 
Group company Tata Industries 
will form a joint venture with 
Boeing. A statement issued by the 
company indicates that this alliance 
“will initially include more than 
$500 million (Rs 2,000 crore) of 
defence-related aerospace compo- 
nent work in India for export to 





component manufacturing for air- 
craft used by the us Navy and the 
Royal Australian Air Force. 

Tata Industries has also an- 
nounced that it will be joining hands 
with Sikorsky Aircraft Corporation, 
a subsidiary of United Technologies, 
to manufacture the S-92 helicop- 
ter cabins in India. Tata Motors 


> 


= and Hai expects sales to commence 
three years from now. Hai also re- _ 
veals that the company is setting up š 
a greenfield facility close to š 
Faridabad to make light bulletproof š 
and high-mobility vehicles. Speaking = 
at the sidelines of the DefExpo held Anand Mahindra: He's gunning for deals with UK-based BAE Systems 
in the capital last fortnight, Anand 
Mahindra, Vice Chairman, M&M, Boeing and its international cus- — has launched its Tata Light Specialist 
said: “We feel that the addressable tomers.” It is expected that the jv Vehicle (Lsv), which has been built 
market for land-systems alone is will be established by June 2008. to military standards. The Tatas’ 
around $3 billion. Through “The joint venture between Tata interest in defence doesn't stop 
Mahindra Defence Systems, we can and Boeing is an important part of there. Tata Advanced Systems (a 
not only address this need but also our strategy to build capabilities in wholly-owned subsidiary of Tata 
requirements in avionics, sea-based defence and aerospace" is how Industries) has joined hands with 
systems and software." Chairman Ratan Tata had put it. EADS Defence and Security for the 
The other big Indian group that During the first phase of the agree- Indian Army's proposed $1-billion 
- appears set to go the whole hog ment, there will be defence-related © Advanced Tactical Communications 


Systems Project. The same com- 
pany is also exploring opportunities 
with Urban Aeronautics, Israel, for 
marketing and manufacturing in- 
novative unmanned aerial vehicles. 

The Tatas and the Mahindras 
are the more high-profile business 
groups eyeing the huge defence pie 
(in 2006-07 the government's de- 
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fence budget stood at Rs 89,000 
crore; defence spending is expected 
to cross Rs 1.2 lakh crore over the 
next 3-4 years). Lesser-known 
players, too, are inking alliances 
with the global biggies. The Noida- 
headquartered Precision Electronics, 
for instance, has signed a memo- 
randum of understanding with 
American defence technology giant 
Raytheon. The agreement will fa- 
cilitate developing and providing 
communications technology for 
India’s military forces. 

KRISHNA GOPALAN 


The Picture ` 
Brightens 


Entertainment, cricket... TV 
viewers never had it so good. 


T ISN'T SO BAD BEING A NEW TELE- 
| [ต channel, after all—it's par- 
ticularly good if vou are a new gen- 
eral entertainment channel (GEC), or 
a new music channel. Consider 9XM, 
the new music channel from INX 








INX Media's new channel made a splash 


Media, which has gate-crashed into 
the top 10 channels as per TAM data 
from it (Cs 15-24 years, Hindi- 
speaking markets in the week ended 
February 2, 2008). Another Johnnie- 
come-lately, NDTV Imagine, has done 
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even better and created a record of 
sorts by pushing its way into the 
ninth slot by carving a share of 6.6 
per cent in the fourth week of this 
year as per TAM data from the chan- 
nel (cS 4+ years, Hindi-speaking 
markets). Media planners, however, 
are less surprised by NDTV Imagine’s 
showing, as it had a new version of 
the evergreen mythological Ramayan 
in its armory. It’s 9XM’s performance 
that’s created more of a flutter. 

The folks at 9XM, of course, 
aren't taken aback with their good 
show. “We sought to offer Hindi 
music, a segment that was obviously 
being ignored, by others. We are 
not into reality shows or lifestyle,” 
says Vikas Varma, Head of Music, 
Entertainment Channels, 9XM. 

Sizing up the market, Nandini 
Dias, CEO, Lodestar Universal, says: 
“9xM has had a dream launch. They 
have identified the need gap well. 
While there are other music channels 
most others have changed the pro- 
gramming mix to suit a section of 
people. Like MTV is addressing youth 
and not music lovers alone, ETC is 
addressing movie buffs rather than 
people fond of music,” she says. 

However, it may still be a bit 
too early for INX Media or NDTV 
to be popping the champagne. The 
reality is that the share of each of 
these channels currently is really 
low. “The channel share of NDTV 
Imagine, 9XM (along with other 
new channels like Bindaas and 
Bindaas Movies) is low. So, it is 
difficult to say how individually or 
cumulatively they have impacted 
others. But most of these channels 
are less than three months old and 
are yet getting their distribution in 
place. I have no doubt that they 
will impact market shares of other 
channels," adds Dias. 

Not without reason, none of 
these channels is scurrying to in- 
crease its media rates yet. “This is a 
time for a very fragmented GEC 
market. Budgets are getting chal- 
lenged as the cost of building GRPs is 


going up," says Satyajit Sen, MD 
(North & East), ZenithOptimedia 
India. Planners also feel that *island 
properties' are coming in at a time 
when, traditionally, this is a lean 
season for advertising spends. 

One such property is a pro- 
posed mega-show from STAR Plus, 
in partnership with Synergy Adlabs 
and Bulldog Media & Entertain- 
ment, called Kya Aap Panchvi Pass 
Se Tez Hain? The show will be 
hosted by Shah Rukh Khan and is 
modelled after the international 
game show called Are You Smarter 
Than A Fifth Grader? 

But will these attempts at block- 
busters come unstuck because of 
competition from cricket—the 
much-hyped Indian Premier League 
will begin by April 18, this year? 
“To my mind properties such as 
Kya Aap... represent good oppor- 
tunity and work to attract the male 
audience, much like cricket does. 
Also, these are slotted for the week- 
end and hence are unlikely to come 
in the way of weekly shows tar- 
geted at women,” says Basabdatta 
Chowdhuri, CEO, Madison Media 
Plus. In such situations, there will be 
at least one clear winner—the 
couch potato. 

SHAMNI PANDE 





Showcase 
Airport 


Hyderabad's spanking new 
airport takes off. 


T 3:05 P.M. ON FEBRUARY 12, A 

Kingfisher Airlines A320 air- 
craft touched down on the 4.2- 
kilometre-long runway at 
Hyderabad’s gleaming new Rajiv 
Gandhi International Airport, the 
first of a series of airports being 
built and modernised by private 
sector companies at cities, including 
Bangalore, Delhi and Mumbai. The 


Motor Industries Company Limited (Mico) is now Bosch Limited. 


We are committed in our endeavour to make the future bigger and better with Bosch. 
- Trust you will be part of this exciting journey. 


www.boschindia.com 








BOSCH 


Invented for life 





bt, current 


touch-down, which was a test land- 
ing, will be followed by the Rs 
2,478-crore airport's formal open- 
ing on March 16. 

The ultra-modern steel, glass 
and concrete airport boasts what is, 
at least till now, the longest runway 
in India as well as the highest Air 
Traffic Control Tower (72 metres). 
The terminal building has a wave- 
shaped roof that maximises the use 
of natural light; and needless to 
add, the airport will provide ameni- 
ties that promise to make things 
easier, faster and more comfort- 
able for passengers. 

Hyderabad's existing airport 
at Begumpet handles around 15 to 
18 flights an hour (including take- 
offs and landings) and the new air- 
port at Shamshabad (30 km from 
the city centre) will be able to han- 
dle 30 to 35 flights an hour (in- 
cluding take-offs and landings) and 
have an annual capacity of being 
able to cater to 12 million passen- 
gers and 100,000 tonnes of cargo. 

Built in three years (32 months 
to be precise) by a consortium led 
by the GMR Group, which is also 
modernising the Delhi airport, the 
Hyderabad airport was designed 
by Gudmund Stokke of Norway 
and Windson Shu of Hong Kong 
and has the Malaysia Airports 
Holding Berhad, Government of 
Andhra Pradesh and the Airports 
Authority of India as part of the 
consortium. Says an upbeat G. M. 
Rao, Chairman of the GMR Group: 
"This world-class airport combines 
the best of technology, design and 
features on par with the world's 
best airports. It has been executed 
within the committed timelines, 
setting new benchmarks for the 
aviation sector in the country for 
developing world-class airports." 

Be that as it may, there could 
be a last-mile hitch in the offing. 
Although the airport is ready for 
business, roads that would transport 
passengers to and from the city are 
not. Of the four crucial connecting 
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routes planned by the Hyderabad 
Urban Development Authority 
(HUDA), only one is slated to be 
ready by the time the new airport is 
officially opened. HUDA Vice 
Chairman Jayesh Ranjan, however, 
affirms that one more route would 
be ready by April, a third by June 
and the fourth by December 2008. 
Around 550 kilometres away 
from Hyderabad, in Bangalore, it’s 
a familiar story. A new airport, 
which will ease the horrendous 
conditions at the old airport, is al- 
most ready and is slated for open- 
ing by end of March but the roads 
to get there are yet to be built. 
Such is the irony of India's urban 

development. 
F. KUMAR SHARMA 


The Right 
Flavour, Finally 


Four Seasons' first hotel in 
India is almost ready. 





FitzGibbon: Eyeing a sweet spot entry 


ETTER LATE THAN NEVER—THAT 
| Loi to be the mantra of the 
Canadian hotel chain, Four Seasons, 
which is readying for the soft open- 


ing of its first property in India in 
central Mumbai. And it's an effort 
that had better be worth the time 
spent—10 years from planning an 
entry into the Indian market to 
eventually opening a hotel. 
However, Jim FitzGibbon, Presi- 
dent, Worldwide Hotel Operations, 
Four Seasons, doesn't feel the chain 
might have missed the bus by its 
late entry. “It’s unfortunate that a 
project in Goa failed to take off 
but I still feel we have entered India 
at a sweet spot when awareness of 
luxury brands is gaining momen- 
tum," he observes. Typically, he 
adds, a Four Seasons hotel takes 
one year to design and another two 
to construct. 

With an investment of nearly 
Rs 500 crore, the 202-room, 33- 
storey hotel—the first of five 
planned for the next six vears in 
India—is keeping its pricing op- 
tions open. While FitzGibbon is 
clear that he would prefer the ARR 
(average room rate) to be in the re- 
gion of $400-500, he does concede 
that it would also depend on the 
market response. “We are hoping 
that the hotel can achieve an average 
occupancy of 70 per cent,” he says. 
Surprisingly, though, the hotel will 
only be offering two restaurants—a 
200-cover Asian eatery and a 90- 
cover Italian joint. “We have to be 
relevant to the market and this is a 
modern, contemporary hotel where 
service and product design will be 
the trump cards,” justifies 
FitzGibbon. 

While Mumbai will be the 76% 
hotel under the chain's supervision, 
FitzGibbon is actively looking at 
the resorts market, which, he says, is 
extremely fertile. “Apart from a re- 
sort in Kerala we are considering a 
location in Jaipur," he informs. For 
now, however, all energies will be 
focussed on a property in Gurgaon, 
which should—hopefully—be up 
and running in another three years. 
Bon Chance. 

TEJEESH N. S. BEHL 
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WTO Gets 
Talking Again 


Sops to developing countries 
could break the Doha deadiock. 

T'S ANOTHER ATTEMPT TO EVOLVE A 
| Bicis between the rich and 
the poor nations at the WTO on the 
thorny issues of cutting agricultural 
subsidies and industrial tariffs. 
Ambassador Crawford Falconer, 
Chairperson of the Agriculture 
Negotiation, and Non-Agricultural 
Market Access (NAMA) Chairperson 
Don Stephenson have circulated 
their latest draft *modalities". The 
two documents are revisions of 
drafts previously circulated in July 
2007 and are based on wro mem- 
ber governments' latest positions 
in the discussions since September, 
one of the most intensive periods of 
negotiations since the Doha Round 
talks began in 2001. 

The revised negotiating text for 
industrial goods seeks to break dead- 
lock on the cuts within the wro by 
setting no fixed limits for the ex- 
ceptions that developing countries 
would enjoy. Clearly, Canada's WTO 
Ambassador, Don Stephenson, who 
chairs the industry talks and has 
put forward the suggestion, is hop- 
ing this would find favour with the 
third world, which want industri- 
alised countries to take bigger com- 
mitments than developing coun- 
tries in cutting industrial tariffs 
based on the principle of “less-than- 
full reciprocity". 

There is a broad consensus on 
how to open up trade in industrial 
goods, which account for 74 per 
cent of world trade. Tariff cuts will 
be based on a formula using a vari- 
able or coefficient. The lower the 
number of the coefficient, the bigger 
the cut in tariffs, and the lower the 
resulting tariff ceiling. Stephenson 
proposed in July a coefficient range 
of 8-9 for developed countries and 
19-23 for developing nations. 
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Kamal Nath: Treading cautiously 


Several developing countries have 
called for a bigger gap between the 
coefficients for rich and poor, but 
that has been resisted by developed 
nations. While the latest draft pro- 
posals make no change in the coef- 
ficient levels, they suggest that the is- 
sue could be debated further to 
reach a middle ground. Industry 
bodies in India, though, object to the 
present formula as they feel that 
it’s discriminatory. Says Amit Mitra, 
Secretary General, FICCI: “This set of 
coefficients, if applied in tariff re- 
duction formula, would result in 
relatively large tariff cuts for India 
and other developing members, 
compared with developed econo- 
mies like the Us and the Ev." 

ไท the draft on agriculture, an at- 
tempt has been made to reflect the 
concerns of the developing coun- 
tries, particularly on special safe- 
guard mechanisms and special 
products. The draft also brings back 
the original G-20 proposals for 
discussion that had suggested a min- 
imum 54 per cent cut in agricul- 
tural tariff by developed countries 
and maximum tariff cut of 36 per 
cent for developing countries—this 
was one of the demands by India. 
Says T.S. Vishwanath, Senior 
Director, cul: “The views of the de- 
veloping world are reflected better 
in the new document, making it a 
good starting point for further ne- 
gotiations." However, the draft has 
proposed the same range of cuts 
for us agricultural subsidies or 
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Overall Trade Distorting Support 
(OTDS). The proposed numbers 
would reduce the Us OTDS to the 
level of $13-16.4 billion from the 
existing levels of $48 billion. The 
developing countries want sharper 
agriculture subsidy cuts by the us. 
India has already cautiously wel- 
comed the revised WTO proposals. 
Minister for Commerce and Industry 
Kamal Nath has said the revised 
texts can form the basis for negoti- 
ation in the coming weeks. But this 
could just be the beginning of an- 
other round of hard-nosed lobbying 
at the WTO. Let's hope that this time 
a middle ground can be found. 
RISHI JOSHI 
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Restructuring 
Redux 

TCS goes for a rejig to simplify 
things for its customers. 

T SEEMS LIKE RESTRUCTURING IS 
la. mantra for the Indian IT in- 
dustry. À couple of months after 
Infosys restructured its business 
units and Mindtree Consulting an- 
nounced an organisation restruc- 
ture, India’s largest IT company, 
Tata Consultancy Services (TCS), has 
followed suit. Last fortnight, TCS 
rejigged its organisation into five 
units, which the company hopes 
will provide customers a single view 
of the company. Till now, TCs’s 
businesses were split along geogra- 
phy, industry verticals or types of 
services. "The earlier model was 
apt five years ago when we were 
20,000-odd people. As we have 
scaled up to over a lakh people 
across geographies, we felt the need 
for a new structure," said N. 
Chandrasekaran, TCS’s COO, an- 
nouncing the new structure. 

Under the new structure, the 
five units—industry solutions group 
(ISG), new growth market group, 
major markets group, strategic 
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initiative group and organisation 
infrastructure units—would have a 
director each, who in turn would 
report to the Chief Operating 
Officer. “The new structure an- 
nounced aims to impose greater ac- 
countability and client centricity 
even as it focuses on leadership de- 
velopment and employee empow- 
erment," notes a report by broker- 
age house Prabhudas Lilladher. 
The major markets will focus 
on the company's bread and butter 
markets—the Us, UK, and Europe. 
The new growth markets will look 
at India, APAC, and other emerging 
markets. The strategic initiatives 





TCS's Chandrasekaran: New look 


group will comprise three key in- 
gredients—Tcs financial services, 
the yet to be announced SME busi- 
ness unit and the BPO platform serv- 
ices. The ISG unit will have multiple 
units dedicated to all the verticals, 
including key verticals such as BFSI 
and manufacturing. “We have been 
working on this for the past nine 
months... we have identified people 
to fit these roles and are putting 
processes in place. The new struc- 
ture will be effective from April 1," 
says Chandrasekaran. 165, like the 
other Indian IT majors, must be 
hoping that a more streamlined or- 
ganisation will help it navigate the 
choppy waters ahead. 

T.V. MAHALINGAM 
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Your Money and Our Arms 


Te sa Ie US face silf compellit for n sep. 


NDIA IS A BOOMING MARKET NOT 
[ius for the Pepsis and Voda- 
fones of the world, but also the 
Lockheeds, Boeings and Bags. That 
was amply evident at the four-day 
Defence Expo held in New Delhi 
last fortnight. Two hundred and 
seventy-three companies from 30 
countries, including the us, Russia, 
Germany and South Africa, put 
up impressive shows at the expo, 
which is held once every two years. 
All of them—BAE with its ultra 
lightweight M777 howitzer guns, 
France’s Thales, DCN, Dassault and 
MBDA with their submarines, and 
fighter jets, and Israeli firms, led by 
Israel Aircraft Industries, with their 
world class air defence and a range 
of sniper and assault 
lined up for a piece of the $25-35 
billion that India plans to spend 
on defence equipment (also see 
Boom, Boom on page 36). The 
contingent from the Us was the 
biggest with 46 companies, and 
was led by its former Secretary of 
Defence William Cohen. Lockheed 
Martin has already bagged the $1- 
billion contract for six J-series 
Hercules transport planes (it marks 
the biggest military aircraft deal 
with India in five decades), but it 
had its eye on the $10-billion con- 
tract to provide 26 fighter jets to 
the Indian Air Force. The 
Americans were also eyeing a hel- 
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Biocon's 
European Play 
The biotech company walks its 
talk with a European buy. 

FTER ANNOUNCING HER INTEN- 
Wakaq to tap the lucrative Eur- 


opean market for her range of prod- 
ucts, Biocon founder Kiran 





a $500-million contract for 190 
choppers signed with Eurocopter 
was nixed on November 30. 

The Russia contingent was the 
second biggest with 43 compa- 
nies, but maintained a low profile. 
Of course, the Russians, too, have 
their sight trained on an upgrade 
order for 78 MiG-29 fighter 
planes—a contract worth 51 bil- 
lion. The upgradation was mooted 
by the Indian Cabinet recently. 
"We need the most advanced 
technology and we will award the 
contract to whoever offers best 
price and quality," Defence 
Minister A.K. Antony told manu- 
facturers at the expo. India's de- 
fence procurement system may 
be painfully slow, but arms mar- 
keters are willing to play ball. 
“We abide by the rules and norms 
of the Indian democracy," a cheer- 
ful Cohen told gr. When you have 
more than $25 billion up for 
grabs, patience comes easy. 

AMIT MUKHERJEE 


Mazumdar-Shaw finally took her 
first concrete step in that direction 
by announcing a €30-million deal 
for AxiCorp. This German com- 
pany would give Biocon an impor- 
tant foothold in the European mar- 
ket, worth around $5 billion for 
the Bangalore-based company's 
range of insulin products. It is esti- 
mated that AxiCorp has launched 
around 180 products in the market 
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and Biocon is expected to leverage 
this experience and its distribution 
network to vend its products, es- 
pecially recombinant human insulin 
in Europe. “We can't build this dis- 
tribution set-up on our own, and 
AxiCorp will help us gain this 
foothold in what is a very compet- 
itive market," Mazumdar-Shaw says. 
Already, she has inked a deal with 
Neo Pharma to set up ล joint ven- 
ture called NeoBiocon to target the 
diabetes and oncology markets with 
its biotherapeutic products. Accor- 
ding to some industry estimates, 
these two segments are the two 


has also begun the spade work for 
its foray into the European market 
by starting the registration of its re- 
combinant human insulin with the 
European regulator EMEA (European 
Medicines Agency). The German 
market for insulin alone is estimated 
at almost €1 billion, according to 
Dirk Ullrich, General Manager for 
AxiCorp, who ran Sanofi-Aventis’ 
insulin programme until recently. 
According to Biocon executives, 
the firm gets around 25 per cent 
of its business from the European 
market and it hopes to increase this 
figure to as high as 40 per cent in 





Another deal: (R-L) Mazumdar-Shaw, Axicorp's Holger Gehlhar and Dirk Ullrich 


fastest growing in the $5-billion 
Gulf Council market. 

The move to buy the €75-mil- 
lion AxiCorp also sees Mazumdar- 
Shaw take further strides in the de- 
velopment of Biocon into a global 
bio-pharma company. She kicked 
off this process by selling Biocon's 
enzymes business to Danish firm 
Novozymes for $115 million in 
July last year. The proceeds from 
this transaction helped Biocon re- 
port a one-time five-fold increase in 
profits and at the same time free 
up funds for deals like the just-con- 
cluded one for AxiCorp. Biocon 
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the next two or three years. 
Besides giving Biocon a 
foothold in the European mar- 
ket, the AxiCorp buy paves the 
way for it to Introduce biosimilar 
products, since Europe, unlike the 
US, has clear rules on biosimilars. 
According to industry estimates, 
the market for biosimilars of in- 
sulin, human growth factor, 
colony stimulating factors, inter- 
feron alpha and interferon beta 
could be around $20 billion. 
Despite pressure from the indus- 
try, the Food and Drug 
Administration has been slow to 


put in a regulatory mechanism to 
approve these drugs, because of 
what it says are multiple chal- 
lenges in the development and 
manufacturing of these drugs. In 
contrast, the European Medicines 
Agency has ล fixed procedure for 
generic approval and this could 
see firms aggressively tap this mar- 
ket, with Biocon itself expecting to 
launch its revolutionary oral in- 
sulin product in the market, once 
the product is unveiled by 2010. 

RAHUL SACHITANAND 
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Placebo, 
Just Fake 


Spurious drug trade in the 
capital is booming. 





T'S A BITTER PILL FOR AN INDUSTRY 
| also battling price restric- 
tions. The market for fake and 
counterfeit drugs in India doesn't 
just exist, but is booming. 
According to a study conducted by 
the New Delhi-based trade body, 
ASSOCHAM (Associated Chambers 
of Commerce and Industry of 
India), fake drug sales may be fetch- 
ing as much as Rs 15,000 crore a 
year—the legit pharma industry, 
in comparison, had domestic sales 
of Rs 28,000 crore in 2006-07. 

Worryingly, the biggest centre of 
spurious drugs seems to be the na- 
tional capital region, which includes 
Delhi and its suburbs of Gurgaon, 
Faridabad and Noida. Says D.S. 
Rawat, Secretary General, 
ASSOCHAM: "It is a growing problem 
and estimates indicate that (fake 
drugs) constitute nearly 25 per cent 
of all drugs sold in NCR." 

It is quite likely that ASSOCHAM's 
figures are some way off the mark. 
“No systematic study has been done 
to measure the extent of counterfeits 
in the Indian market and most fig- 
ures that appear in press reports are 
guesstimates," says Ranjit Shahani, 
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Vice Chairman & Managing 
Director, Novartis India. Just the 
same, spurious drugs can be fatal 
and their trade must be nixed. For 
starters, though, the government 
must identify their centres of pro- 
duction. Apparently, that's an open 
secret. "While the problem of coun- 
terfeit drugs is spread all over the 
country, it appears to have a 
stronger presence in the northern 
belt," says Shahani. Adds Utkarsh 
Palnitkar, Partner and Industry 
Leader (Health Sciences), Ernst & 
Young, India: *While all generics 
(branded and non-branded) can be 
counterfeited, typically, it is the 
non-branded generics (ampicillin, 
paracetamol, etc) that are widely 
counterfeited in the country." 
What drives the trade in fake 


drugs? Most experts see a lack of 
adequate regulations, shortage of 


drug inspectors and a lack of lab fa- 
cilities to check the purity of drugs 
as the key reasons. Therefore, any- 
one who wants to make spurious 


drugs can do so without fear of 


getting caught. Novartis’ Shahani 
also points to another problem that 
may be fuelling the boom. He sus- 
pects that following the imple- 
mentation of Schedule M (for 
Good Manufacturing Practices), 
many small manufacturers have 
been disqualified by the Food and 
Drug Administration. “Since these 
units have the machinery and tech- 
nology to manufacture drugs, there 
is a likelihood that such units will be 
tempted to take recourse to alter- 
native methods to earn a liveli- 
says Shahani. 

Lacking resources to nip fake 
drugs in the bud, the government 
could come up with harsher regu- 
lations to punish counterfeiters. 
But here again, it seems to be waf- 
fling. There is a Bill No. LIV of 
2005 to amend Drugs ๕ 
Cosmetics Act, 1940, that pro- 
poses to increase the minimum 
term of imprisonment to 10 years 
and the minimum fine to Rs 10 


hood." 
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An I-Banker for SMEs 


A Bangalore-based I-banking firm gets angel funding. 


HEN INVESTMENT BANKERS 
Uday Disley and Deepak 
Srinath go calling on CEOs of small 
businesses, the latter don't usu- 
ally get overwhelmed. For two 


reasons: One, Disley and Srinath 


themselves run a small I-bank that 
was launched a year ago and, two, 
they've been entrepreneurs ear- 
lier as well and know the pains 
small businesses go through. But 
that's only part of the reason why 
the co-founders of Viedea Capital 
Advisors have received a round 
of angel funding from the Indian 
Angel Network. The bigger reason 
is that Viedea (combination of vie 
and idea) is focussed on an emerg- 
ing segment, which is SMEs and 
mid-market companies. “We saw 
that companies here were under- 
served by existing investment 
banks, while venture capitalists 
are hard-pressed for time. We 
handhold many such start-ups, 
prepare business plans and present 
them to VCs," says Srinath. *And 
the fact that some of the most 
successful entrepreneurs and CEOs 
in India have invested in us, vali- 
dates our assessment of the op- 
portunity." 

The Viedea team has operating 
experience in areas such as mobile 
VAS, retail, rr/rres and life sciences. 
Says Disley: "Our strong differ- 
entiator is the operating experi- 
ence of our team. This is an 
integral part of our strategy and al- 
lows us to offer insights that 


lakh or three times the value of 
drugs confiscated (whichever 15 
more) and make the offence non- 
bailable. Problem? The bill has 
been hanging fire since May 2005. 
Says Shahani: “The key responsi- 
bility lies with the government, 
which must formulate appropri- 








Srinath (L) and Disley: Good start 


traditional bankers may not be 
able to." Viedea has already ad- 
vised on high-profile transactions 
such as the recent acquisition of 
the publicly-listed engineering 
services company Axis IT&T by 
Rajeev Chandrasekhar's Tayaana 
Software. *We loved the passion 
and commitment of the team and 
recognised the huge potential to 
create a truly world class bou- 
tique investment bank. They've 
made a great start," says Rajan 
Anandan, Vice President, Dell 
India, who is one of the nine angel 
investors. “The mid-market com- 
panies seeking to raise $1 million 
to $10 million are looking for or- 
ganised players and Viedea fits in 
this play," he adds. 

K.R. BALASUBRAMANYAM 


ate policies and laws and have an 
enforcement organisation that 
works relentlessly to control the 
problem." Industry on its part, 
Shahani adds, must devote re- 
sources to monitor the trade and 
build awareness among consumers. 

E. KUMAR SHARMA 
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Going Down, 
to Rise Again 


Mumbai builders find a novel 
way to beat land supply crunch. 


ECESSITY IS THE MOTHER OF IN- 
| แ " cease: and the cliché holds 
true for Mumbai's real estate mar- 
ket. Starved by the lack of new 
land supply in the city—not in the 
least due to its geographic const- 
raints—every builder worth his 
brick and mortar is eyeing the re- 
construction market for residen- 
tial properties. Reconstruction, as 
opposed to redevelopment, does 
not necessarily involve dilapidated 
structures, of which there are 
19,000 in Mumbai. With the gov- 
ernment mandating that all 20-year 
plus buildings must undergo a struc- 
tural feasibility study, and with lib- 
eralised floor space index (FSI) 
norms, it has opened up ล new 
business stream for realty players. 

What it entails is an agreement 
between the residents of a housing 
society and the developer, wherein 
the latter agrees to either buy the 
apartment from those willing to sell 
or agrees to bear the rental for the 
duration of the reconstruction, 
which could be between 18-24 
months, for those who wish to retain 
their apartment. The developer earns 
his profits from the additional floors 
he constructs, courtesy the TDR 
clause (transfer of development 
rights), wherein he purchases addi- 
tional space for development from 
the local civic authorities. This allows 
the realty player to double the num- 
ber of existing floors, which are 
then sold at the existing market rate 
following the reconstruction. “It’s a 
win-win situation for both the de- 
veloper and the residents—the de- 
veloper gets a plot with the basic 
infrastructure in place, while the 
resident gets a bigger and better 
apartment for no cost absolutely," 
says Vikas Oberoi, Managing 
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Director, Oberoi Constructions. 
But reconstruction only hap- 
pens in good locations, says Anshu- 
man Magazine, Chairman and MD, 
cp Richard Ellis. “These are estab- 
lished places-for instance, south 
and central Mumbai as also the 
western suburbs such as Bandra 
and Khar-where the gestation time 
is less and the probability of re- 
selling it much higher," he points 
out. In Mumbai's toniest address, 
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apartments and the stamp duty 
paid on behalf of the existing own- 
ers but also the rentals borne and 
the cost of reconstruction. Oberoi, 
however, stresses that even if he 
sells the new apartments at the cur- 
rent market price post-reconstruc- 
tion, he will make a decent profit. 

But it's not all hunky-dory. “It’s 
not the ideal option for real estate 
companies, since one has to deal 
with many people, and that's time 





A makeover: It's a win-win situation for both the ceveloper and the residents 


Pali Hill in Bandra, Oberoi’s com- 
pany, which is vying for a block 
of apartments, is said to be offering 
around Rs 25,000 per square foot 
to its residents if they wish to sell 
out. Given that additional TDR costs 
are around Rs 4,000 per sq. ft and 
rates post-reconstruction will be at 
least Rs 40,000-45,000 per sq. ft, 
Oberoi could make a neat killing on 
all the additional apartments that he 
constructs. The returns would be 
more than enough to cover not 
just the cost of acquisition of the 


consuming," says Mufatraj Munot, 
Chairman, Kalpataru Group, which 
itself has three to four such projects 
underway in the Bandra-Kurla 
Complex. Apartment residents, too, 
have got smarter and are calling 
in for a formal tendering process 
from more than one builder. But 
given that land in Mumbai, unlike 
other commodities, has ceased to be 
abundant, realty players don't have 
much choice—or reason to com- 
plain either. 

TEJEESH N.S. BEHL 
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Plenty in a 
Name Change 


VSNL becomes Tata Commu- 
nications—and much more. 


IX YEARS AFTER DISINVESTMENT, 

Videsh Sanchar Nigam Limited 
(VSNL) has been rechristened with 
the name of its buyer. The com- 
pany will now go by the name of 
Tata Communications. A lot has 
changed apart from just the name. 
The company has a more global 
look following the acquisitions of 
TGN, an undersea cable company, 
and Teleglobe, a provider of whole- 
sale voice and data, in 2004 and 
2005, respectively. 

At a press conference last fort- 
night, Tata Communications an- 
nounced its new brand in addition 
to an investment of $2 billion over 
the next three years. A billion out of 
this will be equally invested in the 
undersea cable business and a foray 
into WiMAX (a wireless digital com- 
munication solution). This expen- 
diture will be funded through a 
combination of internal accruals 
and borrowings. 

"Today, the growth opportuni- 
ties are limited in India and we will 
have to go global," says N. Srinath, 
CEO & Managing Director, Tata 
Communications. Along with VSNL, 
Teleglobe too will be integrated 
into the Tata Communications 
brand. *Our vision is to deliver a 
world of communications to our 
customers," adds Srinath. 

The investment in submarine 
cables is in line with the emphasis 
on creating high-quality infra- 
structure. *We have always in- 
vested in infrastructure in the past 
and will continue to do so in 
emerging markets like India, East 
Europe, China and Africa. Today, 
we have the experience of operat- 
ing with customers in various mar- 
kets," says Srinath. On the plans for 
WIMAX, Tata Communications ex- 
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Tata Comm's Srinath: Going global 


pects to get across to 115 towns 
from 30 currently. 

Srinath expects — Tata 
Communications to be an IT serv- 
ices company over time. At this 
stage, the company is also closely 
looking at options in the IPTV space. 
“Our big markets will be the us 
and Europe particularly the UK," 
says the CEO. 

Over the next four years—up 
to the year ending March 2012— 
Tata Communications is aiming for 
EBITDA margins of at least 20 per 
cent and being #1 or #2 in all its 
focus markets. Last year, the com- 
pany's EBITDA margin stood at 14 
per cent. 

A key market will be South 
Africa where Tata Communica- 
tions holds a 26 per cent stake in 
Second Network Operator (SNO), a 
South African telecom service 
provider. *We should be launching 
our retail services by the end of 
this year," says Srinath. Tata 
Communications is expected to 
make an investment of $150 mil- 
lion in the South Africa project in 
the coming financial year. 

“We are expecting broadband 
also to be a big story in South 
Africa," adds Srinath. Tata 
Communications gets 60 per cent 
of its revenues from the overseas 
markets while the balance comes 
from the domestic market. *Over 
the next 3-4 years, the big chal- 
lenge for us will be to prove our- 
selves in the global markets," sums 
up Srinivasa Addepalli, Senior Vice 
President (Corporate Strategy). 

KRISHNA GOPALAN 
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French 
Connection 


If Steria doesn't ring a bell, 
Xansa should. 


EADQUARTERED IN ISSY-LES- 

Moulineaux, a suburb of Paris, 
some 7 km from the city centre, 
Steria is an unfamiliar name with 
those curious and even familiar with 
India’s rr-ITES industry. This 40-year- 
old French firm, which has revenues 
of $2. billion, recently got a much 
closer Indian connection when it ac- 
quired Xansa, a British outsourcer 
last October and with it a 5,000- 
person presence here. “The India 
presence was a critical reason for 
the deal and now we want to double 
our presence here," says Francois 
Enaud, Chairman & CEO, Steria. 

Unlike many American tech gi- 
ants like IBM and Accenture, Steria 
has been much more circumspect in 
building a large India delivery centre 
and it’s only the buyout of Xansa 
that helped it boost its profile here. 
“We were an unknown until the 
deal,” laughs Enaud. “Now we want 
to make up for lost time.” Back in 
Europe, Steria is recognised as among, 
the top 10 rr and BPO companies on 
the continent and gets around €900 
million of its business from the UK 
market alone. “We've built a repu- 
tation for ourselves in the European 
market and we want to become a 
global player,” says Enaud. 

Part of the reason for Steria to 
look beyond its staple European 
business is to drive growth in the 
company and in the slow-growing 
and slow-to-outsource European 
market. According to Enaud, the 
European market itself is growing 
at just 3 to 5 per cent annually and 
Steria itself is growing at under 9 
per cent, compared to over 30 per 
cent for many of the firm's large 
Indian rivals. *We have made mul- 
tiple M&A deals, but we want to bal- 
ance that with some significant or- 
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In North Kerala, what's read as 
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ones in the Middle East. 
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ganic expansion. So, to try to ignite 
growth, Steria is putting in place a 
strategy to tap the lucrative domestic 
market in India and sees that as a key 
growth driver as it seeks to diversify 
its revenue base. Enaud may need to 
be quick on the draw, with Steria's 
margins wallowing at just over 7 per 
cent, compared to over 25 per cent 
for most Indian Tier-I players. 
Besides the focus on India, 
Enaud believes that the industry has 
moved away from rushing single- 





Steria's Enaud: Making up for lost time 


mindedly towards India to looking 
for broader options in locations such 
as Eastern Europe and South East 
Asia and even places like Canada. 
"We recently opened a centre in 
Poland and we have a presence in 
Morocco, both of which are key 
for the language-sensitive European 
market," says Enaud. It's for this 
reason—along with the inherent 
conservatism —that he believes the 
European market will be much 
harder to crack than North America. 
*[t is now hard to build scale in the 
European market in one location. 
We have to have multiple small lo- 
cations for each language and look 
to places like Morocco also for 
French-speakers," he explains. 
RAHUL SACHITANAND 
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Precious Time 


Titan launches watches in the Rs 6-12 lakh bracket. 


S THERE A MARKET FOR A WATCH 
Tii at Rs 12 lakh? Titan 
Industries certainly seems to think 
so. At the unveiling of its latest 
collection, Nebula Celesté, the 
company showcased three mod- 
els—Iris, Andromeda and 
Serendipity—with a minimum 
price tag of Rs 6 lakh, going all 
the way to Rs 12 lakh. Celesté, 
according to Titan's Head- 

Marketing, Suparna Mitra, is po- 
sitioned as a “fusion of watches 
and jewellery." The watches offer 
features like 18 karat gold, white 
diamonds and scratch-resistant sap- 
phire crystal glass. 

While there are no specified 
sales targets, the watch seems to 
have a clear target user. “We think 
there is a huge demand for pre- 
mium watches in India. We are 


looking at the ultimate connois- 


seur who can appreciate exquisite 
design," says Mitra. According to 


her, the watches priced at below Rs 


1,000 are in the mass market cate- 
gory while those priced above Rs 


1,000 and Rs 10,000 are in the 


mass premium category. “The su- 


ว จ ส อ ง ร ระ OER BARES 
Code Across 
the Border 


Say hello to the ‘pashas’ of 
Pakistan's IT sector. 


NDIA AND PAKISTAN SHARE 
Loss things other than a vio- 
lent past and. a contentious border. 
A common history, and a passion 
for cricket are just two of them. 
Now add a growing IT industry 
to that list. 

"At $3 billion, the Pakistan IT in- 
dustry is much smaller than the 
Indian industry but we expect it to 
grow to $11 billion by 2011," says 





premium category is made up 
of s sched bere te above Rs 10,000 
up to Rs 1 lakh," adds Mitra. It is 
estimated that there are 80,000- 
1,00,000 watches sold in the super- 
premium segment. 

The Celesté collection will 
make its debut in Mumbai and 
then in other cities. In a country 
like India, a product category 
like premium watches is normally 
up against the more conventional 
forms of asset purchase like gold 
and jewellery. Mitra thinks com- 
petition will not be just from pre- 
mium and luxury watches. 
*High-end jewellery will also be 
our competition." 

KRISHNA GOPALAN 


Jehan Ara, President, Pakistan 
Software Houses Association 
(PASHA). PASHA is Pakistan's only ri 
body with over 360 companies as 
members. Currently, close to a hun- 
dred thousand people are employed 
by the IT industry, which is growing 
at 40 per cent year on year. 
Interestingly, half of Pakistan's 
revenues come from the domestic 
market which is growing at a rapid 
pace. [n the export market, the 
main markets are the Us, the Far 
East, the UK, Rest of Europe and 
the Middle East. The software in- 
dustry is spread across three cities— 
Karachi, Islamabad and Lahore. 


Tech MNC giants like IBM, Microsoft 


The only other sheets commonly 
found in Central Kerala 
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and Oracle have set up develop- 
ment bases in the country. 

“The cost of labour is Pakistan is 
30 per cent lower than in India. In 
that sense, it's a great base for off- 
shoring operations. The quality of 
talent is also very high. As a result, 
we have some great success stories 
in the country," says Ara. "Recently, 
Adobe Systems invested in an 
Islamabad-based start-up called 
Scrybe. There are several exciting 
start-ups, especially in the product 
space in the country," adds Ara 
who sees Pakistan creating its own 
niche in the IT outsourcing space 
rather than competing with India. 
Ara admits that the political uncer- 
tainty in the country translates into 
additional energy expended in con- 
vincing companies to invest in the 
country; but she is not overtly wor- 
ried about the future. 

"Some of the largest 11 compa- 
nies in Pakistan have close to a 
1,000-odd employees and clock 
revenues in the region of $20-25 
million. So, we possibly will never 
be as large as India when it comes to 
size of the industry. But we can col- 
laborate when it comes to out- 
sourcing," says Ara. 

"The salaries of rr professionals 
in Pakistan are approximately 30 
per cent lower than those in India, 
while telecommunication costs are 
also low as compared to any other 
offshore locations, which make 
Pakistan an attractive outsourcing 
destination," reads a recent 
Gartner report on the Pakistan 
offshore industry. 

The report further stated that 
the government of Pakistan had 
formulated a comprehensive rr pol- 
icy to encourage the private sector. 
The government plans to develop rr 
parks in major cities, while 750,000 
square feet of space in the Pakistan 
Software Export Board (a govern- 
ment body to encourage software 
exports) has already been leased to 
IT companies. 
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เณ EUIS IEEE: 
Transition 


Trauma 


NIIT still hasn't found what 
it's looking for. 


OR THE BEST PART OF THE '90s 
Fara the early part of this decade, 
NIIT was best known for its 11 edu- 
cation business, which generated 
thousands of computer specialists 
across the country. However, when 
the downturn hit at the turn of the 
century, NIIT, with its large per- 
centage of e-commerce business, 
barely made it out alive. Compelled 
by this slowdown, NIIT undertook a 
complete restructuring that saw it 
spin off its education and software 
arms into separate units, NIIT 
Limited and Nur Technologies. But 
five years after this move, sceptics 
continue to criticise the company's 
business plans as it seeks to re-es- 
tablish its brand in the market. 
Rather than try to compete with 
the big boys of the industry, NIIT 
CEO Arvind Thakur is trying to find 
less populated markets to occupy; 
his endeavour is to move the com- 
pany away from a linear growth 
model (more people and more rev- 
enues) to a focus on higher value- 
added work. 

Already Thakur has identified 
several verticals—just one of them is 
insurance—where there are rela- 
tively few players; he’s also zeroed 
in on segments such as software as a 
service (SaaS) and IT infrastructure 
services, where few Indian vendors 
have a solution. “We can’t com- 
pete in the large-scale business; we 
need to look for differentiation,” 
says Thakur. Critics, however, say 
that the company may have missed 
an opportunity over the last three or 
four years, when the IT industry 
grew exponentially and NIIT was in 
the midst of its business overhaul. 
Unlike many of its peers, NIIT is yet 
to fully exploit the benefits of low- 
cost offshore IT services; in fact, 
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NIIT's Thakur: Looking to diversify 


the firm yet gets over 60 per cent of 
its business onsite—that is, from 
work delivered at a client location. 
"This means that NIIT’s costs are 
much higher than those of many 
of its Indian rivals and with MNCs 
also expanding in India the com- 
pany needs to find its niche 
quickly," says the marketing head of 
a large Indian outsourcer. 

As a consequence of this skewed 
ratio, NIIT's profitability and margins 
too have struggled, with Thakur, 
however, arguing that it enjoys “the 
best margins in the mid-cap mar- 
ket." For the third quarter of this fis- 
cal, NUT reported operating mar- 
gins of around 22 per cent, up from 
19 per cent in the corresponding pe- 
riod in the previous fiscal. However, 
net profit was virtually flat at Rs 
35.1 crore (as against Rs 35.3 crore 
a year ago). Unlike many competi- 
tors, NIIT has a very different rev- 
enue mix, getting half its business 
from Europe and nearly 10 per cent 
from the domestic market. NIIT is 
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also a slow starter on BPO with just 
about 800 people in that business, 
even as scale becomes a survival 
factor in this market. “We don't 
see BPO as a standalone entity, but 
leverage for integrated rr-BPO deals,” 
says Thakur. With consolidation 
setting in and global tech giants on 
the prowl, NIIT will need to get its 
act together quickly. 

RAHUL SACHITANAND 


STEEP EE AE Sar 
Now, Wooing 
Bloggers 


Will fropper.com’s ad rev- 
enue-sharing gambit work? 


N A MOVE THAT'S BEGINNING TO 
late many questions, Anupam 
Mittal-led People Group’s dating 
and social networking site frop- 
per.com has announced that it 
would share half of its ad revenues 
with bloggers. Here’s how it works: 
Google Adsense will place relevant 
ads on its ezblog pages; and “blogs 
that attract people, who eventually 
click on the ads, will eventually 
stand to gain as we will share 50 per 
cent of the revenue earned on those 
ads,” says Navin Mittal, Business 
Head, fropper.com. 

To be sure, fropper.com, which 
today boasts of over 3.5 million 
members, has been through some 
transition in its positioning from be- 
ing a largely dating site to now more 
of a social networking that also offers 
opportunities to build ‘relationships.’ 
Given the growth in social net- 
working and the fact that dating in 
the Indian context has floundered 
for the lack of right users, the site has 
had to re-manoeuvre its strategy in 
the market. Now, with this move 
it’s pushing to build a community 
that would be driven by budding 
bloggers as well. 

However, there are problems 
to this strategy as media viewers 
believe that the site has wasted time 
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in fine-tuning its strategy and, hence, 
would find it difficult to attract se- 
rious bloggers. Also, the industry 
itself has to deal with some reality 
checks: “The social networking plat- 
form, the world over, has serious 
problems in generating revenue as it 
has grown on the back of a per- 
sonal space (largely rid of advertis- 
ing). Today, this space is extremely 
crowded and competitive and if it 
has to grow then it has to be by 
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personal information, such as your family’s address, phone 
ber, credit card or calling card numbers, your schools name, or your 
อ to anyone on a computer network that you don't personally know 


building verticals and by localisa- 
tion," says Sanjeev Bikhchandani, 
co-founder & CEO, InfoEdge (which 
owns naukri.com). 

The site also has to deal with 
another set of dynamics at work: 
"This may not attract people who 
are necessarily half-good bloggers. 
Also, of the 46 million people that 
are online, almost 70 per cent are 
people from SEC A & B and are 
working professionals. Hence, blog- 
ging by that very logic has tended to 
attract people who are passionate 
about the genre and very few have 
gone on to earn money from the 
segment," observers Hari Shankar, 
Business Director, Starcom Ip India. 
In fact, Shankar also points to the 
fact that Orkut, the most popular 


networking site with 10 million 
people, has not managed to attract 
quality users, and therefore, has rel- 
atively fewer brands. “You find bet- 
ter quality of people on Facebook, 
which also accounts for the fact 
that more brands want to be asso- 
ciated with it," adds Shankar. 
However, Mittal is undeterred. 
He feels that the real draw for the 
site lies in initiating and inviting 
first-time bloggers to come into 
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their own. *Many people do not 
have complete mastery over the 
English language and we want such 
people also to come on to us and 
blog. These are people with ideas as 
well," says Mittal. And is he worried 
that he's already created a business 
model for the site that might eat 
into its revenues? “We do not think 
so. Globally, it's a proven model 
with players such as Metacafe and 
Revver going in for revenue share 
model successfully," he says. "It re- 
mains to be seen how much sticki- 
ness this can generate, but quality 
will be an issue that they will have to 
deal with. This is an issue that 
brands would like to take into count 
as well," says Shankar. 
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What 
Will 
He Do? 


The economy is slowing 
down, foreign investors 

have turned wary, and 

there is an election to 
y be won next year. So, 
will Finance Minister 
P. Chidambaram 
script Budget 
2008 for votes 
à Or growth? 
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R SPEAKER, SIR, IT IS MY PRIVILEGE TO PRESENT THE BUDGET FC )R 
2008-09." It's the same line that Finance Minister 
Palaniappan Chidambaram will use on February 29 to 
open his Budget speech, but what follows thereafter may 
not be as cheerful as the four previous Budget speeches he 
has delivered as the UPA government's chief financial officer. For, in a 
matter of a few months, things have gone from rosy pink to a cautious 
grey, if not pitch black. That's because the good times that made pros- 
perity possible seem to be slacking off. 

Even as the latest industrial production or excise collection numbers 
betray telltale signs of some slowdown in the country, the global econ- 
omy, too, is showing signs of stress. The International Monetary Fund 
has cut the forecast for global economic growth from 4.4 per cent to 4.1 
per cent this year. And the impact is being felt by both in software serv- 
ices exporters and manufactured goods exporters; while the former have 
started reining in hikes and headcount, the latter have had to shed jobs 
by the thousands. The culprit? A near 12 per cent appreciation in the ru- 
pee versus the dollar in 2007. Add to it the rising costs in the economy— 
right from the cost of food and fuel to the cost of money. 

What makes the job even harder for Chidambaram is the fact that some 
LV states are due for elections later this year, followed by general elections 
next year. Not surprisingly, there’s clamour all around him for sops—trom 
his own coalition government and allies, who are keen to return to 
power next year as well; from industry, which fears rising inflation will 
push up costs of funds and soften consumer demand; from the aam aadmi. 
who wants tax breaks and cheaper goods in the face of rising prices. 

What the champions of sops will also cite to buttress their case is the 
surge in tax collections. Heady economic buoyancy, aided by a widening 
tax base, helped improve collections (see Cushy Coffers). Direct taxes as 
a percentage of GDP jumped from 4.2 in 2004-05 to 5.1 in 2006-07. In 
December '07, perhaps for the first time ever, takings from direct taxes 
exceeded those from indirect taxes. 

That has automatically increased expectation levels from the Budget 
(See Top 10 Expectations). A B1-Synovate survey of CEOs, fund managers 
and corporate executives across metros (see page 76) captures their high 
expectations. Prominent on the list of expectations is a relief on direct 
taxes, mainly in the form of increased exemptions, and the removal of 
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Growth already shows signs of moderation 
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Tax revenues have been surging, offering room for lower rates 


Direct taxes (2007 -08) Apr-Jan 
1,33,851 


Growth เล ว็) 


a 





84,349 





“Includes Fringe Benefit Tax, Securities 


Figures in Rs crore 
Transaction Tax and Banking Cash Transaction Tax 





Indirect taxes 
57,833 
64,948 
ice 18.792 
25,420 


% Revenue realised up to October 2006 WW Revenue realised 
up to October 2007 Figures in Rs crore 
"Exclusive of cess not administered by Department of Revenue 








Imposition of a Tobin 
tax to moderate 
capital inflows 
CHANCES OF ACCEPTANCE 


@ VERY LOW 





Positive incentives for 
clean technologies 
CHANCES OF ACCEPTANCE 


© HIGH 








bt, cover story 


surcharges. Says Adi Godrej, 
Chairman of the Godrej Group, 
who believes there is a bit of a de- 
mand slowdown at present: “The 
Budget is an ideal opportunity to 
provide a fiscal stimulus to the econ- 
omy. Reducing direct tax rates will 
spur the economy, if not add to the 
tax collections." Godrej also thinks 
it Is a good year to cut indirect taxes 
such as excise as well. And if one re- 
calls the near consistent stance of 
the FM on taxes—enhanced com- 
pliance makes a case for modera- 
tion in taxes—then there is cause 
for hope and cheer. This Budget 
should be a significant one for indi- 
rect taxes, but more on that later. 


For the Aam Aadmi 


The pressure to deliver largesse may 
force Chidambaram to script an 
aam aadmi budget. That, in short, 
means loud announcements and 
enhanced outlays for agriculture, 
rural development, water-related 
programmes, education, health and 
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other social schemes in line with 
the 11th Plan (2007-2012) targets. 
In the immediate term, that also 
means continued subsidies (see 
Subsidies: Necessary Evil?). 
Siddhartha Roy, Economic Advisor 
to the Tata Group, expects capital 
expenditure in the rural sector, par- 
ticularly agriculture, to be the top 
priority for the government as agri- 
culture’s share in GDP capital for- 
mation has declined from 2.27 per 


cent in 1999-2000 to 1.9 per cent in 
2005-06. “This trend needs to be 
reversed by giving tax breaks and 
other incentives needed for private 
investments in the agricultural sec- 
tor and agro-business industries,” 
says Roy. However, the actual 
Budget proposals might well be 
more direct. “If not outright loan 
waivers, we might see some relief 
for indebted farmers. Banks with 
farm sector non-performing loans 
could also get some relief,” says 
Ajit Ranade, Chief Economist, A.V. 
Birla Group. 








On health, the government has 
been talking of a National Urban 
Health Mission on the lines of the 
rural-centric programme. More de- 
tails of the same could probably be 
fleshed out in the Budget. On edu- 
cation and skills development, there 
will be significant announcements 
with probably some handles on 
making sure that the states imple- 
ment these schemes diligently. 

Most social schemes, largely 
funded by the central government, 
show massive leakages at the state 
level. Recently, a performance audit 
by the Comptroller & Auditor 
General of the National Rural 
Employment Guarantee Scheme 
(NREGS), which currently has a Rs 
12,000-crore annual allocation, 
threw up unflattering evidence of 
leakages in the implementation. 
“NREGS had good intentions but it 
was known from past experience 
that it would collapse at the imple- 
mentation level. That is just what 
has happened," says Arvind 
Panagariya, Professor of Economics 
at Columbia University. 

Former finance minister and BIP 
MP Yashwant Sinha believes the 
scheme has turned into a bottomless 
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pit and needs a serious review. “I 
hope this is one of the issues that the 
FM will tackle in the Budget. Most 
of the money has not served the 
purpose for which it was allocated," 
he says. Planning Commission 
Deputy Chairman Montek Singh 
Ahluwalia, however, defends the 
scheme as being a better performer 
than earlier versions, and believes 
the UPA government "has put in 
place what was not there before"— 
the basic components of a social 
security net (the NREGS and the 
health insurance Jan Swasthya Bima 
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STRUCTURE CONUNDRUM 


duty structures for quite some time now. These tariff anomalies— 

higher import duty on the raw materials than on the finished product— . 
make domestic manufacturing uncompetitive. Proliferation of free trade 
agreements, coupled with rupee appreciation, has made the situation particularly 
tough in some sectors, notably colour televisions, tyres, chemicals and others. 
Take, for instance, compact fluorescent lamps (CFLs), where the import duty 
on raw materials for manufacturing CFLs is 9.7 per cent more than on finished 
bulbs. The excise on CFLs was reduced from 16 per cent to 8 per cent in the 
2006 Budget to make them cheaper for consumers. However, the cut in du- 
ties was applicable to imported CFLs as well. 

Result: Import duty on complete CFLs is 24.42 per cent (10 per cent ba- 
sic duty + 8 per cent excise + 4 per cent ACD + 0.57 per cent cess), while 
the import duty on raw materials for CFLs is 34.13 per cent (10 per cent ba- 
sic duty + 16 per cent excise + 4 per cent ACD + 0.84 per cent cess). This 
skewed duty structure makes domestic CFL manufacturers quite uncompeti- 
tive. Says V.P. Mahendru, Chairman & Managing Director, IndoAsian Fusegear, 
a CFL manufacturer: "This anomaly is encouraging imports in an industry that 
has significant domestic capacity (100 million lamps a year) and which is not 
fully utilised." Available at much lower prices, the imported CFLs now have cor- 
nered almost half the market in India. CFL manufacturers, like others affected 
by such duty structures, now want import duties on raw materials reduced and 
reductions in excise rate applicable only to indigenous products. 


[e MANUFACTURING SECTOR HAS BEEN PROTESTING THE EXISTENCE OF INVERTED 


Yojana for the poor and pension 
schemes for the elderly in poor 
households), which may well act 
as ส precursor to second-genera- 
tion reforms. Ahluwalia is clear that 
the schemes will be fully funded 
with budgetary provisions. "Wait 
and see what happens in the 
Budget," he adds. 


Great electoral ploys they may 
be, but economists consider such 





spending programmes as sub- 
optimal measures to fix economic 
issues. "We must accept the fact 
that our system cannot deliver even 
satisfactorily, let alone efficiently 
and (therefore, we must) begin to 
shift towards a system of cash trans- 
fers to the poor," says Panagariya. 
These, however, are big agenda 
items not easily tackled through an 
annual budget. 


... and fiscal deficit seems under 
control on paper* 
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Slipping Fiscal Deficit? 

Lax expenditure controls by the 
central government, however, se- 
riously blight the fiscal deficit. 
Though the consolidated deficit of 
the Centre and states has dropped 
from a peak of 9.63 per cent of 
GDP in 2001-02 to 6.36 per cent 
of GpP in 2006-07, it is in danger of 
slipping again as the off-Budget 
items such as oil bonds increase in 
quantum. “ไท 2006-07, this off- 
balance-sheet borrowing on account 
of oil companies and the Food 
Corporation of India amounted to 
Rs 35,350 crore or roughly 1 per 
cent of GDP. Roughly speaking, these 
issues imply that the fiscal deficit in 
2006-07 was understated by 
roughly 1 per cent," says Ajay Shah, 
Senior Fellow with Delhi-based 
think-tank National Institute for 
Public Finance & Policy. 

Shah believes that the Fiscal 
Responsibility & Budget 
Management Act (which mandates 
reduction of the fiscal deficit to 
specified levels) perhaps gives the 
government an incentive to push 
more debt into such off-balance 
items. Subir Gokarn, Chief 
Economist, Standard & Poor's Asia- 
Pacific, believes that the continued 
*risks to fiscal consolidation come 


NECESSARY EVIL? 





from the sharp spike in expenditure 
going forward due to the rising 
subsidy bill, interest payments on 
Market Stabilisation Scheme bonds 
and the Pay Commission recom- 
mendations." Gokarn, in fact, be- 
lieves that the threat to fiscal con- 
solidation is substantial enough to 
warrant no relaxation in tax rates 
this year. (See Sixth Pay 
Commission: A Fiscal Bomb). 
The increase in oil subsidies 
arises mainly from the government's 
efforts to contain inflation (as meas- 
ured by Wholesale Price Index) to 5 


delivery channels make for sub-optimal results. Largely made up of sops 


| NDIA'S SUBSIDY BILL เร ITS EXPENSIVE CONCESSION TO THE POOR, YET, INEFFICIENT 


on food, fertiliser, and oil, this outgo has been steadily increasing. 
Between 2003-04 and 2006-07, these major subsidies swelled from Rs 
43,569 crore to Rs 49,441 crore. This year, as global crude oil prices con- 
tinued to climb, the bill is expected to bloat further. Last year, Prime Minister 
Manmohan Singh flagged off a rethink on the issue at the National 
Development Council meeting. “We need to question both the quantity and 
the manner in which subsidies are delivered,” he had said. Though this is a 
tough task to accomplish in an election-year Budget, most economists agree 
with the Prime Minister. “The government must abolish these subsidies 
and replace them with cash transfers to the senior-most female in the bottom 
30 per cent households,” suggests Arvind Panagariya, Professor of Economics 
at Columbia University. It's an economist's solution to a problem that, 
unfortunately, a large part of the political system benefits from. Therefore, any 
moves to funnel subsidies directly to the poor will encounter resistance. 
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per cent and below. And the 
Economic Advisory Council (EAC), 
the RBI, and most economists predict 
a tough year going forward on in- 
flation not just due to higher crude 
oil prices but also agri-inflation. 
Stringent inflation targeting in 
the past few years has led to a tight 
monetary policy (see Dearer 
Capital), which has its own impli- 
cations in a weakening global econ- 
omy. Surging foreign capital inflows 
have led to rapid rupee rise last 
year. Managing these flows while re- 
taining export competitiveness re- 
mains a serious issue. Though ล 
Tobin tax is being contemplated 
on foreign investment, it Is ex- 
tremely unlikely to be introduced. 
The burgeoning foreign exchange 
reserves may, however, lead to both 
further liberalisation of overseas in- 
vestments and the use of forex for 
infrastructure projects. Annou- 
ncements on measures to improve 
the liquidity in the debt markets 
seem likely with a view to boost 
infrastructure investments. 


Growth & Competitiveness 
The immediate task then for the 
FM is to preserve the growth mo- 
mentum in the economy. BJP's Sinha 
says: “The virtuous cycle of low in- 
terest rates, low inflation, high 
consumer demand and high infra- 
structure spend is now threatened. 
There is a definite slowing down 
in the economy." While housing 
may have become the first casualty, 
manufacturing, too, is slowing 
down. The sectors that have been 
most affected are the ones where 
growth is backed by consumer 
credit—two wheelers and consumer 
durables. R. Seshasayee, MD, Ashok 
Leyland, concurs. “There is no ques- 
tion that there is a slowdown in 
manufacturing. However, it is not a 
secular problem and one believes 
it will be sorted out soon," he says. 
“The cost of components or raw 
materials is on the higher side in 
India. Manufacturing becomes fur- 
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ther unviable with the addition of in- 
verted duties and high infrastruc- 
tural cost,” says Moon B. Shin, Mp, 
LG Electronics India, adding that 
compensation to manufacturers on 
basic infrastructure requirements 
such as electricity, water, steel for 
construction and operation of a plant 
will help. As a result, the FAC has 
suggested selective tax cuts to boost 
consumer goods, whose output has 
been declining over the latter half of 
2007. The Finance Minister him- 
self has indicated relief to sectors 
stressed by the rupee appreciation 
and a boost to labour-Intensive man- 
ufacturing segments. 

Software services exporters, 
though, may be disappointed. “The 
IT industry is expecting the govern- 
ment to implement the recommen- 
dations of the Kelkar Committee 
on linking the phase-out of the tax 
holiday with the signing of the to- 
talisation agreement with the us," 
says Kris Gopalakrishnan, CEO, 
Infosys Technologies. Declining 
tolerance for such exemptions, how- 
ever, may result in such tax benefits 
not being extended beyond 2009. 
Then, the anomaly between soft- 
ware companies operating in SEZs 
and rr parks and those operating 
in non-SEZ regions will need to be 
rectified. 


Investments Hold 

Notwithstanding sectoral slacken- 
ing, the rotation of demand in the 
economy is keeping up the mo- 
mentum. This demand is manifesting 
itself in a massive investment boom, 
which has still not responded to 
higher interest rates. Says ICICI Bank's 
Joint Mp, Chanda Kochhar: *There 
is a very visible investment pipeline 
of around $700 billion (Rs 28 lakh 
crore) by Indian companies over 
the next three-and-a-half years. We 
need to make sure that this is sus- 
tained.” The UPA government, de- 
spite its weak political hand, has 
successfully persuaded the private 
sector to prepare for 9 per cent 
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growth, believes Suman K. Bery, 
Director General, National Council 
for Applied Economic Research 
(NCAER). “This investment boom is 
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substantially stimulated by a belief 
that 9 per cent growth is here to 
stay. And one should not forget how 
recent that conviction is," he says. 
The FM’s task this Budget will be 
to strengthen the belief even more. 

Taxation as a tool to improve 
competitiveness may require some 
skilful handling. As the Goods and 
Services Tax (GST) is around the 
corner, the expectations relate to 
the alignment of the existing rates to 
the expected GST rate. A clear 
roadmap on evolution to GST is 
expected this year. 

To retain competitiveness, 
business chambers have sought à 
slower reduction in customs duty to 
ASFAN levels, especially since the 
rupee appreciated almost 12 per 
cent last year. 

Petroleum Minister Murli Deora 
is not alone in pitching for a lower 
tax incidence on petroleum products 
for reducing the impact on the econ- 
omy. “The Finance Minister should 
lower the tax burden on our pe- 
troleum products. That will allow us 
to absorb the higher oil prices with- 


out affecting the consumers," says 
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PRE-BUDGET POLL 


Budget 2008 is not going to be easy for Finance Minister 
P. Chidambaram. Not least because it is expected to be 
an election Budget, fraught with all the attendant 
expectations—from recalcitrant allies to tax payers to 
deprived India, which, justifiably, wants its share of the 
boom. To find out what corporate India expects of the 
FM, Business Today commissioned research firm 
Synovate to poll CEOs, Fund Managers and Corporate 
Executives (sample size: 495) across Delhi, Mumbai, 
Kolkata, Chennai, Bangalore and Hyderabad. Here's 
what they expect of Budget 2008: 





Q Will Budget 2008 be a populist one? 


17 


CEOs 


FUND 
MANAGERS 
CORPORATE 
EXECUTIVES 


mm Yes m No NN Don't Know/Can't Say (DK/CS) 





Figures in per cent 


As off-Budget items get 


Will the FM remove 





Will the FM revamp the 
Fringe Benefit Tax? 
FUND CORPORATE 
CEOs MANAGERS EXECUTIVES 
Ys 62 48 61 
No 31 45 28 
DKCS 7 7 11 
Figures in per cent 
Q Will the FM... 
CEOs 
FUND 
MANAGERS 
CORPORATE 
EXECUTIVES 





E Cut income tax rates WWW Increase exemption limits 
แพ พ พ Cut rates and increase exemption limits Figures in per cer 


Will the Finance 


bigger, is fiscal deficit the surcharge on Minister lower import 
getting worrisome? corporate tax? duties further? 
FUND — CORPORATE FUND — CORPORATE FUND — CORPORAT 
CEOs MANAGERS EXECUTIVES CEOs MANAGERS EXECUTIVES CEOs MANAGERS EXECUTIVE 
Ys 57 . 69 48 Ys 61 38 55 Ys 65 50 56 
No 35 20 28 No 34 58 35 No 29 26 30 
0 ย 6 ๐ 8 11 24 DKICS 5 4 10 DKCS 6 24 14 
Figures in per cent Figures in per cent Figures in per cent 
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Will the Finance Minister lower 
the excise duty on food items? 











EH DK/CS Figures in per cent 


te Computer-Aided-Telephonic-Irterviewing (CATI) technology. ` 
อ 120: 120; Fund Managers/Brokers 101; and Corporate Executives 274. 


Do you expect ล special package for the 
agriculture sector in this Budget? 
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Will the FM Will Budget 2008 
Incentivise the capital offer a package for 
markets? exporters? 
FUND CORPORATE ND CORPORATE 
CEOs MANAGERS EXECUTIVES CEOs MANAGERS EXECUTIVES 
Ys 65 48 55 Ys 72 67 55 
No 27 3 31 No 26 22 26 
" อ ย ๕ 6 8 15 14 อ ย ๕ 2 11 19 
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Will the FM extend tax benefits to 
software companies beyond 2009? 
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Will the FM lower duties Will the FM offer sops 


on petro products to for retail investments 
soften oil price hikes? in infrastructure? 
N D. s: CORPORATE CH FUND _ CORPORATE 
Ys 61 53 41 Ys 66 67 63 
No 35 28 50 No 20 23 18 
DKCS 4 19 9 DK/CS 14 10 19 


Figures in per cent Figures in per cent 


Q Will there be a package for 
vocational education? 
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Rajiv Kumar, Director, ICRIER. It 
seems unviable at present, but the 
recent fuel price hike may well 
become a negotiating tool for such 
restructuring. 


No Easy Options 
It is now clear that the easy reform op- 
tions have been exhausted. For the 
economy to cruise at higher growth 
rates, a fresh impetus is needed. “On 
the policy front, we need to reform a 
whole host of labour laws to allow 
large firms in the labour-intensive sec- 
tors (apparel, footwear, toys, con- 
sumer goods and other light manu- 
facturing) to emerge,” says Columbia 
University’s Panagariya. NCAER’s Bery 
feels a new policy mix—more stringent 
fiscal policies and an easier monetary 
policy—is in order given the strength 
of the economy now. True, but prob- 
ably a new government will be better 
suited to tackle such new tasks. In the 
meantime, as hard-nosed jostling for 
sops continues in the days leading up 
to the Budget, it is clear that there 
will be some trade-offs. Not very re- 
gressive, though, one hopes. As Amit 
Mitra, Secretary General, FICCI says: 
“Certainly, if the Finance Minister 
wants to offer a dream Budget, it has 
to be a dream for everybody.” m 
ADDITIONAL REPORTING BY RISHI 
JOSHI AND SHAMNI PANDE 


MARCH 9 2008 BUSINESS TODAY 77 


INVASOD HSAWN 





















Mega Plans 
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T WAS MEANT TO BE ANIL AMBANI'S BIG DAY IN MORE WAYS THAN ONE. ON 
February 11, Reliance Power, which had just wrapped up India's 
biggest IPO ever and the first from Ambani's Reliance-Anil Dhirubhai 
Ambani Group, was to list on the Bombay Stock Exchange. As much as 
the investors in the Rs 11,500-crore IPO, which was oversubscribed 73 
times, Ambani must have been anxious. If the Reliance Power stock closed at 
Rs 500 against the offer price of Rs 450 (Rs 430 for retail investors), it would 
not just add Rs 1,13,000 crore to R-ADAG's market value but also make the 48- 
year-old Ambani the richest Indian, ahead of his brother and Reliance 
Industries supremo Mukesh Ambani and steel czar Lakshmi Niwas Mittal. 
Alas, that was not to be. Within minutes of Ambani ringing the ceremonial 
bell at BSE, the stock began to soar (it touched a high of Rs 599.90) but only 
to slip later. By the end of the day, it was at Rs 372.50—down 17 per cent from 
its offer price. By the end of the week (February 15), the stock had moved up 
to Rs 384.70 even as the Sensex—battered by fears of a recession in the Us— 
recouped 1,485 points in that time to close at 18,115 points. 
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- Think that's poor showing? Banish the thought. Just consider the en- 
viable position Ambani is in. Reliance Power has no generating assets on 
the ground, but is already worth Rs 86,942 crore in market value, making 
it the second most valuable power company in the country; its first 
power plant at Rosa in Uttar Pradesh won't be commissioned before 
December 2009 even if there are no delays; and Reliance Power won't turn 
in its first net profits before 2010-11. In contrast, state-owned National 
Thermal Power Corporation (NTPC), the largest producer of power in the Reliance Energy is No. 3 among 
country with a capacity of 28,644 Mw, has a market cap of Rs 1,68,207 the top private power producers. 


crore, translating into a price-earning multiple of 21.54. Even Tata Power, 
the biggest private sector power producer, boasts a market cap of Rs 28,145 Tata Power 
crore (a PE of 38.16), while Ambani's other (and older) power company, 

Reliance Energy, is worth Rs 40,430 crore on the stock markets. 


Power Play 
Why are investors willing to repose so much faith in what are essentially Reli 
mere plans? For two reasons: One is the premium for the Ambani surname Energy 
based on the family's historical ability to deliver riches to its investors; and 
the other is the sheer scale of Ambani's ambition: he has announced plans GMR 
to add 28,200 MW from 13 projects, six of which are slated to come up 
between December 2009 and March 2014 and the rest later (the company 
hasn't disclosed project schedules yet). That makes him the most aggressive Lanco 
player in the private sector, although NTPC has also announced plans of in- 
creasing capacity to 75,000 Mw by 2017. 

But this being the power sector, where beleaguered state electricity 
boards deter all but the bravest private producers from entering, Reliance 


Power won't find the going easy. That's not just because of the poor state The Reliance Power IPO will fund 


7,060 MW of power capadty. 
mem | Rosa Phase! | Rosa Phase ll | Butibor! Sasan Shahapur Coal | Urthing Sobla 
mE Uttar Pradesh Uttar Pradesh Maharashtra Madhya Pradesh Maharashtra Uttarakhand 
CAPACITY | 600 MW 600 MW 300 MW 3,960 MW 1,200 MW 400 MW 
ESTIMATED COST | Rs 2,702 Cr Rs 2,460 Cr _ Rs1,405Cr Rs 18,342 Cr Rs 4,800 Cr Rs 2,080 Cr 
OMPLETION ' Dec. 09/Mar. 2010! June/Sept.2010 | MarJJune 2010! May 2013/ Apr. 2016 ' Sept./ Dec. 2011 March 2014 
REUTERS 


Source: Reliance Power 
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The Promise & Pitfalls 
Reliance Power's hurdles are as big as its opportunities. 


พ The gap between demand and supply of power is rising. By 2015, 
peak deficit may touch 30,000-35,000 MW nationwide 


i Thanks to escrow accounts, power producers have better payment 


security from the state electricity boards 


m Reliance Power has a greater ability to raise funds from markets 


than some of its competitors such as NTPC 


m It has bid aggressively for the ultra mega power projects. Fuel supply 
for some of its projects hasn't been tied up yet. For example, Dadri and 


Krishnapatnam project haven't tied up coal and gas supplies, respectively 


m There might be delays in procuring equipment for the projects. 


Currently, major vendors like BHEL and Alstom are short of capacity 


พ Some of its power plants such as Shahapur Coal and Urthing Sobla 
may end up as "merchant plants" since they have no long-term deals 
for sale of electricity 


of reforms in the industry, but also because of aggres- 
sive tariffs the company has quoted to win some of its 
biggest projects. Take Sasan, for example. Initially 
won by Lanco Infratech, the ultra mega power project 
(UMPP) came to Reliance Power on the rebound after 
Lanco's partner Globeleq Singapore pulled out due to 
change in ownership. However, Reliance Power had to 
match Lanco's aggressive bid of Rs 1.19 per unit to bag 
the project. The catch: the tariff is supposed to be 
fixed for the next 25 years. Similarly, the second UMPP, 
at Krishnapatnam, that Reliance Power bagged was due 
to an equally aggressive bid: it quoted a levelised tariff 
of Rs 2.33 per unit against Larsen & Toubro's Rs 
2.68 and Sterlite Industries’ Rs 4.18. These were the 
only three bidders for the project. 

The problem with long-term tariffs is simple: while 


The Coming Crunch 


In less than a decade, demand for power will far outstrip supply. 









T. Sankaralingam/ Chairman and Managing Director/ NTPC 


"The cost of coal is moving north, and we are 
talking of 25-year tariffs in India. Unless you 
own a coal mine, you are clearly in trouble" 


theoretically the revenue flows are predictable, it's 
near impossible to predict how input costs, mainly of 
fuel, will change over 25 years. Says T. Sankaralingam, 
Chairman and MD, NTPC, which refrained from bidding 
for the Krishnapatnam project: *In the overseas coal 
market, long term means 3-5 years. But here we are talk- 
ing of 25 years. I don't know how it is going to be viable 
over the long term. That is one reason why we did not 
quote for Krishnapatnam. Unless you own a coal mine 
and are able to control costs, you are in trouble." 
He has a point. Should input costs rise, the viabil- 
ity of the project will get affected. “It’s difficult to 
squeeze out margins at lower tariffs, although not im- 
possible," says P. Ramesh, MD (Energy), Feedback 
Ventures, an infrastructure consulting firm. 
"Promoters generally ensure 
their projects earn 20-25 per 
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ENERGY REQUIREMENT (MU) PEAK LOAD (MW) cent return on equity. But I don't 
2006-07 2011-12 2016-17 | 2006-07 2011-12 2016-17 know if all projects can manage 
Northern — 209,137 — 294841 411513 | 32487 48 137 66,583 eet he adds. . “w 
STE เพ ร รา พ reckon everyone will profit from 
Western — 233,486 — 294860 409,805 | 35,143 47108 — 64349 Sasan at a tariff of around Rs 
Southern — 176037 — 253443 380068 | 2744! — 40367 60433 | 1.50 per unit. 
Eastern 70,547 111,802 168,942 11,436 19088 28401 — Then, there are other risks. 
NERegion 8,534 13329 21,143 1.549 2,537 3 760 Reliance Power, which did not 
ilands* 219 384 595 - 88 136 respond to BT's queries, is yet to 
= — tie up fuel supplies for some of its 
All India 697,961 968,659 1,392,066 | 104,867 152,746 218,209 projects. The Krishnapatnam 






project will run on imported 


"Includes Lakshadweep and Andaman & Nicobar MU: Million Units Source: Central Electricity Authority 
coal, but when BT went to press, 
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Prasad R. Menon/ Managing Director, Tata Power 


"Bidding (for UMPPs) is new not only to 
PSUs but also to us in the private sector. It's 
an experience we are going through" 


the company hadn't struck any sourcing agreements. 
Already, global coal prices are soaring and there's talk 
of it going the oil way, which is high up. Its 7,480-mMw 
Dadri project, which will use gas instead of coal, is in 
a jam too as the row between Reliance Industries and 
Anil Ambani’ Reliance Natural Resources over supply 
of gas from the KG basin is yet to be settled. 

L.V. Nagarajan, MD, Karnataka Power Corporation, 
points out that Reliance Power is trying to do what NTPC 
did over 30 years. *If NTPC was born in a demand-led 
era, then Reliance is born at the doorstep of a com- 
petitive era. It will not have the comforts of the cost-plus 
era. Converting uncertainty of future into profits for 
today will be the real challenge for Reliance Power," 
says Nagarajan. Among the other uncertainties that it 
faces are possible delays in buying equipment for the 
plants since vendors are said to be facing a capacity con- 
straint. Bharat Heavy Electricals Ltd (BHEL), for exam- 
ple, has a lead-time of 34-36 months from order book- 
ing to delivery; that period used to be 12-14 months as 
recently as three years ago. That apart, some of Reliance 
Power's units such as Shahapur Coal (Maharashtra) or 
Urthing Sobla (Uttarakhand) don't yet have long-term 
power purchase agreements. That means they could end 
up being *merchant" plants that generate power only 
as and when there is a market for it and, therefore, carry 
higher financial risks. 

Competitors, however, point out that Reliance Power 
has structured its tariff bids smartly. Sankaralingam, for 
example, says that Reliance Power's bids typically have 
low fixed costs versus variable costs. “The implications of 
this are serious: On the one side, fixed cost is low. So even 
if you don't perform, the penalty is low because it is 
linked to fixed cost. The variable cost is more. One will 
start earning the incentive even below the prescribed level 
of plant load factor," says Sankaralingam. 

Part of the risks that Reliance Power runs is due to 
regulatory reasons. Take the case of ultra mega power 
projects. Experts say that while the central govern- 
ment inviting competitive bids is a good strategy, it must 
allow the private sector investor to decide the location 
and the extent of import content in terms of equipment 
and fuel. Says V. Ranganathan, a professor and energy 
expert at IIM Bangalore: “Even now, it is a place for go- 
rilla warriors who can make money more by legal in- 
terpretations and twisting rules than by cost attrac- 
tiveness. Thus, the picture is not at all clear how 
Reliance Power would fare in this market." 
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A New Game 

While that’s a concern, it’s also reflective of the changes 
that are taking place in the power sector. Until re- 
cently, for a state-owned power producer like NTPC that 
operated on a cost-plus basis, what mattered more 
was project management. But, as KPMG’s Associate 
Director Hiranyava Bhadra notes, the new system of tar- 
iff-based bidding for UMPPs has shifted the focus from 
project development to other competitive factors such 
as fuel sourcing, equipment planning and financing. This 
is a shift that may work in favour of private players such 
as Reliance Power and Tata Power, who have greater 
flexibility to strike partnerships. Says Prasad R. Menon, 
MD, Tata Power: “Bidding is new not only to psus but 
also to us in the private sector. It’s an experience we are 
going through.” Menon, whose company has 10,000 
MW of projects up its sleeve, also points out that a 
company will not make aggressive bids if it doesn’t see 
some strategic value in the project. 

So, how will India’s power sector look, say, 10 
years from now, when peak power deficit could touch 
as high as 33,000 Mw compared to 14,000 Mw cur- 
rently? “Power sector today is where telecom was 10 
years ago. A decade hence, it will be where telecom is 
today,” predicts V. Raghuraman, Principal Advisor 
(Energy), cil. It’s a perceptive comment, and Anil 
Ambani may well manage to do in power what his 
Reliance Communications (which is currently #2, but 
with new GSM licences could leap to #1 position) has 
done in telecom. In fact, that’s precisely what Reliance 
Power's enthusiastic investors may be betting on. ü 
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These golden sands inspired a Nobel Laureate to pen his first play. 
Circa 1gg2. Rewind to Karwar. A young Rabindranath Tagore walks the endless beach. Feels the moist sea breeze 
against his face. Listens to the songs of birds. Gazes into eternity from a cliff, high above the surf Wishes upon a 
shooting star. And reaches for a pen. He reveals later, that upon these beaches began the inspiration of a lifetime 


d: y, Karnat a's 320km stretch of pristine coastline awaits you... With a thousand stories to share! 
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WHEN ONE PLUS THREE MAKES FIVE 


How Tata Steel stacks up with these three major acquisitions... ...what the future could look like... 


] 1.863 49 | Net Revenues 20614 25874 124618 127,110 1,222063 
Group turnover breakdown for 2006-07 Total Expenses 13,977 17,763 106000 107100 103081 

ON IS Operating Profit 6,637 8111 18617 20009 18881 

Tata Steet W122 + GR Depreciation 860 1011 309 3384 3265 
ie ๒ March 31, 2007. The results for Corus are as 1 000 207 634 3274 3105 3039 

NatStee! CROES n December ¿UU PBT 5,569 6313 12249 13520 12677 
ted) | 76 39 UP: Loss-to-profi Tax 1794 214 349 362 3285 


EB Revenues anc f Net Income — 3788 4177 8864 994 9569 
Tata Steel 2.587 +7 Change year-on-yea (Adjusted) 
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| p source: Lompan Figures in Rs crore; *Estimates (consolidated result source: HDFC Securities 
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UL ER Picking up steam: Tata 
{ ljmuiden, the Netherlands 
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Managing Director, I at 
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third-floor corner ro: 
at Bombay House, the corpor 
headquarters of the Tata Gi 
He's on his way to the airport t 
catch a flight to Sera 
Tata Steel, Thailand (forn 
Millennium Steel, which the Ind 
steel giant had acquired in D 
mber 2005). It won't be a lon 
The 62-vear-old Muthuran 
scheduled to be in Chenn 
February 15 (to meet a persona 
commitment). After a few days bac} 
in Mumbai, Muthuraman is onc: 
again winging his way—this time to 
London, where Corus, the $16-bil 
lion steel giant which the Tatas ac 
quired last year, is headquartered. 
On an average, Muthuramai 
spends half-a-month living out o! 
his suitcase. Ditto for Group 
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The right blend: Chairman 
Ratan Tata (L) and Deputy 
Chairman Jim Leng 
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..and how the group's turnover and EBITDA will break down. di. 


Chairman Ratan Tata pulled oft 
Turnover EBITDA mother of all mergers & acquisi 
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Thai grating the two behemoths has b 
5% NatStee! 1% gun in right earnest. As Muthu 
aman puts it, the Tata Steel-Corus 
combine may be two legal entities 
16 | 43 but the operating model being 
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pursued is that of one enterprise. 
“In terms of long-term vision, capi- 
tal expenditure, research & devel- 
opment and the like, we operate as 
one virtual enterprise," explains 
Muthuraman. 

Together, the two corporations 
make for a formidable presence—a 
presence in 42 countries, a com- 
bined capacity of 25 million tonnes 
(and counting), and a collective 
sales turnover of Rs 1 lakh crore (es- 
timated for the year ended March 
2008). Such sales would make Tata 
Steel-Corus the second-largest pri- 
vate sector company in India, as 
things stand today, on a consoli- 
dated basis. Add the capacities of 
NatSteel in Singapore and Tata 
Steel, Thailand, to the Tata Steel- 
Corus combine, and you'd realise 
that Tata has created the world's 
fifth-largest steel player (by vol- 
ume) with a capacity to make 28 
million tonnes of steel every vear. In 
terms of revenues and profits, Tata 
Steel ranks third and second, re- 
spectively (see Capacity for Leader- 
sbip). But those are just the headline 
numbers. Sift through the body text 
and the fine print, and you will dis- 
cover that making the union work is 
a task of gargantuan proportions 
that calls for a huge investment, 
not so much in terms of hard cash 
but in terms of people and time. 

Thank god for video-confer- 
encing, or else the top brass of Tata 
Steel and Corus would be spending 
almost all of their days away from 
home (after all, there are plenty of 
learnings for Corus to take home 
from Tata's Jamshedpur facilities; 
and Tata Steel has a lot to learn 
from Corus' European operations). 
Consider, for instance, the various 
committees that have been set up to 
integrate the two behemoths and 
squeeze out synergies from both 
sides. But to begin with, the Tata 
Steel Board itself had to be recon- 
stituted to reflect the transnational 
nature of the enterprise. Ratan Tata 
is the Chairman, Jim Leng, former 
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FU Biz | THE STRATEGY & INTEGRATION 
COMMITTEE 
CHAIRMAN: Ratan Tata 


ç B. MUTHURAMAN 
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| TRIDIBESH MUKHERJEE 


KOUSHIK CHATTERJEE 


Chairman of Corus, is now Deputy 
Chairman, and there are four di- 
rectors from Corus on the unified 
board. 

The most crucial committee 15 
for Strategy & Integration, which is 
chaired by Ratan Tata, and which 
meets once a month. Then there 
are five group centres, manning five 
key functions, who report to 
Muthuraman and CEO Philippe 
Varin. Other committees include 
one for human resources (to work 
out common principles of assess- 
ment and compensation); and an 
investment committee (to avoid sub- 
optimal decisions). Other than this, 
some 150 executives work in nu- 
merous 4-5 member cross-functional 
teams (across Tata Steel and Corus). 


MEMBERS: Jim Leng, B. Muthuraman, 
Philippe Varin, Tridibesh Mukherjee, 
Rauke Henstra, Hemant Nerurkar, Koushik 
Chatterjee and Jean-Sebastien Jacques 


GROUP CENTRE 
Group Director (Technology & Integration): 
Tridibesh Mukherjee 


Group Chief Financial Officer: 
Koushik Chatterjee 


Group Director (Strategy): 
Jean-Sebastien Jacques 


Group Director (Communications): 
{ Manzer Hussain 


Group Director (Global Minerals): 
Arun D. Baijal 


TWO EXECUTIVE COMMITTEES 
chaired by Managing Director 
B. Muthuraman and CEO Philippe Varin 


JOINT EXECUTIVE COMMITTEE 
Co-chaired by Muthuraman and Varin 





PHILIPPE VARIN 


RAUKE HENSTRA 








Of course, making the integra- 
tion work will call for a lot more 
than committees and meetings. 
Corus, after all, is a completely dif- 
ferent—and much bigger—animal 
than Tata Steel. It operates on mar- 
gins of 10.8 per cent, as against 
Tata Steel’s 39.3 per cent. It is also 
four times the size of Tata Steel (in 
revenues and capacity), which 
makes an amalgamation into the 
Indian company all the more chal- 
lenging. Also, unlike Tata Steel, 
which has captive sources of raw 
material (coal, iron ore in the main), 
Corus relies on third parties, which 
explains the drain on profitability. 
What's more, the S13-billion ac- 
quisition was funded with $6.3 bil- 
lion of borrowings, which threatens 
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to submerge Tata Steel in a turbu- 
lent sea of debt. After the acquisition 
of Corus, Tata Steel’s debt-equity ra- 
tio soared to 1.6 from 0.3. Says 
Rakesh Valecha, Director, Fitch 
Rating: "Rising debt was a con- 
cern. But the large equity infusion 
with support from its group holding 
company—Tata Sons—helped 
strengthen the balance sheet on 

a consolidated basis." 

Group CFO Chatterjee isn't 
spending too many sleepless 
nights worrying about the debt 
burden (which stood at Rs 
34,000 crore as of January 
2008). Clearly, the benefits out- 
weigh the pain by far. “More 
than anything, Corus gives us 
better technology,” says the CFO. 
Adds Muthuraman: "Corus gives 
us scale, a larger market and, 
most importantly, a high-quality 
R&D set-up. Overnight, we got 
20 million tonnes of steel ca- 
pacity at virtually half the price. 
Today, it will take nothing less 
than $20-25 billion to build such 
a capacity." The R&D benefit 
can't be underestimated, what 
with Corus employing a little 
over a thousand metallurgists, 
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engineers and doctorates. *Corus 
has expertise in building construc- 
tion, and technological solutions 
for manufacturing steel for high- 
rise buildings. This will be brought 
into India," adds Muthuraman. 
With Corus, Tata Steel also gets a 
foot into the door of the 





STEELING A MARCH 
-Lorus current capac 

(IN MILLION TONNES PER ANNUM) 
Corus Group (in the UK and The Netherlands) 20 
Tata Steel (Jamshedpur) 5 
NatSteel (Singapore) 2 
Millennium Steel (Thailand) 1.7 
Aggregate current capacity 28.7 
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NEW PROJECTS (IN MILLION TONNES PER ANNUM) 
Corus Group (in the UK and The Netherlands) 20 
Tata Steel (Jamshedpur) 10 
Tata Steel-Jharkhand (feasibility study under way) 12 
Tata Steel (Orissa) 6 
Tata Steel-Chattisgarh (study under way) 9 
NatSteel (Singapore) 2 
Millennium Steel (Thailand) 1.7 
Aggregate projected capacity 63^ 
* And new projects ^ Proposed, includes 6.3 million tonnes of 


capacity in South East Asia Source: Company 


CAPACITY FOR LEADERSHIP 





COMPANY CAPACITY IREVENUES* | PROFIT* 
(in million tonnes) 
ArcelorMittal 118 204805 19,700 
Nippon Steel 34 8473] | 6,455 
JFE Steel 32 61045 | 5,879 
Posco 3l 48249 | 8,780 
Tata Steel-Corus 28.7 63,871 | 9,702 
Bao Steel China 26 51,866 4,587 
Anben 23 N.A. N.A. 
Shandong 22 N.A. N.A. 
US Steel 2] 31,629 | 2,278 
Nucor” 20 31,442 | 2815 
Riva 18 N.A. N.A. 


*Consolidated revenues and profits in Rs crore for the first half of 2007-08 
N.A.: Not available 
# First half ended June 2007 


Source: Company 


quality-conscious European mar- 
kets like Germany, Holland and 
France. Says Rakesh Arora, 
Research Analyst, Macquarie: “A 
growing presence in Asia and the 
developed European economies will 
help the company leverage the 
economies of scale from Europe 
and harness growth from Asia." 
Experts aren't worried about the 
$8.5-billion (the debt came down 
after the $2.2-billion rights 
issue) debt on the balance sheet of 
the group. Says Arora: “The 
group generates cash profit of 
$4 billion, which means the debt 
can get recovered in two years." 
Whilst Corus brings plenty 
to the Tata table, it's also cru- 
cial for the British steel maker 
to lean on the efficiencies of Tata 
Steel, and exploit every synergy 
possible. Corus is expected to 
save $450 million over three 
years. A start has been made in 
fine style, with a saving of $100 
million already materialising so 
far by way of synergy benefits. 
The synergies are operating at 
three levels. At the first level, 
which Muthuraman calls the 
“low-hanging fruit", savings are 
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arising on the procurement and 
logistics fronts. For : wstance, zinc 
and scrap purchases have been 
consolidated between Tata Steel 
and Corus, and group company 
Tata NYK has been called in to re- 
duce Corus' transportation costs. 
At the second level, manufac- 
turing processes of Tata Steel 
are being replicated at Corus. 
Example: Corus uses scrap to 
make steel. Tata Steel uses hot 
metal, which is cheaper, and con- 
sumes less energy. The attempt is 
to reduce Corus' dependence on 
scrap and increase the reliance on 
hot metal. Similarly, an attempt 
is under way to make Corus' 
blast furnaces more efficient so 
that coke consumption is reduced 
even as its production is increased. 

The synergies are working 
both ways. Tata Steel, Jamsh- 
edpur, for instance, has adopted 
technology from the Corus 
Ijmuiden plant in Holland, 
which reduces the heating time 
of its coke oven from 24 days to 
9 days, thereby increasing the 
availability of the oven for pro- 
duction by 15 days. Similarly, 
by adopting the bathing model 
from the Ijmuiden plant, the 
company has increased its pro- 
duction by 55,000 tonnes of 
steel per year—that’s nearly a 
jump of 2 per cent in production 
at the same fixed cost. 

Yet, the problem for Tata 
Steel is that at a group level 
(along with Corus), its margins 
come crashing down from levels 
of 40 per cent to 13-14 per cent. 
And that’s largely because Corus 
is totally dependent on raw ma- 
terial that is purchased from the 
open market. This, in turn, brings 
down the Tata Steel-Corus com- 
bine’s self-sufficiency level from 
100 per cent to 20 per cent. 
That’s why the Tata Steel top 
brass is willing to pay top dollar 
for coal and iron ore assets 
anywhere in the world. Already 


SYNERGY AT WORK 





m Corus, which has traditionally used 
scrap to make steel, is now using more 
of hot metal; it is cheaper and 
consumes less energy 


m By making the blast furnace and 
coke oven more efficient, Corus is 
now consuming less coke, even as 


it increases its production 


w Using technology of Tata Steel, 
one of Corus’ plants has been able to 
use inferior coal to get similar coke 
strength as before 


พ By reducing magnesium oxide 
quantity in slag, Corus is saving on the 
usage of limestone that has come down 
from 42,000 kg per tonne to 37,000 kg 
per tonne 





m Consolidated buying of zinc and scrap 
for Tata Steel and Corus. Tata Group's 
shipping company, Tata NYK, has been 


roped in to reduce Corus' logistics costs 


m Currently, Tata Steel is fully self-reliant 
for its coal and iron ore needs. Corus is 
not. Together the two entities are 20 per 
cent self-reliant. By acquiring mines in 
Mozambique and lvory Coast, the two 
will be 40 per cent self-sufficient in 

3-4 years 





the company has invested $88.2 
million to acquire 35 per cent 
in the Mozambique coal proj- 
ect; and it has announced an in- 
vestment of $1-1.5 billion in the 
next 3-4 years in a joint venture 
in Ivory Coast. Once these proj- 
ects come on stream, the group's 
raw material security will get 
boosted to 40 per cent. "Buying 
mines will help us increase EBITDA 
margins to 30 per cent by 2012," 
says Muthuraman. 

On February 20, Tata Steel 
unveiled its new vision of value 
creation, which focuses on 
benchmarking itself with the 
global best on two parameters: 
One is return on invested capital; 
and two is corporate citizenship 
by improving safety levels and re- 
ducing carbon dioxide emissions. 
Whilst Corus will doubtless have 
a role to play in the medium to 
long-term efforts at value cre- 
ation, Tata Steel also needs to 
flag off proposed new projects 
back home to boost margins. 
From 5 million tonnes currently, 
Tata Steel's Jamshedpur facility 
will go up to 7 million tonnes by 
next year, and to 10 million 
tonnes by 2010. Says Chatterjee: 
“Our long-term strategy to in- 
crease capacity from 5 million 
tonnes to 40 million tonnes ts 
well on track. By 2010-11, our 
total capacity will rise to 36.7 
million tonnes (including Corus, 
NatSteel and Tata Steel, 
Thailand)." Muthuraman is 
hopeful of 16 million tonnes in 
India by 2012. 

India will be at the centre of 
Tata Steel's growth strategy in 
the years ahead, but the big play 
is clearly Corus; it will deter- 
mine whether Tata Steel can be- 
come the world's premier steel 
company—not necessarily in vol- 
ume terms but on various other 
parameters like quality, costs, 
quality of balance sheet and 
product mix. Bi 
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The housing finance market is 


slowing down, but not 


if you asked HDFC, which is clocking growth rates of 
25-30 per cent and even expanding its market 
share. The inside story of how it has kept running 
while others around it are stumbling. RisHi josur 


5 WE ARE USHERED INTO THE OFFICE OF 
HDFC Vice Chairman and Managing 
Director Keki Mistry at the appointed 
hour, we are informed that he is run- 
ning a temperature. But that has clearly 
not affected his adrenalin levels. As we start dis- 
cussing HDFC's performance, he immediately warms up 
to the conversation. Full of beans, he brushes aside talk 
of any slowdown in the mortgage market. *We have 
not been impacted and our growth rates have not been 
affected at all," he says, pointing to the third quarter 
results to buttress his claim. During this period, HDFC 
excelled on most parameters, delivering strong top line 
and bottom line growth. Its loan portfolio expanded 
27 per cent over the previous corresponding quarter, it 
gained market share and spreads expanded 12 bps to 
2.3 per cent. Significantly, its disbursements grew 30 per 
cent and net interest income was up 62 per cent. 

Cut to ICICI Bank’s head office in Mumbai’s Bandra 
Kurla complex, where the mood is distinctly less upbeat. 
Admits Sunil Rohokale, Head, Home Loans, 16161 
Bank: “Our disbursements growth will be flat this 
year in line with the broader market.” Rohokale says 
that the overall growth of the market is likely to mod- 
erate this year to between 10 per cent and 15 per 
cent and most of banks and housing finance companies 
will grow at the same rate. 


Market Slows Down 

ICICI Bank’s estimates are in line with the prevailing 
ground realities. Independent studies of the Indian 
mortgage market point to a significant cooling off of 
the high growth rates seen between 2001-02 and 
2005-06 that were driven by the strong underlying 
economic growth, a low interest rate regime and 
significant tax concessions for self-occupied resi- 
dential home borrowers. In 2005-06, housing fi- 
nance disbursements were estimated at Rs 93,100 


THE BIG PICTURE 


2006-07 
แพ พ Approvals ไพ พ Disbursements 
Figures are Y-o-Y growth in per cent 





crore against Rs 23,900 crore in 2001-02, a CAGR of 
over 40 per cent. 

The situation has, however, changed significantly 
after that. CRISIL Research estimates that in 2006- 
07, there was a marked slowdown in disbursements. 
The industry grew 11.4 per cent during the year, 
and it estimates that this may taper off further to 
just over 10 per cent in 2007-08. The culprits: the up- 
trend in property prices and the rise in interest rates, 
which have combined to reduce the affordability fac- 
tor for home buyers. 


Recipe for Success 
HDFC stands out amidst this overall downcast sce- 
nario. It has beaten the market and its nearest com- 
petitors, posting growth rates of over 25 per cent in dis- 
bursements. Says Manish Karwa, Analyst, Motilal 
Oswal: “It puts HDFC in a sweet spot. It is gaining mar- 
ket share as it has been able to sustain high growth rates." 
So, what is its secret recipe for success? There's a 
well thought out strategy to score over the competi- 
tion. Says a senior HDFC executive: “The goals are 
clearly laid down by the management. There is a 
four-pronged thrust—grow approvals and disburse- 
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ments between 20 per cent 
and 25 per cent, increase ROE 
by a percentage point every 
year, ensure consistent reduc- 
tion in the cost-income ratio, 
and keep gross NPA levels at 
less than 1 per cent. So far, 
we've been able to meet these 
targets consistently." 


Small Is Beautiful 

At the heart of HDFC's thrust 
is the focus on India's bur- 
geoning middle class as its core 
clientele. Says Mistry: “We are 
catering to end-users; 95 per 
cent of our retail loans are to 
this class of buyers. We don’t 
encourage lending to investors 
and speculators.” This strategy 
has yielded it rich dividends as 
its typical borrower is a first- 
time home buyer looking for 
self-occupation (the new aver- 
age ticket size is Rs 12 lakh). 
“The middle and lower income 
groups are going ahead with house purchases, since tax 
benefits still make it worthwhile for them. But there has 
been a definite slowdown (in house purchases) among 
people going in for high value loans. Most banks 


SITTING PRETTY 


HDFC's spreads have improved... 


„and so has operating efficiency 


Q1 '07-08 





Q3 '07-08 
Figures in per cent 





Cost-income ratio; figures in per cent 
Source: CLSA Asia-Pacific Markets 


IN GROWTH MODE 


HDFC's disbursements are growing faster than those of its nearest rival. 
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KEKI MISTRY/ VC & MD/ HDFC 
“We have not been impacted 


and our growth rates have 
not been affected at all” 


made the mistake of focussing 
on the high-end segment; so, 
they are now feeling the pinch." 

Then, HDFC has also con- 
sciously targeted younger buy- 
ers. This class of buyers is driv- 
ing demand as a consequence 
of higher disposable incomes. 
The new average age of HDFC's 
borrowers is 34 years (margin- 
ally lower than the industry av- 
erage of 36). And Mistry and 
his team are convinced that the 
favourable Indian demograph- 
ics—the median Indian age is 
25 and there is a rapid rise in 
new households—will lead to 
sustained demand for housing 
over the next few years. 

HDFC's housing loan port- 
folio is dominated by individual 
loans, which make up 67 per 
cent of its disbursals. It is this 
segment that has powered its 
overall disbursement growth 
over the last few years. But 
now, its non-retail lending (loans to companies, 
builders and developers) has also begun to pick up. In 
the third quarter of 2007-08, non-individual loans grew 
39 per cent, while retail individual lending moderated 
to 22 per cent. 

Says ICICI Bank's Rohokale: “Unlike us, they have 
diluted their focus on the retail segment and that is 
helping them sustain their growth momentum.” HDFC 
vehemently denies this. Says Mistry: *Our retail loans 
are also growing at a healthy clip; and our ratio of in- 
dividual loans to non-individual loans has remained 
largely constant over the last few years." 


INVASOD แจ จ ผกา 


No Statutory Requirements 

What is also helping HDFC score over banks is the 
hike in the banking sector's cash reserve ratio (CRR) by 
the Reserve Bank of India. With the central bank rais- 
ing CRR on a continuous basis, the cost of funds tor 
banks continues to remain high. As a result, they are un- 
able to reduce lending rates. As HDFC is not required to 
maintain CRR, it continues to enjoy higher spreads, 
despite offering lower rates than banks. Lower spreads 
have also meant that mortgages are losing their at- 
tractiveness for many banks. Says Vishal Goel, Analvst, 
Edelweiss Securities: *Banks are now shying away 
from the market, and, instead, looking at businesses with 
better margins. With corporate credit picking up, the 
mortgage market has become unattractive for them." 
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Expanding Its Reach 

HDFC is also scaling up its presence in smaller 
towns and cities. It is now building a strong distri- 
bution network across the country. HDFC already 
has a network of 244 outlets, which include over 40 
offices of its distribution company, Home Loan 
Services India (HLSIL), which was set up three years 
ago. The housing finance pioneer has, over the last 
couple of years, also been utilising third-party chan- 
nels to distribute its products more widely. These 
channels include HDFC Bank and its network of direct 
sales agents (DSAs). 

The increased distribution network and use of 
psas have helped HDFC penetrate new geographies in 
urban and semi-urban areas, while containing its 
cost-income ratio. To further increase its presence in 
Tier-H and Tier-III cities, it has initiated outreach 
programmes where its staff visits cities in which it 
doesn't have outlets to meet customers. Depending on 
the response, HDFC converts the outreach programme 
into a brick-and-mortar office. Says Renu Karnad, 
Joint Managing Director, HDFC: “We see huge business 
potential in the smaller cities and are growing very fast 
in cities like Pune, Chandigarh and Nashik." 

Above all, HDFC says it has been able to withstand 
the slowdown in the market as it has been able to 
win the loyalty and trust of customers over the years. 
“It’s all about core competence. We also guide our cus- 
tomers; this includes doing due diligence on the builder 
and the property," says Mistry. 


Healthy Asset Quality 

Most importantly, HDFC has been able to maintain its 
asset quality, despite rising interest rates and sub- 
sequent hikes in EMI. The HDFC management at- 
tributes this to two major factors: one, it has very 
strict credit appraisal and control procedures in 
place, which it does not dilute under any circum- 
stances. “We are extremely focussed on asset qual- 
ity," says Karnad. Secondly, its typical borrower— 
who is an end-user availing of small- or medium- 
ticket loan—is cautious and averse to high leverage 
and opts for a low loan-to-value ratio; this, too, 
goes a long way in ensuring low NPAs. The efficacy 
of these procedures is borne out by the fact that its 


QUALITY GROWTH 


HDFC's asset quality remains stable. 
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Figures are NPLs in per cent Source: CLSA Asia-Pacific Markets 
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RENU KARNAD/ Joint MD/ HDFC 


"We see huge business potential and 
are growing very fast in smaller 
cities like Pune, Chandigarh and Nashik" 


loan losses over the last 30 years aggregate to a mere 
0.04 per cent of its total disbursements. Further, its 
NPA provisions have always been higher than the RBI 
stipulation. HDFC's gross NPAs, at around 1 per cent, are 
superior to those of most banks and housing finance 
companies. “Asset quality has never been an issue 
with HDFC because of its conservative lending practices. 
With nearly all its lending secured, the risk of NPAs is 
low," says Motilal Oswal's Karwa. 

While HDFC’s performance has been impressive, 
analysts say the biggest challenge before the company 
now is to sustain high growth rates going forward. 
Says Goel: *Unless property prices fall significantly, 
HDFC might find it tough to maintain high growth 
rates, particularly in retail loans." The HDFC man- 
agement, though, appears confident that growth 
rates won't be affected. Says Karnad: “We have 
grown at these rates for the past several years and be- 
lieve we can stay the course in the future as well." 
Are those merely brave words or a considered opin- 
ion? Market conditions are admittedly tough, but 
HDFC's track record is too compelling to ignore. 
Watch this space. 8 
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Buoyed by ล rapidly growing domestic market, 
MNC IT services players are ramping up 
headcount in a big Way. T.v. MAHALINGAM 


AST FORTNIGHT, THE conic reply: “We do not com- 


rumour mills added an- ment on market speculation." < 
other name to the ever- Parekh, however, is more <= 
, growing list of poten- forthcoming about the company’s 
tial suitors for French future in India. “In 2007, we grew — 
IT services company Capgemini. by 145 per cent in terms of India = 
After Infosys and Wipro, Anil headcount. We are well on track 
Ambani's Reliance Communic- to increasing our headcount to 
ations was reported to bein talks 40,000 people by 2010 that we October 2006. It was then that 
with Capgemini for a possible ac- had announced earlier," informs Capgemini went ahead and ac- 
quisition. Quiz Salil Parekh, who Parekh. Currently, the company’s quired Kanbay, which brought in 
heads Capgemini's India opera- headcount is close to 17,500 em- 6,900 employees, taking its India 
tions, about it and pat comes thela- ployees—up from about 6,000 ไท headcount close to 12,000. Back 


BETTING BIG ON INDIA 





Top 10 IT MNCs# plan to hire more than 100,000 over the next two years. 


IBM 53 0 | About 1/3rd of global services staff based out of India by 2010 

Accenture 30,00C 35,000 50,000 | About 1/3rd of global services staff based out of India 

Capgemini | ! aC | 20,000 by Q1 CY 2008, to increase its headcount in India to 25,000 by end- 
| 2008 and 40,000 by 2010 

Oracle | 24,0( MAU Across various functions in India, but majority is engineering talent 

Deloitte NA 3 ( )0( Target of 12,000 by 2010 

Cisco T 3.00€ UU Plans for 10,000 by 2010 

PwC 4,500 | Targets to double to 9,000 by 2 

Microsoft R&D | Plans to double in next few years on the engineering and technical staff side 

Google NA 50€ แง Plans for 4,000 in next 2 years 

Intel A melee ง ง Plans to triple in the next 2 years in the software, engineering and hardware space 















Total 165,500 273,000 


# Even though PwC and Deloitte do not exactly qualify as tech MNCs, they are hiring big in areas like IT and res h outsourcing in India. They are hiring graduates from 
leading manager nent and technology institutes for various roles, including IT consulting. Hence their inclusion in the table ource: Respective companies; Edelweiss research 


100 BUSINESS TODAY MARCH 9 20608 


Big Blue is snapping at Wipro's heels in headcount 


then the company had announced 
that it would hire 35,000 people 
by 2010 in India. A couple of 
months ago, the company revised 
that number to 40,000. That’s a 
whopping 22,500 more employees 
over the next two years or so—a 
doubling of its headcount. 
Currently, India accounts for 20 
per cent of the company’s work- 
force and that number is likely to in- 
crease significantly over the next 
two years. 


Ramping Up Workforce 

Capgemini is not the only multi- 
national IT services giant that has 
been cranking up its headcount in 
India. IBM increased its headcount by 
almost 38 per cent to 73,000 from 
about 53,000 a year ago. With that 
kind of addition, IBM’s workforce is 
just a snapping distance behind that 
of Wipro at 79,832 employees. In 
fact, IBM’s India headcount is way 
ahead of other Tier-I Indian players 





like HCL Technologies and Satyam. 

A recent research report by 
Edelweiss Capital estimates that the 
top three MNCs like IBM, Accenture 
and Capgemini are likely to add 
above 75,000 employees over the 
next two years in the country. Close 
to a hundred thousand people are 
likely to be hired by some of the top 
tech MNCs in India. 

Even companies like European 
IT services major LogicaCMG, which 
began operations in the country as 
early as 1996 but has been rela- 
tively slow to ramp-up in India, are 
bullish now. “The India centre is 
slated to grow exponentially over 
the next two years, as we see op- 
portunities increasing in the 
European market,” says Mahesh 
Desai, Director, Outsourcing 
Services, LogicaCMG. Logica cur- 
rently employs 2,500 people. 

Desai feels that it may not be 
right to compare European IT play- 
ers like Logica and Atos Origin with 


MNCs IN 
COMPETITION MODE 


IT MNCs are vying with pure India 
players for market share. 








2005 
C 
2006 


2007 





m Bg6 W Big 5 


India Heritage Service Provider 
Other Service Provider 
Big 6 - Accenture, ACS, CSC, EDS, HP. IBM 
Big 5 - ATOS Origin, BT, Capgemini, Siemens Business Service 
T-services 
Figures are service provider market share in % for total 
value > $25 mn Source: TPI, Nasscon 


their American counterparts. ^You 
cannot compare the growth of 
European companies in India against 
the benchmark of the us compa- 
nies. Europe accounts for nearly 90 
per cent of our revenues. Customers 
in this region prefer to work with 
vendors that can offer a global deli- 
very model... However, today we see 
the offshore component gaining in- 
creased significance and based on 
the business needs we will grow our 
offshore centres in India and the 
Philippines," says Desai. 


Changing Game Rules 

But most companies believe that 
the India story is much more than 
just adding headcount. *The com- 
petitive landscape in the global de- 
livery and outsourcing is changing. 
The era of competition based on 
labour arbitrage is coming to an 
end... it's not yet over but it's com- 
ing to an end," says Andrew 
Stevens, Managing Partner for the 


bt infotech 





"The era of labour arbitrage is 
coming to an end... it's not yet 
over but it's coming to an end" 


ANDREW STEVENS, Managing Partner for the 
Asia-Pacific region, IBM Global Services 


Asia-Pacific region, IBM Global 
Services. “The future will be based 
on value provision, high skills, high 
competence and high business value 
generation. Our positioning in India 
and across the world is based on 
these factors," adds Stevens. 
Basically, India will not be viewed as 
a low-cost, headhunting ground but 
as a centre of competence and tal- 
ent. According to Stevens, India as a 
geography, and Indian centres will 
have to develop their own unique 
competency. 

“In India, we have a specialisa- 
tion in service delivery platform 
for telcos. The capability that the 
team in India develops is used in 
centres across the world. That's 
the future... not labour arbitrage,” 
says Rajesh Nambiar, Vice President 
and General Manager, Global 
Delivery, IBM India. Similarly, 
Accenture has set up a life sciences 
centre of excellence in Bangalore. A 
couple of months ago, the com- 
pany also announced the setting 
up of Management Consulting 
Centre of Excellence in Gurgaon. 
As Pankaj Vaish, Managing 
Director of Delivery Centre 
Network, Accenture, says: "At our 
health and life science centre of 
excellence in Bangalore, we do 
work that supports our pharma 
clients and helps them reduce lead 
time to market and cost. Similarly, 
we developed a BPO blueprint in 
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“We are well on track to increasing 
our headcount to 40,000 people 
(in India) by 2010" 


SALIL PAREKH, 
Head, Capgemini India 


India that defines how we run ล 
centre. That was developed in India 
and is now being implemented 
across all other locations. We can 
do that in India because we have 
scale, maturity and the talent." But 
Vaish adds that India is just a part 
of the company's global delivery 
network, albeit a very crucial one. 
Capgemini, incidentally, has over 
400 clients in the country. 


Premium on Innovation 
LogicaCMG's Desai says the com- 
pany's India centre primarily does 
high-end work. The company has an 
innovation centre that has devel- 
oped solutions especially in areas 
like financial, telecom services and 
intelligent transportation systems. 

The MNC growth story in India is 
not complete without a mention of 
the burgeoning domestic market. 
IBM alone earned revenues close to a 
billion dollars from the domestic 
market. ไท fact, during the last quar- 
ter, IBM signed more than $1.4 billion 
in new domestic services contracts. 
Similarly, Accenture has been very ag- 
gressive in the domestic market— 
one that local players have largely 
avoided citing lower margins. 

^Not true!" says IBM's Stevens. 
"The margins in India are compa- 
rable with other parts of the world. 
But if all you offer is cost arbitrage 
then it's likely that you will get lower 
margins. We were never in that busi- 


"We developed a BPO blueprint in 
India that defines how we 
run a centre" 


PANKA) VAISH, Managing Director of Delivery 
Centre Network, Accenture 


ness." According to TPI, the total 
value of contracts signed by Indian 
buyers has grown to €3.9 billion in 
2007, up from €2.2 billion in 2006. 
And, MNC players like Accenture, 
HP and IBM are winning much of 


the Asia-Pacific deals. 


Battlefield India 

“The Indian marketplace has be- 
come very attractive and being 
here has become necessary. In the 
initial years when the MNCs came 
into India, they only reacted to 
the aggressive Indian companies, 
but today they have got into a 
competitive situation," says 
Mark D. Mayo, Partner and 
Managing Director, Global 
Advisory Services, TPI. 

Also, with a us slowdown loom- 
ing large, it is likely that companies 
like IBM, Accenture and Capgemini 
that have a significant presence in 
India are likely to benefit from 
their ability to leverage offshore 
costs—something that only pure 
play Indian players had during the 
Us slowdown of 2001-03. 
Considering the fact that Indian 
players are rapidly expanding their 
footprint (75-plus cities across the 
globe) and are slowly but surely 
increasing their share in the global 
outsourcing market, the battle 
ahead will be quite interesting. m 
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R-Comm s Anil Ambani and Vodafone s Arun Sarin 
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Investments in the telecom | HOW THE MONEY WILL BE SPENT: Expanding HOW THE MONEY WILL BE SPENT: | 
sector in 2008-09 by i infrastructure and for the rollout of ล Increasing the number of base stations 


the major players.  pan-India GSM operation and enhancing coverage in rural India 









AKE THE FASTEST GROWING MOBILE TELEPH- 
ony market in the world, consider a still low 
penetration rate of 21.2 per cent, add to 
that the fact that India will account for 15 per 
cent (it is at around 7 per cent today) of all 
global mobile users in a few years, and what do you 
have? A clutch of telecom operators—Indian and 
global—that is pulling out all stops to ensure that 
they're able to grow on the back of the cellular revo- 
lution that's well under way in the country. There's lit- 
tle sign of this unrestrained boom faltering. That's 
because on a population base of 1.1 billion, currently 
mobile phone users number a little over 230 million, a 
growth phase made possible thanks to falling costs of 
handsets and call rates. What's more, a whopping 
eight million new users are being added every month. 
By all counts, this is a market that should be able to 
touch the 500-million mark by 2010. 

Operators are now gearing up for the next phase of 
growth by announcing huge capital expenditures to put 
up more infrastructure and venture into uncharted 
territories. Industry experts expect the coming financial 
year to witness the highest ever investment in the 
Indian telecom sector. The top three private operators— 
Bharti Airtel, Reliance Communications and Vodafone- 
Essar—between themselves will pump $10.5 billion (Rs 
42,000 crore) into expanding existing networks, adding 
infrastructure and entering new circles. 

If they are willing to splurge that kind of money, 
these service providers obviously expect the robust 
annual growth rates of 55-60 per cent (in the sub- 
scriber base) and 30-35 per cent (in earnings) to hold 
out for a while. “I think a growth of eight million 


subscribers per month is completely sustainable,” says 
Akhil Gupta, Joint Managing Director, Bharti Airtel. As 
a standalone operating company, Bharti Airtel is ex- 
pected to make investments of $2.5 billion during fis- 
cal 2008-09. “If the tower business is included, we will 
be investing around $3.5 billion,” adds Gupta. 

The biggest chunk of the $10.5 billion will be ac- 
counted for by Reliance Communications (R-Comm), 
which will be deploying $6 billion in the coming fiscal. 
The company has already paid Rs 1,650 crore to the 
government to kick-start its pan-India GSM operations. 
Today, the company uses the rival CDMA technology and 
operates across the country. Under the umbrella of 
R-Comm are other businesses like Enterprise Solutions 
and the undersea cable operation, FLAG Telecom. In a 
recent conference call, Anil Ambani, Chairman, Reliance- 
Anil Dhirubhai Ambani Group (R-ADAG), said there 
would be an investment of $2 billion in the tower 
business (in a company called Reliance Infratel). “We will 
invest another $1.3 billion in our GSM business,” he said. 
The GSM rollout will extend to 23 circles from eight cir- 
cles today. All this is expected to fructify during 2008- 
09, a year in which the number of towers is expected to 
more than double to 60,000 from 25,000 today. 

Vodafone-Essar has a presence in 16 circles and 
will make an investment of $2 billion in the coming 
fiscal. The focus will be on greater presence in the ru- 
ral market. For the next three years, the total in- 
vestment in the Indian telecom market will be to 
the tune of $6 billion. Vodafone is relatively a new en- 
trant to the Indian market; it acquired Hutchison 
Telecom’s stake in Hutchison-Essar last year. To 
Vodafone, the Indian market is extremely strategic. 


The big boys of Indian telecom just can't have enough of a booming 
market for wireless services. That's why they plan to pump billions 
in putting up more infrastructure and expanding into new areas in 
the fiscal year ahead. Meantime, a clutch of pretenders has 
ambitions of gate-crashing the Great Telecom Party. kuisuxa GOPALAN 
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W WILL BE SPENT CC 
existing operations in nine circles and for 
fresh investments in new circles 





*|f the investments in the tower company is included, the total investment will be $3.5 billion 
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“India is already Vodafone's largest market by sub- 
scribers. In the next five years, it will become one of 
our largest and most important markets," a Vodafone 
spokesperson had recently told Br. 

Whilst the top three will jostle for leadership posi- 
tion, the rest of the field is ensuring that it isn't left be- 
hind. The smaller operators, too, will be making sub- 
stantial investments (although they would be less sig- 
nificant in comparison). The Av Birla Group-owned Idea 
Cellular will invest around $1.25 billion in expanding 
its operations across its existing 11 circles. That num- 
ber could increase significantly if it launches operations 
in more circles. Having a presence in a large number of 
circles is crucial in today's context and this is what ac- 
counts for this kind of capital expenditure. Malaysia's 
Maxis, for instance, which acquired the C. Sivas- 
ankaran-promoted Aircel in Chennai and Tamil Nadu, 
is also looking to be a pan-India player. “We are look- 
ing to invest $3.5-4 billion in calendar years 2008 
and 2009, This will be a healthy balance between the 
expansion of current operations and fresh rollouts in 
other circles," says Sandip Das, Director on the Board 
of Aircel Group of Companies, and CEO, Maxis Group. 
From nine circles today, Maxis is looking to have a pres- 
ence in 16-17 circles by the end of 2008. *From 
around 10 million subscribers today, we intend doubling 
that figure by the end of 2008," adds Das. 

CDMA player Tata Teleservices, which hopes to 
have 25 million subscribers by March 31, also has some 
big plans. “In the coming fiscal, our invest- 
ment will be $2.5 billion. This will in- 
clude the planned rollout of our GSM 
services on a pan-India basis. In the 
current year (till March 31, 2008) our 
investment will touch $1 billion,” 
says Anil Sardana, MD, Tata 
Teleservices. 

But even as virtually every 
player on the wireless teleph- 
ony landscape is keen to step 
on the gas (including a host 
of new entrants—see A 
Busy Line), a nagging con- 
cern is the falling average 
revenue per user (ARPU), 
which is down from Rs 
356 for the January- 
March 2006 quarter to 
Rs 308 in the April-June 
2007 quarter (the latest 
period for which data is 
available) for GSM play- 
ers. That explains why al- 
though India is the largest 
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A BUSY LINE 


A host of promoters from unrelated 
sectors fancy their chances. 





got more exciting. Apart from the existing players, 

the market for mobile phones will now witness 
the entry of a host of newer players—a few of whom 
are absolute strangers to the world of telecom. 

Take, for instance, the Unitech Group, which is 
looking to start operations in as many as 22 circles. 
The group's primary business is real estate. Says 
Sanjay Chandra, Managing Director, Unitech: “We feel 
there is place for more operators.” Chandra defends his 
group's decision to enter the sector, stating that he is in 
talks with various global partners and is in the process 
of firming up plans. “We will remain long-term in- 
vestors in the business,” he says categorically. 

The Videocon Group is another conglomerate that's 
been seduced by telecom. Says Chairman Venugopal 
Dhoot: “We have just 220 million subscribers in India 
today and there is a huge opportunity.” The group, 
through a subsidiary called Datacom Solutions, is look- 
ing to invest $3 billion for a pan-India GSM presence. 
“We are looking to commence services over the next 
few months,” adds Dhoot. 

Essar Group company BPL Mobile, through a sub- 
sidiary called Loop Telecom, is a case of a player looking 
to expand operations. Today, the company operates in 
just one circle—Mumbai—though the plan is to take the 
brand to another 21 circles. S. Subramaniam, Director & 
CEO, BPL Mobile, speaks of an investment of $2 billion 
to kick-start operations. He adds that BPL Mobile is ex- 
amining all options like raising equity, a public listing and 
debt. Incidentally, the Essar Group holds a 33 per cent 
stake in the Vodafone-Essar joint venture. 

The Hinduja Group, too, is looking to re-enter the 
sector, one-and-a-half years after it sold its 5 
per cent holding in Hutchison-Essar (now 
Vodafone-Essar). It has outlined an invest- 
ment of $3 billion for a proposed pan-India 
presence. Group President (Finance) and 
CFO, Prabal Banerji, says it is a little pre- 
mature to talk about the group's plans and 
describes the growth story in the sector 

as just "the tip of the iceberg". "We are 
looking at it as a long-term game. We 
have an advantage since we already 
have a well-established cable busi- 
ess," he adds. Clearly, every new player 
thinks he has a chance in this high-growth 
sector. How many of them really do will, 
of course, be a totally different matter. 
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On our 70th anniversary, we resolve to boost our CSR activities. Because, as a 


thousand species of the world's flora and fauna are on the brink of extinction. 
concerned global corporate, the world's well-being becomes our priority. 


Across the world, ecology is being abused to the maximum. Already, over a 
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market for Vodafone in terms of subscriber numbers, the 
domestic operations rank seventh among all subsidiaries 
in terms of turnover. That close to 80 per cent of new 
users every month are in the pre-paid category does not 
really help the situation. These are typically referred to 
as the "marginal users" who do not spend very much. 

The falling ARPU levels have a direct impact on the 
EBITDA (earnings before interest, taxes, depreciation 
and amortisation) that is considered a good indicator of 
the soundness of a telecom operation. Bharti's con- 
solidated EBITDA (it was the only listed company in 
2005) for the third quarter of 2005-06 was at 40.2 per 
cent, while it is at 43 per cent for the third quarter of 
2007-08. For a player like Idea, it was at 33.55 per cent 
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Pushing the envelope: Maxis' Das says the key will be 
to extend the frontiers of mobile usage 


uie MEE | alia (ss wie Su, 


NUMBERS — 50.91 — 2348 | 5296 5516 — 2365 
Reliance Communications 3322 15.32 35.74 1532 
37.18 — 1715 RU EC 3986 1109 
. 3100 1431 | 3194 1420 | 3271 1402 
All India 216.77 225.02 233.21 
Number of subscribers m million Source: COAI, AUSPI 


for 2006-07 and is at 34.87 per cent for the third 
quarter of 2007-08. “There is certainly pressure on the 
EBITDA margins and the question is how innovative 
can an operator be. That apart, the rates on a per 
minute basis in India are among the lowest in the 
world,” points out Romal Shetty, Executive Director 
(Telecom), KPMG. 

Bharti Airtel’s Gupta isn’t too fazed by falling ARPUs 
and EBITDA margins. He maintains there are other areas 
that need to be looked at. “More relevant measures are 
the revenues, operating expenses as a percentage of rev- 
enues and capital productivity,” he says. Yet, one way 
to maintain margins is to rein in costs. Sharing infra- 
structure is one way to do that. “The existing players 
have passive infrastructure and new players can get to 
use this. This brings in more revenue for the existing 
players,” points out Shetty 

The billion-dollar question today is how long will the 
operators—existing as well as new—take to get a return 
on their big-ticket investments. It may take longer than 
projected if there’s another round of tariff cuts around 
the corner—which industry trackers anticipate. And it's 
the new entrants who will have their task cut out. 
"The new guys have to be radically different in terms of 
what they can offer. Overall, there could be place for 5- 
6 operators. There is bound to be consolidation beyond 
that stage," thinks Shetty. *Over time, the market will 
find it difficult to accommodate so many players. 
Consolidation is inevitable," adds Tata Tele's Sardana. 

As things stand, the journey for the next 250 million 
subscribers is underway. In the process, revenues from 
data will have to increase to reduce the dependence on 
voice. On an average, data accounts for about 8 per cent 
of an operator's revenues. *This is really the first day for 
the rest of the 250 million subscribers. As an operator, 
we are looking for a democratic share of that,” states 
Maxis' Das. Most players will be looking at what more 
could be done with the mobile connection. *It will 
not be just about mobile communication but extending 
frontiers of what mobility can do," sums up Das. The 
bottom line, of course, is how much of that will trans- 
late into higher revenues and fatter margins. 8 
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An ambitious project to wire up Indian judiciary promises to not just speed up delivery 
of justice, but also make it accessible to everyone from anywhere, anytime. KAPIL BAJA} 


HE DICTUM "JUSTICE 

delayed is justice de- 

nied" seems to have be- 

come an old chestnut 

as far as Indian judiciary 
is concerned. At last count, Indian 
law courts—Supreme Court, high 
courts and district courts—had piled 
up over 30 million pending cases, 
with 5 per cent of that number be- 
ing added to the backlog every year 
and district courts accounting for 
over 90 per cent of such cases. The 
figure of 30 million, however, re- 
flects only those litigants who have 
had the courage and means to go to 
a court. “Over 75 per cent of the 


PROJECT COST 


Rs 054 crore 
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Indian population, by some esti- 
mates, has absolutely no hope of 
obtaining any access to the adjudi- 
cation provided by law courts— 
and justice—in the current scheme 
of things,” points out Prashant 
Bhushan, a noted Supreme Court 
advocate. “How many people have 
the means of even engaging a 
lawyer? Even if you do, the judicial 
procedures are so opaque and cum- 
bersome that you could end up 
spending decades and bagfuls of 
money without any hope of ever 
getting justice.” 

While official data about ‘delays’ 
(as defined against some official 


benchmark) in Indian law courts is 
difficult to come by, a study of 
Bangalore City Civil Courts revealed 
that between 1989 and 2000, not 
even a single case could be disposed 
of in the time frame of 365 days that 
was deemed reasonable. The cases 
that were disposed of in 1999-2000 
had taken on an average 2,138 days 
to be cleared. The situation in other 
12,400 district and subordinate 
courts, located in 2,066 towns, is no 
different or is worse. So, has ad- 
ministration of justice in India been 
collapsing? Probably yes... if not for 
some hopes on the horizon, with 
technology being one of them. 


INITIAL IT TRAINING COST 


Rs 12 crore 





PUTTING JUSTIC 
The success of IT-enablement of 





Promising Change 
In a quiet—but plodding—manner 
the musty and anachronistic law 
courts of India are upgrading them- 
selves into intelligent workplaces 
where judges and administrative 
staff will be aided by all the mod 
cons of digital age, including rr net- 
works, databases and video confer- 
encing tools. Some of the work is al- 
ready visible: websites of the 
Supreme Court, almost all high 
courts, and at least three district 
courts are up and running, com- 
plete with rosters of sitting judges, 
variously searchable cause lists, case 
status enquiry, judgments and vari- 
ous downloadable forms. 

"The rr enablement of Indian 
judiciary started slowly in early 
1990s but has picked up speed only 


in the last couple of years," says 


UDGES 


15.000 





the speedy completion of other e 


LAPTOPS FOR JUDGES 


19,000 


Indian 





Justice (retd) G.C. Bharuka, 
Chairman of E-committee, the 
nodal agency set up in February 
2007 to oversee a Rs 854-crore 
project for ICT implementation in 
Indian judiciary. The objective of 
the five-year, three-phase project 
is ambitious. “Indian judiciary will 
be made by and large paperless by 
the end of the project and any jus- 
tice seeker will be able to reach 
the courts from anywhere, any- 
time, including through e-mailed 
petitions,” says Bharuka. 

The project, being implemented 
by National Informatics Centre 
(NIC), has got off to an exciting start. 
By June 2007, each of the district 
and subordinate court judges was 
provided an HP laptop—12,155 in 
all—with internet connectivity. 
(Most judges of the Supreme Court 


PRINTERS 


45,000 


E IN THE FAST LANE 
judiciary will also depend on 
-governance projects. 


and high court, where computeri- 
sation started in the early 1990s, 
already have their own laptops or 
desktops.) *Many of the judges had 
not even seen a computer in their 
lives. So, we are training them to use 
laptops and other rr tools. In addi- 
tion, all court complexes in the 
country are being provided with 
Wi-Fi facility," says Bharuka. 

The project also envisages giving 
digital signatures to all the judges 
so that they can upload their daily 
judgments on a central database 
(www.indianjudiciary.in). The court 
complexes are being provided with 
a ‘computer room’ for housing ICT 
hardware and equipment with 
power back-up and eventually will 
have LAN and video conferencing 
facilities. The ongoing IT training 
of judges, being provided by 
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ADMINISTRATIVE STAFF 


13,000 iss. 


COMPUTERS FOR ADMINISTRATIVE STAFF 


60,000 


TECHNICAL PERSONS IN EACH COURT 
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Gurgaon-headquartered New 
Horizons India, has been extended 
to the clerical and administrative 
staff of the courts. 


Structural Challenges 

The administrative practices fol- 
lowed by over 12,000 district and 
subordinate courts vary not only in 
terms of designations of judges but 
also in management of functions 
like accounts, Nazarath (processing 
of petitions and orders), copying, 
and HR. “A lack of uniformity has 
made seamless networking of judi- 
ciary—from Supreme Court down 
to the lowest courts—a challenge,” 
says Jaideep Gupta, another 
Supreme Court lawyer. 

The technological upgrade of 
law courts also needs to follow 
many disparate processes of the ju- 
diciary—scrutiny of a plaint, is- 
suance of summons and notices in 
prescribed formats, filing of written 
statements by a defendant, fram- 
ing of issues, examination of wit- 
nesses, recording of evidence, hear- 
ing of arguments, filing of inter- 
locutory applications (IAs), creation 
of certified copies, etc. 

“Indian courts have been very 
sloppy in managing case flows, re- 
sulting in wrong or arbitrary pri- 
oritisation of cases to be heard. 
They urgently need to adopt IT sys- 
tems for efficient and fair case flow 
management,” adds Gupta. Those 
systems would also help make judges 
accountable for their ability to clear 
cases and in development of time 
standards for the progress of a case. 


Lumbering Steps 

While the government seems willing 
to provide all the trappings of a 
smart judiciary, the impact on the 
ground seems to be painfully slow. 
On a visit in late January to the 
Dehradun district court, this writer 
saw courtrooms working without 
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COURTING TECHNOLOGY 


Information technology promises 
to rid the judicial process from 
never-ending delays. 


m FILING: IT-enablement envisions e-filing 
of cases, doing away with the need for a 
person instituting a lawsuit to physically 
travel to a court 


m NOTICE TO OPPOSITE PARTY: Notices 
are also planned to be served online. 
Even in cases where that's not possible, 
electronic transmission will expedite 
the process 


m ISSUE DETERMINATION: Databases will 
help judges determine the issues to be 
decided in a case, thereby cutting time 


m EVIDENCE: Writing or typing of 
testimonies will be replaced by 
electronic recording, speech recognition 
and transcription 


m HEARING: Judges will have more control 
over behaviour of all the parties to a 
lawsuit, lawyers and witnesses on 
account of recording facilities 


m JUDGMENT: Judges will have the digital 
signatures to authenticate their orders, 
obviating the need for a signed and 
stamped copy 

m APPEALING: IT will help bridge the 
information gap between lower courts and 
higher courts so that appeal courts will 
have more information about the cases 





anything resembling a digital de- 
vice. “All work here is done manu- 
ally. I have never seen a judge car- 
rying or using a laptop," says Avadh 


Bihari Pant, a lawyer. 

Rajiv Gupta, a Delhi-based ad- 
vocate, says court websites, while be- 
ing hugely helpful in tracking cases, 
are never updated in time, have in- 
complete information and don't work 
satisfactorily. To show what he 
meant, he tried searching for an or- 
der, passed a month ago, on the web- 
site of Delhi district courts and drew 
a blank. *It's probably a case of 
courts' tardy ways dictating the pace 
of IT, instead of the other way 
round." For instance, a certified copy 
of an order, needed for filing an ap- 
peal, continues to be asked for by 
courts when it can easily be down- 
loaded from the official website. 

Some people are plain cynical 
about the whole exercise. “The de- 
lays and inefficiency in law courts 
happen because of tardy processes of 
adjournments, objections, rejoin- 
ders and dilatory tactics adopted 
by lawyers. 11 can do very little to 
improve this situation,” says Birinder 
Singh, a Chandigarh-based advocate. 

Others like Prashant Bhushan 
point towards funds crunch result- 
ing in insufficient number of courts 
but also perennial problem of un- 
filled posts of judges. “For a popu- 
lation of over 1 billion, the spend on 
judiciary is less than 0.2 per cent of 
GDP while it should be at least 1 
per cent," he says. Adds Rajiv 
Gupta: *The real benefit of tech- 
nology would be realised when jus- 
tice would be delivered with mini- 
mum requirement for the litigants to 
produce themselves in courts." 

That, however, has already be- 
gun on a limited scale; videocon- 
ferencing is now being used, for 
instance, in Delhi district courts for 
bail and remand of undertrial pris- 
oners without producing them in 
courts. Another evidence of why 
technology will have to be one of 
the saviours of India's crisis-ridden 
justice delivery system. 8i 
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CEO Belongs to the Past" 


A NASSCOM-Business Today panel throws plenty of light 
on the burning subject of global leadership. 


PHOTOGRAPHS BY RACHIT GOSWAMI 





Peter Altabef, CEO, Perot Systems; Pramod Bhasin, President & CEO, Genpact; Som Mittal, President, NASSCOM; 
Kris Gopalakrishnan, CEO, Infosys; and Vineet Nayar, President, HCL Technologies 


HE FOCUS AT THE NASSCOM 

India Leadership Forum 2008 
was—as the title suggests— 
leadership. A sustained wave of over- 
seas acquisitions and expansions in 
the Indian Ir services and IT-enabled 
services (ITES) sector in the recent 
past also meant that a common 
theme echoing at the three-day fo- 
rum held last fortnight in Mumbai 
was global leadership. It was in the 
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fitness of things, therefore, that the 
topic of discussion at this year’s 
NASSCOM-Business Today round table 
was “Global Leadership: The Next 
Generation”. Five of the brightest 
minds from the 11 and ITES industry 
got into a huddle to throw light on 
this burning theme. The panelists 
were Som Mittal, President, NASS- 
COM; Vineet Nayar, President, HCL 
Technologies; Kris Gopalakrishnan, 


CEO, Infosys Technologies; Pramod 
Bhasin, President & CEO, Genpact; 
and Peter Altabef, CEO, Perot 
Systems. Brian Carvalho, Executive 
Editor, Business Today, moderated 
the discussion. 


BT: Good afternoon gentlemen, and 
welcome to this round table on Global 
Leadership: The Next Generation. It’s a 
valid topic not just for the IT/ITES sector 


but for Indian industry as a whole. For 
the IT/ITES sector, global leadership 
tunities and challenges that lie ahead. 
Let's begin by trying to figure out how 
does one go about equipping potential 
leaders with the necessary knowledge, 
skills and tools to drive a company's vi- 
sion and meet its strategic objectives. 
PRAMOD BHASIN: It’s a difficult prob- 
lem. And it's not only a problem for 
Indian companies. Global compa- 
nies face the same issues. I think 
It's too easy to get into the same 
mode most companies do— 
Japanese tend to send 
Japanese overseas (to start an 
overseas business), Americans 
tend to send Americans over- 
seas, and Indian companies 
tend to send Indians over- 
seas. And yet, that may not be 
enough to meet the pur- 
pose—which is to build a 
business locally. A new person 
in a new country has a very 
steep learning curve—despite 
being armed with a lot of 
knowledge from the parent. | 
don't think I have come 
across either educational in- 
stitutes or programmes that 
are really effective at ex- 
plaining how to deal with the 
global issues of not just new 
economies, but, for instance, 
the cultural nuances that 
come along with them. From 
a limited vantage point, ] 
would say the best way we 
could do it is to be more tac- 
tical, in terms of having peo- 
ple shared back and forth, 
having transfers of people, having 
modules that allow people to get ac- 
customed to a particular country 
or culture; having very robust 
processes that measure success in 
those areas, and dashboards that 
allow you to measure success in 
those areas. You have to be con- 
scious about who you hire—will 
they fit in, and are they adaptable to 
a global environment? 


VINEET NAYAR: What's so different 
about the environment today than it 
was five years ago? I believe the 
three Rs have changed: The re- 
sponsibilities are different, the re- 
sponse we want from our managers 
is different, and our expectations 
of results from these managers are 
different. Therefore, talking about 
just managing global leaders and 
inducting them into a global cul- 
ture will miss the point. As you con- 
struct an organisation that is global 
in nature, localisation is important, 





“A new person in a new country has a 
very steep learning curve" 





Pramod Bhasin, 
President & Chief Executive Officer, Genpact 


but even more important is global- 
isation. That a global organisation is 
different from an American or a 
European or an Indian organisa- 
tion is the point I am trying to make. 
What is this global organisation? A 
global organisation has to invert the 
pyramid of the organisational struc- 
ture. It has to be more entrepre- 
neurial. It has to create, what I call, 
the democratisation of organisa- 


tions, where it is not people like us 
who are monitoring, managing and 
hence, correcting what others should 
be doing. But it's about reverse ac- 
countability—that we are respon- 
sible to them to enable them to 
achieve their goals. So, there have to 
be some radical changes in the way 
we manage a global organisation. 
The other point is that if you run an 
organisation like an inverted pyra- 
mid, then issues like that of cultural 
integration are completely bypassed. 
That's because your job is primarily 
that of an enabler... Rather 
than running your organisa- 
tion in a military fashion, or in 
a manufacturing style, you 
run it in a more enabled fash- 
ion where responsibilities, re- 
sponses and result expecta- 
tions are clearly defined. In 
an enabling environment, you 
create communities of interest, 
you create collaborative plat- 
forms, you create sensitivity to 
global cultures... but 
you don't intervene. At HCL, 
we have seen a large degree 
of success with this manage- 
ment style. 


BT: Kris, what are the demands 
on leadership as organisations 
today—perhaps your organisa- 
complex, more international, and 
face fiercer competition? 

KRIS GOPALAKRISHNAN: The 
demands have definitely in- 
creased. That's because 
changes are taking place 
much faster. And one needs 
to respond to these changes much 
faster. Having said that, when you 
look at leadership itself, you need to 
separate the leadership model, the 
leadership process—how you iden- 
tify a leader, how you measure a 
leader, how you accelerate a leader's 
growth—from what is transitory in 
nature. A typical organisation should 
start with a leadership model. Once 
you have that in place, then you 
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“We have launched an 
initiative that's called: 
"Destroy the office of the CEO" 





Vineet Nayar, 
President, HCL Technologies 


say: Today, | need somebody to 
run Japan. Then you go back to 
your leadership model and describe 
the attributes required in a person 
who will run the Japanese opera- 
tions. Given that the language is dif- 
ferent, the culture is different, that it 
is a market with some different char- 
acteristics, you accordingly decide on 
the leader you want. Then you go 
about and figure out how to identify, 
select and integrate that person. 
When it comes to integration, you 
need to explain to that person that 
here, this is your goal, this is your 
business plan, this is how you will be 
measured, etc. Once that formal 
process is laid out, then it becomes 
easier for you to identify a leader 
and get him started. 


BT: | think all of us in India are more 
caught up in this wave of Indian com- 
panies going international. But obvi- 
ously the reverse is happening too. 
Peter, how was it for you when you 
came to India, purely from the cultural 
point of view? 

PETER ALTABEF: It (a foreigner com- 
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ing into India) calls for appreciation. 
And that applies to any geography 
you expand into: What is the sense 
of the people on the ground, and 
how do you nurture the people on 
the ground. At Perot Systems, over 
30 per cent of our global work- 
force is Indian. I do agree that you 
can't take a person from one ge- 
ography, put him in another geog- 
raphy and expect him to be at ease. 
On the other hand, I also do believe 
that leadership is fairly universal. 
We have a slogan at Perot Systems: 
“We hire for character, and we 
train for skills." The same is true for 
leadership. We look at how difficult 
it is to run a business in India— 
you look at the labour issues, you 
look at the logistics issues, you look 
at all the pressures involved—and 
what we have found is that people 
who can lead our Indian businesses 
can lead our businesses anywhere in 
the world. 





BT: Let's debate one of those universal 
leadership dilemmas: Why is it that 
many good managers do not succeed in 
graduating into great leaders, and why 
do some of the greatest leaders come 
unstuck because they get jaded? 

SOM MITTAL: One big phenomenon 
in leadership today is that CXOs, 
CEOs and the like are much younger. 
So, in a very compressed time they 
are expected to pick up decision- 
making capabilities and leadership 
qualities that many of us took much 
longer to develop. You hire poten- 
tial leaders because of certain traits 
you see in them, but it is experience 
over time that makes them true 
leaders. And I think today the 
amount of time we as leaders spend 
with budding leaders is much less. It 
is important that we coach them, 
mentor them—in fact, share with 
them the experience that they do 
not have. Because they don't have 
the luxury of time to rely on expe- 
rience, learn from it and become 
great leaders. As current leaders we 
have to be story-telling, dwelling 


upon mistakes made. 

If many good managers don't 
become great leaders, it could also 
be because they've achieved things 
materially little early in their life. So 
that passion, that urge to excel isn't 
there. We just need to keep creating 
challenging situations for them. 


BT: In such complex times, would the 
concept of "shared leadership" make 
sense, as it appears to be getting more 
and more difficult for a CEO to know it 
all. Can responsibility and accounta- 
bility be a collective effort? 

GOPALAKRISHNAN: To a great extent 
you need a team that will manage 
the affairs of a company, and whose 
members will be seen as leaders of 
an organisation. That's because you 
need leadership at all levels. 
Everybody needs to be able to look 
at somebody close to them as their 
role model. Having said that, ulti- 
mately in business, after all facts are 
on the table, after all deliberations, 





"We hire for character, 
and we train for skills. 
The same is true for 
leadership" 


Peter Altabef, 
Chief Executive Officer, Perot Systems 
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bt event 


somebody has to say: This is it. We 
will go with this decision. This is a 
must because sometimes we will not 
be able to go forward; for there 
could be situations where there may 
not be concurrence of opinion. Yes, 
you do need collective leadership, 
but ultimately there has to be one 
person to take the final decision. 

NAYAR: I disagree... The next gen- 
eration of leaders has to be able to 
manage this next generation of em- 
ployees who would shun hierar- 
chies, who would shun strictures, 
who would shun discipline, who 
would want more value, more in- 
novation and more collaboration. If 
that be so, unlike manufacturing, 
and unlike an army, the value in 
an IT services company gets created 
in the interface between an em- 
ployee and the customer—not be- 
tween CEO and the customer. And 
that interface is by far the most 
important in running (IT services) 
businesses. So the global leader does 





" You do need collective 
leadership, but ultimately 
there has to be one person to 
take the final decision" 


Kris Gopalakrishnan, 
Chief Executive Officer, Infosys 
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not only have to manage these peo- 
ple, who are different in nature, 
but he also has to realise that he is 
not the one creating the value, but it 
is the interface that is doing that. 
Thus, in HCL, we have launched an 
initiative that’s called: “Destroy the 
office of the CEO.” In my mind, this 
whole CEO mantra as one who is a 
larger-than-life decision-maker, a 
visionary is something that belongs 
to the past. The younger genera- 
tion and the next generation of 
business imperatives are about CEO 
accountability of making the en- 
abling functions happen to create a 
collaborative environment, to create 
openness, to create a learning 
ground, so that people can create 
value at the interface where the 
leaders don’t participate. So, the 
relevance of leadership in tomor- 
row’s world is a question mark. 
And it moves away from this 
thought of a single man taking a 
decision to being more an enabler. 
And if you are more of an enabler, 
you will be able to create signifi- 
cantly more value. My belief is that 
of shared leadership or shared ac- 
countability—a more provocative 
word is inverse accountability, 
where the leader is accountable to 
his employees, which does not exist 
today. We believe in democratic 
values in our day-to-day life, but 
we don’t run organisations demo- 
cratically. Reverse accountability, 
of a leader to his employees, will be- 
come a necessary imperative, and 
once it does become a necessary 
imperative, shared leadership au- 
tomatically emerges. Shared lead- 
ership is not amongst 5-6 people 
but amongst teams. 


BT: Let's shift to another topic. You can 
arm a leader with all the competencies 
in the world, with all the knowledge, 
with all the tools, but how important is 
‘emotional awareness’ for a leader? 

ALTABEF: It’s critical and I don't 
think it's missing in the best leaders. 
There have been some studies that 





"Today, the amount of time we as 
leaders spend with budding 
leaders is much less than before" 





Som Mittal, 
President, NASSCOM 


have said that 30 per cent of the 
value of a firm is created by the 
quality of its leadership. And 70 
per cent of that quality is created by 
leaders being empathetic. I would 
say that it's not just about leadership, 
or even business; people who un- 
derstand their strengths and weak- 
nesses, and those of the people they 
work with—they're just more 
successful people. 


BT: Som, is it important to be nice? 
MITTAL: | don't think we have a 
it's often said that it's 
lonely at the top. I disagree com- 
pletely. I believe that if a CEO is 
willing to, and has the courage to, 
expose his vulnerability, then the 
amount of support he gets from his 
team is enormous. They don't see 
you up in the hierarchy, behind a 
facade of bravery and charisma. 
Personally, I have seen people re- 
sponding to me as a leader well in 
such circumstances, offering me 
support when I never asked for it. 
Now that's a different kind of 
shared leadership. 8i 
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THE FUTURE OF ig? 
INDIAN IT 


A BT-NASSCOM-Perot survey of visitors to 
NASSCOM 2008 throws up some answers 12 


North 
() What is the chief operating 
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and competition 
from other  - ผู T 
Countries t | 
| Where will the next surge In 


outsourcing come from for 
Indian IT companies ? 


America 
challenge for Indian 
software companies? 


Staffing (recruitment and retention of 
workforce) 


Cost structure _ 
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Providing customised industry solutions 
versus “off-the- solutions 
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30 When cost-reduction is paramount 
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n 232 31 Deployment (e.g mobility) 
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infrastructure services delivered from India in 2008? 
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ie are the hottest Tier II cities for IT in India? 
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Do you think 
customers are 
increasingly asking 
for integrated 

แล ่ ง 2 tind solutions involving 

01 new contracts consulting, 
applications, business 
processes and 
Infrastructure in... 


What growth do you 
anticipate for Web 2.0 
technologies to be deployed 
by IT companies in India 

In 2008? 
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IVE YEARS AGO, WHEN 

Vyomesh Joshi took over 

the imaging and printer 

group (IPG) at Hewlett- 

Packard (HP), it bad an- 
nual revenues of $19 billion and 
operating profits of $1.9 billion. In 
2007, IPG bad revenues of $28.46 
billion and operating profits of $4.31 
billion—tbat's 27 per cent of $104- 
billion HP's overall revenues, but 
nearly balf of its operating profits. 
But that’s not the only reason why 
the 53-year-old Joshi is a Silicon 
Valley heavyweight. A Valley vet- 
eran of 27 years, Joshi is also on 
the board of Yahoo. In India, on a 
rare trip ‘back home’ (to attend a 
family wedding), Joshi, or V] to 
friends and colleagues, agreed to 
don his corporate duds for an hour 
and talk to BT’s Kushan Mitra 
about his successes and the future of 
printing. Excerpts: 


Under your leadership over the past 
five years, IPG has become one of HP’s 
most profitable divisions, with margins 
in excess of 15 per cent—a 
remarkable number in the world of 
hardware. So, what is it that you have 
done to achieve this in such a short 
span of time? 

There are three stories in between 
these six years. The first of these 
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was that earlier we had two separate 
businesses, Inkjet and Laserjet, but in 
2001 we decided to keep a unified 
market focus on 'printers'. Then, 
what we did was to design prod- 
ucts for the low end of the market. 
Usually, when you look at platform 
work, we usually start at the high 
end and then reduce costs. Instead of 
that, we designed for the low end 
and then went up by adding new 
features. By doing that we added 
volumes. So, theoretically, if you 
design for the high end you might 
get 10,000 units of volume, and if 
you design for the low end you 
could get a million units per month. 
You get volumes and thus improve 
your cost structure. In June 2002, 
when we introduced this, we man- 
aged to improve our profitability 
significantly. A lot of car compa- 
nies talk about this, they talk about 
using a 'platform' strategy, but no 
one had done it in the information 
technology industry. We had more 
patents for a $49 (Rs 1,960) printer 
than we did for a $200 (Rs 8,000) 
printer. And not only did that en- 
hance our revenues, but it improved 
our operating profits as well, and we 
gained ten points of market share. 


You talked about three things... 
The third move came in 2004, 








when we realised that we need to 
shift from ‘printers’ to ‘printing’; 
instead of looking at unit growth, 
we should be looking at page 
growth. So, we looked at 
‘adjacent’ markets for printing and 
we figured that digital photogra- 
phy is a big market, everybody is 
always taking photos, so we 
developed products where people 
could print pictures at home or 
at retail points. There was the high 
end of the copier market, so we 
developed advanced multi-func- 
tion devices by going after com- 
panies like Ricoh and now we 
have a 46 per cent market share in 
this segment. And we continued to 
grow our revenues through these 
new markets. 


What does this strategy evolve into? 
Now, we are not just looking at 
adjacent markets but looking at 
all the printed pages in the world. 
Look at it this way: our unit mar- 
ket share worldwide is around 46 
per cent, our competitors are less 
than half our size. But if you look 
at our page market share, and let 
me put that in perspective, in 
2007, an estimated 48 trillion 
pages were printed, we have a 
very low market share of only 1.6 
per cent. 
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These 48 trillion pages include copied 
pages and newsprint? 

It includes everything, newspapers, 
magazines, books... And this is the 
market we are after. We are no 
longer a big fish in a small pond, 
rather we are a small fish in a 
big pond. 


So, you have to convert your unit mar- 
ket share into a page market share? 

Yes, think of all the newspapers, 
magazines, billboards, in fact, any- 


















rather we are a small fish in a big pon: nd" : 


thing that is printed that you see, we 
are interested in that. So, we went 
from printers to printing, to what 
you call ‘Print 2.0', which is really 
going after everything. The way we 
look at it is like we are in the airline 
business or we are in the trans- 
portation business. That is a way 
to redefine the market. The way 
we redefine the market is to look at 
how content is created, distributed 
and then consumed. Think about 
it; all content is created digitally, 
someone is using a PC or a digital 
camera, distribution is all online, 
but content is still very often con- 


sumed in printed form and much of 


that printing is still done in ana- 
logue form, like a printing press or a 
screen printer. So, what we want 
to do is to replace all these ana- 
logue printers. Just like digital cam- 
eras can successfully replace most 
analogue cameras. So, what we want 
to actually do is to move everything 
to digital. 


So, you want the world to digitise the 
way it consumes content? 

Yes, and let me give you an example 
by looking at digital photography. In 
1997, when the first ‘Photosmart’ 
printer was introduced, we asked if 
we are as good or better than silver 
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halide in terms of photo technology. 
And we found out that we were as 
good as silver halide. So, once we 
had the right quality we started to 
ask if we have the right cost, and we 
worked on that. Then, we needed 
to work on time. When we started 
printing, a photo took two min- 
utes, then one minute and then 10 
seconds, five seconds... Once you 
start printing at those kinds of 
speeds, you could put photo print- 
ers in retail locations, and at print 
service providers'. We also gave 
people who took digital photo- 
graphs the ability to share and print 
images online through services like 
'Snapfish' but we also made the de- 
vices that allowed them to take 
prints at home. 


And you also tied up with other on- 
line photo-sharing sites? 

Yes, obviously we work with serv- 
ices like Flickr and other sites, be- 
cause when you talk about photo 
printing it is happening on inkjet 
printers. Nobody is investing the 
massive sums of money in silver 
halide labs anymore. But this is not 
exclusive to just photos, the same 
shift from analogue to digital print- 
ing is happening in marketing col- 
lateral and signage. 


So, all the promotional! material that 
companies bring out like folders, back- 
ground art, all of that will move digital? 
Let me give you an example. After 
Hurricane Katrina, a pilot with 
United Airlines went to the affected 
region to do a book about the chil- 
dren over there (shows the book), 
but when it came to printing, he 
decided to do it all digitally on our 
Indigo printers. If he went to a 
printer, the printer would say that 
they need a run of 10,000 copies for 
it to be cost-effective. Here you can 
print one copy, 10 copies or 20 
copies. That is the power of this. 
The printers nowadays can do the 
binding as well. So, if you go with 
your family to, say, a music con- 
cert and take pictures, before, during 
and after the concert, you can go to 
a store and get a small book made. 
There are a lot of interesting appli- 
cations here. Let's talk about sig- 
nage; all the billboards that you see, 
those are all done on screen printers. 
But now you can do that all digitally, 
you can customise each billboard 
individually and do other interesting 
things as well. 

Think about catalogues. If you 
apply to a college, they can look at 
your interests and your qualifica- 
tions and can send vou a brochure 
customised for you, which is easier 
for them as well as easier for you. 
You can do marketing collateral like 
that, personalising everything, all 
happening on demand. Just like it 
happened in photo, you first get 
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quality and cost right and when 
you get the speed up, the market 
will just flip over. We do not con- 
sider other companies in the imag- 
ing and printing space to be our 
main competitors; our primary com- 
petition is analogue, and beause we 
are the market leader we must drive 
this innovation and competition. 
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But on large runs, like say a mag- 
azine with 200,000 copies, digital 
is still not an option though? 

That will be hard because cost 
efficiencies are not there yet. 
But, say, you want to have a 
short run customised magazine 
of 200 copies, or a personalised 
newspaper with the news you 
want, that is still better on dig- 
ital. Right now our break-even 
point, that is to say where the 
cost of doing something digi- 
tally is equal to analogue, is 
2,000 pages. So, if you do a 
2,000-page job, the costs are 
similar. But we will move that 
break-even point to 4,000, 
10,000, 20,000 and so on. 


What you are saying is that any job 
above 2,000 pages is still cheaper on 
analogue. 

Yes, but we will continue to move 
that point higher and higher. In 
signage, for example, that number is 
200 one-square metre signs, if you 
are doing more, clearly as of now it 
will be better to do screen print- 
ing. But innovation both in terms of 
cost and speed will continue to in- 
crease that number. But in short 
runs, digital is really effective, small 
businesses in particular can print 
on demand and, we believe, can 
save up to 50 per cent of the costs 


130 BUSINESS TODAY MARCH 9 2008 


any in the ห 


— 
- - he hinnast T me 
are the Diggest 11 comp 
Sd 
nt 


they incur in printing marketing 
collateral. Think about it, if a prod- 
uct changes, a business will have 
to get rid of old material sometimes 
at quite a cost. In this case, he or she 
prints as much as they want and 
not be saddled with too much 
material that can drastically 
reduce cost. 
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In the past few years, IPG has also 
made a lot of acquisitions? 

Yes, essentially to fit into our strategy 
of going into adjacent markets. We 
acquired Snapfish for digital pho- 
tography, Logoworks for small and 
medium enterprises and marketing 
collateral, Indigo business for mar- 
keting collateral and so on. 


And what new growth opportunities 
do you see? 

Just look outside at all the billboards, 
| see those and I see opportunity. In 
Mexico, during the elections all the 
posters are done on our printers, 


next time in India during elections 
perhaps... We are also becoming 
more bullish on managed services 
for large enterprises, helping them 
drastically reduce printing costs. We 
have also entered the software space 
because we believe there is a lot of op- 
portunity there, and profitability too. 


You still maintain a significant share in 
the consumer business, but is print- 
ing at home slowly dying out? 

Why should it? I mean, look at the 
quality of the photographs you can 
print at home. Why do people take 
pictures? To retain family moments. 
And your drive may fail or you 
might have a hard time organising 
your digital photographs, but the 
easiest way of storing them is still 
printing them. Of course, there will 
be a lot more viewing than printing, 
but with the rise of the internet, 
more printing is often done of 
shared images than of the original 
images because people very often 
share only the best pictures. 


You said you want a bigger share of 
those 48 trillion pages. Where do you 
see IPG going in the years ahead? 
We don't think about it, because if we 
get another 1.6 per cent share we 
could double the business. 


There was a lot of turmoil over at HP a 
year or so ago, is the company back on 
track? 

| think things are better than ever 
and Mark (Hurd, HP CEO) is doing a 
fantastic job. Think about it, we 
crossed a $100 billion (Rs 4 lakh 
crore) in revenues in 2007, so we 
are the biggest 11 company in the 
world. We have also gained share in 
every category from PCs to servers, 
so we are doing a really great job. 
That said, I still believe there is a lot 
of work yet to be done. There are a 
lot of costs that can be taken out 
and re-invested, because we can ad- 
dress a $1-trillion (Rs 40 lakh crore) 
market. We believe we have a 
huge opportunity. 8i 
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SMALL CAR NATION 


India’s emergence as a global small car hub is happening. 





Hyundai, Tata, Maruti, GM and 
others are putting up massive 
capacities that will make India the 
small car hub of the world. 


KUSHAN MITRA 








nalists tour the new 
facility that the South Korean 
carmaker has established at a cost 
of Rs 4.000 crore. Almost 10 
years to the day from when 
Hyundai took its first tentative 
steps into the Indian market, it 
has decided to make this 300,000 
cars per annum capacity plant, 
located next to its older facility at 
Irungattukottai, a global hub for 
the 110, its new small car. 
Barely 50 km away, across 
the bustle and the traffic jams of 
the southern metropolis, at 
Oragadam, workers are building 
Franco-Japanese carmaker 
Renault-Nissan's brand new Rs 
4,000-crore factory. Simult- 


mall Cars 


Dig Prom 


HE LINES ARE SHUT AT THE SECOND PLANT OF 
Hyundai Motor India (HMIL) near Chennai 
and hundreds of unfinished 110s are sitting 
on the brand new assembly line as jour- 






WHEELS OF FORTUNE 


Share of small cars is growing. 
1,061,572 











97.71% 
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1,750,000 
60.63% ^ 


E Units sold (passenger vehicles, includes utility vehicles and 
MPVs) แพ Share of small cars (below 4,000 mm in length) 
*Estimated on current growth of 13.4 per cent 
Year-to-date 


2007-08" 


Source: SIAM 





Senior Vice President, Renault (who 
is in charge of Renault Design), 
points out. Renault is close to final- 
ising a deal with Bajaj Auto to jointly 
develop and manufacture a small 
car, which, according to Carlos 
Ghosn, CEO, Renault-Nissan, will 
cost around $3,000 (Rs 1.2 lakh). 
About 1,500 km to the north, in 
India’s other, and older, “automotive 
corridor", Maruti-Suzuki India (MSIL) 
is ramping up production at its 
Manesar facility from 100,000 units 
of the Swift and SX4 to 300,000 
units, which will include the soon-to- 
be-launched Splash and A-Star cars. 
As in the case of Hyundai’s 110, 
India will be the source for the A- 


aneously, designers and engineers from both firms 
are working overtime at design and engineering cen- 
tres (Renault has a design centre in Mumbai) on the 
cars that will roll off its 400,000-units-a-year plant, 
which will service markets across the world. “It is 
crucial that we design our cars in India as Indian en- 
gineers and designers have experience in frugal engi- 
neering. If we have to design a car at a low price 
point, we have to be here,” Patrick le Quement, 


132 BUSINESS TODAY MARCH 9 2008 


Star, the latest of Suzuki’s “global platforms”. 
Shinzo Nakanishi, Managing Director, MSIL, can- 
didly admits that even this additional capacity may not 
be enough. “That is why we bought a plot of land 
with enough room for expansion on the side,” he 
says. Adds B.V.R. Subbu, former President, HMIL, and 
Co-promoter of Argentum Motors: “India has the 
largest repository of managerial and manufacturing 
expertise when it comes to small cars, so it should not 


Some 
numbers 
reflect the 
bottom 
Eo of line. 
Some 


chanqe 





BULLISH ON INDIA lives. 





The auto industry is expanding capacity furiously. 


Maruti-Suzuki* — Gurgaon, Manesar (Haryana) 300,000 — 9,000 Partially operational, 
full capacity by 2010 
Hyundai Irungattukottai (Chennai) 300,000 4,000 Operational (Feb 2008) CHILDLINE 1098 A r ational toll 
lata-Fiat** Ranjangaon (Pune) 100,000 4,000 Partially operational, ทะ แน ร ว วะ ห หร £ 
full capacity by late 2008 ps helpline that has responded to 
Tata Motors Singur, West Bengal 350000 — 1500 Late 2008 1 Pa ENEN until Ag 
Honda Siel*** — Bhiwadi, Rajasthan 60,000 1,000 Mid-2009 i bas $ nt jig oh 
General Motors —  Talegaon (Pune) 140000 1,200 Mid-2008 i. Help us reach Donate. 


NI capacity additions are initial rated capacity of the manufacturing units, all these manufacturers have plans for further expansion. 
All these plants will manufacture ‘small cars’, though some alongside larger vehicles 

* Suzuki has also announced an investment of Rs 7,000 crore to establish an R&D centre near the Manesar plant 

** The Ranjangaon facility will also manufacture 200,000 power trains, half of which are destined for export 

*** Honda Siel has also recently expanded capacity at its existing plant in Greater Noida from 50,000 to 100,000 units 


be surprising that India is becoming a small car hub. The only surprising 
thing is that it took so long.” 

Interestingly, even as the rise in interest rates has taken the bottom 
out of the two-wheeler market (see On the Skids, page 140), the car mar- 
ket has continued to grow apace. After registering a 20.7 per cent 
growth in domestic sales last year, the market is expected to grow 12- 
15 per cent this year. That will translate to a sales volume of over 1.5 mil- 
lion passenger cars. 

And significant additional capacity will go on stream over the next 
12-18 months, starting with the Hyundai facility, followed by the 





TAX BENEFITS UNDER SEC 80G AND 35 AC 
To donate online log on to: www.childlineindia.org.in 
Send cheques to CHILDLINE India Foundation, 2nd Fir, Nana 
Chowk Municipal School, Near Grant Rd Stn, Mumbai - 400 007 





nme Special 


Fiat-Tata combine's capacity 
upgradation at Ranjangaon near 
Pune to 200,000 units as well as 
General Motors India's new 
140,000-unit plant in Talegaon 
near Pune. Honda SIEL Cars is ex- 
panding its current plant in 
Greater Noida from 50,000 units 
to 100,000 units and its new fac- 
tory at Bhiwadi will add an initial 
50,000 units to that number. 
Then, of course, there's Tata 
Motors’ 350,000-units-a-year 
plant coming up at Singur, West 


WHY INDIA? 





The country offers car makers the 
following advantages. 


@ Established domestic small car market 
since 1983 and the ‘first’ Maruti 800 


@ Engineering skills for small cars, several 
manufacturers are doing core R&D work 


@ Tata Motors and Bajaj Auto have taken 
the lead in developing low-priced vehicles 





e Highly skilled vendors with experience in 
. designing components for small cars 


MD, HMIL, says that authorities 
at the Chennai Port Trust have 
worked *very hard" to ensure 
HMIL can export 300,000 cars 
from 2009 onwards, the problem 
HMIL faces is sending them down 
the 30-km road to the port, since 
Chennai prohibits the passage of 
heavy trucks during the day. This 
has created logistics headaches 
for Hyundai's exports team. 
Lheem accepts that it will be dif- 
ficult to square this circle; so, 
Hyundai is trying to work out a 





Bengal, for the Nano. These will 
take the total installed capacity 
of passenger cars in India to 3.3 
million units by 2010. Of this, 
three-quarters will be of small cars. 

The main objective of many of these new facilities 
is to dramatically expand India's car exports from 
around 220,000 units per annum (projected figures for 
2007-08) to over 1 million units within the next two 
years. "Why not? India is already the world's largest 
producer of small cars, and the additional capacities 
that are coming on stream will actually enhance our 
competitiveness in the global market," says Jagdish 
Khattar, former MD, MSIL. 

Crucially, the manufacturing facilities are being 
backed up with investments in research & deve- 
lopment (R&D), recognition, some claim, of India's en- 
gineering expertise. "Our Bangalore R&D centre cur- 
rently employs 1,200 people and it is the fastest grow- 
ing R&D centre in the GM network worldwide," says 
Karl Slym, the recently arrived chief of General 
Motors India. *And you have to remember that these 
people are not just working on 
cars for India; they are working 
on all of GM's next-generation 
improvements, including alterna- 
tive energy power plants," he 
adds. GM recently showcased a 
product called the *Volt", which is 
a “plug-in” hybrid, whereby users 


e An established judicial system for 
protecting intellectual property 


THE CHALLENGES 


The government has to address signifi 
cant infrastructure and other issues 


@ Lack of deep-draught ports for vessels 
Carrying Cars; massive delays at ports 





deal with the railways to get 
around this problem. 

MSIL also faces greater lo- 
gistics issue as, unlike Hyundai, its 
factories are over a thousand kilometres from any 
port. “I don’t think ports will be an issue for us right 
now, but in two or three years time, once we start ex- 
porting 200,000 cars a year, we will need to use a new 
port,” says Nakanishi. MSIL has plans to export about 
30,000 cars through Mumbai this year. 

The second, and more pressing, issue is that of the 
strengthening rupee. “I did not expect the rupee to be- 
come this strong against the dollar. This will force us 
to re-evaluate some of our export plans,” says Lheem, 
admitting that HMIL may have to incur losses on exports 
billed in dollars. “Thankfully, a lot of the exports 
from India are to Europe, where we bill in euros, 
but the rising rupee is a problem. If India is to become 
a small car hub, it will need to export to many parts of 
the world where the dollar is the accepted mode of 
payment, and this will be a problem,” Nakanishi says. 
He feels that escrow dollar accounts held outside 
India may be a way around this 
conundrum. 

But infrastructure and the ris- 
ing rupee aside, manufacturers 
are still extremely bullish about 
India. “I came to India for the 
first time in 1983 to set up the 





can actually plug in their car to a 
power socket to recharge the bat- 
teries. 

But despite the factories be- 
ing built and all the bullish pro- 
jections, there are more than a 
few potholes on the road towards 
becoming a global small car hub. 
The first is simply the old story of 
infrastructure. While H.S. Lheem, 
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@ Power woes; big manufacturers need 
to set up their own captive power plants 


@ Lack of a trained workforce; filling blue- 
collar jobs at existing plants a challenge 


@ Law and order problems over issues 
like land acquisition and labour 


@ Rising rupee makes Indian exports 
financially unattractive 


first Maruti plant. People who 
complain about infrastructure 
today should go back to those 
days, and look at the massive im- 
provement,” Nakanishi points out. 
Any which way, big ships with 
their bellies full of small cars will 
be departing Indian shores by 
2009, and India will finally achieve 
her ambition of being a nation 
that gives wheels to the world. 


When you stay at a comfortable place, work doesn't feel like work 
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It's not often that you can mix business with pleasure. 


That however should not indicate that your business stay cannot be pleasurable. 


A series of self-contained spacious villas that have their own service staff, 
pool, driveway and garden plus a lot more, Palms Hotel is a 
revolutionary concept in super luxury business hotels. With a hand-picked 
group of the world's best professionals at your service, you are sure to 
get an incomparable experience at Palms Hotel. Near enough to the 
nerve centre of the city and far enough to be the axis of tranquility, 
Palms Hotel is just 15 minutes away from Mumbai's International Airport 
and 20 minutes from the city's bustling IT Zone and industrial hub. So the 
next time you come to Mumbai, do drop in at Palms Hotel. It's a hotel 


that'll make you forget that you are in one. 


For reservations call 
022 67893000, 9987593000 
www.palmshotelmumbai.com oe 
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| a | ms H OTE | GREAT HOTELS 
KO YAI PALMS MUMBAI OF THE WORLD 
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xotic locale * 106 villas * Close proximity to Mumbai's International Airport * Minimum 1000 square feet room area * Attached swimimng pool 
* Private deck * Butler service * Modern business centre * 24 hour Wi-Fi connectivity 


yal Palms Estate, 169, Aarey Milk Colony, Goregaon (E), Mumbai 400 065. E-mail: info@palmshotelmumbal cam Enx. Dn ZOA AAi 











Big Is 
Beautiful 


[he luxury segment 
Is growing the 
fastest, and how. 
KUSHAN MITRA 


ETER KRONSCHNABL, PRESIDENT, BMW INDIA, IS A 

happy man. BMW India sold 1,387 cars in 2007, 

against the target of 1,000. Sounds unimpressive? 
Not if you consider that the cheapest car in BMW 
India's line-up, the 3201, carries a tag of Rs 25 lakh. It 
has set a target of 2,000 cars in 2008, but if its January 
sales figure of 228 is any indication, it might storm past 
this year's target as well. “We had our best-ever 
month in January," says Kronschnabl. 

At this year's Auto Expo, Mercedes-Benz, Audi, 
Volvo and Volkswagen were all out in force trying to 
lure India's new rich into buying their really expensive 
cars, And other manufacturers, like Jaguar, want to 
make a beeline to this market as well. However, these 
are really just “middle-market” brands when it comes 
to true luxury. In 2007, the very first Rolls-Royce 
showroom in India (since Independence) opened in an 
exclusive Mumbai mall. 

There's a reason for that: the ultra-premium seg- 
ment is growing faster than ever. In fact, it is the 
fastest growing segment in the auto sector; sales in the 
premium and luxury segments were up 26.7 per cent 
for the first nine months of 2007-08 and total sales are 
expected to touch about 6,000 
units by the end of the year. 

Kronschnabl says that D 4 
Global Insight, a leading > 
analysis firm, predicts that w 

the Indian market for luxury 4 
cars will touch 10,000 units by 
2012. “But given current 
growth rates, I am a bit 
more optimistic. I think the 
total market will touch 
10,000 by 2010.” 


BRAND 
BMW 
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Price no bar: 228 BN 
were sold in January itself 





LUXURY ON THE UPSWING 


| Big German brands are selling 
more cars than expected. 





MERCEDES-BENZ n.a.* 2491 


*Not applicable as it did not have a target Figures for 2007 
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AMIT KUMAR 


Satya Bagla, Managing Director, Exclusive Motors, 
New Delhi, which represents Bentley and Lamborghini 
in India, is also quite a happy man, given that everything 
that leaves his showroom costs upwards of Rs 2 crore. 
"There is a growing group of people that wants some- 
thing more than a luxury car to take them from point 
A to B; they want exclusivity and they have motoring 
passion. After all, these are depreciating assets, un- 
like property or art," he says. Bagla will not disclose 
numbers, but it is estimated that over 50 Bentleys and 
Lamborghinis were sold in India last year. 

But won't a downturn in the economy hit this 
segment first? “Yes,” says Kronschnabl, “but that will 
only slow down the rate of growth. Consumers in this 
segment today have the choice and the money; and the 
money will not dry up all of a sudden." 

In fact, apart from Bentley, Lamborghini, Porsche 
and Rolls-Royce, manufacturers such as Aston-Martin 
and Ferrari are looking to set up shop in India in the 
coming months in the ultra-premium segment. 

While data from the Society of Indian Automobile 

Manufacturers (SIAM) appears to back up Kronschnabl 
and Bagla, there is no concrete data for the luxury 
segment since SIAM clas- 
sifies cars on the basis of 
their length and not their 
price. That, and the fact 
that several importers do 
not submit figures to 
SIAM (Bagla, for exam- 
ple, will not disclose how 
many cars he sold), 
means that actual figures 
may be slightly higher 
than reported. 








TARGET — ACTUAL 
SALES 
. 1,0000 1,87 
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Despite ‘unfair’ 
competition from 
China, the Indian auto 
components industry 
is ready to take 

0 ท all comers. 
KUSHAN MITRA 


Just Past 
the Inflexion Point E 


NE OF THE STRANGER SIGHTS AT THE RECENTLY CONCLUDED EXPO IN 

New Delhi was the presence of a large number of Chinese com- 

ponent manufacturers. Given that the Automotive Component 
Manufacturers Association (ACMA) has been shouting from the rooftops 
about the threat from China, it was surprising that ACMA, one of the co-pre- 
senters of the show, allowed so many of them to display their wares. 

But Sanjay Labroo, Managing Director, Asahi India Glass and President, 
ACMA, says: “I am all for globalisation; many Indian components companies 
are also venturing abroad. What we have a problem with is the ‘dumping’ 
of components into the Indian market.” L. Ganesh, Vice Chairman, Rane 
Group, puts these concerns in perspective. “The Indian automobile industry 
is increasing its imports of components from China even as Chinese man- 
ufacturers are targeting our export markets with lower prices on the back 
of a controlled currency,” he says. 200344 200405 200506 2006-07 2007-08 

To be fair, while imports of components have grown substantially over 
the past few years, the components industry, too, has grown quite dra- 
matically. According to ACMA data, the industry, which has clocked a CAGR 











ACMA's Labroo says he is more Rane Group's Ganesh is concerned 
worried about dumping about low-priced Chinese auto parts 
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of 19.4 per cent over the last five years, will close 2007- 
08 with revenues of Rs 74,200 crore. And it is investing 
Rs 28,800 crore during the current year on refur- 
bishing old facilities and establishing new ones. The tar- 
get: Rs 100,000 crore in revenues by 2010. 

The launch of the Tata Nano has given the indus- 


try a massive fillip because of the close integration of 


several component vendors with the project. “We 
have been working with Tata Motors for over three 
years on this vehicle. Í believe over one million Nanos 
can be sold annually by 2010-11. Imagine the boost 
that will give the components industry,” says Surinder 
Kapur, MD, Sona Group. Sona is one of several com- 
ponents vendors that have set up shop close to the Tata 
Motors plant at Singur, West Bengal. 

The Nano project has also bolstered the confi- 
dence of Indian manufacturers in other ways. “The en- 
tire world wants to make small, cheap cars now. So, 
they will have to come to vendors who have the skills 
in designing and building quality components at a 
low cost—in other words, vendors like us," says D.K. 
Jain, Executive Director, Lumax Industries, which 
designed the headlights and the tail-lights for Nano. 

Meanwhile, Argentum Motors, promoted by Ajay 


Singh, Director, SpiceJet, B. V.R. Subbu, former 
President, Hyundai Motor India, and Ashish Deora, 
Founder, IndiaOnline, is introducing a new model that 
may, if successful, change the way the Indian compo- 
nents industry will work. *India has better intellectual 
property protection than China, India has better skills 
than China, but India does not have the manufactur- 
ing scale," says Subbu. Argentum plans to set up com- 
plete sub-assembly manufacturing facilities in India, at 
Daewoo Motors' now-defunct factory in Surajpur, 
from where entire car sub-systems will be shipped 
to Europe for assembly. *Look at what Hyundai, 
Suzuki, Nissan and Renault are doing. They are all 
manufacturing their small cars in India and sending 
them to Europe, and this is what makes them price 
competitive," he says, adding that Argentum can offer 
manufacturers ready capacity and experience. 

So, despite the wariness about China—imports 
from that country will touch Rs 10,000 crore, or 10 
per cent of total components sales in India in two 
years—there is a consensus that the domestic industry 
has crossed the inflexion point—both in R&D and in 
manufacturing—and will be able to withstand com- 
petition from all comers, including the Chinese. 
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Motorcycle sales are down, and the focus is shift- u n 
i : 
ing to the higher end of the market. KUsHAN MITRA EET 5 200,000 


“Projected; actual sales figures during April- 
December were 4 355 641 
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HE WARNING SIGNS HAD BEGUN TO SHOW UP AS EARLY AS LATE 2006 WHEN, 

during the normally brisk festive season, motorcycle sales barely climbed. 

And in February 2007, motorcycle sales registered their first year-on-year 
decline—from 536,220 units to 517,334 units—in over three years. This trend 
has, since, gained mass. For the first nine months of the current financial year, 
motorcycle sales are down 12.25 per cent year-on-year. But Hero Honda 
Motors (HHML) and Bajaj Auto (BAL), the two biggest companies in this sector, are 
unperturbed. *We want to be India's most profitable auto company," says 
Rajiv Bajaj, Managing Director, BAL. Its motorcycle sales have declined over 20 
per cent over the first nine months of 2007-08 and overall sales volumes (in- 
cluding three-wheelers) have fallen over 18.6 per cent, but its top line has 
fallen just 2.7 per cent and net profits 4.2 per cent. 

Hero Honda, too, is concentrating on the higher end of the market, which was 
a critical reason (along with reduced raw material costs) behind the company's net 
profits improving 31.5 per cent to Rs 275 crore for the quarter ended December, 
2007. In fact, the market for bikes with engines larger than 125cc grew 18.4 per 
cent over the first three quarters of the current fiscal year. 

Says a recent report from Mumbai-based brokerage Emkay Research: *We have 
a cautious view on the motorcycle segment largely due to non-availability of con- 
sumer finance." Some bankers admit that default rates are increasing, and even 
though only about 50 per cent of sales are financed, default rates have risen above 
2 per cent, and this may put further pressure on some two-wheeler manufacturers, 
some of whom, such as Tvs Motors, have a larger percentage of sales financed. Tvs, 
incidentally, has seen sales decline precipitously by 40 per cent in the motorcy- 
cle segment for the first nine months of 2007-08. 

But it is not as if the entire two-wheeler market has declined. The past few years 
have seen the re-emergence of the scooter segment, led by Honda Motorcycle and 
Scooter India (HMs). Over the April-December 2007 period, scooter sales increased 
16.1 per cent to 795,754 units and are expected to cross the million-unit-mark 
by the end of the current financial year. But motorcycles still dominate, with close 
to an 80 per cent share of the Indian market; so, the resurgent scooter market 
hasn't been able to lift the fortunes of the two-wheeler segment. 

However, as a panacea to declining domestic sales, manufacturers, par- 
ticularly BAL, have been rapidly growing exports. BAL exported 
358.444 two-wheelers between 
April and December, a growth 
of 60 per cent. Tvs Motor rec- 
ently opened a unit in Indo- 

nesia and even Hero 
Honda has started to 
ramp up exports. So, 
while the situation might 


still look a bit bleak, the ก ร ก ๆ 1 T 
future does not look Dasu แว น ม we — 
as bad as some make —_—*TilDecember 2007 — Figures are market shares in per cent 


it out to be. Source: SIAM 


BIG IS BEAUTIFUL 


Bikes with capacities of 125cc and 
above are selling better. 


2005-06 





*Till December 2007 — Figures in per cent 
are share of total motorcycle sales 
31.7 
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WINNER 
TAKES ALL 


Hero Honda has grown 
its market share while 
the others have faltered. 


13 129 
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Sundaram BNP Paribas 


TAX SAVER 





The nice thing about the Tax Saver fund is that it gives you a 'Doosra' income! 





UTER When you invest in the fund the government first gives you an 'income' in the 
^ Global =, form of tax-saving. This can be as high as 30% if you're in the highest tax 
Top 120 Fund bracket. So if you invest Rs.1,00,000, the maximum allowable for tax 


deduction, you straight away get Rs.30,000 in tax savings. 
Tax Saver - Dividend History Then there is the 'Doosra' income in the form of tax-free dividends. With a 


fund like Sundaram BNP Paribas Tax Saver this 'Doosra' income over the last 
3 years is much more than double the investment! Investors have earned 
25096 in dividends since 2004, as the table shows, making this a very 
8/01 | attractive tax-saving investment. (Past performance may or may not be 
30/09/2005 18.21 sustained in future) 
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— Take advantage of Sundaram BNP Paribas Tax Saver and pave the 
CST 15.97 way for your 'Doosra' income. 
[5520 23/03/2007 — 1448 
performance may or may not be sustained in future. After 
"ment of dividend the NAV will fall to the extent of payout. 
usat: | SUNDARAM BNP PARIBAS 
(BSNL 6 MTNL only): 1800-425-1000 All Service Providers: 044-28578700 MUTUAL 
Egeewenengnefbetin. wwwsundarambnppartbasin UNEARTHING OPPORTUNITIES 
MS: 'INVEST' to 56070 


Br License Disclaimer : Eight funds of Sundaram BNP Paribas Asset Management have featured in the World's 120 top performing equity funds as per a customised report provided by global fund intelligence 
iy Lipper, a Reuters Company. The customised report, highlighting the 120 top performing equity funds in the world during the year 2007, is based on the study of all funds under the equity asset class tracked by 

and have a minimum track record of at least one year as of December 2007 end. In total 24,887 equity funds (primary) qualified for the study. All returns are denominated in INR for the period ending on 31st 
"ber 2007. Data source: Lipper, a Reuters Company(www.lipperweb.com) 


: Sundaram BNP Paribas Tax Saver. Fund Type: Open-ended Equity Linked Savings Scheme. Fund Objective: The investment objective is to primarily achieve capital appreciation by investing 
mninantly in equities and equity related instruments. Income generation would be the secondary consideration. Units would be available for sale on all working days and redemption (after a lock in period of 3 years 
Ye date of each allotment of units, at the applicable NAV subject to prevailing loads. Load Structure: Entry Load: For applications < Rs.2 Cr. 2.25% For applications = or > Rs. 2 Cr.: Nil Exit Load: Nil. Risk 
rs: Mutual Funds and all securities investments are subject to market risk and there is no assurance or guarantee that the Fund's objectives will be achieved. As with any investment in securities, the NAVs of the 
‘Sued under the scheme can go up or down depending upon the factors and forces affecting the capital market. Past Performance of the Sponsor / Mutual Fund does not guarantee the future performance of the 
tees of the Mutual Fund. Sundaram BNP Paribas Tax Saver is only the name of the scheme and does not in any manner indicate either the quality of the scheme, its future prospects or its returns. The NAV of the 
โอ may be affected by settlement periods and transfer procedures. Trading volumes may restrict the liquidity of the scheme's investments. The investment in Mutual Funds is prone to risks of fluctuation in NAVs, 
Sainty of dividend distribution. The Scheme is not offering any guaranteed or assured returns. Statutory Details: Sundaram BNP Paribas Mutual Fund, has been set up as a Trust under the Indian Trust Act, 1882 
ors: Sundaram Finance Ltd and BNP Paribas Asset Management Trustee: Sundaram BNP Paribas Trustee Company Ltd. Investment Manager: Sundaram BNP Paribas Asset Management Company Ltd. The 
pers are not responsible or liable for any loss resulting from the operation of the schemes beyond the contribution of an amount of Rs.1 Lakh made by them towards setting up the Mutual Fund. Mutual Fund 
‘nents are subject to market risks. Please read the offer document carefully before investing. Please consult your tax/investment advisor before making an investment decision. 











HE PASSENGER CAR INDUSTRY MAY BE IN OVER- 

drive, but commercial vehicles and two- 

wheelers have been on the skids for a while. 
And nervous investors have beaten down most 
auto stocks in recent weeks. But despite this, many 
such stocks do have potential of offering good re- 
turns over the medium to long term. 


ต Bajaj Auto 

Despite falling volumes, the recently launched xcp plat- 
form has managed to successfully touch the projected 
30,000-units-a-month mark. And Bajaj still maintains 
impressive margins. Says Anikhet Mhatre, Research 
Analyst, Prabhudas Lilladher: “The strategy of exiting 
from 100cc segment should alleviate margin pres- 
sures, and tax exemptions for bikes produced at its 
Uttaranchal plant will improve profitability." We re- 
iterate our *hold' recommendation with a price target 


of Rs 2,550 over a period of one year." 
The stock closed on February 14 at Rs 2,077.3. 


X Hero Honda 


Hero Honda has managed to hold on to sales and, as 
the recent third quarter results have shown, the com- 
pany has actually improved margins. Says Mhatre: 
"While we remain cautious on the two-wheeler in- 
dustry, we believe Hero Honda is the best bet in the 
segment. A slackening of lending norms could provide 
a much-needed trigger for the sector. In such a sce- 
nario, we believe Hero Honda will outperform the in- 
dustry." The stock has a price target of Rs 840 in the 
next 12 months' time. 


The stock closed on February 14 at Rs 730.15. 


Bajaj Auto Hero Honda Motors 
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Figures are adjusted closing prices in Rs on BSE Source: BSE 
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Pick and Choose 


That's what some top investment analysts and 
stockbrokers say about buying auto stocks. manu KAUSHIK 


Maruti-Suzuki India 
730.15 991.75 


Feb. 14 2008 Jan. 1.2008 Feb, 14,2008 Jan. | 2008 








V Maruti-Suzuki 

Maruti has a fairly aggressive and focussed strategy, 
with the B-segment remaining its favourite play-' 
ground. Analysts at PINC Research expect the company 
to continue to outperform the industry in 2008-09, and 
place a “buy” rating on its stock with a price target of 
Rs 1,120 over the next 12-15 months. 


The share closed on February 14 at Rs 829.2. 
* Tata Motors 


Brokers advise caution if you are looking at Tata 
Motors as a slew of expansion and new projects mean 
there are too many variables to deal with. In com- 
mercial vehicles, its prospects look promising. Says Ajay 
Parmar, Institutional Research Head, Emkay Shares & 
Stock Brokers: “We expect the entire commercial 
vehicle sector to turn around in 2008-09." However, 
investors are advised to remain cautious about the 
automaker's passenger car division that seems to be do- 
ing too many things at once. The stock is a market per- 
former and analysts at Prabhudas Lilladher expect it to 
touch a price of Rs 830 in the next one year. 


The scrip closed on February 14 at Rs 733.15. 
*' Amtek India 


Amtek is poised to gain significantly from the huge ex- 
pansion in the capacity of the Indian passenger car in- 
dustry over the next few years. “Despite the robust 
growth rate over the last 18 months, the company has 
underperformed the stock market, primarily due to 
heavy dilution of equity. We maintain a ‘buy’ rating on 
the stock with a target price of Rs 240 over the next 8- 
12 months," Mhatre says. 


The stock closed on February 14 at Rs 140.65. 


Tata Motors Amtek India 
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LEADERSHIP 


FOR THE 


Obviously, the 21st century needs new leadership to take on the new challenges 


The areas 
of engagement are not just politics and economy, they extend to culture and development. 


science and technology. The new battlefields extend to areas as diverse as climate change 


and cyberspace. The war on carbon monoxide is as Importantasthewaronterror 


[he INDIA TODAY CONCLAVE is a congregation of the finest minds. Out of their deliberations will 
emerge the testament of change 


And a new brand of Leadership For The 21st Century. 
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AL GORE- 


Al Gore, the 45th Vice President of the United States, is the Co-Winner of the 2007 Nobel 
Peace Prize for "informing the world of the dangers posed by climate change." His critically 
acclaimed documentary, An Inconvenient Truth, won an Oscar at the 79th Annual Academy 
Awards. He is Chairman of Emmy award winning Current TV, a cable and satellite television 


network for young people; and also Chairman of Generation Investment Management, 


focused on sustainable investing. He is a Visiting Professor at Middle Tennessee State CONCLAVE 


University and chairs the Alliance for Climate Protection, anon-profit organization. 
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- * Invited. Yet to confirm 


P Chidambaram, Harvard Graduate. lawyer and six-time Parliamentarian, has been 


Minister for Internal Security, Commerce Minister and is presently Union Finance Minister, 


with the unique distinction of presenting 5 dynamic and path-breaking budgets. Earlier, 


Chidambaram dismantled India`s high tax regime with historic cuts in personal and 


corporate taxes and pushed for integration with the global economy. 
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Sadhguru Jaggi Vasudev, Yogi, Mystic & Spiritual Master, preaches that yoqa เร a 
contemporary science vitally relevant to our times. As ส delegate to the United Nations 
Millennium Peace Summit, the World Economic Forum at Davos, the Indian Economic 
Summit, and as a member of the World Council of Religious Leaders, he has spoken on 


diverse subjects, promoting the well-being of the individual and the world 
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REGISTRATION FORM 


Please complete one form per participant. Registration will be confirmed on receipt of relevant fee. 


Title (Miss/Ms./Mr.) First Name: ........................ u a ws ss: แว่ว ง ว ง ม 3 nennen 
ขา า า า า ห ห ห ห ห ง ง งะ ณั 
Company/Organisation: 1 3 1111111051+1 0 
เข กา 5 อ 5 อ 5 ้ 3 ้ 535+1 น 1 น ั (ศศ โณ น «๓: 
Pean EIE oranica ง พ ณั จ น ลา ณุ โณ ง อ ุ น้ - 
ไล อะ เส ค อ พ ร ล ค ต ส อ ร ซั ห ไห ไฟ ไซ ไ ไฟ ไ ไ ไ ไ ไ ไฟ ไซ แ ไร ไต ร ศพ ร ศศ ร ร 
แบ REGISTRATION FEE 
2 0 0 8 Indian Citizen/Resident International Delegate 
LEADERSHIP. INR US$ 
FOR THI Delegate Registration Fee 75,000 1910 
SE Early Bird Offer (Valid till 20th Feb. '08) 60,000 1530 
13, 14 & 15 MARCH 
จ ท ร ค ท ฑ์ | Special Offer for ICICI Bank Credit Cardholders 50,000 1275 





VENUE: 


d 





THE TA] PALACE HOTEL, | 
NEW DELHI, INDIA 1 ICICI Bank 
€ PAYMENTS 
Delegate Registration Fee: Rs/USS............................. ว ว วา ว า วา ว 37 น ว ง ว ว 7 ห ++++++1+3+++13 ๐ ง ว — 


Payments for registration may be made in any one of the following ways: 


Credit Card: 
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"e J us OE 





Card ใจ เศ ด ตะ ว ว ว แน น ร ละ แล แล น แร น อ ตน น น เล ล น ละ แนว อ มะ ร จ ค ะ อ ง น ล ล่ ว น ERIE i mee 
ง ส ต บ ก บ ศศ ศั ศศ RT Bhi ฏา เศ ก ก oir 
Signature ห อ 8 2313+3+3+3+3<3<«<«« ก 1+111111111 า 11 า 1 า 1 า 1 


A/C payee cheque: Made in favour of INDIA ToDAY CONCLAVE Account Number 051- 306157-002 & mail to 
Conclave Desk, INDIA TODAY CONCLAVE, INDIA TODAY, 1-A, Hamilton House, Connaught Place, New Delhi-110001. 


Wire transfer to: INDIA TODAY CONCLAVE, Account Number 051- 306157-002, Hongkong and Shanghai Banking 
Corporation Limited, Birla House, Barakhamba Road, New Dethi-110001, India. 
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Remittance for International Delegates: 
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เส ว ต WESCE 

"T | | mamam 
ADDRESS TUBDDEDD i 


Please mail/fax this form to: Conclave Desk, INDIA TODAY CONCLAVE, INDIA TODAY, 1-A, Hamilton House, 
Connaught Place, New Delhi-110001. 


For any further enquiries, call us at: +91[11] 23731481/23731402, Fax: +91[11] 23752148, or 





















E-mail: conclavedesk@intoday.com 


In the event of cancellation, a reimbursement to the tune of 25% will be made if notified before 28'^ February. 


No claims will be entertained thereafter. 
For more details, visit 
www.indiatodayconclave.com Speakers may change without prior.notice 
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STEPHEN ATTENBOROUGH Commercial Director, Virgin Galactic E 

Stephen Attenborough เร Commercial Director of Virgin Galactic, which is on track to 
become the world's first passenger-carrying commercial spaceline. Part of Sir Richard 
Branson s Virgin Group, he was the company's first full time employeein 04. Attenborough 
has put in place the commercial foundations of a brand new business. developing and 


managing all aspects of the astronaut experience 
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The recent round of rate cuts 
is welcome, but will . rev up 
housing sales? Should you 
buy or — เท ล house now? 
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The recent round of rate cuts is welcome, but will it rev up housing 
sales? Should you buy or invest in a house NOW? MANU KAUSHIK 


AST MONTH, WHEN THE 

Reserve Bank of India (RBI) 

kept the key benchmark 

rates unchanged, one hoped 
it would be the last piece of bad 
news for the slumping property 
market in the country. And it turned 
out to be just so. A day after the an- 
nouncement, HDFC, the largest 
mortgage lender, took the lead in fu- 
elling fresh optimism by slashing 
rates by 0.25 per cent to 13.75 per 
cent for retail loans. As expected, 
the move had a cascading effect, 
and many public sector lenders such 
as State Bank of India, Canara Bank, 
Corporation Bank, Bank of India 
and Allahabad Bank have since low- 
ered rates on housing loans. Dipping 
credit growth may compel more 
banks to follow suit. 

So, will home loans really 
become cheaper? The answer is both 
yes and no. Says Harpreet Singh, 
Director (Wealth Management and 
Loans), Centurion Bank of Punjab: 
“A series of rate increases over the 
last 12-18 months has increased the 
burden on the customer. The re- 
cent cuts will provide some respite to 
borrowers on their monthly out- 
flows. However, high property 
prices in Mumbai, Delhi, Bangalore 
and Kolkata still make affordabil- 
ity difficult." 
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TOUCHING DOWN? 


Home loan fal 
cheapel thi ; yeal 
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Far from Real(i)ty 


Consumer home loans enjoyed a 
good run until property prices sky- 
rocketed over the past year due to a 
sharp rise in the cost of building 
materials and ever-increasing land 
prices. Says Amar Pandit, Director, 
My Financial Advisor: “The pro- 
portion of monthly income being 
paid as home loan installments has 
grown to more than 50 per cent 
for an average home buyer from 
around 40 per cent two years ago.” 


Also, housing prices are rising far 
more rapidly than personal incomes. 
“When the price of an asset accel- 
erates beyond its underlying value, 
it may turn out to be a bubble. A 
correction may follow,” adds Pandit. 

In Kolkata, where interest rate 
hikes didn’t affect investors as much 
as the end-users, a rate cut will 
certainly offset the rise in prices of 
cement, steel, sand and bricks. Says 
Pradeep Sureka, Chairman, Sureka 
Group, a leading realtor: “The ques- 
tion of a price correction in resi- 
dential properties does not arise, 
as the recent rate cut will only bal- 
ance the rise in building costs.” 
Indrajit De, Chairman, Eden Realty 
Ventures, too, doesn’t believe there 
will be a price correction unless 
there is a move to arrest the prices 
of steel, cement and the like, but 
thinks the recent interest rate cuts 
will certainly fuel residential prop- 
erty buying. 

High interest rates have meant 
that applications for home loans 
and registrations have fallen over the 
last six months. “High property 
prices are the main reason for a 
slowdown since January 2007. 
While high interest rates do not 
contribute much to the cost of the 
property, they do compound the 
problem,” says Singh. Since January 


RACHIT GOSWAMI 


All the Way Home 


How much does it cost to have your own home now? 


Cost of property Rs 25 LAKH 
Down payment (20%) 5 00 000 
Loan amount 20,00,000 
At 10.5 per cent 
EMI |... 9,968 
Total repayments 47 92.320 
At 11 per cent | 
EMI  ... 2064 
Total repayments 49,54,560 
At 11.5 per cent 
EMI no. 21329 
Total repayments 51,18,960 


For a 20-year tenure, illustrative example 


2006, interest rates have in- 
creased 4 per cent and the 
equated monthly installment 
(EMI) has increased by Rs 250 
per lakh for a 20-year loan. A re- 
duction of 50 basis points will 
effectively reduce the EMI by 
around Rs 34 for a 20-year loan, 
explains Singh. 


Price Check 


Property prices across the coun- 
try have already started to slip 
this year as mortgage rates have 
risen sharply. But the moot ques- 
tion is whether this decline will 





“When rates are expected to 
fall, it is not wise to get into 
ล fixed rate home loan" 


Harsh Roongta, 


CEO, Apnaloan.com 





1 ' $89,315 
2,04,75,600 


Figures in Rs 


persist for long. Says Surya 
Bhatia, a Delhi-based financial 
planner: “There has been a soft- 
ening of prices in select pockets 
such as Gurgaon, Noida and 
Ghaziabad in NCR and certain 
areas in Mumbai over the last 
6-8 months. There are strong 
indications that mortgage rates 
have touched their peak and 
have nowhere to go but down. 
In their battle to consolidate the 
housing loan market, financial 
institutions and banks are 
already slugging it out by 
cutting rates.” 





“The recent rate cuts will 
provide some respite but 
property prices are still high" 


Harpreet Singh, Director (Wealth Management 
and Loans), Centurion Bank of Punjab 
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Quality 
Construction, 
Outstanding 

Integrity 


With latest project management 
techniques, professionalism and 
commitment towards quality, SG 
is establishing new benchmarks 
in the world of real estate. The 
Group boasts of a strong set of 
virtues which are amply reflected 
in its Apartments, Commercial 
Centres, Corporate Hubs, Malls, 
Hotels etc. The endeavours of SG 
Estates have been recognised 
and awarded the award of KEY 
PLAYER OF 2006 by Builder 
Information Bureau. 





Sec-9, 
Vasundhara, 
Ghaziabad 


SG ESTATES LIMITED 


QUALITY CONSTRUCTION, OUTSTANDING INTEGRITY 


SG's Plaza. 3rd Floor, Plot No.-4 
LSC, Inder Enclave 

ar Paschim Vihar, New 
el.: 011-25289586. 65448044 


44 92920244 
Fax U 1 1-252893 I 


info@sqestates เท 
www.sgestates.in 
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Going the REIT Way 


UYING A HOUSE IS NOT EASY. HOWEVER, AS REAL ESTATE INVESTMENT TRUSTS 

(REITs) are set to become a reality in the country, investors, looking 
to put money in an investment vehicle in the realty segment, can now 
breathe easy. Says Amol Shimpi, National Director (Land Sales), Colliers 
International: "REITs are companies that buy, sell, manage and develop 
real estate assets. Much like mutual funds, REITs put together the invest- 
ments of many individuals and institutions; and then deploy this money in 
real estate. So, if you want a piece of the action in the real estate market, 
all you have to do is buy shares of a REIT. This entitles you to a share of 
the income generated by it from its property investments."  . 

But why should an investor go for REITs? Explains Pandit: "If you 
have access to REITs, you can invest installments of say, Rs 5,000 in a 
REIT every month. Over time, even if rents or property values do rise, you 
need not worry that the property you desire will be out of reach. Rem- 
ember, the sum that you have saved up in your REIT is swelling in line 
with property values." Recently, market regulator SEBI has put forward a 
proposal to the government to provide for a tax waiver on dividend 


income from REITs. 


REITs employ real estate professionals and legal eagles and are close- 
ended schemes and will be compulsorily listed on stock exchanges. They 
are barred from buying vacant land, and cannot own more than 15 per 
cent of a single real estate project and 25 per cent of a single developer's 
portfolio. A number of real estate developers, including big ones such as 
DLF, Indiabulls and Unitech have indicated plans of launching REITs. 


Says Anshuman Magazine, 
Managing Director, cB Richard 
Ellis: *There have been corrections 
in property prices in Tier-I and 
Tier-II cities over the last couple 
of months. But these have taken 
place only in certain pockets that 
were already overpriced. Looking 
ahead, affordability has to be a key 
criterion, and a correction is un- 
avoidable in all projects." 

Y.D. Murthy, Senior vp (Finance), 
Nagarjuna Construction, says: “The 
trends in the residential property 
market in Hyderabad are now in 
tune with what is happening na- 
tionally.” Over the past one year, 
there has been a 10 to 15 per cent 
correction in house prices in the city. 
But in sought-after regions like 
Gachibowli near Hyderabad, the 
prices are flat. Says E. Sunil Reddy, 
MD, IVR Prime Urban Developers: 
"There has been a plateau in the 
high-end market and going forward, 
affordability, along with good facil- 
ities, will be the differentiator." 
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In Bangalore, too, property deals 
have dropped 40 per cent and gov- 
ernment revenues from registrations 
are down 28 per cent in the April- 
December period. The Bangalore 
Urban, Bangalore Rural, Mysore 
and Bagalkot districts have all wit- 
nessed a price decline. Government 
officials see the slump as the begin- 
ning of a long spell of correction, but 
Srinivasan Desikachari, CEO of 
Karnataka Ownership Apartments 
Promoters Association (KOAPA), a 
developers' lobby, maintains that 
the demand for flats remains steady 
but the prices have plateaued. “Prices 
have not gone down; but are not go- 
ing up either," says Desikachari. 


Time Is Right 


Is this a good time to purchase a 
house? Says Amol Shimpi, National 
Director (Land Sales), Colliers 
International: “If you are planning to 
buy a house, you must be wondering 
whether to buy now or later, con- 
sidering the possibility of interest 





"Price corrections have taken 
place only in certain pockets 
that were already overpriced" 
Anshuman Magazine, MD, CB Richard Ellis 


rates going down. But that is no rea- 
son for you to defer your purchase. 
Property prices won't crash. The re- 
cent rate cut will definitely attract 
more borrowers." Akhilesh Singh, 
Business Head (Wealth Management 
Group), Emkay Share & Stock 
Brokers, believes that following the 
recent rate cuts, actual users will 
start coming back to the market. 


Fixed vs Floating 

Finally, should one opt for a float- 
ing or a fixed rate loan? Says Harsh 
Roongta, CEO, Apnaloan.com: “The 
first and foremost factor is the di- 
rection in which the interest rate 
market will move. In the present 
scenario, when interest rates are 
expected to come down, it will not 
be wise to get into a fixed rate 
home loan." Also, since for most 
banks and institutions, the differ- 
ence between the fixed and floating 
rate is big—200-300 Brs—the 
downside risk gets higher than the 
upside risk, which makes a floating 

rate more attractive, he says. 
ADDITIONAL REPORTING BY 
E. KUMAR SHARMA, 
K.R.BALASUBRAMANYAM AND 
RITWIK MUKHERJEE 
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Gujarat Mineral Development 
Rd Corporation Ltd. 
( A Govt. Of Gujarat Enterprise ) 
Khanij Bhavan, Nr. University Ground, 132 ft. Ring Road, Vastrapur, Ahmedabad - 52. 


Power, Fuel & Minerals 








Unaudited Financial Results for the quarter 

















ended เร December, 2007 ( Rs. In Lakhs ) 
Sr. 9 Months 9 Months Ended 
No. Particulars - Ended Ended Ended 31/03/07 
Income : 
1 | Net Sales/income from operations 25722.70 | 13279.88| 65822.70| 3991277]  58895.65 
2 Other income 2425.81 | 703.69; 4326.02) 1692.93 3486.51 
3| Total income (1+2) 28148.51 | 13983.57 70148.72| 41605.70| 62382.16 
4 | Expenditure 
A. Increase ( - ) / decrease ( + ) in Stock in 
trade & work in progress - 448.22 8545| -542.23 63.58 - 79.83 
B. Staff Cost 2079.43| 1445.19| 5500.93 3907.78 5819.91 
C. Overburden removal expenses 1478.75 190271 | 5010.14] 4094.62 5834.92 
D. Royalty & Dead Rent 1630.78|  993.28| 4056.35| 2904.55 4065.03 
E. Power & Fuel 806.47|  838.72| 2648.56| 3484.87 3998.57 
F. Stores Consumption 1834.81| 84201 2864.52| 2464.61 3049.03 
G. Operational Expenditure 3437.82| 2194.87| 8409.52 5389.95 6677.79 
H. Depreciation 3519.44 | 3573.14| 9950.44| 952026|  12932.05 
Adjustment of depreciation of earlier year -.— | -5271.46 -.-| -5271.46| -5536.00 
L Development deferred exp 75.27 75.28; 225.83} 225.83 301.11 
J. Prior Period Adjustments & others 66.97| -44.10 82.62|  -15.85 1173.84 
Total 14481.52 | 6635.09 38206.68| 26768.74|  38236.42 
5| Interest 1605.06 | 1765.35| 4963.30) 5684.87 7370.52 
6 item 
7 | Profit (+) / Loss (-) from Ordinary Activities before 
Tax (3) - (44546) 12061.93 | 5583.13| 26978.74| 9152.09|  16775.22 
8| Tax expenses : 
Current tax 3450.00 |  595.86| 575100] 1026.86 1.05 
Deferred tax -726.20| -27757| 116648]  -68.41 5866.33 
Fringe Benefit tax 13.00 - 0.87 37.00 29.13 40.00 
9| Net Profit (+) / Loss (-) from Ordinary Activities aftertax(7-8)| 9325.13| 5265.71| 20024.56| 8164.51| 10867.84 
Short provision of tax for earlier years 0.00 0.00 0.00 0.00 1420.48 
Net profit (4) / Loss (-) After short provision of earlier years 9325.13 | 5265.71| 20024.56| 8164.51 9447.36 
10| Extra Ordinary items (net of tax expense) 0.00 0.00 0.00 0.00 0.00 
11| Net profit (+) /Loss (-) for the period (9-10) 9325.13 | 5265.71| 20024.56| 8164.51 9447.36 
| 12| Paid-up Equity Share Capital (15,90,00,000 Equity 
| shares of Rs.2/- Each) 3180.00 318000 3180.00| 3180.00 3180.00 
131 Reserves & Surplus excluding Revaluation Reserves 
| as per balance sheet of previous accounting year 8069328 | 
14 | Earning Per Share | 
A. Basic and Diluted EPS before Extraordinary items 5.86 331 12.59 5.13 5.94 
B. Basic and Diluted EPS after Extraordinary items 5.86 3.31 12.59 5.13 5.94 
15 | Public 
No.of Shares 41340000 41340000 41340000 41340000| 41340000 
Percentage of Shares 26% 26% 26% 26% 26% 





Silay, new cric have been despatched the reis holding the shares iy fom, who have deposited d share cric 
3 Earning per share (EPS) has been recomputed for earlier period in accordance with Accounting Standard (AS-20) due to sub-division of shares of the 
from face value of Rs. 10 to Face value of Rs. 2 per share. 
4 period / year figures have been regrouped whereever necessary. 
5 Thelimited review of the results has been carried out by the Auditor. 
6 The above results have been reviewed by the Audit Committee of the Board of Directors on 30.01.2008 and same have been taken on record by the 
Board of Directors in its meeting held on the same date. 
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Place :- Ahmedabad "M" C. J. Jose, IAS | 
Date :- 30th January, 2008 Web site :- www.gmdcltd.com Chairman & Managing Director 
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ecouple Your Portfolio 








Smart investors have started moving away from stocks that 
will be affected by the US slowdown. You should, too. KAPIL BAJAJ 


FTER WITHDRAWING ITS IPO 

in early February due to 

adverse market sentiment, 
the Managing Director of a real 
estate company said: “Today, 
there are only global investors... 
the whole sentiment is so bear- 
ish.” This comment hammers 
home the point that Indian capi- 
tal markets are increasingly taking 
their cues from global markets, 


What to Buy Four stocks that can shield you from the US lag 








ICICI Bank 


but there is always a case for cap- 
italising on the sectors and stocks 
that are insulated from negative 
global influences, like, say, the 
likelihood of a us slowdown. 
“No sector is totally insulated 
from the impact of a us and global 
slowdown, but there are obvi- 
ously some sectors that are more 
protected than others," says 
Gaurav Dua, Head (Research), 








3,311.55 

Feb 11, '08 
1,249.57 Fi, 06 

249. b 13," 
"rr : TN 
Growth* (25) Growth* (%) 

Sales (Rs cr) 6,382.68 — 551 Income (Rs cr) 4,38] 26.6 Sales (Rs cr) 
Operating Profit (Rs cr) 791.16 — 40.1 Operating Profit(Rscr) 2,259 — 28.9 Operating Profit (Rs cr) 
Net Profit (Rs cr) 48179 40.1 Net Profit (Rs cr) 1,230 352 Net Profit (Rs cr) 
P/E 50.72 PK 30.06 P/E 


* Over quarter ending December 2006 
Quarter ending December 2007 Source; Prowess 
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*Over quarter ending December 2006 
Quarter ending December 2007 


Source: Prowess 





Jaiprakash Associates 


*Over quarter ending December 2006 
Quarter ending December 2007 


Sharekhan. It is a no-brainer that 
sectors like textiles, auto ancillar- 
ies, IT and pharma, which are 
heavily dependent on us demand, 
are the ones that investors will 
have to be chary about. “The 
counters that will be least im- 
pacted are the ones that depend 
on domestic demand and capital 
expenditure," adds Dua. 

Vikas Khemani, Co-Head 





—— 


*Over quarter ending December 2006 
Source: Prowess 


Marico NU 
43.6 
294.55 Feb 13, '06 
Feh 11, 08 
Growth* (25) Growth* (26) 
900 -0.2 Sales (Rs cr) 415.59 
35 199 OperatingProfit(Rscr) 59.55 
156 529 Net Profit (Rs cr) 40.23 
60.9 P/E 28.5 


Quarter ending December 2007 Source: Prowess 
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Nature can teach us ส few lessons: 
Like how optimum light can ensure productivity 


As the most integrated manufacturer of over 6000 Lighting products around the world, GE in indio 
markets a wide range of world-class, long-lasting and energy-efficient light sources and luminaries 
for commercial applications, industries & utilities. 
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(Institutional Equities), Edelweiss 
Capital, says large investors have 
been pulling money out of stocks 
that are heavily reliant on us de- 
mand. “IT, for example, is now 
the most underweight stock in 
the portfolio of large investors. 
But keep in mind that unlike rr, 
most sectors in the Indian econ- 
omy are not overly dependent on 
the us." Khemani also believes 
that India's domestic growth story 
is still quite robust, making the 
capital goods, consumer products, 
banking and financial services, in- 
frastructure and telecom sectors 
great investment propositions. 
'Decoupling' any portfolio, 
however, is not as simple as sorting 
out the right sectors from the 
wrong ones, considering that in- 
vestments in equities are also ล 
function of current valuations and 
market liquidity. Some experts be- 
lieve that the market has already 
factored in the bad news in sectors 
and stocks that are heavily us-re- 
liant. *The impact of the us slow- 
down has already been discounted 
in the top-tier rr and pharma com- 
panies, which are largely us-de- 
pendent. | think their current val- 
uations are actually pretty ap- 
pealing," says Hitesh Agrawal, 
Head of Research at Angel 
Broking. rr companies like Wipro, 
TCS and Infosys Technologies are 
trading at price-earnings (P/E) mul- 
tiples of 10 to 13, based on 2010 
earnings, and their returns on eq- 
uity (RoE) and cash flows are 
strong, points out Agrawal. 
"Outsourcing also makes the 
pharma companies that are more 
active in contract research and man- 
ufacturing (CRAMS) a “contra call”— 
based on the theory that as the us 
economy shrinks, there is likely to 
be more outsourcing to destina- 
tions like India," says Ajay Parmar, 
Head (Institutional Equities), 
Emkay Share and Stock Brokers. 
Textiles will have to remain 
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an emphatic *no-no" in view of its 
large exposure to the Us market 
and the damage potential from 
the rising rupee, he adds. Another 
concern for the textile sector is 
competition from China. The auto 
ancillary sector should not be 
shunned altogether, says Angel 
Broking's Agrawal, recommend- 
ing Amtek Auto as a good bet. 

However, a reduced risk ap- 
petite might weigh on the real es- 
tate sector. *Global investors fac- 
ing a slowdown are likely to have 
a reduced tendency to take the 
risk of investing in the Indian real 
estate sector," says Sharekhan's 
Dua, adding that construction 
companies doing contractual 
work, however, are good invest- 
ments. 

But the concerns over market 
liquidity seem overplayed. “As 
the us slows down, investors there 
are bound to look at India as an 
attractive investment destination. 
So, I think liquidity will remain 
strong," says Edelweiss’ Khemani, 
recommending stocks linked to 
domestic growth story. Besides, 
the FMCG, auto, banking, and 
telecom sectors remain largely un- 
affected bv the us slowdown and 
can make up a handsome part of 
the decoupled portfolio, says 
Angel Broking's Agrawal. 

Emkay's Parmar says oil & 
gas (ONGC, HPCL), infrastructure (JP 
Associates, GMR, Lanco Infra), en- 
gineering and capital goods (L&T), 
cement (Grasim), power (NTPC), 
media (Deccan Chronicle), and 
metals (Jsw, Tata Steel, HEG) can 
deliver returns because of their 
reliance on the domestic econ- 
omy, which continues to be 
strong. Says Agrawal: "As long 
as the negative global sentiment 
does not overwhelm the good 
fundamentals of Indian compa- 
nies, there is a case for buying 
stocks linked to the domestic 
growth story." 















The Exposed 


Textiles: The industry may 
] [ face a double whammy 
from the rupee appreciation 


and US slowdown. 


--- — — —-— — — — -—— — 


< Auto Ancillaries: Slowdown in in 

US demand can impact shipments 
from India. Rupee appreciation is 
iens dampener. 


| Technology: The slowdown. may 
(a) translate into more orders but only 


after a considerable time lag. 
v 


Pharma: Export orders in the 
The Insulated 
A, Banks/Financial Services: 
f | Expansion of retail and 

















pharmaceutical sector have 
already been hit badly. 
commercial banking continues 

apace. Introduction of new products is 

helping this trend. 

—w Infrastructure: Large public and 

private investments have been 

committed in recent years. More 


big investments are needed. Sector is also 
generating more user charges. 











`) Capital Goods: Large committed 
M capex amid strong growth is 
^ generating demand for capital goods. 





| Engineering: y Construction and 
; industrial expansion is generating 
high domestic demand for 


engineering services. 





Telecom: Tele-density 





continues to expand at a 
rapid pace. 
| FMCG: Large population and 
| i Í | growing incomes are pushing 
consumption. 
^d Media: Media services continue 
WEM to feed on ad-spends committed 
NI [| amid rising consumption and 


demand for information and entertainment. 
M 


Retail: Continues i in overdrive 
À mode as new malls and stores 
LJ see an increase in floor space. 
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believe it or not. 


YOU WILL FIND DIAMONDS 


in the latest issue of 


MONEY TODAY. 
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Just pick up tbe latest issue of Money Today, answer a few 
simple questions and enter the get rich with Diamond contest. 
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Ahead of the Street 


Amid worries of a growth slowdown, many companies 
are still making plenty of money. CLIFFORD ALVARES 


FTER LAST MONTH'S 
severe pounding, 
investors were 
thrilled to see stocks 
bounce back from what 
appeared to be a knock- 
out blow that could have 
kept the markets low for 
a while. Although the 
recovery is marginal, 
about 8 per cent from 
the Sensex's February 
11, 2008 lows of 
16,457, it has been 
strong enough to drag 
it well above the crucial 
psychological 17,000 
level to 17,766.63. By 
now much of the global 
tumoil that roiled the 
world markets and the 
temporary liquidity blip 
in the domestic market has passed. 
The focus is back on the funda- 
mentals of the corporate sector. 
Amid the growing concerns of a 
slowdown in the pace of earnings, 
India Inc.'s performance has, in fact, 
shown a resilient trend, perking up 
in the latest December 2007 earnings 
season. Much of the corporate sec- 
tor's results are out, and many com- 
panies have reported better-than- 
average growth rates. The 400 com- 


Steady, Not Slow 


The numbers are saying all's not down yet. 


Sales growth revved up the last quarter... 
28.9 


RAMEN SARKAR 





Dec.'06 — Mar.'07 
YoY growth in per cent 


June '07 — Sept '07 Dec.'07 
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panies of the broader index, the BSE 
500, that have announced their quar- 
terly numbers saw year-on-year sales 
growth increase from 11 per cent in 
the second quarter (October 2007) 
to 15.8 per cent in the third-quarter, 
showing a remarkable uptick in 
growth rates (see Steady, Not Slow). 
Analysts were expecting the results 
to be muted following lower indus- 
trial production. 

But among the key concerns 


„while operating profits held up well... 
57.5 








32.7 


24.8 


23] 234 





Dec.'06 Mar 07 June 07 


Sept '07 Dec. '07 


was whether corporate 
profit growth will be 
maintained on the back 
of rising input costs and 
an escalation in wages. 
On that front, India Inc. 
has not disappointed. It 
reported a healthy dou- 
ble-digit operating profit 
growth of 23.40 per 
cent, which is reason- 
able. However, this was 
marginally lower than 
last quarter's 23.78 per 
cent. Still, it shows that 
companies were able to 
absorb the rising pro- 
duction costs, or pass 
them on to customers. 
For the December quar- 
ter, net profit grew by 
a sturdy 23.75 per cent 
over the corresponding quarter last 
year. India Inc. has largely man- 
aged to do reasonably well, and the 
profit growth forecast for the com- 
ing years, despite global economic 
concerns, continues to remain in 
the mid-20 per cent range. 

Some of the sectors that did well 
during the last quarter were engi- 
neering, and companies that supply 
vital capital goods for the oil and 
gas, drilling, mining and 





construction sectors. Brokerages 
and other financial services com- 
panies such as banks were also 
among the star performers. Others 
In the oil and gas space, such as 
drilling and offshore services, where 
demand 15 rising, have also turned in 
stellar performances. But a majority 
of the companies with an above- 
average performance are in the core 
sectors. Despite lower tariffs, the 
telecom sector's profit growth has 
been a positive surprise. Auto- 
mobiles, too, figured in the list. 
while banks reported a strong set of 
numbers. Market observers point 
out that companies within these 
sectors that can keep their costs 
low and execute large projects will 
do well in the coming quarters. 

Much of the growth over the 
next couple of quarters is expected 
to come from domestically strong 
sectors such as real estate, engi- 
neering & construction, telecom, 
capital goods, power and power 
components, and companies that 
have a backlog of orders. This 
should see the financial year 2007- 
08 end on a positive note. 
Investments by the oil, resources, 
and power sector will ensure that 
the capital goods sector performs ro- 
bustly. The financial services sec- 
tor, with its increased penetration of 
financial products, robust credit de- 
mand from corporates, backed by 
healthy balance sheets, should con- 
tinue to deliver better results in the 
coming years. 

Among the worries is that the 
higher base of the last year could 
see profit growth slow down in 
the coming years. But investments 
in new capacities could counter 
this trend. 

With the third quarter results 
season almost over, all eyes will 
now turn to the end of the finan- 
cial year. But 2008-09 is not ex- 
pected to lag too far behind in 
profit growth. Motilal Oswal 
Securities estimates that the Sensex 
could report earnings of Rs 1,056 





One Up On the Street 


The top 15 companies that stood out in profit growth. 








JM Financial 1773.89 — 50,009.59 — 132963 63,518.66 
GVK Power & Infrastructure 415 130678 35.56 286.6 
Financial Technologies (India) 719.17 1,158.83 53695 1,337.23 
Mascon Global 7055 61.59 2014 — 107093 
Chennai Petroleum Corpn. 7,102.99 20.11 225.62 826.57 
Biocon 52897 — 144.5, 284.04 497.85 
Ingersoll-Rand (India) 216.21 21 83.16 41431 
Max India Tun 1041.6 361 2095 444.16 
Matrix Laboratories 284.08 5143 34.35 415.77 
India Infoline 239.86. 787.06 6472. 347.58 
Shree Precoated Steels 459.78 1057 13.38 334.15 
Prajay Engineers Syndicate 13706 — 217.34 6553 330.55 
Geojit Financial Services 71.8 151.31. 18.97 307.96 
All figures are for 03, 2007-08 Total income and net profit in Rs crore Source: Prowess: Uncosoliodated 


from Rs 873 expected in 2007- 
08, which is up a decent 20.96 
per cent for the full year. But the 
Sensex comprises largely bigger 
companies, while the BSE 500 com- 
panies are expected to report bet- 
ter earnings growth compared to 
their larger counterparts. 

The recent stock market's cor- 
rection has brought about a drop 
in the valuation of companies. 
Currently, the Sensex is trading 
at a P/E of 16.82 times of the fi- 
nancial year 2008-09. This has 
come down by more than 20 per 
cent over the last couple of weeks, 
even as many other growth stocks 
corrected by a bigger margin. 
Currently, the market looks rea- 
sonably valued and given the 
growth rates, some stocks have 
come down to cheap valuations. 


Among other worries is a slow- 
down in the us, which could affect 
the India Inc.'s performance. While 
some companies will be affected, 
many others will be able to sustain 
their past performance. And since 
much of the corporate sector's per- 
formance is domestically-driven, 
the US fears are exaggerated. 

In short, investors should be 
looking for companies that have 
good execution capabilities of the 
growth plans going ahead. Some 
sectors will perform better than 
others, which investors must keep 
an eye out for. If all goes well, 
shareholder returns will mirror 
the good corporate performance in 
the long run. But when it comes to 
future corporate performance, the 
Indian growth story will not cease 
to surprise on the upside. 
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NEC 


presents 


MANAGING. 
OMORROW 


Date: March 14, 2008, New Delhi 


Tomorrow's security systems will be diverse in the applications 
they support, they will be called on to provide real-time 
response, and they will need to be scalable beyond our current 
frame of reference. How then do we anticipate what future 
needs are and how do we plan system implementations with 
this in mind? What are the challenges and building block in 
managing next generation security systems? 


NEC Presents Business Today Managing Tomorrow Series. 
Hear a high powered panel speak on their lessons learned 
in planning for and deploying biometrics projects 
and other convenient and secure solutions. 

Entry by Invitation only. 


NEC 


FOR MANAGING TOMORROW 


For more details: email us your name, designation, 
organization and contact details to btmt@intoday.com 
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Cashing in อ ท Gashless Healthcare 


They are gaining popularity, but before you sign up, here's what 
you should know about cashless insurance. TEJEESH N.S. BEHL 


HEN 38-YEAR-OLD SANTOSH 

Balan, a senior private sec- 
tor executive, was faced with a med- 
ical emergency concerning his wife, 
settling the hospital bill was the 
least of his concerns—he had the 
necessary medical cover. But an 
overlooked lapse in procedure al- 
most cost him a tidy sum. "At the 
time of discharge, the third party ad- 
ministrator (TPA) had not processed 
the claim or intimated the expense 
limit to the hospital—a standard 
procedure for those who opt for a 
cashless health cover," recalls Balan. 
As a result, Balan had to extend his 
wife's hospital stay by a day to en- 
able the TPA to process and settle the 
claim with the hospital. 

Cashless health insurance is a 
boon in times of medical emergen- 
cies. The key to an effortless claim 
settlement is the TPA appointed by 
the insurer to see your claims and 
accelerate processing hospital bills. 
"Outsourcing the claims process- 
ing function to TPAs can create prob- 
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lems if there’s poor liaison between 
TPAs and hospitals. For the cus- 
tomer, a TPA is a non-entity as he 
bought the policy from the insur- 
ance company," says Shreeraj 
Deshpande, Head (Travel and 
Health Insurance), Bajaj Allianz. 

Cashless policies allow customers 
to get medical treatment without 
paying cash upfront to the hospital 
or pay hefty bills at the time of dis- 
charge. “That can be a load off one's 
back, especially in times of emer- 
gencies when the entire focus is on 
the patient's life," says Ritesh Kumar, 
Head (Retail), 16161 Lombard 
General Insurance. However, as 
both Deshpande and Kumar admit, 
it's a facility and comes with its own 
set of conditions. 

For one, a cashless health in- 
surance policy is valid only at hos- 
pitals accredited with the insur- 
ance company. “At non-network 
hospitals, a customer has to settle 
the bills on his own and can 
then claim reimbursement," says 


MIHSOVA HSI LYS 


The Anatomy of 


Cashless Insurance 


What the fine print does not 
tell you, and what it does. 


e Cashless facilities are available 
only at approved or network 
hospitals of the insurance 
company. At others, you can 
claim reimbursement after 
settling the hospital bills 


e Certain illnesses/diseases may 
not be covered either by the 
insurer or under your policy 


e Certain illnesses/diseases may 
be covered only after the first 
year of insurance 








e Existing illnesses/diseases are 
usually not covered by the policy 


@ Risk of delayed response by TPA, 
especially if the insurer has out- 
sourced the function. 4 TPA 
usually handles several insurers, 
and so, may not be able to give 
individual attention to each case 


e Problems like delays in either 
starting treatment or discharge 
may arise if there is poor liaison 


@ You have to be hospitalised for a 
minimum of 24 hours to avail of 
this facility unless it's a highly 
specialised surgery like cataract 
in which case the 24-hour 
condition is waived 





Deshpande. Secondly, insurers ini- 
tially authorise limits up to which 
you can claim cashless benefits 
and which could see you scuttle 
from pillar to post to increase 
the limit. 


A Healthy Prescription 


Health insurance costs are easy on your wallet. 
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Decoding Cashless 

In cashless health covers, insurance companies tie 
up with hospitals and agree to settle the patient’s 
bills after discharge. A cashless pre-authorisation 
form is kept with the hospital, which has to be 
signed by the insured and vetted by the doctor. 
The completed form is sent to the TPA who, de- 
pending upon the terms of the policy, will issue an 
Authorisation or a Denial Letter to the hospital 
and also spell out the expense limit. 

Cashless policies cover two kinds of hospi- 
talisation procedures—planned and emergency. 
“In case of a planned hospitalisation, the autho- 
risation from the TPA could take anywhere be- 
tween 24 and 48 hours while in case of an emer- 
gency, it could take six hours,” says Kumar, add- 
ing that such policies also cover 30 days pre- 
and 60 days post-operative care expenses. 


What's not Covered 
While most illnesses are covered under cashless 
policies, it is important to know the exclusions. 
Says Ajay Bimbhet, MD, Royal Sundaram Alliance 
Insurance: “Exclusions include pre-existing dis- 
eases, heart, kidney and circulatory disorders in re- 
spect of insured persons suffering from pre- 
existing hypertension or diabetes and it is up to the 
TPA to determine whether a particular illness can 
be covered under the scheme or not.” 
Additionally, he says, people who opt for a 
cashless insurance policy have access to a 24- 
hour helpline number and an ambulance referral 
facility au gratis. Says Bimbhet: “The biggest ad- 
vantage to a customer is the hassle-free discharge 
facility as he need not run around arranging for fi- 
nances at a difficult time.” Keep a list of the net- 
work hospitals for treatment—and the emer- 
gency helpline—handy. Perhaps it’s what the 
doctor ordered for your health and happiness. 
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NEWS ROUND-UP 


There's Money in Commodities 


Investing in commodities can be just as profitable as doing so in equity and debt. RISHI JOSHI 


NVESTING IN COMMODITIES CAN BE 
L richly rewarding experience. 
Several commodities like gold, crude 
and copper have been in great de- 
mand over the last few years, which, 
in turn, has sent their prices soaring. 
Indeed, for those investors looking 
for investment avenues beyond eq- 
uity and debt, commodities may 
well be a sound option. Investing in 
commodities now is also simple due 
to the two new national multi-com- 
modity exchanges in the country— 
Multi Commodity Exchange (MCX) 
and the National Commodity and 


FOOD FOR THOUGHT 


The hot commodities and their hot performance. 


Traded Lot 
volume size 





45213kg — 1g 116 11,588/10. gm 
Cardamom — 178500g 500kg 351 — WM 
Chana 102200 ๒ ท 10 ๒ ท 261 26000 — 
Crude Oil ฮ 3.3 mn barrels 100barrels 38  100/barel 
Jeera 17,346 ton — 3ton 281 — 93550/0n 


* |n Rs lakh; figures as on Feb. 14 


Derivatives Exchange (NCDEX). 
Investors, though, need to exercise 
caution while making investment 
decisions. Commodity markets are 
driven by global factors and require 
as much study as the stock mar- 
kets. We have short listed five 
commodities that have been in the 
news recently. 


Gold: The yellow metal rang in the 
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Contract 
Value * 


Source: Motilal 0swal Commodities 


New Year by hitting record highs. 
Gold prices have surged nearly 12 
per cent over the last one-and-a-half 
months. This rally was mainly at- 
tributed to worries about the health 
of the Us economy, the deepening 
crisis in global credit markets 
sparked by subprime crisis and 
higher food and energy prices lead- 
ing to concerns about inflation. 
Says Kunal Shah, Analyst, Motilal 
Oswal Commodities Broker: “Gold 
is considered a safe haven in times 
of inflationary concerns." The 
medium-term outlook for gold re- 


Price 
(In Rs) 








mains bullish. 


Crude oil: Crude oil prices posted a 
new high of $100 per barrel on 
NYMEX and Rs 3,935 per barrel on 
MCX on the back of falling crude in- 
ventories and geopolitical turmoil 
during the first half of January 
2008. The price rise was fuelled 
by a US energy department state- 
ment that it would spend $584 


million by the end of September 
2008 to buy crude oil to add to 
the us Strategic Petroleum Reserve. 
The medium-term outlook for 
crude oil remains bullish. 


Jeera: Jeera prices have gone down 
significantly this year. On January 
1, 2008, the March contract of 
jeera was trading at Rs 10,800 per 
quintal—it went down to as low as 
Rs 9,000 per quintal recently. This 
was largely due to expectations of 
a good crop this year. Due to 
favourable climate conditions, the 
new crop in February is expected 
to be around 2.3 million bags this 
year—an increase of almost 60 per 
cent over last year. The bearish 
trend in the commodity is likely to 
sustain due to slack domestic and 
export demand. 


Chana: Chana has surged around 
15 per cent over the last one 
month. Chana prices are trading at 
Rs 2,500 per quintal now. Lower 
carry-over stocks, a decline in the 
sowing areas and concerns over 
the damage to the crop in north 
India have triggered the fresh buy- 
ing. The bullish trend is expected 
to continue. 


Cardamom: Cardamom prices 
have gone up almost 40 per cent 
over the last three months to Rs 
700 per kg—largely on the back of 
a tight supply position. Production 
declined by over 25 per cent dur- 
ing the entire harvesting cycle this 
season as plantations have been 
damaged due to extreme heat dur- 
ing the summers and heavy mon- 
soon rains. Says Shah: "We ex- 
pect some profit booking at cur- 
rent levels as prices have gone up 
sharply in a short span of time 
and demand from north India is 
likely to slow down." 


A gust of fresh air 


The champions in sustainable development 
have ushered in yet another initiative 





- A Wind Energy Farm 


For decades we have been a name synonymous with cement. In our bid to do our bit for the society, we have evolved from 
being just a great cement brand. With extensive R&D efforts towards eco-friendly alternatives and various ground level 
Corporate Social Responsibility activities, ACC has etched a new identity for itself as the champions in sustainable 
development. Moreover, in our long abiding commitment to sustainable development we have embarked upon yet another 
initiative. ACC, self sufficient in thermal power generation, has set up a Wind Energy Farm to adopt a cleaner and 

greener fuel alternative. 


HANMER/M-77 


An effort that breathes a gust of fresh air to our vision of making a greener tomorrow. 


www.acclimited.com 


Build with confidence 
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To Your Health? 


LIC has launched a unique health plan that also offers ULIP's 
advantages. Do you need it? NITYA VARADARAJAN 





T WAS LONG ARGUED THAT LIFE 
L eido were better placed to 
offer health policies than general 
insurers because they had the vital 
database of customers. So, it's not 
surprising that Life Insurance 
Corporation, with its huge data 
bank, is the first to launch a health- 
related unit linked policy, Health 
Plus, that offers twin benefits and is 
reasonably priced. 

Health Plus offers a lump sum 
payment if the policyholder has to 
undergo surgery for critical dis- 
eases—and the list is large. The sum 
assured is capped at Rs 5 lakh. It 
offers hospitalisation cash benefit 
of a maximum of Rs 2,500 per day 
for 365 days—particularly useful 
when hospitalisation does not relate 
to surgery or the surgery is out of 
LIC's ambit. Family members can 
be co-opted into the plan. However, 
seniors over 65 have no cover. 

Like a traditional ULIP, the 
scheme keeps the unutilised portion 
of the premium after deducting all 
expenses in the form of units. For 
now, LIC offers just one type of in- 
vestment plan that combines 
growth and safety; it is also de- 
signed to protect capital. The fund 
allows two payments a year to meet 
medical exigencies not covered un- 
der the policy over the existing ex- 
pense—either a minimum of 
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Rs 2,500 or up to 50 per cent of 
your accumulated corpus. Says 
B. Manivannnan, Zonal Manager, 
LIC: *The policy allows inclusion of 
new members at a later date in case 
of marriage or remarriage of the in- 
sured or children who are subse- 
quently born—but does not allow 
for inclusion of others." 

No claims are entertained in the 
first 180 days of the policy—the 
exception being accidents. Also, in 
the first year, the hospital cash ben- 
efit is restricted to 18 days, includ- 
ing nine days in the ICU. Cash ben- 
efit is double for intensive care treat- 
ments. The list of diseases is huge 
and covers seven cardiovascular ail- 
ments, which require surgery, 
splenectomy, bone marrow trans- 
plant (as recipient), nine diseases 
involving the nervous system, 
among many others. 

One can make claims of up to 
three times the sum assured—and 
this is not a floating cover. The 
cover, however, terminates upon 
the death of the insured, and the 
balance in the fund is handed to 
the nominee. The policyholder is 
free to reduce the number of mem- 
bers in the cover, and is equally 
free to increase premium at a later 
date. Though the insured could 
have several policies, the maximum 
cumulative benefit cannot exceed 


An Investment 
for Your Health 


How LIC's Health Plus stacks 
up against regular mediclaim 
policies. 


LIC’S HEALTH PLUS: An investment compo- 
nent allows the health fund corpus to grow 
REGULAR MEDICLAIM: Does not have an 
investment component 


UC'S HEALTH PLUS: Premiums have to be 
paid regularly and increase with age as 
per the LIC s slab rate 

REGULAR MEDICLAIM: Premiums have to be 
paid regularly. Premiums increase with 
age as per insurer's slab rate, but vary 
after a major claim 


LIC'S HEALTH PLUS: Claims are hassle-free, 
provided they are within rules 

REGULAR MEDICLAIM: Claim processing can 
be tedious for large sums. Policies are 
renewed at the discretion of the insurer 


LIC'S HEALTH PLUS: Covers only major 
surgeries 

REGULAR MEDICLAIM: Covers most 

Surgeries, including non-surgical ailments 
and less critical surgeries 


LIC'S HEALTH PLUS: Payments are made in 
chunks 

REGULAR MEDICLAIM: Claims are paid as per 
actual expenses and these are subject to 
limits on room rent, etc. However, most 
insurers do cover expenses up to 60 days 
pre- and post-hospitalisation 


LIC'S HEALTH PLUS: Payments of up to three 
times sum assured in one’s lifetime 
REGULAR MEDICLAIM: Payments of up to 100 


per cent of the sum assured every year 


Rs 5 lakh in case of sum assured and 
Rs 2,500 a day in case of hospital 
cash benefit. 

Following LIC, Reliance Life 
has launched a heath-related ULIP 
policy, but there's a difference: 
there is no lump sum benefit for 
critical diseases. Any expenditure 
relating to critical illness or any 
illness that requires hospitalisa- 
tion has to come from the fund. 
Reliance Life, however, offers a 
critical illness rider benefit—but 
this is only a rider and lapses on 
the first use. 
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Doing Away with Fees 


SEBI has abolished initial issue expenses for 
close-ended funds, too. 


expenses charged by close-ended funds. This 
charge was amortised by close-end funds over 
their duration, and charged to investors in case of an 
early redemption. This is a second move aimed at re- 
ducing an investor's direct fund expenses. Last 
month, the market regulator issued a guideline stat- 
ing that no entry loads (usually 2.25 per cent) should 
be charged for direct investors in a mutual fund. 
While these two moves will make mutual funds 
even more attractive than ULIPs (which are often 
sold as an investment option rather than for insur- 
ance), there could be a hitch for the industry. Mutual 
funds could find it difficult to sell schemes on their 
own as they will have to draw investors without 
the help of selling intermediaries. 
The aim is to streamline the distribution industry 


EBI HAS ABOLISHED THE 6 PER CENT INITIAL ISSUE 





and also curb the large number of new funds offers. 
"Investors will learn to distinguish between a good ad- 
visor who offers sound wealth management and 
planning advice against an agent making an 
empty sale and pocketing the commission. The dis- 
tribution industry will get regulated," says 
D. Arulmany, Senior VP and Business Head, 
DBS Cholamandalam. 

The move brings both close- and open-ended 
funds at par with each other. Going ahead, funds 
houses are increasingly expected to launch more 
open-ended funds as their AMCs may not want to bear 
the burden of new issue expenses. But newer prod- 
ucts could see light of the day. “Funds could come in 
newer avatars like on-call funds, or weekly opening 
funds, etc., where AMCs would try to manage within 
the expense constraints," says Arulmany. 

NITYA VARADARAJAN 
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Shrinking the Canvas 
Art funds need SEBI’s nod to qualify 
as investment schemes. 


EBI HAS RAPPED ART 
S funds that have not 

got its nod as in- 
vestment schemes. Art 
funds, usually targeting 
high net worth individ- 
uals, are collective sch- 
emes that invest in 
works of art, usually 
paintings. But increas- 
ingly, many of these 
funds were marketed as 
private investment schemes. 

As many new players have launched art funds, 
including a few brokerage and investment houses, 
SEBI has decided that it will take action, criminal or 
civil as appropriate, against funds that do not 
register with it first—these funds fall under a col- 
lective investment scheme, under the SEBI (CIS) reg- 
ulations 1999. 

While once it was the exclusive pastime of the 
connoisseurs, art is increasingly gaining popular- 
ity as an investment alternative. Over the last two- 
to-three years, apart from the famous Osian 
Connoisseurs of Art Fund, there were other en- 
trants like Copal Fund, Kotak Mahindra Bank 
(wealth management fund), Yatra Fund, Crayon 
Capital Fund. All these art funds invest in the works 
of new or upcoming artists. In many cases, an in- 
vestor has to shell out a minimum of Rs 10 lakh to 
access these exclusive funds. 

Investing in art works, however, has its draw- 
backs. Direct art purchases involve huge commissions 
of purchase and sale (15-20 per cent each time), a 
VAT of 12.5 per cent, a sale within three years entails 
a 33.8 per cent short-term capital gains tax and 
20 per cent after this, an investor has to ensure a 65- 
70 per cent appreciation in art, according to Kotak 
Mahindra and CNBC's joint initiative wealth man- 
agement book on “Everything You Wanted to Know 
About Investing”. 

On the other hand, buying through a fund en- 
tails a management fee of 3 per cent every year and 
an annual fee of 8 per cent. However, art is also not 
a liquid asset. Therefore, valuation of art is a grey 
area and depends on auction market prices or 
investor perception. With the market watchdog 
now keeping an eye on art funds, a clearer picture 
on the ambiguities should emerge. ts 
NITYA VARADARAJAN 
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‘lop of the I rends 


FMCG, realty, financial services and IT companies are paying the highest 
CEO and managing director salaries, reveals the fourth quarterly survey 


by BT-Omam Consultants. SAUMYA BHATTACHARYA 


INOR HICCUPS IN THE 
economy notwithstand- 
ing, there is only one way 
the cxo salaries in India are 
headed—that is, up. The latest BT- 
Omam Consultants survey of CEO 
and managing director salaries 
across 17 sectors reveals the highest 
cost to company (CTC) at Rs 7.77 
crore in the diversified sector and 
lowest CEO CTC at Rs 81 
lakh in the engineering 
sector. On an average, 
the sectors that are 
shelling out the most in 
terms of CEO annual 
salaries are FMCG, realty 
& construction, finan- 
cial services, 11 and di- 
versified (see Metho- 
dology box for sectors 
covered). 
Says R. Suresh, MD, 


100 
percentile 


Stanton Chase India: “Our econ- 
omy has grown well. Even where 
the state of hiring has come down in 
some sectors, the cost of hiring has 
not gone down.” 

Hence, the CEO in India is paid 
handsomely. It all boils down to 
supply and demand finally. There is 
a shortage of CEOs with proven 
track record, even as more and 


Industry-wise Percentile Positioning 


25 percentile 
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15 percentile 


more companies line up big growth 
plans. Ergo, in the run-up to the 
race for supremacy, companies are 
more than willing to shell out big 
bucks to the people who matter the 
most to them. 


Above Average 

Sample these numbers. In terms of 

the total cost to company (TCC), CEOs 
and managing directors 
of the FMCG companies 
have the highest average 
salary per annum—up- 
wards of Rs 4.14 crore 
followed by realty and 
construction with an av- 
erage annual salary of Rs 

ง 0 4.08 crore. Close on the 

percentile heels is financial services 
with an impressive aver- 
age TCC of Rs 4.03 crore 
per annum. IT is a dis- 


A dearth of professionals for top jobs has pushed 
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GIREESH G.V 


tant fourth with an average annual 
pay cheque of Rs 3.29 crore. 
Among all the sectors, engineer- 
ing offers the lowest average TCC of 
Rs 1.49 crore per annum. 

Kris Lakshmikanth, Founder 
CEO & MD, Headhunters India, lists 
retail, telecom and realty way up in 
terms of CTC. Realty is the flavour 
of the season, agree most industry 
watchers. “Realty faces acute short- 
age as the sector till recently was en- 
trepreneur-driven. There’s hardly 
any professional CEO available in 
the sector,” he says. 

This sector is also witnessing 
influx of CEOs from other sectors 
such as FMCG. This movement re- 
sults in a steep hike in salaries be- 
cause of the risk involved in terms 
of a shift to the relatively new sec- 
tor. Part of the compensation is 
also in stocks or a flat at a discount. 


Dearth at Top 

If the CXO pay watchers are to be 
believed, the sectors that are 
shelling out the most as compen- 
sations are also the ones that are 
hiring the maximum number of 
CXOs. Says K. Pandia Rajan, MD, 
Ma Foi Management Consultants: 





SATISH KAUSHIK 


"The real estate, infrastructure, 
power, retail, media and telecom 
sectors are mopping up the highest 
number of CXOs. Real estate sector 
is facing a shortage of over 250 
CXOs and retail sector would re- 
quire over 300 cxos. With a large 
number of banks entering India 
for the first time, and financial 
services set to grow at a scorching 
pace, there's a huge demand for 
chief executives in the sector." 
FMCG and realty are complex 
businesses that need excellent man- 
agerial talent. With both the sec- 
tors booming, companies are ready 
to shell out hefty packages for their 
top management. One of the rea- 
sons for the high salary levels in 
FMCG is the inclusion of value of 
stock options being offered to top 
management. “ESOPs today form an 
integral part of top level CTC, apart 
from cash component, and is used 
more liberally by big FMCG com- 
panies as an important retention 
tool, than companies in other in- 
dustries. The value of these enti- 
tlements, when marked to market, 
substantially increases the CTC figure 
of the person,” says Rajan. 
Financial services is another 


their salaries up in several sectors 


| Average TCC 


Industry Comparison 


Automobile ไส ส ล ว 0 
Chemicals NE 1.92 
Core ไพ ส อ ๕ ๑ 3 08 
ง ง 0 งั พ ร ส ร ด ก :25 
Durables MEN 1.98 
Eng MN 1.50 
cd am. 
ก ง บ ไส ส อ ร ร อ ณะ ฑ์ ย 229 415 
ห ่ พ ณะ 2.03 
| aT) 329 
1 ๕ 50 ส ท พ 3.02 
ก ร ท ร ไส ส เว 4 
Con, 4.08 
Rey แส ร ด เส ชุ ณะ 250 
Services SSES 1.52 
Telecom Waaa 3.12 
๒๒ 2 39 


TCC: Total Cost to Company Figures in Rs crore per annum 


Average Distribution of TCC 
Across Salary Components 
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Chemicals ไส พา ส NNI EO | 
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ง ๓ ๓ ไพ ภั ศศ ส ท รา 
ก ๐ ไส เท ศศ ส ขา ทา 
t MED ส ณา SU 
0 พะ พา ระ 
VCC ELE 7) 0 8. 
Heavy Ence iii i) ส ณา ร E 
ณะ | C Gmm — 

ITES/BPO ส แพ ท ด ล ร ส ง ๆ | E 
ก ไร สา ร ท 
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๓ ไส พา ส i sai; 
Services ไส พ พา ส ส ทร ย ET 
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ICC: Total Cost to Company 
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Company] MD 5,00,000 4,35,000 16,66,667 1,59,050 2,07,500 
Company2 MD 3,00,000 8,83,333 6,25,000 95,430 2,01,250 
Company3 MD 7,50,000 6,05,833 6,25,000 2,38,575 1,99,167 
Company4 VC&MD  6,25,000 530,416 10,41,667 1,98,813 2,01,250 
CHEMICALS 

Companyl MD 6,00,000 503333 22,91,667 1,90,860 89,448 
Company2 MD 5,00,000 6,92,500 6,25,000 1,59,050 2,11,667 
Company3 CEO 3,50,000 4,64,500 7,50,000 1,11,335 76,948 
Company4 MD 2,75,000 2,38,250 1,25,000 87,478 76,948 
Company5 MD 3,00,000 2,55,333 1,50,000 95,430 76,948 
Company6 MD 2,00,000 1,87,000 2,08,333 63,620 76,948 
Company7 MD 6,25,000 8,32,916 6,25,000 1,98,813 2,01,250 
Company8 MD 3,50,000 4,87,500 1,75,000 1,11,335 74,448 
Company9 MD 2,75,000 4,18,750 4,16,667 87,478 74,448 
CompanylO MD 4,00,000 3,66,666 4,00,000 1,27,240 1,92,500 
Companyll MD 1,50,000 2,75,833 6,25,000 47,715 74,448 
Companyl2 MD 5,00,000 4,35,000 3,33,333 1,59,050 7,44,48 
Companyl3 MD 6,00,000 5.03,333 2,50,000 1,90,860 1,92,500 
Companyl4 MD 4,00,000 3,66,666 4,00,000 1,27,240 1,92,500 
Companyl5 MD 4,30,000 6,02,166 4,30,000 1,36,783 74,448 
CORE 

Companyl MD 6,00,000 5.11,250 14,16,667 1,90,860 224167 3,53,15,328 
Company2 MD 100000) 1760000 23,08,334 3,18,100 213750 6,72,02,208 
Company3 MD 10,00,000 7,66,666 20,00,000 3,18,100 2,01,250 5,14,32,192 
Company4 JT MD 3,50,000 5,95,000 12,50,000 1,11,335 810115 2,86,49,400 
Company5 MD &CEO 1,85,000 1,76,750 2,08,333 58,849 76,948 
Company6 MD 3,00,000 2,98,333 6,25,000 95,430 1,92,500 
Company7 MD 5,00,000 4,35,000 10,00,000 1,59,050 1,92,500 
Company8 MD 2,25,000 2,47,083 2,00,000 71,573 74,448 
DIVERSIFIED 

Companyl CMD 12,00,000 926250 2916667 12,21,720 2,11,667 
Company2 MD 8,00,000 7,05,000 6,25,000 2,54,480 2,07,500 
Company3 MD 2,30,000 3,45,500 2,10,000 73,163 74,448 
Company4 MD 2,30,000 2,50,500 6,25,000 73,163 1,92,500 
Company5 MD 5,00,000 6,85,000 6,25,000 1,59,050 1,92,500 
DURABLES 

Companyl CEO & MD 10,00,000 7,76,666 7,50,000 3,18,100 2,01,250 
Company2 MD 5.00,000 3,92,000 2,50,000 1,59,050 76,948 
Company3 MD 3,00,000 2,55,333 2,00,000 95,430 76,948 
Company4 MD 5,00,000 6,90,000 1,50,000 1,59,050 1,92,500 
Company5 MD 2,50,000 3,46,166 4,16,667 79,525 76,948 
Company6 MD 5,00,000 4,35,000 4,16,667 1,59,050 74,448 
Company7 MD 5,00,000 4,35,000 5,00,000 1,59,050 1,92,500 
All figures in Rs 


Component A: Basic Salary. Component B: Allowances & Reimbursements covering Special Allowance, HRA, Educational Allowance, Utility Allowance, LTA, Medical, Conveyance Allowance etc. 


C: Variable 


^ D: Retirals i.e., Provident Fund, Superannuation & Gratuity 
Component E: Valued Perquisites such as Company Car/Car Lease Value/Subsidy, White Goods, Lunch Subsidy, Telephone etc. 











ENGINEERING 






Companyl 
Company2 
Company3 
Company4 
Company5 
Company6 
Company7 
Company8 
FMCG 
Company 1 
Company2 
Company3 
Company4 
Company5 
Company6 
Company7 
Company8 
Company9 








Company10 





CEO & MD 2,50,000 
CEO 1,30,000 
CMD 3,50,000 
JTMD&CEO 4,16,667 
MD 2,00,000 
MD 2,25,000 
MD 3,25,000 
MD 8,57,500 
MD 2,75,000 
MD 8,50,000 
CEO 6,25,000 
MD 7,50,000 
MD 6,00,000 
CHAIRMAN 20,00,000 
CMD 15,00,000 
MD 3,00,000 
CEO& MD  10,00,000 
PRESIDENT 4,50,000 


HEAVY ENGINEERING 





Companyl MD 8,25,000 7,40,416 4,16,667 2,62,433 89,448 
Company2 MD 2,50,000 2,21,166 1,50,000 79,525 76,948 
Company3 MD 2,75,000 3,98,750 5,00,000 87,478 74,448 
Company4 MD 3,00,000 4,48,333 5,00,000 95,430 1,92,500 
CompanyS MD 6,42,540 5,32,402 3,21,270 2,04,392 1,99,167 
Company6 MD 5,00,000 4,35,000 10,00,000 1,59,050 1,92,500 
IT 

Companyl CEO & MD 7,50,000 6,05,833 16,66,667 2,38,575 2,01,250 
Company2  CEO 8,00,000 7,30,000 8,33,333 2,54,480 2,07,500 
Company3 — CHAIRMAN &CEO 8,00,000 6,50,000 16,66,667 2,54,480 2,07,500 
Company4 MD 18,50,000 4,47,500 7,50,000 5,88,485 2,07,500 
Companyb VC,MD&CEO 15,00,000 11,18,333 6,00,000 2,52,150 1,99,167 
Company6 MD 6,25,000 5,20,416 10,00,000 1,98,813 76,948 
Company7 MD 2,25,000 2,47 ,083 5,00,000 71,573 74,448 
Company8 MD 3,25,000 3,15,416 2,25,000 1,03,383 74,448 
PHARMA 

Companyl MD 6,00,000 8,13,333 10,00,000 1,90,860 83,198 
Company2 MD 7,50,000 9,80,833 2,08,333 2,38,575 83,198 
Company3 MD&CEO  10,00,000 7,76,666 5,83,333 3,18,100 2,01,250 
Company4 MD 3,50,000 3,32,500 1,25,000 1,11,335 74,448 
Companyb MD 3,15,000 3,08,583 6,25,000 1,00,202 74,448 
Company6 MD 7,50,000 6,05,833 3,33,333 2,38,575 1,92,500 
Company7 MD 6,00,000 8,03,333 2,00,000 1,90,860 74,448 
Company8 CEO 5,00,000 6,85,000 5,00,000 1,59,050 1,92,500 
Company9 MD 5,00,000 6,35,000 3,00,000 1,59,050 1,92,500 
All figures in Rs 

Component A: Basic Salary. Component B: Allowances & Reimbursements covering Special Allowance, HRA, Educational Allowance, Utility Allowance, LTA, Medical, Conveyance Allowance etc. 





C: Variable Salary; 


Component 
Component E: Valued Perquisites such as Company Car/Car Lease Value/Subsidy, White Goods, Lunch Subsidy, Telephone etc. 















3,49,583 
2,03,750 
2,59,083 
5,09,305 
2,30,000 
2,04,083 
3,15,416 
7,09,291 


10,78,333 
1,109,166 
8,37,916 
10,00,833 
5,78,333 
14,60,000 
11,33,333 
2,98,333 
12,76,666 
4,00,833 





1,25,000 
2,77,917 
1,05,000 

0 

15,00,000 
1,00,000 
2,25,000 
4,28,750 


1,250,000 
10,00,000 
18,33,333 
12,50,000 

5,00,000 
20,83,333 
20,83,333 

4,16,667 
16,66,667 

5,00,000 





D: Retirals i.e., Provident Fund, Superannuation & Gratuity 





79,525 
41,353 
1,11,335 
1,32,542 
63,620 
71,573 
1,03,383 
2,72,771 


87,478 
2,70,385 
1,98,813 
2,38,575 
1,90,860 
6,36,200 
4,77,150 

95,430 
3,18,100 
1,43,145 





CXO SALARY SURVEY 2008 






90,385 
72,450 
1,44,833 
89,448 
76,948 
76,948 
74,448 
1,92,500 


2,20,000 
1,61,500 
1,57,333 
1,99,167 
1,99,167 
2,07,500 
2,07,500 

74,448 
1,92,500 
1,92,500 
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DESIGN 


ATION 


COMPONENT (A 
BASIC SALARY 


REALTY & CONSTRUCTION 





Companyl WTD 6,00,000 5,03,333 4,00,000 1,90,860 1,92,500 
Company2 MD 1000000 13,96,666 16,66,667 318100 2,01,250 
Company3 MD 2,50,000 764166  33,33,333 79,525 »2,01,250 
Company4  DYMD 500000 4,35,000 — 13,33,333 1,59,050 81,115 
RETAIL 
Companyl MD 7,50,000 6,05,833 8,33,333 2,38,575 1,55,250 
Company? MD 2,00,000 3,80,000 2,00,000 63,620 74,448 
Company3 MD 4,00,000 8,66,666 5,00,000 1,27,240 1,92,500 
Company4 CHEXEC 9,00,000 11,58,333 6,66,667 2,86,290 74,448 
Company5 MD 4,50,000 6,25,833 4,50,000 1,43,145 74,448 
SERVICES 
Company] MD 375000 3,06,583 2,50,000 1,19,288 76,948 
Company2 MD 26000 »2,71,000 83,333 82,706 76,948 
Company3 MD 54000 — 462333 4,16,667 1,71,774 1,92,500 
Company4 MD 300000 5,08,333 3,00,000 95,430 1,92,500 
TELECOM 
Company] MD 80000 — 65000  3,33,333 2,54,480 89,448 
Company2 JT MD 1000000 8,31,666 — 18,75,000 3,18,100 2,07,500 
Company3 MD 2,35,000 3,47,216 7,05,000 74,754 76,948 
TEXTILE 
Companyl WTD 7,80,000 14,06,333 100000 »2,48,118 1,99,167 
Company2 WTD & GROUP 9,00,000 7,08,333 9,00,000 2,86,290 83,198 
Company3 JT MD 3,50,000 3,32,500 3,50,000 1,11,335 1,92,500 
Company4 CEO 25000 3,89,166 8,50,000 79,525 1,92,500 
INANCIAL SERVICES 
Companyl CEO 1200000 — 906250 18,00,000 381720 2,36,667 
Company2 MD & CEO 12,50,000 1035333 6,25,000 3,97,625 2,11,667 
Company3 MD 8,50,000 6,89,166 7,50,000 2,70,385 2,24,167 
Company4 MD 6,75,000 10,52,500 4,72,500 2,14,718 2,03,333 
TES/BPO 
Company5 MD 10,00,000 23,31,666 16,66,667 1,68,100 2,20,000 
Company6 MD 3,50,000 1080417 3,75,000 58,835 89,448 
Company7 CEO 2,75,000 8,07,500 1,37,500 46,228 2,20,000 
Company6 CEO 40000 3,82,500 2,00,000 67,240 2,20,000 
All figures in Rs 


A: Basic Salary. 
C: Variable Salary; Component D: Retirals Le., Provident Fu 
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COMPONENT (D 


RETIRALS 















Component B: Allowances & Reimbursements covering Special Aem HRA, Educational Allowance, Utility Allowance, LTA, Medical, Conveyance Allowance etc 


nd, Superannuation & Gratu 


Component E: Valued Perquisites such as Company Car/Car Lease Value/Subsidy, White Goods, Lunch ‘Subsidy, Telephone etc.; WTD: Whole Time Director 


utive research firm: “In financial 
services particularly, there is a pro- 
nounced demand for CEOs in areas 
such as investment banking, asset 
management, private equity, pri- 
vate banking and wealth manage- 


sector where CEO compensation is 
headed skyward. The reason is that 
there is an acute demand for tal- 
ent at the top. Says Deepak Verma, 
Managing Director, Sheffield and 
Vermark, a financial services exec- 


ment.” There is talent shortage at all 
levels and acute shortage at top lev- 
els, he adds. 

The Omam survey corroborates 
Verma’s statement. Financial services 
recorded the highest increment of 
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Methodology 


To capture compensation trends in 
corporate India, Business Today 
collaborated with the Delhi-based re- 
search consultancy, Omam 
Consultants, to compile data on 
salaries across a range of indus- 
tries (17) and companies. This sur- 
vey covers CEOs and managing di- 
rectors and is the fourth of BT's 
annual salaries survey. For the cur- 
rent survey, Omam compiled CEO 
and managing director salary data 
across 108 companies in 17 sec- 
tors. Since salary data is confiden- 
tial, the names of the companies 
have not been revealed. However, 
the sectors have been mentioned in 
the survey and these are: automo- 
tive, chemicals, core, consumer 
durables, diversified, engineering, 
financial services, FMCG, heavy 
engineering, IT, ITES/BPO, pharma, 
realty & construction, retail, services, 
telecom and textiles. The survey 
looks at compensation data from a 
number of angles, including inter- 
and intra-industry averages. 

The Omam team that collated and 
analysed the data was led by 
Director Rajeeva Kumar, Executive 
Director Anil Koul and General 
Manager Ashutosh Kumar. 


(3rd row) R. K. Prasad, P. K. Singh, 

R Sinha and S. Thomas, (2nd row) 

S. Khandelwal, R. Kumar and P. Bharti 
with Anil Koul in front 
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30 per cent for CEOs in the year 
2007, according to the survey data. 


Variable Pays 

Variable pay is the carrot for the 
helmsmen, and that is sometimes 
as high as two times the guaran- 
teed salary. The survey numbers 
support this—the average annual 
basic salary in real estate is Rs 
5,87,500 while the average vari- 
able pay is Rs 16,83,333. Services 
and engineering have the lowest 
variable pay at Rs 2,62,500 (basic 
salary Rs 3,68,750) and Rs 3,45,208 
(basic salary Rs 3,44,271) per an- 
num respectively. 

The highest salary component 
across most of the sectors is per- 
formance pay. Realty and con- 
struction has the highest compo- 
nent for performance pay at 49 
per cent. "Performance pay or ben- 
efits & reimbursement are a way to 
acquire and retain top level leader- 
ship talent in the company that is in- 
creasingly running short of it. 
Higher performance pay is signifi- 
cant cash reward directly linked to 
performance in the here and now. 
Benefits and reimbursements are 
seen as more long-drawn and the 
cumulative effect is seldom realised," 
says Pandia Rajan. 

Over the past few years, Indian 
companies have been increasing the 
proportion of variable pay in the 
CEO's package. According to statu- 
tory guidelines, this can be as high as 
1 per cent of a company's net profit. 
On the upside, that usually works 
out to 50 per cent of the basic (or 
fixed) pay, and 30-35 per cent of the 
total cost to company, adds Rajan. 


Global Benchmarks 

So, how do these high compensa- 
tions compare to the Asia Pacific 
or global salaries? CEO pay watchers 
point out that there is no doubt 
that highly skilled leadership talent 
is a rare commodity in today's 
fiercely competitive business envi- 
ronment. Typically, industry com- 


Inter-relativity Across 
the Industry 


For every Re 1 earned by a CEO/Managing 
Director in engineering industry, the amount 
CXOs in other industries earn. 


MCC ส แร ชร ชร ร ร ล ะ | 27] 
Tn 
huanca [แส แพ แพ พ พ 269 
|| SRS) Te A 220 
ก พ ต ร ห อ ส ส ล ฑา ท 
Telecom ศี ศพ สะ ซะ ศศ ซ ร ร ระ เจ) 2.08 
Core ว เห ร ั ส ต 2 ร จร 5 2.06 
Automobile ส ส ส ล 2 02 
๒ เท ๓02? 
โด ไส ส ล 1.92 
"อ อา ฑา เต 
ก ร ดล ส ล ล ล ล ขา เต 
ห อ พ โพ ส ศศ 1.36 
ก บ เว อ อา 1 ง 
Chemicals ส ส 12 
Services HE 1.02 
Engg SD 1.00 


pensation is a direct function of in- 
dustry growth (as a derivative of 
overall economic growth). And in a 
country like India, where demand 
generally outstrips supply, it is only 
natural that demand for highly 
skilled talent is in short supply in the 
face of the unprecedented growth 
the country has been witnessing 
over the last decade or so, they say. 

Says Lakshmikanth: “If the econ- 
omy is growing at around 10 per 
cent, we can only grow. CEOs are 
well-protected otherwise as well. If 
the average salaries go up by 10 
per cent this year at other levels, 
CEO salaries would go up by 20 per 
cent.” 

According to the CEO pay watch- 
ers, salaries in India have converged 
with global salaries. If you take the 
purchasing power parity, India is 
more than there in terms of CEO 
salaries. Taking into account 
the perks, India compares well with 
the Us, they say. 


Wanted: Retail Visualisers 
There's a spurt in demand for merchandisers. 


T: RETAIL SUCCESS STORY IN INDIA HAS SPURRED 
demand for merchandisers. “Retailers are now dis- 
covering new and lucrative markets in Tier II & Tier III 
cities, This has created a tremendous demand for trained 
professionals," says Dr Malavika Desai, CEO, RCG, a 
leading recruitment firm. Hence, all retail chains, large 
format stores and large brands are already on the look- 
out for retail merchandisers to back up their expansion 
plans, she adds. A recent study by Institute of Apparel 
Management put the size of the world retail market at 
a possible $60-75 billion (Rs 2,40,000-3,00,000 crore) 
by 2011-12. As part of their job, merchandisers are 
responsible for ensuring that products appear in the right 
store at the right time and in the right quantities. This in- 
volves working with the buying teams to accurately 
forecast trends, plan stock levels among others. 8 
RITWIK MUKHERJEE 


FACT BOX 


WHO'S HIRING: All leading chains including Pantaloon, 
Shoppers Stop, Spencer's, Zodiac among others 


WHO'RE THEY HIRING: Any graduate (with or without MBA 
in retail management) with excellent communication 
skills; 3-8 years experience in retail SN TE 
AT WHAT LEVELS: Mostly at the beginner and middle lev- 
els.In some cases, at the level of general manager and 
vice president 


AT WHAT SALARIES: Rs 2.5-3 lakh p.a. at the beginner 
level, Rs 4.5-5 lakh p.a for middle level professionals, 
depending on qualification and experience 

WHAT ARE THE NUMBERS LIKE: The number can be 
anywhere between 80,000 and 1 lakh by 2011-12 





COUNSELLING 


HELP 
TARUN! 


Q: | have a master's degree in Microbiology with speciali- 
sation in human genetics. But | am interested in doing a PhD 
from a research institute in the country. Please tell me in 
which field should | try to do my PhD? 

From Immunology to drug development to biosta- 
tistics & bioinformatics, there are lots of fields in 
which you can do your PhD. You should speak to em- 
inent people in the field, professors, researchers etc. 
I would suggest that you try to do a PhD from the us 
or Europe as these places have the state-of-the-art re- 
search facilities in your subject. 


Q: | am an English graduate and currently working with a 
publishing house as a proof-reader. Will a master’s or 
diploma in Library and Information Science through cor- 
respondence help me get a better job? 

A course in Library science will definitely help 
you get a job both in managing a library and in the 
new field of online libraries if you have an incli- 
nation for technology. On the other hand, if you 
want to continue in the publishing field, you may 
want to rise from a proof reader to an editor. 
Also, you may try applying to online publications, 
which have many openings and you could even do 
this part time. 

Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 


Search for a job with ล Monster 
by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 


@ monster.com 


Sharp search. Right jobs. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


AADI Resource, VP/ GM - Civil 
Projects, Hyderabad, 15 - 25 Years, 
Job ID: 4330546 

Aspirant will be responsible for managing 
resources, maintaining effective client 
relationship, timely completion. & overall 
profitability of projects. 


Asahi India Glass Ltd., Head 
Materials, Gurgaon, 13 - 16 Years, Job 
ID: 4675794 

Responsibilities include procurement 
activities for major categorized bulk materials 
and engineering materials meeting core- 
engineering specifications including global 
procurement. 


AVL Technical Centre Private 
Limited, Head - Maintenance, 
Gurgaon, 9 -15 Years, Job ID: 4997005 
Responsible for Operational Control of all 
utilities like DG, UPS, HVAC fire fighting, 
lightings and allied machinery like softening 
plant, HT and LT system, Air compressor. 


Bharti Airtel Limited, DGM - Head 
VAS & Service Provisioning, 
Gurgaon, 9 - 15 Years, Job ID: 4859395 

As head of VAS for mobility business, Design 
a strategy & planning for ease of VAS 
activation, ensuring highest level of customer 
satisfaction & provide common process 
experience to customer for VAS activation 
across the country. 


Dicitex Décor Exports, Head IT - 
Applications, Mumbai, 7 - 12 Years, 
Job ID: 4995703 

Incumbent will be responsible for:- SAP, Mail 
Management, ERP Mgt., Software, Hardware 
& Network Mgt, User Training, Security 
Policy Formulation Expertise, Protocol in IT 
policy framing. 

Eka Software Solutions Pvt. Ltd., 
Director - Product Management, 
Bangalore, 10 - 12 Years, Job ID: 
4946933 

Responsibilities include define the product 
strategy and roadmap, deliver MRDs and 
PRDs with prioritized features and 
corresponding justification, work with 
external third parties to assess partnerships 
and licensing opportunities. 





Firstsource Solutions Limited, DGM - 
Service Quality, Mumbai, 7 - 15 Years, 
Job ID: 4854408 

Required graduate (MBA preferred) with 
knowledge of elementary statistics and 
demonstrated ability to collect, analyze and 
present data to groups and individuals. 


Independent Mobile Infrastructure 
Pvt. Ltd., Sr. Manager/ DGM - Legal, 
Gurgaon, 10 - 13 Years, Job ID: 
4989090 

Person should be able to take independent 
decisions in favor of organization. 
Responsible for Agreement (lease/ acquiring 
land) making and vetting. 


Maytas Infra Pvt. Ltd., General 
Manager - Head - Sales (National), 
Hyderabad, 10 - 20 Years, Job ID: 
4970691 

Responsibilities include achieving sales 
targets, developing new business 
opportunities and achieving higher 
realizations per square feet, managing & 
expanding sales channels across the country 
forall product lines in warehousing. 


NIIT Ltd., Zonal Head, Bangalore, 
Kolkata, 10 - 12 Years, Job ID: 4962247 
Candidate should be BE/ B. Sc/ Bachelor of 
Commerce with MBA from a premium 
College. Responsible for managing Sales team 
in the Zone and ensure delivery as well as 
customer satisfaction. 


RBS India Development Centre (P) 
Ltd., Deputy Manager - Learning & 
Development, Gurgaon, 8 - 10 Years, 
Job ID: 4991156 

Applicant should be MBA/ Master in 
Psychology/ MSW, PGDBA from premier/ 
reputed institutes. Would be responsible for 
monitoring training matrix and MIS reporting. 


Sapat, GM - Purchase & Supply 
Chain, Mumbai, 10 - 15 Years, Job ID: 
4963587 

Person would be responsible for planning Raw 
materials & support material requirement by 
interacting with the production, sales & 
marketing team and manage Inbound/ Out 
bound Logistics. 
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Six Sigma Gases India Pvt. Ltd., 
Deputy General Mgr - Commercial, 
Mumbai, 10 - 20 Years, Job ID: 4947551 
You will be responsible for the Commercial 
and Administration functions of the Unit. 
Looking after Accounts, including Sales 
Accounting, Stores & Purchases, matters 
relating to VAT, CST, Central Excise and 
Service Tax etc. 


TATA Interactive Systems, Head - 
India Sales, Mumbai, 10 - 20 Years, Job 
ID: 4818561 

Entrant should be well networked and have 
interacted/ dealt successfully with e-learning 
heads/ HR and L&D Heads/ Chief 
Information Officers of large companies. 


Tilaknagar Industries Ltd., General 
Manager Chemicals, Ahmednagar, 

15 - 20 Years, Job ID: 4983917 

Applicant should have Degree in Chemical 
Engineering with minimum 15 to 20 years of 
experience, preferably Distillery/ Alcohol 
based chemical industry at a senior level. 


TVC Sky Shop Ltd., GM/ VP Retail, 
Mumbai, 8 - 10 Years, Job ID: 4947430 
Responsible for management & execution of 
Retail Setup at National Level, identification 
of Newer areas as per strategy & planning, 
manage new store set-up with PERTS, reports, 
diagrams, charts etc. 


UFLEX Limited, Dy. General 
Manager - Packaging Machine 
Design, Noida, 15 - 20 Years, Job IDs 
4996580 

Candidate would be responsible for design of 
Packaging Machine and Special Purpose 
machines. You should have good knowledge 
of CAD. 


Vcare call centers india (P) Ltd., Headi 
of Taxation, Delhi, 7 - 15 Years, Joby 
ID: 4983819 

Responsible for all compliances matters 
relating to Direct and Indirect tax matters 
Corporate Income Tax, Transfer pricin 
legislation, VAT, Service tax; Experience od 
handling tax assessments Income tax 
Transfer Pricing. 





To know how to apply for these jobs, go to finance jobs listing page. 
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"Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


31 Infotech Ltd., Server Support 
Engineer, Kolkata, 4 - 8 Years, Job ID: 
4996417 

Responsibilities include recording, tracking 
and resolving operational problems, 
investigating the root cause of all significant 
problems and defining solutions for identified 
operations problems. 


Aithent Technologies (p) Ltd., Team 
Leader/ Project Leader, Gurgaon, 
5-8 Years, Job ID: 2965378 

You should have total 5-8 yrs experience, 
should have worked on C#, ASP.Net, 
Database - SQL Server. 


AXA Technology Services, Project 
Manager, Bangalore, 8 - 10 Years, Job 
ID: 4996785 

The Project Manager is responsible for 
planning the project in order to accomplish 
strategic business objectives of the customer 
that is required within the constraints such as 
time, cost and agreed quality standards. 


Conseco Data Services (India) Pvt. 
Ltd., Java Programmer, Hyderabad, 
3-5 Years, Job ID: 3934997 

Required Java candidates with J2EE, JSP, and 
EJB with Struts Frame work on Websphere, 
MS SQL Sever2000 and Oracle 9i skill set. 


Cybernet-SlashSupport, SSA/ TL - 
C£, Winforms, Bangalore, 4-8 Years, 
ob ID: 4978444 

should have worked on UML Design, 
nave experience in Nunit, open source 
Framework, should have worked on test driven 
development; knowledge on Agile practices is 
preferred. 


Dell,Software Senior Technologist/ 
Architect, Bangalore, 10 - 20 Years, 
ob ID: 4827055 

Zandidate should bc from Systems/ 
Network/ Storage management domain. You 
lhould have played an architect role in a 
omplex software product development 


To know how to apply for these jobs, 


IBS Software Services Pvt. Ltd., 
Implementation Architect, 
Tiruvananthapuram, 5 - 12 Years, Job 
ID: 4993280 

Aspirant should have minimum 4 yrs 
experience in J2EE project development, also 


having 2 - 4 yrs experience in Websphere/ 
Weblogic cluster administration. 


Iris Software Pvt. Ltd., Data Analyst - 
Foxpro, Delhi, 2 - 10 Years, Job ID: 
4994862 

Skills required Technical: Should have good 
knowledge of MS Office (should be able to 
create macros in Excel) should have 
knowledge of Foxpro, should have basic 
knowledge of SQL. 


Mascon Global Limited, Java 
Architect, Bangalore, 7 - 14 Years, Job 
ID: 4998755 

Skills required expertise on VOIP domain, 
preferably SIP, experience on JAIN SIP, an 
added advantage, expertise in any of the RTP 
protocols, design experience using XML 
schemas. 


Microsoft - MGSI, Reporting Analyst, 
Hyderabad, 4 - 6 Years, Job ID: 
4993206 

The job includes: Own, manage the creation 
and production of Business Scorecards and 
Reports for periodic business reviews 
Provide in-depth data analysis needed to 
identify business trends. 


New Horizons India Ltd., Java SSE, 
Bangalore, 5 - 8 Years, Job ID: 4995975 
Skills required XML, XSLT, and Xpath, 
HTML & JavaScript, JSP/ JSTL/ Servlets, 
SQL etc. You should have experience with 
web services and batch processing. 


Persistent Systems Ltd., Project Lead 
- SQL Server 2005, Pune, 6 - 9 Years, 
Job ID: 4994053 

You should be able to generate Business and 
develop relationships with the client, provide 
technological solutions to the client in the 
SQL Server technology domain. 


Qualcomm Inc. Embedded Linux 
Software Engineer, Hyderabad, 3 - 6 
Years, Job ID: 4994456 

Aspirant should have Bachelor's, Computer 
Engineering and/or Electrical Engineering 
with 3-6 years of software development 
experience. 


Symantec Corporation, Manager, 
SQA Engineering, Pune, 8 - 10 Years, 
Job ID: 4996444 

As Manager, SQA Engincering, ensure the 
effective and timely testing services to STG 
products. Good to have - C++, C, Java, 
TCP/IP Knowledge any scripting, Security 
Testing. 


Tech Mahindra Limited, Design 
Architect - Board Design, Bangalore, 

7 - 12 Years, Job ID: 4998566 

Aspirant should have Basic knowledge 
pertaining to design with Voltage regulators, 
DC-DC converters, power sequencing and 
monitoring. 

TLI Software Pvt. Ltd., Sr. System 
Administrator, Bangalore, 5-8 Years, 
Job ID: 4322616 

Entrant should be a Graduate or Diploma 
preferably in CS or Electronics and 
Telecommunication, having working 


knowledge on Backups and Disaster recovery 
for Server on different platform. 


Usoft Technologies (I) Pvt. Ltd., 
Project Manager, Chennai, Delhi, 

9 - 12 Years, Job ID: 4157443 

Applicant should have 10 years of relevant 
software development/ management 
experience from reputed IT organizations. 
Experience in JAVA/ J2EE, EJB, Hibernate, 
JBOSS application Server, MYSQL and 
Oracle Database. 


Xansa [India] Ltd., Oracle Apps 
Technical Consultant, Noida, 

7-10 Years, Job ID: 3615643 

The candidate should be BE/ B. Tech/ MCA/ 
M. Sc in regular stream. Overall experience 
required is 7+ yrs in IT and at least 4+ yrs in 
oracle apps preferably in P2P and expanses 
modules. 


go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Asahi India Glass Ltd., Key Accounts 
Manager, Pune, 9 - 10 Years, Job ID: 
4886205 

Responsibilities include sales forecasting (Mid 
Term, Annual and Monthly), implement 
strategy to achieve and exceed sales as per 
target, target increase in share of business, 
maintain excellent relationship with 
customers to enhance current and future 
business prospects, direct responsibility for all 
customer issues on QCDDM. 


Cactus Communications Pvt. Ltd., 
Vice President - Business 
Development, Mumbai, 5 - 8 Years, 
Job ID: 5007158 

Applicant should have 5+ years experience in 
the pharmaceutical industry/ healthcare/ 


medical communications set-up. 


Gati Ltd., BDM - International, 
Mumbai, 4-8 Years, Job ID: 5008374 
Entrant should have professional degree in 
International Marketing with 4-8 years of 
experience in international selling. 


Honeywell, Business Development 
Manager, Hyderabad, 4 - 8 Years, Job 
ID: 4975782 

Candidate should be able to identify the New 
Product / New service introduction as growth 
opportunities for businesses working with 
global / regional teams. 


KRONOS Systems India Pvt. Ltd., 
Sales Manager - West, Mumbai, 5 - 10 
Years, Job ID: 4998059 

Entrant should have min. 5 years field sales 
experience with focus on large strategic 
accounts including applications sales 
experience, able to manage sales through 
forecasting, account resource allocation, 
account strategy and planning. 


Larsen & Toubro Limited, Marketing 
Manager, Chennai, 7 - 15 Years, Job 
ID: 5003845 

Entrant should be B.E. Mechanical — 1st Class, 
experience in inside Sales and Marketing field 
in Engineering Industry is a must, with a 
minimum of 7 years to a maximum of 15 
years. 


Makro Technologies Pvt. Ltd., 
Marketing Manager, Hyderabad, 

5-7 Years, Job ID: 4305262 

Marketing Manager will be able to manage a 
team of Mktg Executives to assist the US 
Marketing Director in supporting the US sales 
teams with marketing strategy, leads 
generation, CRM maintenance and 
client/prospect data mining etc. 

Matrix Telecom Pvt. Ltd., Sales 
Manager, Vadodara, 3 - 12 Years, Job 
ID: 5009472 

Candidate would be responsible for 
Achievement of Sales Targets, Marketing 
Activities. He should be able to develop and 
manage the channel partners, in line with 
Matrix channel strategy and maximize Matrix 
products sales. 


Nous Infosystems Pvt. Ltd., Sr. 
BDM/ General Manager - Managed 
Services/ RIM, Bangalore, 10 - 15 
Years, Job ID: 4903936 

Aspirant should have Bachelors degree in 
Engineering (Computer Science/ Electrical/ 
Electronic/ Communication), Masters in 
Business Administration (in Marketing/ 
Finance) with 8 - 12 years or more of selling 
complex IT services mainly on selling 
Managed Services / Infrastructure services. 


Procentris India Pvt. Ltd., Business 
Development Executive, Mumbai, 
3-10 Years, Job ID: 4458085 

The position requires Networking, and 
Network Security knowledge along with Basic 
knowledge of Operating Systems like 
Windows, LINUX, UNIX etc. as well as 
knowledge of Patch Management. 

Saka Solutions, IT Business 
Development Manager, Chennai, 

3-7 Years, Job ID: 4769412 

The ideal candidate will have a minimum of 3 
years experience in direct sales including 
prospecting, cold calling, appointment 
setting, and client presentations as needed. 
Sarovar Hotels and Resorts, Asst. 
Manager/ Dy. Manager - Salese, 
Delhi, 3 - 5 Years, Job ID: 4985845 

The ideal candidate should be graduates with 
good exposure and experience in inbound 
sales with good communication skills and a 


pleasing personality would be ideal for the job. 


Bd 


SAS Institute (India) Pvt. Ltd., 
Business Manager - Manufacturing, 
Bangalore, 5-9 Years, Job ID: 4576698 
You will be responsible for developing new 
clients and growing and maintaining existing 
clients for SAS's standard services and 
products by researching and identifying 
opportunities in a market segment and 
developing an understanding of the concept 
of solution selling in order to achieve sales 
target objectives. 

Sify Technologies Ltd., Product 
Manager, Chennai, 5 - 8 Years, Job 
ID: 4972551 

Incumbent should have Bachelors degree in 
Engineering with MBA Marketing or related 
discipline with experience in market analysis, 
business case development, product scoping 
and project planning with development teams, 
and outbound product marketing and 
communications. 

SumTotal Systems India Ltd., Sales 
Manager, Hyderabad, 6 - 10 Years, Job 
ID: 4955087 

Entrant should have postgraduate degree in 
Business Management with at least 7 years of 
experience selling Software and Services in. 
Indian market. Primary responsibility is toi 
meet and exceed the assigned quota for sales, 
of STS products and services within the 
designated territory. 

Super Technical India Pvt. Ltd., 
Regional Mangare - Sales, Bangalore, 
5-10 Years, Job ID: 5000739 

Candidate should be Mechanical Enginees 
with 5-10 years of experience in selling 
Instrumentation Process Control, Fluid. 
Power, Valves etc. 


Tata Chemicals Ltd., Mgr. - 
Institutional Sales, Ludhiana, 4 - € 
Years, Job ID: 5001725 

The incumbent should be responsible fo» 
meeting the Sales targets of the Institutiona: 
Category in the regions of Punjab State. 
Wipro Technologies, Practice 
Manager - ESS Pre-Sales, Bangalore 
10 - 12 Years, Job ID: 5002151 

You would be responsible for presales for TW 
services, manage RFP, Develop Proposals,» 
SOWS, coordination with vendors for pricings 
solution validation, leading 
Infrastructure /security projects etc. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Aneja Associates, Internal Audit, 
Mumbai, 0 - 5 Years,Job ID: 4965016 
Applicant should be CA, CIA, CISA, MBA and 
ICWA, responsible for conduct of operational 
and management audits in manufacturing, 
capital market, insurance, construction, etc. 
Industries. 

Bagalkot Udyog Limited, Manager 
(Finance), Mumbai, 5 - 15 Years, Job 
ID: 4993303 

You will be responsible for preparing 
projections for expansions and new projects as 
well as negotiations with banks and financial 
institutions independently at middle levels and 
ina supporting role at senior levels. 


Cordys R&D India Pvt. Ltd., Assistant 
Manager - Finance & Accounts, 
"Hyderabad, 4 - 6 Years, Job ID: 
4963749 

Candidates with B.Com/ M.Com from 
reputed university and desiring/ currently with 
ICA or ICWAI will be considered. He will be 
responsible for maintaining & managing cash 
I& bank transactions, managing travel advances 
and settlements, routine booking and 
accounting, 

Elico Limited, Finance Manager, 
Hyderabad, 5 - 7 Years, Job ID: 
1804941 

Aspirant should be able to develop and 


mplemerit accountirig policies, systems and 
»rocedures that support company operations, 
facilitate quality and timely reporting. 
Preparation of financial statements and other 
eports in compliance with Accounting 
standards etc. 

Zros Infrastructures Pvt. Ltd., Cost 
Accountant, Nagpur, 2 - 5 Years, Job 
D: 4989054 

"he incumbent having knowledge in Product 
Josting, Monthly Cost Sheet, and Standard 
losting, MIS like Variance Analysis, 
budgeting, Cost Control, Product wise Break- 
Even Analysis, Pricing, Cost Audit, and 
inventory Costing. 








Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


2. Type the Job ID in the “Search Jobs" box on the 
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Frost & Sullivan, Director - Finance, 
Chennai, 10 - 16 Years, Job ID: 
4824508 


Responsible to provide strategic management 
of the accounting and finance function and 
advise Executive Management on strategy, 
revenue and corporate structure. 


Genpact, Finance Executive, Delhi, 
Gurgaon, 1-5 Years, Job ID: 4351249 
Candidate should be B.Com, M.Com, CA 
Inter, MBA Distance Learning with 1-5 years 
of exp. Candidate must be responsible for all 
finance and accounts related functions such as 
Bank reconciliation, Bank receivables and 
Bank Payables etc. 


GlobeOp Financial Services, 
Associate - Billing, Mumbai, 2 - 7 
Years, Job ID: 5005079 
Responsibilities include manage the 
international billing departments, collection 
calls and ensuring the collection of 
receivables, reconciliation of the Accounts 
Receivable statements with the clients. 


Goldman Sachs Services Pvt. Ltd., 
Analyst - Payroll Accounting, 
Bangalore, 2 - 5 Years, Job ID: 
4959528 

Responsible for the compensation reporting 
and accounting for both external as well as 
internal authorities. Review, reconcile and 
substantiate monthly entries to general ledger 
accounts for their region for various payroll 
and accrual entries. 

Matrix Laboratories Limited, Head 
Taxation, Hyderabad, 5 - 14 Years, Job 
ID: 4970427 

Required qualified Chartered Accountant 
with over 10 years of experience in 
manufacturing industry is preferred. MNC 
experience would be an added advantage. 
Should possess thorough knowledge of 
Income Tax, Service Tax and Wealth Tax. 
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Midco Ltd., Manager Costing, 
Ahmedabad, 3 - 5 Years, Job ID: 
4987653 

Entrant should be responsible for Product 
Costing, Budgeting, Accounting, MIS, 
Monthly valuation of items, Store Valuation 
etc, Must be able to handle independent 
Costing department. Computer & English is 
must. 


Otis Elevator Company (India) Ltd., 
Manager Internal Control, Mumbai, 
2-6 Years, Job ID: 4989930 
Interaction with Head office/ Regions/ 
Factories and other departments to ensure all 
internal control policies and procedures are in 
place and support the regions to ensure 
compliance. 


Pidilite Industries Ltd., Sr. Executive - 
Accounts, Mumbai, 4 - 5 Years, Job 
ID: 4969020 

The incumbent will be responsible for 
activities relating to vendor payment, 
knowledge of areas of services tax, Scrutiny 
of creditors etc. Candidate must have 4-5 
years of experience and should be ICWA 
Inter. 


Tata Autocomp Systems Limited, 
Business Analyst - Financial, Pune, 
3-7 Years, Job ID: 4994378 

You should be able to understand the client's 
functional and non-functional needs through 
interactions with various stakeholders. He will 
be responsible for documenting and obtaining 
the clients’ sign-off on the requirements 
(manpower hardware / software). 


Tata Coffee Limited, Manager - 
Finance, Bangalore, 5 - 10 Years, Job 
ID: 4962581 

The candidate should have a thorough 
knowledge of quality concepts, excellent 
communication skills, and excellent 
knowledge of computer applications. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 
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hief Executive Officer 


LEADING ALL-INDIA GROUP 


CHENNAI 


The Challenge & 
Opportunity 


A top Indian business house with a 
diversified portfolio is restructuring to 
chart a growth plan. It needs a President 
for one of its well-known, large and 
profit-making national companies, 
headquartered at Chennai. 


Ce 


General 


duas vi 





We do not reveal any candidate's identity without his or her prior permission. 


The Person 


A visionary and a leader, reporting to 
the company's board. A front-end leader 
with sound marketing and manufacturing 
background and general management 
experience at the corporate level for 
at least five years. Capable of striking 
international alliances both technological 
and strategic. Preferably engineers and 
MBAs/CAs, around 45, capable of 


acquiring new industry knowledge, 
managing national manufacturing and 
marketing networks, leading to the 
Company's growth. 


The Rewards 


A compensation package designed to 
befit the very best and an opportunity 
for professional achievement and 
advancement. 


If the challenge interests you, please courier a structured career résumé including age, present and expected 
compensations, with a covering letter to Aunaram Saraogi, Chairman, General Management Consultancy, 70C 
Hindusthan Park, Kolkata 700 029 within 10 days. If you have a question, call Mr Saraogi at +91 33 2474 9664. 


General Management Consultancy deals with CEO and Board positions only. 
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e a chicken: Lakshami Devi (foreground) and her other SHG partners show off their prized possessions 


PHOTOGRAPHS BY AMIT ¥ 


A genetically-enhanced chicken breed is egging on poor villagers in 
rural Uttarakhand to take up poultry farming, discovers KAPIL BAJA] 


Sitar Ganj tebsil, Udham Singh 
Nagar, Uttarakhand 


PME RAVELLING 280 KM FROM 
Delhi to witness poultry 
farming in villages of 
Uttarakhand might seem, 

on the face of it, like an idea strictly 

for the birds. Having been there 
and now writing this piece, | am 
inclined to think it was worth it. 

That's because Uttarakhand Rural 

Poultry Development Project 

(URPDP) comes across as a reason- 

ably successful essay in the great 

civilisational goal that science should 
be employed for the good of 
the people. 

It's strange that in a country that 
prides itself on having brought about 
the Green Revolution, there seem in 
the present times so few examples of 


science helping people bettering 


their lot. 

Started in January 2003, 
URPDP, a collaborative effort between 
Uttarakhand government and 
Gurgaon-based Keggfarms, pro- 
motes poultry farming among rural 
communities that have very limited 
means of livelihood and survival. 
The mainstay of the project: 
Kuroiler, a sturdy egg-laying-cum- 
meat bird whose stock is developed 
by Keggfarms. (It's a ‘genetically 
enhanced’ breed—not a genetically 
modified bird, | am told.) 

The coloured bird, which. can 
survive in scavenging conditions and 
yet has the superior ability to lay 
eggs and grow in body weight com- 
pared to non-descript chickens and 
broilers (industrial poultry birds 
used for meat), makes up the science 
part of the project. 


“In scavenging conditions, which 
are commonly found in villages that 
practise poultry farming, a Kuroiler 
produces 180 to 200 eggs in 365 
days and the male bird can attain a 
weight of 1,800 gm in 90 days. It’s 
also a much tastier bird,” Vinod 
Kapur, the 74-year-old Managing 
Director of Keggfarms, had told us 


Worth their weight: Kapur says the 
Kuroiler helps boost 


farmers' income 





bt reporter's diary 


the other day. 

As we drive down from URPDP 
parent farm in Pantnagar (which 
produces 1.5 lakh chicks a month 
in modern incubators and hatch- 
eries), to Sadhu Nagar village, 
Lakshami Devi, a smart client of the 
project, tells us that Kuroilers 
(named so to evoke the Keggfarms 
name) also require less healthcare 
than common broilers and have 
lesser mortality rates. 

Lakshami Devi and her two part- 
ners, who belong to Vikas Svayam- 
siddha Samooh (self-help group), 
can't give us precisely the costs of 
their business, but are sure that a 
3-month or so cycle of buying about 
500 day-old chicks (Rs 9-10 a chick), 
raising them to the marketable body- 
weight, and then selling them for 
meat earns them something like Rs 
14,000 to Rs 22,000, depending 
on how good the market is. 

Their costs include feed, vac- 
cines, electricity (for maintaining 
temperature in the sheds), and trans- 
portation (for fetching the inputs 
and selling the poultry). 

Abdul Qadir, a URPDP agent, who 
facilitates marketing of chicks and 
provides other assistance to clients, 
tells us that broilers continue to 
dominate the market and so 
Kuroilers make up a higher-priced, 
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more niche market. 

Later, in Shakti Nagar village, 
Deb Dulal Mondal, a medicine 
seller whose wife Taruna takes care 
of the poultry, tells us that his costs 
in raising day-old Kuroilers to 21 
days or so is around Rs 23-24 but 
it’s hard to sell it to pheriwallas 
(the bicycle-borne retailers of 21-day 
chicks) at a price covering those 
costs. “The other option for us is to 
raise the birds for 90 days till they 
attain about 2 kg of weight and can 
be sold,” he Says. 

Ambarish Srivastava, URPDP 
Coordinator, says the project does 
help its clients in marketing the 
birds—whether they want to act as 
‘mother units’ (that raise day-old 
chicks sourced from the parent farm) 
or as small poultry farmers (who 
generally buy 21-day-old birds and 
raise them to maturity), but there are 
still some gaps between the farmers 
and the market. 

Unlike the Keggfarms' business 
model, which mainly relies on selling 
the superior birds as chicks to the vil- 
lage poultry farmers who can raise 
them in traditional low-cost way, 
URPDP also combines field exten- 
sion, training, and marketing in its 
fold—not an easy job in the difficult- 
to-reach villages of Uttarakhand. 

“The idea is not to make any 


big intervention in the traditional 
backyard poultry farming, but use 
the available resources to help farm- 
ers raise their incomes. Kuroiler 
commands better price than non- 
descript birds or broilers,” Kapur 
had previously told us. 

At Lama Kheda village, we visit 
the house of Sarvan Devi, another 
URPDP client and SHG member. In 
her absence, Inder Singh, her hus- 
band, tells us that each woman in his 
village raises 10-12 chicks, sourced 
from the parent farm in Pantnagar. 

That is typical of small Kuroiler 
farmers (as opposed to ‘mother 
units’ that buy birds in hundreds or 
thousands) who raise their chickens 
in traditional, ‘free range’ ways— 
i.e., without sheds and feeds pur- 
chased from the market, letting 
the birds roam around and feed 
themselves on vegetation and 


| ‘Yuna 


Uppiler 


by rearing 


household waste. 

“About 64,000 families, many 
of whom are below poverty line 
(BPL), have so far benefitted from 
URPDP,” Srivastava says, noting that 
about 4,000 SHGs are involved in 
the project. And given our experi- 
ence of meeting SHG members who 
are participating in the project, URPDP 
also seems to be giving women a 
tool with which to organise and 
empower themselves. 8i 


nts 
Kuroilers 
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Russi, the Irrepressible 


An indulgent look at the life and times of one of India 
Inc's most colourful characters. SANJOY NARAYAN 


RUSSI MODY OU SHOULDN'T EXPECT AN AUTHORISED BIOG- 
THE MAN WHO Y raphy to provide a no-holds-barred account 
ALSO MADE STEEL of its subject and this one on Russi Mody, 
Partha Mukherjee and former honcho of Tata Steel, is no exception. 
Jyoti Sabharwal Partha Mukherjee and ]voti Sabharwal have re- 
Stellar lied more on their subject than anybody else for al- 
Pp: 251 most everything that fills up the 251 pages that 
Price: Rs 495 make up this book—quotes, anecdotes, descrip- 


tion of events, etc. That's not a problem really, con- 
sidering that the nonagenarian Mody has led a 
life that has always been replete with colour and 
controversy. Born into a privileged Parsi family 
and educated at Harrow and Oxford, Mody had an 
elitist upbringing and a lifestyle that was always self- 
indulgent and hedonistic. His iconic and highly 
successful career—mainly at Tata Steel, where he 
spent 53 years—was marked by several achieve- 
ments as well as generous dollops of controversy. In 
short, his was a corporate inning that was any- 
| thing but drab or predictable. 

Esc re narration of how Mody led his active corporate life, pep- 
pered with his candour and one-liners, can make for an absorbing read, 
at least in theory. Yet, the authors of this poorly written and indifferently 
edited tome have managed to botch things up. If the one-sidedness of their 
account doesn't irk you, the abysmal prose will. Bad grammar, typo- 
graphical errors and lazy research make reading it an unwelcome chore. 

In 1939, after graduating from Christ Church College at Oxford 
University, Mody, a self-proclaimed average student and an “extraordi- 
narily ordinary man” joined Tata Iron and Steel Company (as Tata Steel 
was known then) and rose to become its Chairman and Managing 
Director. During his tenure, the company grew impressively and Mody, 
like several other Tata group chief executives, became very powerful and 
ran his business like an empire. In the early 1990s, when Ratan Tata was 
anointed group patriarch JRD Tata’s successor, things came to a head. After 
a public fracas that was uncharacteristic for the Tata group, Mody was 
sacked in 1993. His exit was also marked by an equally public wrangling 
for a severance package that many believed was lavish. Incidentally, the 
book also provides Mody an opportunity to publicly mend his rela- 
tions with Ratan Tata and he is quoted as saying that “after many years of 
chilly relationship, I have become friends with Ratan again”. 

All of this—the Mody-Tata face-off, a subsequent ill-fated stint as chair- 
man of Air India and Indian Airlines and more—is covered by the authors 
but with a clumsiness that makes reading The Man Who Also Made Steel 
tedious and tiring. Reading a book on Russi Mody, whose Falstaffian joie 
de vivre became a part of India’s corporate folklore, could have been made 
so much more pleasurable. Was it the lack of time and a looming dead- 
line that deterred the authors from researching their subject a little 
more? Or was it the paucity of resources? One wonders. 
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HUMAN SIGMA — 
John H Fleming and Jim Asplund 


Gallup Press 
Pp: 313 
Price: $25.95 (Rs 1,038) 


HAT SORT OF AN EXPERIENCE A 

buyer of goods or services 
gets in the process often deter- 
mines whether or not she will re- 
turn to the marketer as a cus- 
tomer. It's a fact marketers have 
known for decades. So, what does 
Human Sigma, entitled so to al- 
lude to the powerful quality tool of 
Six Sigma, tell them that they al- 
ready don't know? Put simply, it is 
that the employee side is as im- 
portant as the customer side in the 
employee-customer equation, and 
that most organisations don't have 
a structure that deals with both 
sides of this equation as one. The 
authors, both consultants at 
Gallup, argue that the traditional 
rational-functional model of deci- 
sion making isn't suited to deal 
with the complexities of employee- 
customer interaction. Instead of 
regimenting employee behaviour, 
manage by outcomes, they sug- 
gest. They also urge companies to 
liberate (their employees) and not 
legislate. "The most dramatic in- 
creases in productivity occur when 
companies allow workgroups to 
choose their own initiatives and 
focus on them," they write. The 
authors even argue that it's pos- 
sible to quantify the outcome of 
the employee-customer interac- 
tion. Mark@ting guru Philip Kotler 
calls Human Sigma a powerful 
new tool “in creating high-value 
engagements with your cus- 
tomers”. You wouldn't want to 
take his assessment lightly. 
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The Great Indian BPO Family 


The family that works together stays together. That’s the new BPO story 
unfolding across India. PALLAVI SRIVASTAVA 


194 


HIS IS THE STUFF BIG DREAMS IN SMALL TOWNS 
T made of. The Kamboo-Khan family from 
Devlali, a small town near Nasik, has seen its 
socio-economic conditions change, thanks to a 
stroke of providence that has brought six mem- 
bers of this family to EXL. Five of them work in 
Pune and one in Noida and, they are pleased as 
punch when you call them the BPO family. 

It was 2004, and restless in his small town, 
Fahim, the eldest son of Yasmeen Kamboo, saw 
his friends settling down in Pune and decided to 
give it a shot himself. He managed to get a job at 
domestic BPO—Tata SerWizSol within a couple 
of months. His mother's brother Alishan Akbar 
Khan had recently quit his marketing job at 
Sangli to work with EXL. "The opportunities that 
the BPO industry offered made us realise that 





YUSUF KH 


there is scope for each of us here," Fahim says. 
Thus started Project Pune. *It was a big decision 
for my parents to shift to Pune," says Fahim. 
Within the next three months, his mother, 
Yasmeen Kamboo, got an appointment letter 
from EXL on her first day in Pune and his father, 
too, got a job at WNs in the same month (though 
he has his own start-up now). Fahim's sister Sana 
also managed to secure a job at Tata SerWizSol a 
month later (she is now married and works in 
EXL Noida). Yasmin Alishan Khan, Alishan's wife, 
joined the company in 2005 and Wasim, Fahim's 
brother, joined the industry a year later. Rohit 
Kapoor, COO & Co-founder, EXL, says: “Families 
working together are the best endorsements of an 
organisation's work culture and work practices." 
This family vouches for it. 


RAIKUMAR 


Chandra Shekhar (left) and Naveen Kumar, Process Executives, Infosys BPO 


HEY MEET IN THE DINING ROOM EVERY FEW DAYS 
Ta occasionally get five minutes together to 
grab a soft drink or a snack together. Naveen 
Kumar, 24, and Chandra Shekhar, 22, work differ- 
ent shifts at Infosys BPO. “I was hired from campus 
gss College, Mysore) and have worked here for 19 
months,” says Shekhar, who then enticed his 
brother to move from Indiainfoline to Infosys BPO. 
“We rarely get to meet either at home or even at 
work,” says Naveen. While Naveen works a US shift 
that lasts from 6.30 p.m. to 3.30 a.m., his younger 
brother works the บ พ shift, which starts from around 
3 in the afternoon. While parents back in 
Nanjangud, a small town south of Mysore, have 
been pushing Naveen to the relative comforts of day 
shift, that appears remote for the moment, he says. 
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Amar Jain, Project Manager, HCL BPO. 
Pankaj Jain (in front), Manager, HCL BPO. 
and Rachna Chhabra, Manager (Corporate 
HR), HCL BPO 


HIS FAMILY CAN'T GET OUT Ol 
Te habit of a midnight coffee 
session. They don't care if it's un- 
healthy. For them, that's the only 
part of the day (or night) when 
the entire family can actually sit 
down and talk to each other. No 
prizes for guessing the topic of 
conservation. “We have discussed 
almost everyone we work with," 
says Rachna. Though all three of 
them work in different buildings, 
they tend to bump into each other 
several times a day. "The three of 
us share two cars among us. So, 
two of us tend to either come to- 
gether or go back at the same 
time so it works for us logistically 
too," says Amar, Rachna's hus- 
band, who joined the company in 
December 2002. Amar's brother 
Pankaj, the last member of the 
family to join the company, is em- 
phatic that working together 
tends to ease one out. 
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Deborah Ephraim (foreground), Senior Trainer, 24/7 Customer; and 
Drusilla Ephraim, Senior Trainer, Aviva Global Services 


HE TWO EBULLIENT SISTERS HAVE A LOT IN 
pestis. They have similar likes and dis- 
likes and even beaus from the same industry. 
Not surprising then, they have similar profiles, 
even though they work for different organisa- 
tions. Deborah has been working in the industry 
for more than four years while the younger 
Drussila has a longer six-year experience in the 
industry. They live with their father, an ex-Air 
Force personnel-turned-homemaker. He looks 
after the house all week but rests on the week- 
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ends when the sisters take up cooking, cleaning 
and feeding the fish. “I like the fact that I can 
discuss everything with my sister and she under- 
stands it completely, being from the same indus- 
try,” says Deborah. “We both like what we do,” 
chips in Drusilla. 

Being in the same industry has driven them 
to bond big time. “We watch latest movies at 
home and play indoor games and when we are 
not doing anything, we just sit and talk,” says 
Drusilla. Their latest project at home? Making 
their father net savvy enough so that he can 
stay in touch with his mother living in 
Chennai, who is already a pro at e-mails 
and video chats. 


(From left) Gwenderlin, Muriel & Jennifer, Executives 
(Customer Service), 24/7 Customer 


LL THREE OF THEM LIVE IN THE SAME CITY OF HYDERABAD 
Asa work for the same BPO company, 24/7 Customer. 
They even share a common designation: Executive 
(Customer Service). Currently undergoing training in the 
organisation that they joined in November 2007, they hap- 
pen to share a similar floor and shift (the last two luxuries 
are likely to change soon as they finish their training and, as 
they say, “hit the floor"). And the similarities don't end 
there. All three come from a teaching background and each 
has degrees in BEd and MA. BPO scored over a career in edu- 
cation as "there is better compensation and the incentives 
are very attractive," says Gwenderlin. 

For the eldest Jennifer, the charm lies in knowing new 
people. “One is able to catch up with the pace of the new 
generation as well," she says. Or as the youngest of the sis- 
ters Muriel pitches in: “Merit is rewarded here." The three 
sisters share a similar accent and sound alike on phone but Manager (Operations), HCL BPO 
then, it is not an acquired skill but a natural one. That may Harpriya Mehta John, HR Executive 
only prove to be an added asset in this industry. HCL BPO: and Manpriya Mehta. 


HR Executive, HCL BPO 


IKE ANY OTHER BPO 
| /couple, they met here 


and got married. Harpriya 
joined HCL two-and-a-half 
years ago, met Christopher 
a few months later and got 
married to him last year. 
Last year was also the time 
when Harpriya's younger 
sister Manpriya joined the 
company in a similar 
profile. 4 doting 

( hristopher IS at pains to 
explain how despite 
different timings at work, 
they try to spend as much 
time with each other as 
possible. “I make sure to 





Christopher Daniel John, Assistant 


spend some quality time 
with Harpriya and be there 
together at least for 
breakfast and dinner," he 
says. For their part, the sis- 
ters work in different build- 
ings and live in different 
houses but the weekends 
are set aside for family 
bonding. 
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Perfect Harmony 


Monica Charan, Onsite Personal Assistant to Client, HCL BPO: 
and Noel Charan, Advisor, HCL BPO 


T 44, SHE LOOKS TOO YOUNG TO BE THE 
A\mother of a 20-year old, but Monica 
Charan is not bothered. Neither is she bugged 
by the fact that the colleagues of her son Noel 
call her by name. Noel doesn’t mind it, too. 
After all, both work in the same company. 

Monica joined HCL in February 2005 after a 
13-year stint with an export house. “I knew 
people at my age were also going in for such 


jobs. Í applied and got through,” she says. A few 


UP’s (internal job promotions) later, Monica is 

now an Office Assistant. When Noel decided to 
join the industry in December 2006, the doting 
mother was all for it. *I had to take a year off in 
college and was getting very restless and bored. 
That's when my mom advised me to work in a 

BPO outfit so that | don't waste any more time,” 
Noel says candidly. He joined HCL in December 
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2006 and now it's a little more than just-spend- 
ing-your-free-time for Noel, who is now an 
Advisor at HCL. “He is more responsible now 
and | am proud to say a workaholic too,” his 
mother says. The schedules go a bit haywire but 
neither is complaining. Apart from the Sunday 
church visit and the occasional lunches on the 
weekends, they hardly get to spend much time 
together but that is not a problem since most of 
the days they bump into each other often—at 
office. “If not, there are colleagues who keep us 
updated about each other's whereabouts," jokes 
Monica. So, has life changed for her in the last 
three years? *I have made lots of new friends. 
It's not easy being a single parent, but | don't get 
conscious any more,” she says. What makes her 
conscious is the odd day when she wears west- 
ern wear to office because “I get so many calls 
complimenting me." And that’s only driving her 
to experiment with clothes even more. 
ADDITIONAL REPORTING BY E. KUMAR 
SHARMA AND RAHUL SACHITANAND 
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The new Scorpio mHawk: Will it take the US by storm? 

1. Lighter, but (a wee bit) more powerful: Yes, that's what the new 2.2-litre engine is 
2. Looks: Well, it's still as boxy (and as ugly) as before 

3. Steering mounted “cruise control”: It’s nice, but totally out of place in India 


Good but Boring 


The ‘new’ Scorpio has lots of new toys and handles well, but, 


on the flip side, looks as boxy as before. KUSHAN MITRA 


AHINDRA & MAHINDRA'S 

Vice Chairman and MD 

Anand Mahindra plans 
to sell the Scorpio in the us. The 
problem is that the old Scorpio had 
the performance of a heffalump 
(an elephant-like animal mentioned 
by A.A. Milne in Winnie The Pooh). 
So, M&M decided that the only way 
around this problem was to engi- 
neer a solution. 

So, here we have the Scorpio 
mHawk, with a whole new 2.2- 
litre engine tuned by engine spe- 
cialists AVL of Austria. The new en- 
gine is lighter, has a variable geom- 
etry turbocharger and an inter- 
cooler on top of the engine, mean- 
ing the air scoop on the bonnet ac- 
tually does something. This engine 
is actually more powerful than the 
previous one, pumping out five ad- 
ditional horses for a total 120 horse- 
power. Thankfully, unlike the old 
2.6-litre engine, the power does 
not come in huge inedible lumps, 
but a lot more smoothly. 


M&M's conces- [SCOR 
sions to the US have 
not stopped there. 


Engine: 2179cc 4-cylinder 


a เณ TOT 
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L previous Scorpio. Plus, you 
do get a reworked sus- 
pension, making ride and 


The Scorpio was al- i handling slightly better. 
ways large enough a di So, this is, for all in- 


for large people, and 
Americans are large, 
but now it has steer- 
ing mounted "cruise 
control". It's nice, but 
stuck inside the gigantic construction 
zone that is Delhi these days, this 
feature seemed totally out of place. 
Moreover, this car has a light sensor 
that automatically turns on the 
headlights, a rain sensor that au- 
tomatically turns on the wipers and 
a tyre pressure monitor telling you 
when to get your tyres filled. 
Amazingly, this car also has anti- 
lock braking system (ABS), which 
does not improve the handling 
much, but gives you a strange sense 
of security while braking from high 
speed. Not that the mHawk wants 
to go terribly fast, but high-speed 
braking was uncomfortable on the 


0-100 kmph: 14.9 seconds 
Mileage (city): 10.5 km/litre 


Price (as tested): Rs 9.65 lakh 
(ex-showroom Delhi) 


tents and purposes, an all- 
new Scorpio, and it even 
wears aggressive looking 
“Powered by mHawk" 
badges on the sides, but 
unless you notice those, it looks 
quite the same. And that is a prob- 
lem. This car is pleasant, though 
not exhilarating, to drive, and has 
lots of toys, but it still looks as 
boxy as before. This is the third it- 
eration of the Scorpio In terms ๐ 1 its 
mechanicals, but other than a cou- 
ple of changes, this new one looks 
Identical to the one Anand 
Mahindra launched in 2001. And 
that, according to us, 15 its major 
failing. But if this is a taste ol things 
to come, then the “Son of Scorpio", 
as M&M engineers sometimes reter 
to the car's successor, might be à 
good thing to look forward to. พ 
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Compute on the Move 


Forget the Simputer, the mobile computer is here. In fact, it has been here for a while. 


OUR MOBILE PHONE ISN'T A 
phone anymore, what with 
more and more features get- 
ting packed into it. It is a com- 
puter, as Nokia would like us to 
believe. Not surprisingly, hordes of 
programmers have descended 
onto the mobile platform and are 
developing great applications. 
Large service providers have 
realised that *Mobile' is the future. 
Microsoft, unfortunately, wants 
everybody to use its operating sys- 
tem on the phone as well, and has- 
n't developed any application to 
deal with Microsoft Office on a 
phone. But worry not, Quickoffice, 
(www.quickoffice.com) developed 
by the imaginatively named 
Quickoffice Inc., is a brilliant solut- 
ion for accessing Office documents 
on mobile phones. 


Quickoi fice 


= Quickoffice Premier 


2007 


Quickoffice is available on 
a variety of platforms, includ- 
ing Symbian Series 60 (Nokia 
N-series, E-series), BlackBerry 
and Palm. The only problem is 
that what you get as standard 
on most phones is the basic 
‘Quickoffice Reader’ (for read- 
ing documents) and the full ver- 
sion that allows you to edit files 
costs quite a bit. Quickoffice 
Premier 4.5 with support for XML 
files (Office 2007) costs $69.95 
(Rs 2,798) for a licence. But, if you 
ever consider buying software for 
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your phone, this is it. 

Then, there is Opera Mobile 
Browser (www.opera.com), which is 
a very good alternative to standard 
browsers on phones. In fact, Moto- 
rola even installs it as the default 


browser on its ‘Q’ range of smart 
phones instead of Internet Exp- 
lorer. But, you will need to buy it 
after the 30-day free trial—$24 
(Rs 960) for the $60 version. 

You don’t have to pay for 
everything, though. One of the 
nicest applications we have used 
for S60 phones is Yahoo! Go 
(go.yaboo.com), which, despite all 
the problems with Yahoo!, 
works. The latest version, 3.0, 
which is in beta, adds maps func- 
tionality to the phone, and if 
your phone is a GPS-equipped 
mobile—Nokia N82, N95, 
E90—it works with the GPs also. 
Even though Google Maps for 
mobile also integrates Gps (when 
available) and has better maps 
for India, Yahoo's is the more 
complete solution. 

Google has a host of appli- 
cations for your phone 
(m.google.com), but you cannot 
access all of them at one con- 
venient place, so you can't go 
from Gmail Mobile to Google 
Maps without going back 
through the device menu. Here, 
you not only can access your 
favourite RSS feeds and e-mail 
from the well-laid out carousel 
but also your Flickr stream. 

[n fact, once you start down 
the road to loading applications 
on your mobile device, you can 
carry on and on. But be warned, 
these applications can be very re- 
source-hungry and sometimes do 
not mix very well when a call 

comes through. In fact, some- 
times trying to accept a call when 
an application is on can lead to 
your phone system crashing, par- 
ticularly on devices with less mem- 
ory—much like a computer. So, 
technically, it isn't a mobile phone 
anymore, but a mobile computer. 
KUSHAN MITRA 
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' The Bench Press Primer 


HE BENCH PRESS IS THE MOST MACHO OF ALL THE EXERCISES THAT MEN 

| do in the strength room. There’s nothing that gives men more sat- 

isfaction than to lie down on a bench, grasp a barbell well-laden with 

weights and push it up and down. Add a few grunts and yells and the ex- 

perience is complete. “How much do you bench?” is a favourite benchmark 

question among male gym members, the beefier ones among them never 
failing to add what their latest one-rep max is. 

[H explain what the *one-rep max’ is later but, before that, a bit 
about the bench press. The simple, flat bench press is probably the best ex- 
ercise you can do to build stronger pectorals or chest muscles. Yet, pre- 
sumably because it is so popular, it is a weight training routine that is com- 
monly done incorrectly. Without proper form, bench presses can not only 
have limited benefits but can also cause injuries. It's common to have 
people injure their shoulder joints because of bad form during bench press- 
ing—1 should know; I’ve suffered it myself. Also, because of the show-off 
appeal of bench press, people often overload their barbell and bounce the 
rod off their chests during the movement. It's a 
big mistake that can cause damage to your 
internal organs, including the heart and lungs. 

Proper form for bench pressing requires the 
following: 

First, ensure that you lie flat on a bench 
with your feet flat on the floor. Second, 
grasp the bar with your hands just a little 
more than shoulder-width apart and 
not wider. The wider you hold it, the 
more likely you are to hurt your shoul- 
ders. Third, your elbows should be 
tucked in as close to your torso as 
possible during the downward 
movement and your upper arms 
should be parallel to the floor when you bring the weight down—too many 
people go down too deep during this part of the movement and that can 
cause injuries. Fourth, always load up with weights that you can lift at least 
six to ten times with good form. You should be able to lift the loaded bar- 
bell without bouncing it off your chest. Fifth, always have a spotter or a 
partner to supervise you while you lift. 

One way of ensuring that you maintain good form is by doing floor 
presses. Lie on your back flat down on a mat with your knees bent and feet 
resting on the ground. Hold a dumb-bell in each hand with your palms 
facing outward. Press them up and then bring them down till your upper 
arms touch the floor. Immediately push them up again. Practising this will 
ensure that your movement on the bench is perfect. 

And, now for the *one-rep max’. It's the maximum you can bench press 
in one repetition. Don't worry about it; it's just a number (in lbs or kgs) that 
gym braggadocios like to bandy about! 
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MUSCLES MANI 


write to musclesmani@intoday.com and read the Treadmill blog 

at www.businesstoday. in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these, 


HOW TO REMAIN 
FIT THIS SEASON 


UST WHEN YOU THOUGHT THE WINTER 
00 ล ย your chest starts to 
feel sore and you develop a slight 
fever. Don't take it lightly; the de- 
parture of winter can be as harmful 
for you as its peak. Here's a checklist. 


Bronchitis: Says Dr Alok Kumar 
Aggarwal, Senior Consultant, Apollo 
Hospital, New Delhi: “Bronchitis 
often leads to cough and difficulty in 
getting air in and out of the lungs. 
Common symptoms include cough, 
shortness of breath and chest tight- 
ness." Adds Dr Vikram Sarbhai, 
Senior Consultant, Max Hospital, 
New Delhi: "If you have repeated 
bouts of bronchitis, see your doc- 
tor. You may have a more serious 
health problem—such as asthma or 
chronic bronchitis—that needs med- 
ical attention." Rest and lots of fluids 
are the best prescription. 


Strep Throat: This is an infection of 
the tonsils and throat caused by 
highly contagious streptococcus bac- 
teria. It is usually characterised by a 
sore throat and fever, but can also 
cause headaches, abdominal pain, 
and vomiting. Says Dr Aggarwal: 
"Strep throat can be treated with 
antibiotics." If not treated, strep 


. throat infections can sometimes 


cause complications such as rheu- 
matic fever. 
Sinus Infection: Sinus infection, or 
sinusitis, is an inflammation of the 
sinuses and nasal passages. 
Symptoms of a sinus infection in- 
clude headaches or pressure in the 
eyes, cheeks, nose, or on one side of 
the head. Says Dr Sarbhai: "Most 
sinus infections are caused by viruses, 
asthma, allergens such as dust, or 
anything that causes swelling in the 
nose. Sinus infections can be acute 
(lasting about one week or less), 
chronic (from two-to-three weeks), or 
recurrent (several acute attacks every 
year). In chronic cases, doctors pre- 
scribe decongestants, antibiotics, 
and anti-inflammatory drugs such 
as steroid nasal sprays." 

MANU KAUSHIK 
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Swinging the Swing 
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(L-R): Akshay Kilachand, Citigroup’s Anuratna Chadha, Essar Group's Bob Sivaram and BNP Paribas's Jean Francois Gloux 
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BT-Honda Pro-Am's Western Regional round brought to the fore the 
golfing skills of some of the big boys of business. DEEPTI KHANNA BOSE 


UCKY FOR SOME, THE 13TH 

Western Regional round 

of the Business Today- 

Honda Pro-Am kicked 

off the way it always 
does: to a swinging start. Febuary 
2 saw past and present movers 
and shakers of the business world 
swing like never before. 

Quite fittingly, the venue was 
the exclusive BPGC (The Bombay 
Presidency Golf Club), arguably 
the best course to play on in 
Mumbai but also one of the 
toughest in the country. With 
Business Today and Honda SIEI 
Cars India Ltd as the title spon- 
sors, Avaya Global Connect and 
[16 Hotels Ltd as co-sponsors, the 
ball was set to roll. 

Some of the big boys playing in 
the Business Today-Honda Pro- 
Am Western Region were Procter 
& Gamble's Bharat Patel, Puneet 
Chaddha of HSBC, S.M. Trehan 
of Crompton Greaves, Ajay 
Chauhan of Parle, R. Swaminathan 
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of Essar, Vikram Sud of Kotak 
Mahindra and Ashok Ganguly of 
ICICI OneSource, among others. 
The four-leg event teed off in 
Bangalore and visited Kolkata be- 
fore reaching Mumbai. The tour- 
nament was played in three hand- 


icap categories 0-8, 9-16 and 17- 
24. The scoring was, as always. 
on a Stableford format with hand- 
icaps reduced to three-fourths. 
The BPGC saw many old hand: 
on the corporate golf circuit turn 
out in large numbers. In fact, sev- 


AM OF CHAMPIONS 2008 





1 | 
t N 


Winning Team: (L-R): Dilip Sharma, R.K.Padmanabhan and Wing Cdr. Rao 





Hard hitting (L-R): Ciba's Jimmy Billimoria, Reliance 


eral of them said they had never 
missed the Business Today-Honda 
Pro-Am since its inception 13 years 
ago. There was a sprinkling of 
new faces as well including leading 
young amateur golfers such as 
Amit Nigam and Gurbeer Bhurjee. 
Talking to Br after the game, Dr 
Dilip Nadkarni, an orthopedic sur- 
geon with specialisation in sports- 
related injuries and ex-doctor to 
the Indian cricket team, said: “It 
was a fantastic game, but then 
how could a game of golf be any- 





thing but?" He has just written a 
new book, titled Calm Sutra, 
which talks about golf as one of 
the best ways to de-stress and align 
the body's chakras. 

As usual, a brand new Honda 
CRV was prominently displayed at 
the BPGC to be won as the prize for 
carding a hole-in-one on Hole 6 by 
the first player. No one has been 
able to win this car so far. There 
were other special prizes on of- 
fer such as the Avaya Closest to 
Pin (Hole 2), Business Today 





Runners Up: Ashish Chemburkar and Prakash Doshi with ITC Hotels' Ranjit 
Kaul, Honda Siel's Munaf Meghani and BT's Vipul Hoon 


Retail's Manmohan Tiwana, HSBC's Puneet Chaddha and R.K. Padmanabhan 





PHOTOGRAPHS BY RACHIT GOSWAS 


Longest Drive (Hole 18) and the 
Straightest Drive (Hole 3). 

The par-70 BPGC, which is go- 
ing to be given a makeover soon, is 
one of the toughest golf courses in 
the country, thanks to its tricky 
greens. The many challenges in 
the shape of bunkers and water 
bodies fully tested the golfing skills 
of the participants. 

The quartet of Dilip Sharma, 
Wing Commander S. Rao, R.K. 
Padmanabhan and Omkar Fotedar 
bagged the team event with a total 
of 104 points. The team of Ashish 
Chemburkar, Prakash Doshi, 
Jimmy Billimoria and Kishore 
Shivdasani emerged as the run- 
ners-up with 91 points. 

Akshay Kilachand, winner in 
the 0-8 handicap category, booked 
his berth at the National Finals. 
Joining Kilachand were Dilip 
Sharma and Bob Sivaram, winners 
in the 9-16 and 17-24 categories, 
respectively. 

The winners from each zone 
will travel to New Delhi to take 
part in the Grand Final to be held 
at the Classic Golf Resort on March 
9, where the country’s top 20 pro- 
fessionals will also be seen in action. 
And that is one event that no golf- 
ing enthusiast should miss. 8i 
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Mark of Distinction 


IT'S AN HONOUR THAT SEEMS TO HAVE COME A LITTLE 
late in the day. Among the innumerable feathers in 
his cap, SUNIL BHARTI MITTAL, Group 
Chairman and cro, Bharti 
Enterprises, has added another— 
the GSM Association Chairman's 
Award 2008. The GSM Association 
has recognised Mittal, 49, for lead- 
ing Bharti as the number one GSM 
cellular player in India and reaching 
out to more than 60 million sub- 
scribers across 22 existing cir- 
cles. "It is a tribute to 
India's telecom growth 
story, Bharti's vision 
and the emergence 
of Indian telcos 
on the global 
stage," IS 
how Mittal 
sees his 
achieveme- 
nt. The GSM 
Association 
recognised him as an ar- 
chitect of an incredibly 
successful business built 
from scratch, which has 
had a transformational 
impact on the GSM in- 
dustry. For the man in 
focus though, the cen- 
tre of attention 15 now 
retail and agriculture, 
the two sectors where 
he wants to repeat his 
telecom success StOry. 
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Sweet Tidings 
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On the Ball 


CRICKET INVOLVES NOT JUST THE TALLY OF SCORES, BUT 
some heavy number-crunching as well today— 
thanks to the skyrocketing rates of the sports prop- 
erty in the country. And just about anyone, who's 
been remotely interested and involved with the 
game and its economics, could not have afforded to 
miss out on what 35-year-old SUNDAR RAMAN, the 
former managing director, Mind Share, had to say 
on the game and its rates. No wonder then, Board 
of Control for Cricket in India (BCCI) has now roped 
him in as the chief operating officer of Indian 
Premier League—5Bccr's domestic club cricket prop- 
erty. Raman, who started career with WPP-group 
company JWT India in the early '90s, is clearly rar- 
ing to go. And when he’s not busy with cricket, what 
does he do? “I am a high-handicap golfer and like to 


catch up with the game as often as possible,” he says. 
Raman surely plays to win. 
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Singapore Swing 


BALU DORAISAMY HAS CLEARLY BREWED THE SECRET 
sauce to tap the fast-growing Indian market. Under 
his leadership, tech giant Hewlett-Packard laid 
claim to being the largest tech MNC in the country, 
leading several segments in the PC, printer and 
server markets. Doraisamy, 52, is now headed to 
Singapore, this time as HP's Managing Director of 
Asia Pacific and. Japan business and to run the 
Technology Solutions Group in the region. That 
would be his second stint there—prior to becoming 
Managing Director for the tech giant in India, 
Doraisamy spent nearly a decade in Singapore, 
managing the global accounts business for Digital 
and Compaq for the Asia Pacific region. Doraisamy 
may have benefitted from the rapid growth of the 
domestic IT industry, but will have to keep his wits 
around him to sustain growth in the Asian market, 
especially with the growing clamour over a decline 
in IT spending and even a full-scale recession. 


Steely Resolves 
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Power Moves 


IT'S NOT OFTEN THAT AN ORGANISATION ADD: 
almost 75,000 employees within four years in 
India. Tata Consultancy Services (TCs) did 

that and a substantial credit for this 
goes tO SANKARANARAYANAN PAD- 
MANABHAN, who spearheaded HR 
at TCS as Executive Director & 
Head (Global Human Resources 
Development) during the period. 
Paddy, to his colleagues, has now 
taken over as Executive Director, 
Operations, Tata Power. The 
49-year-old Padmanabhan P 
joined TCS in 1982 and has 

held several key leader- 
ship positions in TCS. 
He headed the appli- 
cation development 
and maintenance 
practice, the Che- 
nnai development 
centre as well as 

















CC M v 







the firm's avia- 
tion industry Í| 
practice, includ- 
ing a software 
development | 
venture with Sin- VS 
gapore Airlines. 
While at Tcs, he 
built ล workforce 
with 8.3 per cent 
foreign employees 
from 62 nationali- 
ties. Mighty impres- 
sive achievements, by 
all accounts. 
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DESIGNATION: Vice Chairman 
INSTITUTION: DLF 
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Builder Man 


AJIV SINGH IS TAKING INDIA'S LEADING REAL ESTATE COMPANY DLF PLACES, QUITE 

literally. After making successful forays into insurance, hospitality and retail, the 

company—which Singh now runs as Vice Chairman and heir apparent to DLF 
Chairman K.P. Singh, his father—has bagged the Indian Premier League (IPL) title spon- 
sorship rights. By associating DLF with cricket—the biggest passion in the country—Singh 
intends to make it a popular brand with high recall. 

All this while, DLF's realty business has remained solidly on track, delivering an im- 
pressive third quarter net profit of Rs 2,139 crore, about 6 per cent higher than the sec- 
ond quarter of rv 2007-08. Its order book during the quarter was equally 
impressive, with booking for 1.41 million sq. ft of residential projects, compared 
to 0.11 million sq. ft and 0.49 million sq. ft in Q2 and Q1, respectively. 

The Mrr-educated Singh, who holds a degree in mechanical engineering, is already 
planning ahead. He is pretty confident about DLF delivering around 16 million 
sq. ft in 2007-08 and expects the delivery volume to touch 25 million sq. ft 
by 2008-09. 

For a man and his company setting such a pace, a few mishaps here and there are 
to be expected. DLF’s most notable failure recently was the unsuccessful bid for a tele- 
com licence that effectively put on hold its foray into the booming telecom sector. 
Earlier, its plan to list on the stock markets in 2006 was delayed by a year due to reg- 
ulatory issues. But when DLF did finally list in July last year, its Rs 9,000-crore IPO made 
Indian stock market history as its biggest-ever issue, till it was bettered by Anil 
X Ambani's Reliance Power recently. How he steers his company in the face of 

Air 4 massive competition will now make interesting watching. 8I 
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Ashok Choudhary for The Highly Reliable Times 





Net4India manages its multitude of internet based services efficiently 
| with a strong IT backbone. 


For all stories go to www.microsoft.com/india/getthefacts 
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WINDOWS CLICKS WITH 
NET4INDIA OVER LINUX 





Millisecond customer response made possible 
by a reliable communication platform 





By C. LAL 


NEW DELHI, Nov, 2007 
Net4India is the leading pan-India 
IP communications company and 
the only Indian Internet 
communications company with 
service provisioning ability on a 
multitude of Internet based services 
such as domain registration, Web 
hosting, data center operations, 
business e-mail solutions, Internet 
telephony services and Internet 
access services. 


Net4India had built its portal on 
open standards ie. Linux as the 
operating system and MySQL as 
the database. However problems 
plagued this arrangement, right 
from slow lead time affecting 
customer experience to unreliable 
web environment that required the 
team to constantly develop updates. 
Net4India required a 
reliable and secure solution to 
manage its operations. 


Which is why, Net4India turned 
to the Microsoft® NET Framework 
3.0 programming model. The 
Technology team used Windows® 
Communication Foundation and 
Windows Workflow Foundation to 
simplify, speed up and future-proof 


scalable, 


its applications. More importantly, 
it provided the seamless, secure, 
and reliable connection across the 
e-commerce portal that Net4India 
was looking at 


“Customers are looking for 
millisecond response times which 
the Linux and MySQL was unable to 
cope with. We wanted our Web 
servers to return queries in 
milliseconds. This has beenachieved 
by the new application running on 
SQL Server 2005 and Microsoft 
NET Framework 3.0," explains Desi 
S Valli, ED & COO, Net4India. The 
solution was designed keeping in 
mind enhancement of the user 
experience and to provide a reliable 
technology platform for high usage 
data center environment. 


The customers seem to be the 
real beneficiaries of the 


improvements that the new 
Microsoft Windows® -based 
architecture employed by 


Net4India brings. For the full 
Net4India case study plus other 
independent case studies and 
research findings on reliability of 
Windows Server over Linux, visit 
us at microsoft. com/india/getthefacts 


E BREAKING NEWS: 

Ë Satisfied customers back the 
L. secure communication platform 
' อ = Consistent updates ensure Net4India delivers a secure platform and 
I = D a long line of supremely happy customers. — Continued on Page 14 
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To know how it is possible please contact Sharp Business Systems (India) Limited at: Printer/ Copier/ 
North - New Delhi: 011-26431313/26438866, Jaipur: 0141-4106950, Chandigarh: 
0172-5079536, Bhopal: 0755-3296277, Lucknow: 0522-2324796, Raipur: 0771-2582367, ไจ โจ 2 ไห แ ไส แล่ 
East - Kolkata: 033-22816743/44/45, Guwahati: 0361-2662216, West - Mumbai: 022-66793931, 
Pune: 020-25531010, South - Bangalore: 080-22353535, Hyderabad: 040-66208081/82, fe] ¥) a ee] [e] d 07: |]: | e] - 
Chennai: 044-28172201, 28171562, Kochi: 0484-2314154. : - 
1800-4254-321 (Toll Free), email: info@sbsil.com, website: www.sbsil.com Enterprise Solutio 
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BMW 3 Series 


ction. 





Sheer 
Driving Pleast 





For more information visit www.bmw.in or contact your AGRAR 

Bangalore: Navnit Motors +91 80 2852 0060 Chandigarh: Krishna Automobiles +91 172 5041 000 Chennai: KUN Exclusive +91 44 4207 964; 
Delhi and Gurgaon: Deutsche Motoren +91 11 4309 0000, Bird Automotive +91 11 3988 5577 Hyderabad: Delta Motors +91 40 3241 3538 
Kochi: Koyenco Prestige +91 484 4009 966 Mumbai: Navnit Motors +91 22 2625 3333, Infinity Cars +91 22 6714 5100 

Pune: Bavaria Motors *91 20 2614 1555 


The models, equipment and possible vehicle configurations illustrated in the advertisement may differ from the vehicles supplied in the Indian market. 





The 2008 BMW 3 Series. 


"Often imitated but never rivalled, the BMW 3 Series has been setting standards in automotive excellence for decades. The 
BMW 3 Series has won major automotive awards globally as well as in India with the "Best Premium Car: CNBC-TV 18 Autocar 
Awards 2008", "Performance Car of the Year: BS Motoring Awards 2008" and "Luxury Brand of the Year: Auto India 2008". 4 


The 2008 BMW 3 Series takes driving pleasure to a whole new level, with features like Glass sunroof, Xenon lights, the BMW 
lintelligent control concept iDrive, enhanced comfort suspension and HiFi loudspeaker system. 
The 2008 BMW 3 Series. There is no alternative. 
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T SAMSUNG 


CD TV 


THE ART OF TECHNOLOGY 


SAMSUNG 


me 52F8 with Full HD 
MRP. Rs.3,30,000 


Add excitement to life. 


Things change when you buy an F8 Series. Like your definition of detail, depth and clarity. Bring it home today and let its 


vividly realistic pictures and understated Styling take over your senses. After all at 1080p Full HD, this international sensation 
comes with the highest ever resolution in a TV. 


Full HD Technology 
1920 x 1080p Full HD Dispiay 
gives you the highest ever 
resolution in a TV 
AMA se Z Borde | Higher Contrast Ratio 

F8 Series /Wee i oz HD Plasma ก vli 

40F8- MAP. Rs.1,50,000 40M8 - MRAP. Rs 1,09,000 32R8 - MAP. Rs.57,000 3288- MRP. Rs.52,000 42C9 - MAP. Rs.80,000 breathtakin Gly beautiful image: 

46F6- MAP. Rs.2,00,000 46M8 - MRP. fis.1.70.000 37R8- MRP.Rs75,000 4058- MRP. Rs 79.000 4209 - MRP. Rs.90.000 


52FB- MAP. Rs 3 30 000 52M8 - MRP. Rs 3 00 000 40R8 - MAP. Rs 89 000 46S8 - MRP. Rs. 1 จ 0 000 50Q9 - MRAP. Rs.1.70.000 
53P7 - MAP. Rs.4.50.000 From the manufacturers of 


the finest LCD Panels 
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For more details, please visit www.samsung.com/in 
Samsung India Electronics Pvt. Ltd. 7th & Bth Floor. IFCI Tower, 61, Nehru Place, New Delhi Tel: 011-4151 1234 
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From The Editor 


HERE ARE SOME TRULY REMARKABLE INSTANCES 

of how Indian companies have dreamt big 

dreams and then gone on to make them happen 
in real life. Who would have thought truck maker 
Tata Motors would one day stun the world by making 
the cheapest car ever? Or emerge as the favourite in the 
race to acquire a car marque as iconic and rarefied as 
Jaguar? Even as recently as five years back, tobacco 
giant ITC's dreams of transforming itself into an FMCG 
giant would probably have been considered laugh- 
able; today, rrc has emerged as one of India's biggest 
FMCG players, challenging well-entrenched players. 
Being able to dream big and then convert it into real- 
ity is but one trait that many well-managed and suc- 
cessful companies share. Our knowledge partner for the 
Best Managed Companies study has found nine other 
mantras that are common to such companies. Like 
focussing on what a company does best. The story of 
Reliance Industries and how it leveraged its compe- 
tencies throughout the value chain from oil & gas 
exploration to petrochemicals, plastics and polyester, 
is one example of single-minded 
focus on what a company does 
best. So is Larsen & Toubro, 
this year's overall winner in the 
Best Managed Companies’ list. 
After flirting with diversifica- 
tion in past decades, L&T is today 
focussed sharply on its skills as 
an engineering company and its 
balance sheets and order books 
speak volumes about how suc- 
cessful that strategy has been. 
Devinder Chawla, Bharat Gulia and Noor Chawla, 
all consultants at E&v who played a lead role in this 
year's study, reveal the secrets that make companies “best 
managed" in Mantras of Management Success (page 52). 

It would be difficult to find another corporate 
chieftain who is as self-effacing and low profile as Anji 
Reddy, Chairman of Dr Reddy's Laboratories, one of 
the biggest Indian pharmaceuticals company. Reddy, 67, 
is also one of corporate India's few committed philan- 
thropists who spends more than half his time on 
activities related to giving. BT’s Assistant Editor 
E. Kumar Sharma's feature on Reddy and the institutions 
that he funds, appears on page 128. 

Readers will no doubt recall 175 Best Banks issue 
(February 24, 2008) where HDFC Bank had topped our 
annual ranking. Now the bank is back in the news 
after announcing its merger with Centurion Bank of 
Punjab (CBoP). The biggest upside for HDFC Bank will be 
CBoP’s top class management bandwidth. Read Anand 
Adhikari's feature on this latest merger in the banking 
industry (Merging to Grow, page 116). 
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A Good Pre-Budget Analysis 

WHAT WILL HE DO? CLEARLY AND SYS- 
tematically evaluates the issues, con- 
siderations and the approach that is 
likely to be adopted by the Finance 
Minister in Budget 2008. By the 
time this letter goes to print, the 
Budget would have been announced. 
But from an economic and political 
standpoint, a Budget that aims at 
demand-side financing rather than 
supply-side financing shall be a pop- 
ulist Budget, keeping in mind that 





elections are due in 10 states. 





SONALI MALHOTRA, through e-mail 








A Timely Editorial 
YOUR EDITORIAL WANTED: A NEW 
Deal for India's Farms (Br, March 
9. 2008) was bang on given that 
the Finance Minister has anno- 
unced a huge loan waiver for farm- 
ers. P. Chidambaram’s us lies in his 
striking the right balance: on the 
one hand, he'll provide succour to 
the downtrodden and the other, 
he'll provide generous grants to 
keep up the growth in the econ- 
omy. He has provided for liberal 
investments in health, education 
and agriculture and also tried to 
please the common man by pro- 
viding tax concessions. 

JACOB SAHAYAM, through e-mail 


Look Beyond Votes 
YOU HAVE DONE A GREAT JOB BY LIST- 
ing the 10 top expectations in What 
Will He Do? (Br, March 9, 2008). 
In fact, there should be public par- 
ticipation in Budget-making. And 
since that does not happen, the me- 
dia takes on the responsibility by 
coming out with pre-Budget analy- 
sis. Budget 2008 was a gimmick 
aimed at garnering votes. Any mis- 
step at this stage can have an adverse 
impact on the economy, given the 
already high oil and gold prices and 
also the recent IPO disasters. 
AKHILESH KUMAR SAH, through e-mail 
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Rein in the IT Department 
WHAT WILL HE DO? (MARCH 9, 2008), IS 
not relevant now as the Budget is 
out. But, yes P. Chidamabaram 
should do something about the 
Income Tax department. This year, 
reportedly about 400,000 cases, in- 
cluding 60,000 big spenders, are 
under scrutiny. There is nothing 
wrong in scanning big spenders and 
tax evaders, but the problem is that 
many small tax-payers might have 
been selected at random. And given 
how such cases go on for years and 
also the corruption involved in the 
IT department, some innocent peo- 
ple will be unnecessarily harassed. 
The rr department should go about 
it in a systematic manner and not 
pick people at random. 

M. KUMAR, through e-mail 


Room for Improvement 

THE SURVEY ON INDIA'S BEST BANKS 
(Feb. 24, 2008) was relevant, thor- 
ough and meaningful. It goes with- 
out saying that no corporate body 
can survive in the market without 
making profits. And banks can be 
no exception. They, however, need 
to do certain things like give the 
required training to their staff at 
all levels, improve the quality of 
customer services, observe corporate 
governance, and get feedback from 


the staff and customers at the micro- 
and macro-level and then take 
remedial measures. 

MOHAN KALE, Pune 


IT Will Make a Comeback 
THE BPO SECTOR WAS A MAJOR TOOL 
in the rr revolution in India (Will rr 
Make a Comeback, Feb. 10, 2008). 
The so-called *sunrise" industry is 
now in trouble. The [1 sector has 
been hurt because of the rising rupee 
and the stocks of rT companies are 
not performing well. With nearly 
14 per cent year-on-year average 
appreciation of the rupee against 
the dollar, the operating margins of 
IT companies have reduced drasti- 
cally. Despite this, the sector is 
among the most profitable and 
fastest-growing industries. 

TARIQ AZIZ, through e-mail 


Corrections 

VINEET NAYAR IS CEO, HCL TECH- 
nologies, and not President, as 
mentioned in The Larger-than- 
Life CEO Belongs to the Past (Br, 
March 9, 2008). 

In Acumen 2007 (Br, January 27, 
2008), the question on Lawrence 
Sperry was answered by Sujit 
Varkey and not Jayashree Moha- 
nka as reported. 

The errors are regretted. 
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The Best and the Rest 


N HIS BEST SELLER GOOD TO GREAT, MANAGEMENT 
and writer Jim Collins listed surprisingly 
simple characteristics that make ‘good’ companies 
‘great’. These include promoting CEOs from within, fo- 
cussing on facts, and establishing and maintaining a cul- 
ture of discipline. Distilling the complex 
DNA of a successful corporation down to a 
handful of general rules always carries the 
risk of being too simplistic. But, as the 
Business Today-Ernst & Young study of 
Best Managed Companies in India re- 
veals, the companies that are able to deliver 
on interests of various stakeholders— 
shareholders, employees, vendors, and 
community—and do so consistently year 
after year, do tend to have business 
philosophies that converge at a funda- 
mental level. In other words, being a best 
managed company is no coincidence. 
More often than not, best managed com- 
panies, as the study methodology defines 
elsewhere in the issue, tend to be those that 
are “driven by strong values and gover- 
nance principles, are high on commit- 
ment to innovation, quality, people and so- 
ciety and above all, delight their stake- 
holders through robust all-round 
performance.” 

In this particular study, Business Today and Ernst & 
Young began with the entire universe of listed com- 
panies—a number that came to about 4,900. Then, we 
added several filters—pertaining to the size of rev- 





Not Really Inclusive 


N ALL THE HYPE AND HOOPLA OVER THE MASSIVE 
LL in Budget 2008—the Rs 60,000-crore 
farm loan waiver, the restructuring of personal 
Income Tax slabs and the wide-ranging cuts in excise 
duty rates—the media and experts alike have missed one 
key point: Finance Minister P. Chidambaram's claim of 
having presented an "inclusive" Budget does not seem 
to pass the reality test. 

In particular, Chidambaram and the spin doctors in 
the United Progressive Alliance government are hailing 
the writing off of farm loans to about 40 million in- 
debted farmers as an “inclusive” measure. ไท an inter- 
view to this magazine a few hours after presenting 
the Budget, he told us to *please stand up and be 
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INDIA'S BEST 
MANAGED quire companies that are much larger than 
COMPANIES themselves, go from a relative laggard to 


enues and market cap, the number of years of listing, 
internal and external surveys—to narrow the race 
down to a manageable set of companies, which were 
taken up for detailed profiling. As we studied the final 
set of winners, it became apparent that there is a set of 
attributes that India's Best Managed 
Companies share among them. Mantras 
of Management Success (see page 52) ex- 
plains in detail what these attributes are, but 
if one were to put them in three broad 
buckets, these would be vision, operational 
excellence, and sensitivity. 

Best Managed Companies have goals 
that are stunningly immodest. Their span 
of vision tends to be vastly wider than 
those of their competitors; they have 
processes and systems that don't buckle un- 
der their ambitious growth; they have tal- 
ent that's not just better, but also that 
wants to stay put; and they have a much 
better of way of connecting with the 
society and sharing wealth. Such quali- 
ties enable India's Best Managed 
Companies to, sometimes, do the impos- 
sible; reinvent their business models, ac- 





industry leader, and change the rules of the 
game in an industry, while doing well by their share- 
holders. Finally, what these companies have in com- 
mon is they recognise that being good isn't good 
enough. They need to be the best. 





Chidambaram's Budget: Doesn't seem to pass the reality test 
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counted. Are you for or against the farmer?" 

We are firmly with the Indian farmer, but we still 
beg to join issue with him. The Rs 60,000-crore loan 
waiver is a one-time arrangement. It does nothing to 
address the infrastructural and systemic issues that 
gave rise to that indebtedness. 

The agricultural sector, which has been the one 
stumbling block to India's 10 per cent-plus growth 
ambitions, needs massive and sustained flows of in- 
vestments. Estimates vary, but anything between 30 per 
cent and 50 per cent of India's farm produce perishes 
before it reaches the market. This loss is borne by the 
farmer and is probably one of the main reasons why he 
cannot repay his loans. Encouraging investments in 
rural cold storage and logistics chains to facilitate 
farm-to-fork linkages would have, in our opinion, 
done more for inclusiveness than the loan write-off. 

Then, the Finance Minister could also have used 


Beef Up the Police 


HE SUPREME COURT HAS ALLOWED THE PROSECUTION 
| NASSCOM President Som Mittal for not provid- 
Ing adequate security to a woman employee, who was 
raped and murdered by a cab driver, while being 
driven home from work after night shift. The crime 
took place in December 2005, when Mittal was 
Managing Director of HP GlobalSoft, and was com- 
mitted by the driver of a cab hired by the company to 
ferry employees to and from their residences. 

The issue will now be argued before the relevant 
Trial Court and the law will take its course. But the 
tragic murder of a young woman and the subsequent 
prosecution of the head of the company that em- 
ployed her throw up several broader questions that have 
nothing to do with the case. 

The first, obviously, relates to the declining quality 
of policing, not just in Bangalore where the incident 
took place, but across the country. Everyone knows that 
the police force in India is indifferent to the needs of the 
common man and is also corrupt, venal and inefficient. 
But the point of writing this editorial is not to point out 
the obvious. Rather, it is to draw attention to the fact 
that current methods of policing, and the deployment 
of the force, seem totally unprepared for a 21st century 
economy that forces massive numbers of relatively 
young men and women to step out of their homes late 
at night and return even later. India is now a 24x7 econ- 
omy, but our police and other infrastructure have not 
yet adapted to this change. The need of the hour, ob- 
viously, is to have more, and more effective, night 
patrolling across all cities. Ask any night shift worker in 
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his ministry's overflowing coffers to announce a massive 
project, on the lines of the National Highway 
Development Programme (NHDP), to build and recharge 
basic farm infrastructure like irrigation canals and other 
sources of water. As the example of NHDP showed, mas- 
sive public-funded projects create a virtuous cycle of re- 
lated booms in industries that have linkages with the pri- 
mary recipients of funds. Public investment, on such a 
massive scale, on the farm sector would have helped cre- 
ate rural infrastructure and incomes, provided a fillip to 
industrial growth and addressed the issue of inclusiveness. 

The loan waiver may create a sense of euphoria— 
and, as is being hoped for in some circles, political in- 
debtedness—in an election year. If properly adminis- 
tered, it can also provide some immediate relief, but will 
it really help the farmer over the long term? We don’t 
think so. That's why, in our opinion, the Budget falls 
short on delivering on its stated theme of inclusiveness. 





Better policing needed: To protect women employees 


any Indian city about this and the answer will be the 
same: at night, they depend, for their safety, almost 
totally on fate and the goodwill of the drivers who ferry 
them, often over long distances. 

Then, urban infrastructure has not kept pace with 
the growing job opportunities in the BPO sector and the 
consequent influx of many more people into the 
handful of cities that have emerged as magnets for the 
sector. This has created opportunities—in the form of 
demand for domestic helps and providers of sup- 
port services like laundry, deliveries, etc.—for unor- 
ganised sector workers. It is nobody’s case that these 
people be denied the opportunity to earn a living, but 
obviously, such a huge influx of people into already 
densely packed and overcrowded cities can lead to ten- 
sions and crime. The answer: better policing. Business 
Today, thus, urges the government to tackle this on a 
war-footing. Serial repeats of the incident referred to 
above, besides being a slur on our society, can also 
drive investors away. ü 








Trends 


Between the Devil 
and the Deep Sea 


RBI will have to make some tough choices to 
keep the economy humming. RISHI JOSHI 





India growth story: Will it continue or will inflation prove to be a stumbling block? 


monster is rearing its head again. The headline rate, based on the 

Wholesale Price Index, touched a six-month high of 4.11 per 
cent for the week ended January 26. It fell a tad to 4.07 per cent in the fol- 
lowing week, but worryingly, these figures do not factor in the rise, of Rs 
2 and Re 1, respectively, in the retail prices of petrol and diesel that came 
into effect from February 15. 

Says Siddhartha Roy, Economic Adviser, Tata Group: *The higher fuel 
prices may push the inflation rate up by half a percentage point." Then, 
rising commodity and food prices globally could stoke inflation fur- 
ther. Agrees T.K. Bhaumik, Chief Economist, Reliance Industries: *I ex- 
pect a steady increase in the inflation rate. It could rise to 5 per cent by 
the end of March." 

There are other worrying trends as well—credit offtake is slowing down 
and so is the growth in the infrastructure sector, which has been one of the 
key economic growth engines in India. 

This queers the pitch for RBI Governor Y.V. Reddy, who has made 


T. HE TRICKLE OF BAD NEWS IS TURNING INTO A TORRENT. THE INFLATION 
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The fortnight's burning question. 


WILL RPLS BONUS ` 
ISSUE PUT PRE 





ON OTHER TONOTUS 
TO 0 FOLLOWS SUT 





First, no other group has such 
a huge investor base, and sec- 


ondly, no other big issue พ ล ร 


priced at such a huge premium 
in recent times. However, this 
will definitely make promoters 
enm nos cin n e 


Yes. Arpit Agarwal, Director and 
Group CEO, Dawnay Day AV 
This will certainly put pressure on 
other promoters under similar cir- 
cumstances. Reliance has always 
had the reputation of looking after 
investors. This is a prime example 
of standing by this reputation, even 
at a significant personal loss to the 
promoter. It is a very significant 
step towards maintaining credibil- 
ity in the market. 


Overall, it is a relatively new con- 
cept (of rewarding genuine in- 
vestors in this way). But one has to 
see whether the market mecha- 
nism finally wins over the IPO pric- 


ing process 
COMPILED BY MAHESH NAYAK 
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combating inflation, even at the cost of high growth rates, his 
main priority. The Prime Minister's Economic Advisory Council has 
also warned recently that inflation will be the biggest challenge for 
RBI and the government in 2008. In line with this philosophy, 
Reddy has played hardball and refused to bend, despite widespread 
optimism in India Inc. that he would take a cue from the us Federal 
Reserve and cut rates. 

The rate differential between the us and India is now about 
450 basis points. This may result in increased inflows of dollars into 
the country, further strengthening the rupee, and causing more prob- 
lems for embattled Indian exporters. 

RBI is caught between the devil and the deep sea. Reddy is clear 
that controlling inflation is his top priority. In this, he seems to be 
taking his cue from Prime Minister Manmohan Singh, who has gone 
on record saying that con- 
trolling inflation needs more 
attention than sustaining 
growth rates of 9 per cent- 
plus. *The us and the Indian 
economies are very differ- 
ent in nature and if the so- 


CAUSE FOR CONCERN 


Several factors are combining to dampen 
the outlook of the Indian economy. 


m Inflation rate crosses the 4 per cent mark 








m Fuel price hike to have an inflationary lution (to their problems) is 
impact the same, then we have a 
m High global food prices are also a cause problem," says Reddy. 
for concern So, what should RBI do 
m Commodity prices, too, are rising going forward? If the con- 
m Inflation rate may rise to 5 per cent by cern last year was about the 
end-March economy overheating, now, 


it’s about growth rates ta- 
pering off. Already, interna- 
tional agencies like Moody's 
and the World Bank have 
significantly lowered their growth estimates for the Indian economy 
to just over 8 per cent. 

Clearly, the economy needs a booster dose of interest rate cuts, 
or, at least, a lowering of the cash reserve ratio. After all, RBI had sig- 
nificantly hiked CRR by as much as 200 basis points to 7 per cent 
within a span of eight months last year. But RBI may not be in a mood 
to relent just yet. Says Bhaumik: *Reddy has little elbow room. It is 
a growth-versus-inflation debate. I expect it to avoid lowering 
rates itself; RBI will probably leave it to the discretion of individual 
banks to decide on the issue." Adds Roy: “I think RBI will adopt a wait 
and watch policy for the present." Economists, however, are unan- 
imous that the RBI Governor will not press the panic button and push 
for higher rates as that will certainly accelerate the slowdown. 

Also, economists say, there is probably little that RBI can do on 
its own to stem the rise in the inflation rate. Inflation, this time, is 
the result of supply-side pressures—mainly driven by high global 
prices of crude and food. The RBI apart, the government will 
have to do some nimble footwork to ensure that macro-eco- 
nomic factors remain stable. Otherwise, there could be trouble 
ahead for the India growth story. 

Footnote: People waiting for interest rates to fall in the near 
future will have to carry on waiting for a while longer. 


m Economists expect RBI to maintain 
interest rates at present levels 


20 BUSINESS TODAY MARCH 23 2008 





Q&A 


"India Should Come 
to NABSHOW" 


HRIS BROWN, EXECUTIVE VP OF THE 

National Association of Broa- 
dcasters, one of the largest trade 
associations in tbe Us, was in India 
recently to encourage Indian media 
companies and professionals to par- 
ticipate in NABSHOW, the world's largest 
convention for the media © enter- 
tainment industry that will be held 
in April in Las Vegas. BT’s Anusha 
Subramanian met Brown to find out 
more about this show. Excerpts: 


What's hot about NABSHOW? 

[t provides the industry an opportunity 
to showcase content to those who buy, 
deliver and distribute it worldwide. 
Over 110,000 professionals from 163 
countries attend the show every year 
and it generates $50-60 billion 
(Rs 2,00,000 crore-2,40,000 crore) 
worth of business. 


What's there for Indian players? 

The show is perfect for India to access 
electronic media resources and con- 
nect with media professionals from 
around the world. This time, we are 
also holding an India Super Session, 
which will look at what drives India's 
entertainment economy and what it 
takes to succeed in India. 


What is new this year at the show? 

We have a theme called *Content 
Central" that will focus on bring- 
ing content players together and dis- 
cuss opportunities in new technology 
platforms like iptv and mobile 
delivery solutions. 


CONFIDENCE AT WORK 


At B L Kashyap, we thrive on challenges in 
construction engineering. 


We reflect the spirit of those who brave the toughest odds in order to 
follow their passion. This very spirit helps us give shape to your most 
ambitious projects. Making us one of India's highly respected 
construction companies. After all, when your dreams reach for the 
sky, you need a partner to be your wings. 


www.bikashyap.com 


Corporate Industrial | Hospitality | Retail | Residential 
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What is it? Remember Superman's Fortress of Solitude in the Arctic, a huge 
underground cave. Well, this is exactly like that, but there’s nothing fic- 
tional about it. 


Where is it? Norway has built this by hollowing a huge hole in the sandstone 
hills in Spitsbergen, the largest island in the Svalbard chain, way above the Arctic 
Circle. 


What is its purpose? The Global Seed Vault is a "Doomsday vault". In case some- 
thing like a nuclear conflict, meteor strike, epidemic or global warming (who 
knows?) wipes out a majority of the human race, the survivors will be able to 
grow crops from the 4.5 million different seed samples stored here. 
Won't it cost a lot? The Government of Norway will look after the Seed Vault 
but because of its location, it won't need much in terms of cooling. So, even if 
power outages were to strike the vault, the contents are expected to stay safe. 
KUSHAN MITRA 
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STATUS: 3.6 per cent in Q2, 2007-08 


Surprise Package 
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IMPACT: The farm sector, long regarded 
as the laggard that has been holding 
back the India growth story, may throw 
up a pleasant surprise. The govern- 
ment's increased focus, and massive 
expenditure, on the agricultural sector 
has begun to bear results. The growth 
rates are beginning to perk up, thus, 
compensating, albeit only very slightly, 
for the slowdown in the services and 
industrial sectors. 


STATUS: Rs 96,000 crore in 2007-08 
On the Rise 


Defence Budget 
55,661 
60,065 


2002-03 2003-04 2004 
Figures in Rs crore 
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Source- BT research 


IMPACT: Defence spending has tradi- 
tionally increased 6-10 per cent per an- 
ium. The huge capital expenditure 
planned by the government on ac- 
quiring new weapons platforms and 
other hardware from global contractors 
will result in an estimated $12-bil- 
lion (Rs 48,000 crore) offset oppor- 
tunity for India Inc. 


COMPILED BY ANAND ADHIKARI 
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P-WATCH 


A bird's eye view of what's hot and what's 
not on the government's policy radar 





SORTING OUT THE SEZ MUDDLE 


HE COMMERCE MINISTRY HAS FINALLY DECIDED 
Ë scrap eight special economic zones (SEZs) 
already approved in Goa. Also, show cause notices 
have been issued to nine developers. This follows 
Intense pressure from the Government of Goa, 
which has argued that these SEZs would put pressure on the state's 
infrastructure. 

However, there is still a difference of views between the Commerce 
Ministry and the Goa government on the status of three notified SEZs. 
Talking to BT, Commerce Secretary G.K. Pillai said: “We are discussing 
the matter with the Goa government. The matter had been referred to the 
Law Ministry and it has pointed out that compensation will have to be 
paid to developers by the state before we can think of denotifying them." 

RISHI JOSHI 


NOD FOR ACTIVE INFRASTRUCTURE SHARING 


GO-AHEAD FROM DOT | je A MOVE THAT WILL HELP TELECOM 


m DoT clears proposal for companies pare costs and cut capital 
active infrastructure sharing — expenditure. The Department of Telecom 
has cleared TRAI’s proposals to allow active 
infrastructure sharing between telecom 
service providers. It will include key elec- 
tronic components such as antennas, 
feeder cables, nodes, radio access network, 
transmission systems and backhaul. 

This proposal may have several positive 
spin-offs. It will speed up network rollouts across the country, particu- 
larly in smaller towns and cities. Operators will be able to offer services 
even in those areas where their networks are not present. Then, as 
operators are expected to save cost substantially, this could translate 
into lower tariffs for customers. 


m It will speed up network 
rollouts across the country 


m It can translate into 
substantial cost savings 
for operators 


MANU KAUSHIK 


TAXWAIVER FOR SHORT SELLING 


INALLY, SHORT SELLING MAY SOON BE ALLOWED AGAIN ON THE INDIAN 
F stock markets. The Central Board of Direct Taxes (CBDT) has clari- 
fied that lending and borrowing of shares won't attract the securities 
transaction tax (STT) or capital gains tax (CGT). The CBDT note comes 
almost a year after Finance Minister P. Chidambaram promised to 
reintroduce short selling, which was restricted after the 2001 securities 
scam. SEBI has recently announced that it will roll out ล securities and 
lending model to facilitate the process. However, lack of clarity on the 
taxation policy was holding up the formal introduction of short selling. 

MANU KAUSHIK 
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BUOYANCY IN EXPORTS 
EXPORTS GROWTH MAY NOT BE 
severely hit, after all. Worried 
Commerce Ministry officials had 
lowered export projections for 
2007-08 from $160 billion 
(Rs 6,40,000 crore) to $140 
billion (Rs 5,60,000 crore) a 
few months ago on the back 
of an appreciating rupee. But, 
Commerce Ministry sources told 
BT that now, there is every pos- 
sibility that exports may not be 
far short of the original target. 
By the end of January, exports 
were at $124 billion or Rs 
4,96,000 crore. This is largely 
due to the impressive perform- 
ance by the engineering and 
pharmaceutical sectors. 

RISHI JOSHI 


SPECTRUM SCARCITY 
DESPITE REPEATED ASSERTIONS BY 
the Ministry of Telecom that 
there is adequate spectrum avail- 
able for all operators, the buzz in 
the industry is that the rollout 
plans of the new mobile opera- 
tors will be hampered due to a 
scarcity of this resource. As a re- 
sult, as many as nine telcos are 
likely to be affected. This is the 
fallout of a delay by the defence 
forces to vacate spectrum for 
mobile service providers. 


MANU KAUSHIK 
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MAHENDRA SINGH DHONI 


M.S. Dhoni: A true style icon 


1 |! เร FAVOURITE ONE-LINER IS “| AM WHAT | AM" AND 
Hi 26, Mahendra Singh Dhoni, India's 


Twenty20 World Cup-winning and ODI captain, 


is already the most expensive cricketer in the 


world—he was "bought" by the Chennai Super 


Kings, owned by India Cements at the Indian 
Premier League (IPL) player auction recently for 


91.5 million (Rs 6 crore). 


It isn't just cricketing skills that explains his 


- price. The boy next door from Ranchi has already 
. become a style icon (The MTV Youth Icon Award in 
2006 is just a recognition of that). His manager, Jeet 
A Banerjee, Director, Gameplan Sports, says: “The way 
 heis playing, the way he is leading the side, the way 
he is carrying himself and many more factors are 
contributing to his brand positioning." 

India's ODI captain is already associated with 


brands like Reebok, GE Money, Pepsi, Royal Stag, - 


Reliance Mobile and Bharat Petroleum, among oth- 
ers. He is believed to be endorsing as many as 21 dif- 
ferent brands at an annual fee of Rs 1 crore each. 
And many more are padding up to sign him up. And 
why not? His goal in life is to win the ODI World Cup, 
improve India's Test record—though he's not yet the 
Test captain—and take the team close to, and past, 
world champions Australia. Mahi, as he is affec- 
tionately called, attracts attention because of his ma- 
turity and aggression on the field as well as for the 
flamboyance he displays off it. So, will his IPL price lead 
to an increase in his endorsement fee? "Being the most 
expensive cricketer (in the world) will obviously 
have a rub-off,” says Banerjee. That means happier 
days are in store for Mahi. 

RITWIK MUKHERJEE 
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NUMBERS OF NOTE 


1 50. The number of companies that have entered 
the Indian capital market since 2006. They 
mobilised about Rs 50,000 crore 


%45 bition (Rs 1.8 lakh crore): The amount Indian 
companies invested worldwide in 2007 


$2 million (Rs 8 crore): The amount spent by 
Jimmy Wales, Founder, Wikipedia, to maintain 
the site in 2007 


16. The number of companies that the Tata Group 
operates in the US 


Rs 2,40,000 crore: The estimated market 


for credit in rural India 


$7.5 billion (Rs 30,000 crore): The estimated 
value of the growing global market for 
bio-engineered crops and vegetables 


$ 10.37 billion (Rs 41,480 crore): Steel giant 
ArcelorMittal’s net profit in 2007, up from $7.8 
billion the previous year 


$ 140 million: Amount British Airways will pay 
as compensation to passengers affected by its 
price fixing tactics 


50 per cent: The estimated percentage of malls in 
India that will shut down by March 2010, according 
to Samsika Marketing Consultants 


$ 106.3 billion (Rs 4,25,200 crore): Wal-Mart 
revenues for the final quarter of 2007, a world record. 
Its sales increased 8.3 per cent during the quarter 


Rs 1 ,200 crore: ไท 6 amount for which 
Siva Ventures of NRI businessman C. Sivasankaran 
has acquired Norwegian shipping firm JB 

Ugland Shipping 


3 50: The number of food testing laboratories the 
government plans to set up across the country 
within three years 


1 million: Indians in the age group of 
30-69 years who are expected to die 
every year from 2010 from a range of 
conditions caused by smoking 
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Call: 1800 209 8765* now to fix an appointment 
E-mail: mysolutions@tatacommunications.com 
For more information 

Visit: www.tatacommunications.com 


* Toll free number can be dialled from any service provider. 


Our Suite of Solutions 








* Global VPN Services 
+ Ethernet WAN Services 
* Internet Access Services 
* Private Line Services š Business Messaging and 
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Voice Services Acatove Messaging 
< AIM Services * Colocation Services I 
Hosted Contact Centre Services 
* Broadcast & VSAT * Managed Storage Services * Audio & Web Conferencing Services 
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New opportunities emerge almost unexpectedly, sometimes from 
nowhere. At such times you need the ability to overcome 
constraints when your business requirements expand. Our Insta "CC 
on-demand hosted contact centre solution provides you quick 
set-up with advanced features like predictive dialling, 
performance based call routing, IVR and world-class voice and 
e-mail multimedia solutions. 


With Insta "CC we go beyond just connectivity 
* Fast Deployment 
* Zero CAPEX, Pay-per-use 


* Flexible infrastructure totally managed by Tata Communications 


Powered by CosmoCom"", this ready-to-roll service allows you to 
scale the number of seats as you grow and focus on your core 
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ALL YOU WANTED 
TO KNOW ABOUT 


India was a victim of an 

undersea cable outage in 

late-January and early- 

February. But what are these 
cables and why do they 


matter to you? 
KUSHAN MITRA & ANANDA E 





RSEA CABLES 


















What happened in January? 


In late January 2008, in two separate incidents in the Mediterranear 
Sea, the FLAG telecom cable (owned by Reliance Communications; 
and the SEA-ME-WE 4 cable (VSNL and Bharti are members of tht 
operational consortium; VSNL is also the network administrator) 
were damaged. The breakage knocked out internet communications 
over large swathes of West Asia and South Asia and affected more 
than 50 per cent of India’s internet connectivity. A few days later, 
a third cable belonging to FALCON (a part of FLAG telecom) was 
also reported damaged in the Persian Gulf. 


While the outage in connectivity meant slower internet speeds "i 
many web-surfers, the "mesh" network of many cables meant tha 
— E most traffic from India to the US and Europe was routed through 

E other cables such as the SEA-ME-WE 3 cable and Bharti's i2i cable 
(via Singapore) as well as satellite connectivity. Net connectivity 
+ since then has been more or less restored. 


What do the conspiracy theorists say? What's the way ahead' 
While the accepted story is that a ship's anchor or a deep fishing line damaged the cables, other "theories" also What is certain is that to prevel 
abound. Some people say that the breakage was an act of sabotage to damage India's reputation as an ‘offshore’ such outages in future, India wi 
centre. This was echoed by the International Telecommunications Union (UN agency for information and need to diversify its 

communication technologies). Whether there's any truth in this theory will probably never be known. telecommunications connectivi 










X Companies face a demographic landscape dominated by the loming retirement of baby boomers in the developed worid. 
Question mark remains over the appropriateness of the talent in many emerging countries. 
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The idea of the undersea cable 
ore vs to ig rae days 

e telegraph, which was | 
invented in 1839. The first 1O SE PRECISE 
undersea cable connecting India 
was laid as long ago as 1863 


“I would love to be like Reliance” 


and connected Mumbai to Saudi Harsh Goenka, Chairman, RPG, in Business Srandard 

Arabia. By 1870, when Queen 

0 ee “We aim to have a ‘wow’ impact with our 

| e lo hen Mumbai services on international routes" 

arge co ny, when Mumbai Hitesh Patel, Executive VP, Kingfisher Airlines, on plans for a standing 
and London were connected. bar in its international Economy class, in The Economic limes 


“4.55, 





“Companies today are bigger than many 
economies. We are little republics. We are 
engines of efficiency. If companies don't do 
able, supported very low bandwidth. (responsible) things, who is going to? Why 
f the fibre optic e firstdenloved — not start making change happen now?” 
í op aap oats SE iN Indra Nooyi, CEO, PepsiCo, in Fortune 


“I tend to switch off a lot. To be fresh for the 
next day, it is important to switch off. Though 
we sell products on which other people 

take e-mails home, | am not the kind 

who takes it home" 


Ajai Chowdhry, Chairman ๕ CEO, HCL Infosystems, 
m The Financial Express 


"That (the Tata Nano) was a game-changer, a 
new business model. The Indian IT industry 
has not changed the game as yet" 

Anand Mahindra, Chairman, Tech Mahindra, in BusinessWeek 


“All new players will collapse within 36 months. 
These firms will take at least 12 months to build 
their networks and 24 months after that, they 
will struggle to survive in the market. I feel their 
position is not viable” 

Sunil Mittal, Group Chairman & CEO, Bharti Group, in Mint 











“The government doesn’t want this or that. The 
government simply sensitises banks to the de- 
mands of the consuming public. So, the banks 





and the increasingly global nature of that competition—to 
have a major effect on their companies over the next five have to respond to the situation. The govern- 


din ment doesn't give them directions or orders" 
While the developed world wrestles with falling birth rates . Chidambaram, Finance Minister, to Agencies 

and rising rates of retirement, emerging markets are producing 

ล surplus of young talent. Many organisations have been | | | 

eyeing this source of talent enthusiastically, but ridingthe “The major emerging economies, such as 

new demographic tide won't be easy. HR professionals at China and India, can't continue moving for- 

MNCs in emerging markets such as China, Hungary, India, — ward at the same rate without the industrial 

and Malaysia have told McKinsey that candidates for economies, at least not yet" 

uw and general-ma nt positions exhibit wide Dominique Strauss-Kahn, Managing Director, International Monetary 
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in — Poor skills, redegi rcm Fund, in Forbes.com 
qualifications, and cultural issues were among the problems 
most frequently cited. 
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| AWARDED: To 
Bharti Enterprises 
Chairman Sunil Bharti 
Mittal, the JRD Tata 
Corporate Leadership 
Award, for his out- 
standing contribution 
to Indian industry. The award was 
presented by Power Minister Sushil 
Kumar Shinde. 





APPROVED: By the government, a 
scheme to provide an additional Rs 
500-crore interest subsidy to Indian 
exporters to compensate them for 
losses on account of the rupee's ap- 
preciation against the dollar. Under 
the scheme, banks will lend to ex- 
porters at rates cheaper than those 
prevailing in the market, and be 
reimbursed the difference by the 
government. 


PERMITTED: Standard & Poor's, by 
FIPB, to set up a wholly-owned sub- 
sidiary in India. The new company 
will provide cross-border credit rat- 
ings, index services, investment re- 
search services and S&P's global data 
and information products to markets in 
the region. The company is already 
operating in the domestic market 
through Crisil. 


JUST WONDERING ... 
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SURPASSED: For the first time in 
India, the number of private equity 
deals over the number of M&A deals. As 
many as 60 private equity deals took 
place in January against 56 M&A trans- 
actions, according to global consulting 
firm Grant Thornton. However, the to- 
tal value of PE deals was lower at 
$2.05 billion, compared to $3.01 
billion worth of M&As transactions. 


PERMITTED: By Sebi, Renaissance 
Technologies, the world’s largest hedge 
fund firm, to operate on Indian stock 
markets as an FII. Other hedge funds 
that recently entered India include the 
Vikram Pandit-founded Old Lane, DE 
Shaw and Och-Ziff Capital 
Management. Renaissance is based 
in the US, and has retumed more than 
50 per cent in the first three quarters of 
2007, according to a Bloomberg report. 


CLEARED: By the 
Board of Approvals 
headed by Commerce 
Secretary Gopal Pillai, 
ง 10 proposals for set- 

ting up SEZs. Among 

those approved are 
proposals by Videocon Realty (in West 
Bengal) and Mahindra Worldcity (in 
Rajasthan). 





| 
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PINK PAPERS EYE 








HE FINANCIAL MEDIA SPACE IS TURN- 
I ing vernacular with a vengeance. 
A recent spate of launches have 
seen English business daily The 
Economic Times launch its Hindi edi- 
tion (it launched a Gujarati edition 
earlier) and Business Standard launch 
Hindi and Gujarati editions this year. 
Not to be left behind, Network18 has 
tied up with the Dainik Jagran 
Prakashan Group to launch a Hindi 
business daily in the near future. Why 
are media houses rushing into the re- 
gional print media? According to Lintas 
Media Guide 2008, there are 551 
million literate people in India. The 
reach of the print media, on the other 
hand, is only 315 million. That means 
there's an untapped market of 236 
million literate people. Says Ashish 
Bagga, CEO, Living Media India, which 
has had a string of vernacular editions 
of its flagship magazine, /ndia Today: 
"This is long overdue. Increasing liter- 
acy and prosperity in some key states 
are some factors that aid this move." 
But are these new vernacular 
business dailies getting anywhere near 
the premium advertising rates that 
their English counterparts garner? Not 
really. Says Tarun Nigam, Executive 
Director, (India North & Pakistan), 
Starcom: “While these have got good 
response from advertisers, the ad rate 
difference between English and lan- 
guage dailies is unlikely to be bridged 
in a hurry." Adds Bagga: "Low cover 
price and limited circulation are chal- 
lenges as well." 
SHAMNI PANDE 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in February 2008. 


Deal Particulars: The boards of HDFC Bank and Centurion Bank of Punjab (CBoP) have ap- 
proved the merger of CBoP with HDFC Bank. The banks have agreed on a share swap ratio of 1:29. 
as suggested by independent joint valuation advisors Emst & Young Private Limited and Dalal & Shah 


Impact Analysis: The deal is in line with HDFC Bank's strategy to look out for a suitable part- 
ner that would add scale, geography and experienced manpower to its franchise. Post-merger, the 
combined entity, which will continue to be called HDFC Bank, will have 1,148 branches nation- 
wide (the largest among private sector banks), a deposit base of around Rs 1.2 lakh crore. net ad- 
vances of around Rs 85,000 crore. The balance sheet size of the combined entity would be over 





DEALTRACKER 









TARGET 








Rs 1.5 lakh crore. 


ACQUIRER 


INDUSTRY 











DEAL VALUE 


| S Crore) 






Centurion Bank of Punjab HDFC Bank —— — — — Banking Acquisition — 11,000 100% 
Sophia Power Co. LNM India Internet Ventures — Electrical Equipment Investment 1,580 37.5% 
18 Ugland Shipping AS Siva Ventures, subsidiary of 

Sterling Infotech Group — — — Shipping Acquisition 1,200 100% 
Bharti Infratel Kohlberg Kravis Roberts and Co Telecommunication Investment 1 000 2% 
UTV Software Communications The Walt Disney Companyt 

. (Southeast Asia) — Entertainment Investment 805 18.4% 
Entertainment World Developers Phoenix Milis Ltd. = — — à  RealEstate Investment undisclosed 4276 
Evofarms Group of Companies United Phosphorous Ltd. Agriculture Acquisition — undisclosed 10076 
Acme Tele Power Monsoon India Inflection and Jackson 

Heights Investments —— . Telecommunication Investment 400 3.35% 
Criticare Systems Opto Curcuits india Healthcare Acquisition 270 100% 
Multi Commodity Exchange of India NYSE Euronext Capital Markets Investment 240 5% 
Axicorp GmbH ไล ไฟ SE __ Healthcare Acquisition 180 10% 
Globe Capital Market Citigroup Venture Capital ง — — Capital Markets Investment 164 10% 
Capital Stream HCL Technologies = Information Technology ^ Acquisition — 160 10075 
ABG Kolkata Container Terminal PSA Intemational Oo Transportation Investment — 15] 49% 
Sequans Communications SA Swisscom & Reliance Tech Ventures Technology Investment 112 undisclosed 
James Robinson VivimedLabs — — Textiles Acquisition — 845 100% 
Uniflex Cables Apar Industries / 7 ว Electrical Equipment Acquisition — 50 42% 
Anupam Global Soft Reliance Communications — — Ielecommunication Acquisition — undisclosed 10076 
Sangam Laboratories Camlin Fine Chemicals — Pharmaceuticals Acquisition — undisclosed 60% 
Rolastar Tomkins — — à Mandfcturing Acquisition undisclosed undisclosed 
Top Glass SpA Kemrock Industries & Exports Manufacturing Acquisition undisclosed undisclosed 


Ernst & Young is a leading M&A advisor in India. While every care has been taken ! 
secondary research. Any decision on the basis of the above men 


undertake any responsibility in regard to any such decision 
Includes อ ท พ M&A, private equity and brand sale transactions 
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I'm empOwered 
to be with you, right through. 


Trust your dream home to the enthusiastic service providers at HDFC. Empowered to offer complete customised home solutions, Supat 
everyone at HDFC is ever ready to assist you and look after your needs. Be it the home loans department or property search and quidan 


or even the legal & technical counselling section, our expertise and commitment will leave you rest assured. Backed by speedy and efi 


processes and HDFC's service standards; our team will ensure the best for you. At HDFC, you can count on us to be with you, right throua 





HOME LOANS 


Talkto ustoday. SMS: HDFCHOME to 56767 WITH YOU, RIGHT THROUGH 
SMEDABAD: Tel: 6630 7000. BANGALORE: Tel: 4118 3000. BHOPAL: Tel: 443 3333 BHUBANESHWAR: Te! 253 4335/4555 6! CHANDIGARH 
398 9123. CHENNAI: Tel: 2859 9300. COIMBATORE: Tel: 430 1100, 439 9881-82 GUWAHATI: Tel: 266 6000. HYDERABAD: Tel: 6647 5001 INDORE: 

443 3333, 422 3300. JAIPUR: Tel: 98750 88888, 515 0888. KOCHI: Tel: 93877 66666, 301 1200. KOLKATA: Tel: 2321 5060 LUCKNOW: Tel: 398 9 
JMBAI: Tel: 6663 6000. NAGPUR: Tel: 256 6000. NASHIK: Tel: 660 6000. NEW DELHI: Tel: 4111 5111. PUNE: Te! 25505000 THIRUVANANTHAPURAM: 
325 5000. VADODARA: Tel: 230 8400. Conditions apply Network HDFC2419-07 


bt vital signs 


Internet Users: Asia on Top 


Asia is the world's largest regional internet market measured by users. The number of 
internet users in the region was estimated to have touched 510 million by mid-2007, 
out of a total global internet user population of 1.3 billion. 


Internet Users in the World 
Asia 
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Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 
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Farewell to High Growth 





Why is HUL's CEO of two years Douglas Baillie headed to Europe? ANUSHA SUBRAMANIAN 


WO YEARS AGO, MANVIN- 

der Singh Banga, 

Chairman, Hindustan 

Lever Ltd (HLL, now 

Hindustan Unilever Ltd, 
or HUL) was called up to the newly- 
constituted Unilever Executive (UEX), 
to head its foods business. That was 
the time Unilever had adopted a 
new structure—a single top Exec- 
utive team, into which the foods 
and the Home and Personal Care 
(HPC) portfolios were integrated (ear- 
lier they were separate divisions). 
That restructuring had its reasons: 
Unilever wasn't meeting its growth 
targets and, in 2004, the top line 
crawled by just 0.9 per cent as 
against the targeted 5-6 per cent. 
Back home, HLL, too, was in the 
dumps, with the company unable 
to show growth between 2001-04. 
The shuffle at the top was an at- 
tempt to kick-start growth in all in- 
ternational markets that matter, by 
combining HLL’s global scale with 
its regional might. 

Two years later, that restruc- 
turing appears to have paid divi- 
dends. Unilever is back on the 
growth path in style, notching up a 
5.5 per cent climb in the top line. 
In India, the turnaround has been 
even more impressive, with HUI 
showing double-digit growth for 
the third year in a row in 2007. 
And—what do you know—if an 
attempt at a turnaround was a rea- 
son to shuffle the top team two 
years ago, achieving that turnaround 
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HUL's Paranjpe: The new India chief has his job cut out in a cut-throat market 


also appears to be a good reason to 
move the head honchos about. Last 
fortnight, HUL announced that 
Douglas Baillie, who had taken over 
as Managing Director and CEO in 
March 2006, would now take over 
as Unilever's President for Western 
Europe, and will be on the uEx. 
Replacing him as CEO will be Nitin 
Paranjpe (44), currently Executive 
Director, HPC, HUL. Meantime, 
Harish Manwani, Chairman, HUI 
and President, Asia-Africa, will also 
take charge of Central and Eastern 
Europe; that's a new region that 
has been carved out as a part of 
the Anglo-Dutch consumer care gi- 
ant's sharp focus on developing and 
emerging (D&E) markets. 

The obvious question, of course, 
is: Why is Unilever disturbing a 





structure that seems to be working 
so well? Baillie, it would appear, 
has done well to keep the growth 
fires burning at HUL; why then kick 
him upstairs at this juncture, and 
so soon? The answer: The Baillie 
shuffle is only a continuation of the 
One Unilever strategy flagged off 
two years ago—of simplifying the 
organisation into three broad re- 
gions (Asia-Africa, Europe and the 
Americas) and two categories (foods 
and HPC) and leveraging Unilever's 
scale in every market it operates. 
As Manwani puts it: "It's about 
achieving strategic clarity: We had to 
be clear about the markets we will 
play in for big gains, and the ones 
that we won't." 

By bringing Central and Eastern 
Europe (CEE) into the D&E realm, 


WSO) แร จ จ ง พ ผา ก 


INN 


Unilever has set ล common agenda 
for these markets—which are the 
growth drivers of the future. 
Currently, D&E markets make up 
for 44 per cent of Unilever's global 
business, and with the CEE region 
now a part of that block, that figure 
should go up to 50 per cent. 

That, however, may still not ex- 
plain why Baillie moves from a 
high-growth D&E market (India) to 
a decidedly non-D&E market 
(Western Europe). Manwani prefers 
to look at the robust succession 
plan at HUL, which paves the way 
for a 20-year-old HUL hand to take 
over at the top. Baillie for his part 
did his bit by sustaining the growth 
momentum. New CEO Paranjpe has 
a still more challenging task: To 
keep gaining market shares in cru- 
cial categories (soaps, toothpastes, 
shampoo, skin), and to keep mar- 
gins high in an environment of cut- 
throat competition, higher adver- 
tising and promotional expenses 
and soaring input costs. 


A Heavy Cross 
to Carry 


Should the CEO pay the price for 
an employee's rape and murder? 


ALK ABOUT BAD TIMING. BARELY A 

fortnight after the curtains came 
down on the Nasscom Leadership 
summit in Mumbai, its President 
finds himself in the dock. The 
Supreme Court has allowed the 
prosecution of Som Mittal to go 
ahead, for his liability in the rape 
and murder of a HP GlobalSoft em- 
ployee by a cab driver. Before tak- 
ing over at the helm of the apex 
body for the IT and ITES industry, 
Mittal was head of HP GlobalSoft's 
operations in the industry when 
the gruesome incident happened 
two years ago. 

Even though all Mittal faces is a 
paltry fine of Rs 1.000, if ‘con- 
victed’, the Supreme Court’s de- 
cision has stirred up a debate in 








Want a red-hot performance that leaves everyone 
behind? Then switch to XTRAPREMIUM petrol and 


XTRAMILE Super Diesel. Enhanced with exclusive 
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Nasscom's Mittal: Travesty of law? 


the industry. In December 2005, HP 
GlobalSoft employee Pratibha 
Murthy was brutally murdered and 
raped by an unauthorised cab 
driver working for the company. 
The Karnataka State Labour 
Department initiated proceedings 
against the company, claiming that 
it failed to provide 'adequate SC- 
curity' to its women employees, 
thereby violating the State's Shops 
and Commercial Establishment Act. 
According to the department, 
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Mittal as Managing Director of 
the company was responsible for 
the welfare and safety of the com- 
pany's employees. 

ไท turn, Mittal had moved the 
Apex court, the Karnataka High 
Court and then the Supreme Court, 
arguing that he was exempted from 
liability as the head of the company. 
But the recent judgment has paved 
the way for his prosecution—a de- 
cision that most of the [1 and ITES in- 
dustry views as being unfair. HP, for 
the time being, has this to say: “..the 
Honourable court has not pro- 
nounced either Mittal or HP guilty on 
any count. It has only directed Mittal 
to urge all the contentions as avail- 
able under law, including maintain- 
ability of the complaint, before the 
trial court. However since the mat- 
ter is sub-judice, HP would not like to 
comment on any specifics related 
to the case at this point." 

But the issue has raised the hack- 
les of an industry that feels that it's 
being unfairly targeted. “Why blame 
a CEO for something that a cab 
driver does? It's like holding the 
Prime Minister or a President di- 
rectly responsible for every mur- 
der in the country," says the coo of 
a Bangalore-based financial serv- 
ices BPO company. “This case is a 
litmus test for the entire industry," 
he adds emphatically. 

Almost 35 per cent of all em- 
ployees in the industry are esti- 
mated to be women—a bulk of 
them work on the night shift. BPO 
firms like Firstsource believe that 
the industry offers the best safety 
and work environment for its 
women employees. *No other in- 
dustry offers the facilities we offer. 
In which other industry do you 
have women employees being 
picked up and dropped at their 
doorstep? We take care of our 
women employees more than any 
other industry," says Ananda 
Mukerji, MD & CEO, Firstsource. 
The company also follows other 
safety procedures like never first 
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picking up or dropping a woman 
employee off last. *All car drivers 
carry photo IDs that are promi- 
nently displayed and awareness 
drives are periodically conducted 
to see the employees recognise 
that they can take precautions 
like checking a photo ip. Women 
get calls prior to pick up giving 
the car number and driver's name. 
If a woman wants to leave early 
for whatever reason, a security 
guard accompanies her in the 
car," adds Mukerji. 

T.V. MAHALINGAM 


OECD T LR VUE amie T. 
More PE for EP 


That means more private equity 
for players in equities. 


OLATILITY OR NO VOLATILITY, THE 
Vena of private equity (PE) 
for stock broking firms refuses to 
peter out. Over the past couple of 
years, a number of PE players bought 
up chunky stakes in top-of-the-line 
brokerages like India Infoline, 
Sharekhan and Motilal Oswal. Now 
it would seem they're going after 
the lesser-known, second tier of 


East Meets Western Union 


Remittances to India could hit $35 billion in 2007. 


N 2006, MIGRANTS ACROSS THE 

world transferred $300 billion 
(Rs 12 lakh crore) to their home- 
lands. India was the largest recip- 
ient of remittances, accounting for 
$27 billion (Rs 1.08 lakh crore)— 
making it the largest market for 
remittances in the world. China, 
Mexico and the Philippines closely 
followed India. 

“It is estimated that, in 2007, 
$30-35 billion (Rs 1.2-1.4 lakh 
crore) will be remitted into India. 
India, clearly, is a huge market 
for us," says Anil Kapur, 
Western Union, which has a 17 
per cent market share worldwide. 
According to Kapur, nearly 44 
per cent of India's remittances 
come from the us, another 32 per 
cent from the Gulf and Near 
Eastern markets. 

Western Union has been rap- 
idly expanding its footprint in 
India. *From less than 3,000 lo- 
cations in 2001, we have over 
50,000 locations now," says 
Kapur. These include bank 
branches, post offices, retail outlets, 
petrol pumps. More than 60 per 
cent of its outlets are either in 





bank branches or post offices. 
States like Punjab, Tamil Nadu, 
Andhra Pradesh, West Bengal, 
Uttar Pradesh and Bihar are major 
recipients of remittances. “The 
good thing about the remittance 
model we follow is that people 
have now found a legal, cost- 
effective model of transferring 
money. Earlier, most of it would 
happen through illegal channels 
like hawala,” says Kapur, who also 
asserts that the company's pric- 
ing in India is pretty competitive. 
*Our model allows a legal way of 
money transfer for people without 
bank accounts. A lot of Indians 
in the Gulf work as taxi drivers 
and labourers," he says. 
T.V. MAHALINGAM 
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Anand Rathi: Catching PE fancy 


share shops. According to data from 
Four-S Services, a Mumbai-based 
start-up that provides research, fi- 
nancial consulting and business con- 
tent services, 2008 has already seen 
four deals in the space aggregating 
$95 million (Rs 380 crore). This 
comes on the heels of $700 mil- 
lion (Rs 2,800 crore) invested in 
19 deals in 2007. In the current 
year, Citigroup Venture Capital 
International (CVCI) has invested 
$42 million (Rs 168 crore) in the 
publicly-listed Global Capital 
Markets, a Delhi-based broking and 
clearing house; Sequoia Capital 
India has picked up 29.1 per cent 
stake for Rs 120 crore in Delhi- 
based financial services firm Unicon 
Financial Intermediaries; New 
Vernon/ICGQ has invested $14.4 
million (Rs 57.6 crore) in Prime 
Securities; and Halcyon Group has 
invested $8.5 million (Rs 34 crore) 
in Anagram Securities. 

But in an environment of dwin- 
dling volumes, negative sentiment 
and poor appetite for risk, why are 
PE players rushing where investors in 
equities fear to tread? The answer 
might just lie in that unknown realm 
called the long term. Says P.R. 
Srinivasan, Managing Director, CVCI: 
“In the coming years, economic lit- 
eracy and equity culture are going to 
dramatically increase—this is a mega- 
trend. Demand for simple equity 
broking services as well as sophisti- 
cated wealth management services 
for the mass affluent class will grow 
significantly. While banks will also 
compete in this space, significant 
market share will be taken by Indian 
brokerage houses that can provide 
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these services very effectively and 
very efficiently using internet tech- 
nology platforms." Clearly, 
Srinivasan isn't fazed by the volatil- 
ity and uncertainty. “PE investors’ 
appetite for this market sector will 
not change (because of the short- 
term volatility). We saw the potential 
and made our first investment in 
the sector a year back. In fact, 1 
would see more investment being 
made in the brokerage sector in the 
coming months,” he adds. 

According to the brokerage 
houses, PE investors are interested in 
the brokerage houses/financial serv- 
ices because it is a high-growth sun- 
rise industry. Some of the companies 
are growing between 50 per cent 
and 100 per cent annually, and a 
few by even over 100 per cent. 
Profit growth is even more rapid. 
The total equity business in the 
country is likely to grow by more 
than 30-40 per cent in a year or 
two and there is likely to be a lot of 
consolidation in the industry. 

As Jaideep Arora, Director, 
Sharekhan, says: “Consolidation will 
definitely take place. Over a period 
of time I see there will be five or six 
very big players.” Anand Rathi, 
Chairman, AnandRathi Securities, 
which raised around Rs 100 crore 
from CVCI by divesting close to 20 
per cent last year, is once again in the 
limelight; this time it has caught the 
fancy of New Vernon, a $1.4-billion 
(Rs 5,600-crore) private, India- 
specific fund from the us, founded 
by former Merrill Lynch honcho 
Arshad Zakaria. It is understood 
that AnandRathi is expected to di- 
vest around 15 per cent for ap- 
proximately Rs 400 crore, a valua- 
tion growth of five times, within a 
year, to New Vernon. Rathi says: 
*Besides brokerages, the businesses 
of wealth management, distribution, 
insurance and mutual funds and in- 
vestment banking are also going to 
grow fast." And silly you are racking 
your nerves about a Us recession! 

ANUSHA SUBRAMANIAN 





Don't 
Discount Them 


Consumers clamour for 
rebates—all year round. 


OU'VE HEARD PLENTY ABOUT THE 

Indian middle class' rising pur- 
chasing power and rising disposable 
income; yet when it comes to a dis- 
count, few are able to look a gift 
horse in the mouth—certainly not 
the ubiquitous price-sensitive, value- 
for-money consumer. According to 
consultants McKinsey & Co., almost 
40 per cent of branded apparel sales 
in India come from discounting. 
Retailers are focussing on this mar- 
ket aggressively, which is why there 
is a surge in retailers offering year- 
round discounts, ranging anywhere 
between 30 and 70 per cent. 

Future Group's 18-month-old 
value format called the ‘Brand 
Factory’ sells national and interna- 
tional fashion brands at 25-50 per 
cent discounts. The store has over 
150 brands such as Arrow, Esprit, 
Van Heusen, Levi's, Reebok, Lee, 
Pepe, Wrangler and Provogue. The 
group has six stores (ranging be- 
tween 40,000 and 80,000 sq. ft) 
currently, and plans to expand to 
some 50 outlets by 2010. “Every 
brand needs to sell some of its stock 
on discount. It’s a global phenome- 
non and that’s why, in India, chan- 
nels like Brand Factory have be- 
come viable for labels,” says Rajesh 
Seth, Vice President, Marketing, 
Brand Factory. 

The Loot is a similar format that 
started with 10 brands three-and-a 
-half years ago. Today, it caters 
around 60 brands, in 30 stores in 13 
cities. Managing Director Jay Gupta 
says he plans to scale up to 100 
stores in 30 cities by next April. 
The Loot operates four formats, 
the smallest being 1,000 sq. ft and 
the largest 20,000 sq. ft. Gupta es- 
timates the organised discount mar- 
ket to be close to Rs 11,880 crore. 
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Ashok Choudhary for The Highly Reliable Times 


. Net4India manages its multitude of internet based services efficiently 
with a strong IT backbone. 


Millisecond customer response made possible 
by a reliable communication platform 





By C. LAL 


NEW DELHI, Nov. 2007 . 
Net4India is the leading pan-India 
IP communications company and 
the only Indian Internet 
communications company with 
service provisioning ability on a 
multitude of Internet based services 


Net4India had built its portal on 
open standards ie. Linux as the 
operating system and MySQL as 
the database. However problems 
plagued this arrangement, right 
from slow lead time affecting 
Customer experience to unreliable 
web environment that required the 
team to constantly develop updates. 
Net4India required a scalable, 
reliable and secure solution to 
manage its operations. 

Which is why, Net4India turned 
to the Microsoft* .NET Framework 
30 programming model The 
Technology team used Windows* 
Communication Foundation and 
Windows Workflow Foundation to 
simplify, speed up and future-proof 


its applications. More importantly, 
it provided the seamless, secure, 
and reliable connection across the 
e-commerce portal that Net4India 
was looking at. 


"Customers are looking for 
millisecond response times which 
the Linux and MySQL was unable to 
cope with. We wanted our Web 
servers to return queries in 
milliseconds, Thishas beenachieved 
by the new application running on 
SQL Server 2005 and Microsoft . 
NET Framework 3.0," explains Desi 
S Valli, ED & COO, Net4india. The 
solution was designed keeping in 
mind enhancement of the user 
experience and to provide a reliable 
technology platform for high usage 
data center environment. 


The customers seem to be the 
real beneficiaries of — the 


that the new 
Microsoft Windows*-based 
architecture employed by 


Net4India brings. For the full 


BREAKING NEWS: 


Satisfied customers back the 
secure communication platform 


Consistent updates ensure Net4India delivers a secure platform and 
a long line of supremely happy customers. - Continued on Page 14 
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*We will pump in Rs 100 crore 
this year for expansion. Our major 
focus is on medium and large for- 
mat standalone stores because they 
help us in driving footfalls," he says. 
On an average, the store gets 100 
customers daily. 

The Krishna Group's The Grab 
Store is a more recent player in this 
market. The Grab Store is a chain of 
multi-branded discount stores that 
offer discounts as high as 80 per 
cent on menswear, women's wear, 
kidswear, footwear and accessories. 
“We feel there is a huge gap in the 
market. Indian shoppers are intelli- 
gent and they are aware of the huge 
margins that brands have so they are 
forever looking for bargain shop- 





Brand appeal: With smart pricing 


ping," says Snigddha Kar, Head- 
Marketing for The Grab Store. The 
Mumbai-based Rs 400-crore tex- 
tiles firm plans to invest Rs 100 
crore on expanding its retail net- 
work to 50 stores by year-end. The 
store offers 40 international brands, 
including Nike, Adidas, Puma, 
Reebok, Pepe, Levi, Kaapa, Bossini 
and Mercedes, with discounts rang- 
ing from 25 per cent to 60 per cent. 

Adopting a different approach is 
Reliance Trends, a part of Mukesh 
Ambani's Reliance Retail. Instead of 
discounted apparels and accessories, 
the company has forged exclusive 
tie-ups with most of the brands for 
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PE Ahoy! 


Alicargo Global gets more private equity. 


EW VERNON, A US-BASED PRI- 
Ne equity firm, spotted 
Shashi Kiran Shetty’s Allcargo 
Global Logistics company before 
any other PE player could—in 
January 2006 when it picked up a 
6.02 per cent stake in Allcargo (six 
months before it made an initial 
public offering) at Rs 685.88 per 
share. Today, New Vernon still 
holds that stake in the company, 
whose current price hovers around 
Rs 800 per share (it had touched 
an all-time high of Rs 1,150). New 
Vernon stayed on despite the one 
year lock-in period expiring on 
December 2006. 

New Vernon isn’t the only PE 
major that seems to be convinced 
by Shetty's entrepreneurial abili- 
ties. The Blackstone Group 
bought out debentures and war- 
rants amounting to Rs 242 crore 
in Allcargo; they will be converted 
into equity shares at Rs 934 to Rs 
1,284 per share after 18 months. 
Blackstone will end up with a lit- 
tle over 10 per cent in Allcargo. 

Shetty and his family still own 
a comfortable 80 per cent stake in 


sub-brands. Thus, apart from the 
private labels, the store offers brands 
like Lee, Wrangler, Peter England, 


John Players, Blackberry, Liliput, 


Indigo Nation, Biba and designer la- 
bels like AND, Remanika, most of 
these exclusively for Reliance 
Trends. “There is a large opportu- 
nity in India for value clothing at af- 
fordable prices to consumers. Our 
target is the aspiring middle-class 
shopper who typically wants to 
wear branded apparel," says Arun 
Sirdeshmukh, Chief Executive, 
Apparel & Luggage Business, 
Reliance Retail. The company plans 
to have a network of 100 stores in 
the next three years. 





Alicargo's Shetty: Diversification plans 


the company, which offers enough 
scope for future dilution (the pub- 
lic owns 20 per cent). “The funds 
would be utilised for diversifica- 
tion within our core business," 
says Shetty, Chairman and 
Managing Director, Allcargo. 
Shetty has lined up a Rs 400-crore 
capital expenditure plan, which 
includes the purchase of mobile 
cranes, setting up of inland con- 
tainer depots and container freight 
stations, as well as logistics parks. 
Last fortnight, Allcargo also inked 
a joint venture with Container 
Corp for setting up a CFS at Dadri 
in Greater Noida in UP. 

ANAND ADHIKARI 


The Provogue Apparel Group 
introduced its multi-brand discount 
format ‘Promart’ in 2007. Arvind 
Brands is expanding the Mega Mart 
chain with plans to increase their 
number from 54 to 150 in five 
years. Brandhouse Retails, the 
brand-specific retail unit of apparel 
company S. Kumars Nationwide 
Ltd (SKNL), is also planning to enter 
multi-brand, large-format, discount 
outlets and expand its network of 
stores to 400 by year-end; and 
another three-fold by fiscal 2010. 

Clearly, what isn't at a discount 
is the excitement in this segment 
of retailing. 

PALLAVI SRIVASTAVA 
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Roses, Tulips 
or Beer? 


Haryana is about to get India's 
first “beer garden”. 


F YOU ARE DONE WITH KNOCKING 

back hard drinks or drinking 
your beer straight from the can, 
then there is an interesting option 
emerging—a beer garden. This is 
essentially a micro-brewery with a 
pub that allows one to get one's 
beer brewed to the specific taste 
one likes in terms of bitterness, vis- 
cosity and other variables. 
Interested? Well, then the place to 
head to is Gurgaon district of 
Haryana, which adjoins Delhi. Here 
the Delhi-based Rockman Group is 
planning to set two beer gardens. 

Group company Rockman 
Breweries TNK Ltd, in a joint ven- 
ture with the German company 
Lowenbrau Buttenheim, is plan- 
ning to invest Rs 100 crore in set- 
ting up these two beer houses. 
Haryana is the first state to have 
granted approval to Rockman, 
though the company along with 
its joint venture partner is tapping 
other states for setting up micro- 
breweries. These include Maha- 
rashtra, Punjab, West Bengal, Goa 
and Delhi. 

The raw materials such as hops, 
malt and yeast are being sourced 
from Bavarian suppliers Weyermann 
Bamberg, while the brewhouse, the 
design and the interiors will be pro- 
vided by German service provider, 
Kasper Shulz. *The beer gardens 
will be launched in Gurgaon in the 
next four to six months. We have 
the government approvals and we 
have the land also," says C. S. 
Agarwal, Managing Director of the 
Rockman Group of Companies. 
“We are also looking to set up sim- 
ilar gardens in Singapore and South 
Africa," he adds. 

Since the beers will be cus- 
tomised and not mass-produced, 
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the pricing will be towards the 
upper end. Unlike typical drinking 
joints, these beer gardens will try 
to attract the family audience, 
mainly for the ambience that they 
will seek to provide. Hence, the 
beer gardens will be set up in two 
formats—one in a mall over 
8,000 square feet and the other in 
an open, forest like ambience 
with a lot of greenery. Initially 
the foreign partners will bring in 
the back-end support, technol- 
ogy and design while the Indian 
partners will be responsible for 





Rockman's Agarwal: "Fresh" beer 


the land approvals. 

*Besides the ambience, it will be 
about the palate," says Agarwal. 
The unique selling proposition here 
is beer as a fresh product, pro- 
duced without preservation and 
stabilisation or pasteurisation, and 
in many cases even without filtra- 
tion. Targeting the younger gen- 
eration and women with the low 
alcohol drink that beer is, these 
gardens will also have typical 
Bavarian style restaurants. In fact, 
the concept of these micro- 
breweries comes from Bavaria, 


where they have a long history. 
Agarwal believes that the 
younger set looks for individuality 
and emotional connect, and hence 
likes differentiation. *Local or re- 
gional specialities develop compar- 
atively small but interesting mar- 
ket segments. This trend is sup- 
ported by a growing health con- 
sciousness among consumers," he 
says. So now you know what to do 
when you feel like having a beer 
with sauerkraut. 
SHALINI S. DAGAR 


Few Feet 
Too Many 


Bangalore's UB City is 
accused of encroachment. 





ANGALORE'S SOON-TO-BE BIGGEST 

landmark for luxury retail, Ub 
City, is in the limelight for the 
wrong reasons. The project, with a 
total built-up area of 1.5 million 
square feet, has been found to have 
encroached on the Vittal Mallya 
Road in Bangalore's central busi- 
ness district (CBD). Karnataka's anti- 
corruption agency, Lokayukta, 
which discovered the deviation by 
project developers, has issued a no- 
tice to Brihat Bangalore Mahanagara 
Palike (BBMP), asking it to restore 
the width of the road. 

The project, developed jointly by 
Vijay Mallya’s UB Holdings and 
Prestige Group, is a cynosure of all 
eyes, and is also the city's latest 
tourist attraction. Bangalore's CBD 
has no other project that matches UB 
City in size or grandeur; the green 
cover from the close-by Cubbon 
Park adds glitter to the four impos- 
ing towers of UB City. As things 
looked hunky-dory, a group of res- 
idents from Vittal Mallya Road 
complained to Lokayukta alleging 
that the road had shrunk due to 
encroachment. Soon, inspections 
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UB City: Encroachment wrangle 


of the road followed at the direction 
of Justice N. Santhosh Hegde, a 
former Supreme Court Judge who 
heads the organisation. 

Senior Lokayukta officials say 
they found the encroachment to be 
highest and close to 3.5 feet at the 
entrance to UB City. The Lokayukta 
relied on government survey records 
for its conclusion. The BBMP, on 
the other hand, approved the mod- 
ified plans of the project, which 
again were backed by some records 
from the developers. 

While BT’s e-mail queries to UB 
Group on the issue did not elicit 
any response, Prestige Group de- 
nied there has been any wrong do- 
ing in the project development. 
Prestige's Vice President (Public 
Relations) Noor Nayeem says: “As 
far as our knowledge goes, we have 
not encroached on any government 
or BBMP land. Since we had already 
obtained the drawings from the sur- 
vey authorities, which clearly shows 
the road width as surveyed in 1975- 
76, we went by the same." 

The UB City houses some blue 
chip companies such as Citigroup, 
3M, ABN Amro, Ernst & Young, 
Yahoo, Toyota, and Tata Motors, 
and is in talks to get top global 
brands and retailers to set up shop 
in its premises. 

K. R. BALASUBRAMANYAM 
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Cellular Fest 
for GenNext 


Cell phone makers go all out to 
woo youngsters. 


175 A SATURDAY AFTERNOON AND 
Hall No. 7 at Delhi's Pragati 
Maidan is teeming with college kids. 
On display at various stalls are the 
newest in teenage accessory: cel- 
lular phones. Mobile Asia, the 
fourth in a series of expos organ- 
ised by the Indian Cellular 
Association (ICA), is in town and 
it is specifically targeting GenNext 
consumers. “The next wave of 
growth in mobile subscribers would 
primarily be from the younger gen- 
eration. Mobile Asia 2008, there- 
fore, aims to provide a platform for 
the industry and trade to interact 
and communicate with GenNext,” 
ICA National President Pankaj 
Mohindroo said in a release. 
Small wonder, then, all the big 
handset marketers (not to mention 
value-added service providers) were 
to be found at Hall No. 7, with 
their best wares on display. Nokia, 


the market leader, was showcasing 
its N95, while LG was strutting its 
new K-series phones, including the 
K510 and K600. The latter phone 
comes with InteractPad—a small 
touch-sensitive display beneath the 
main screen that is used for navi- 
gation, with context-specific virtual 
keys that change across applica- 
tions. LG is marketing it as its new 
intuitive phone. 

Samsung unveiled its “touch” 
smart U-900, which it plans to 
launch in a few months. Another at- 
traction was Motorola, which not 
only showcased its MOTOROKR E6— 
an advanced phone in the series, 
characterised bv its opera browser 
touch screen—but also displayed 
the Z-10, which is amongst its many 
multimedia applications and also 
has a movie maker. Motorola acru- 
ally calls it the “mobile filmstudio”. 

With eight million customers 
jumping onto the cellular band- 
wagon every month, mobile phone 
marketers will have plenty of rea- 
sons to keep churning out newer 
handsets—and wooing young con- 
sumers, some 300,000 of whom 
were expected to visit Mobile Asia. 

AMIT MUKHERJEE 





Mobile Asia expo: Connecting in interesting ways with young consumers 
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Microsoft's 
India Strategy 


The giant is eyeing solutions in 
health and education sectors. 


HAT INDIA IS EXTREMELY 
Ë 0 in Microsoft's 
scheme of things is no secret. And 
it certainly helps if the man en- 
trusted with guiding the software 
giant into the future also happens 
to be an Indophile. Meet Craig 
Mundie, Microsoft's Chief 
Research and Strategy Officer 
(CRSO), who was in India recently 
and has been travelling to the coun- 
try at least twice or thrice every 
year for the past four years. 

*Healthcare and education are 
two areas that have not been trans- 
formed by information technology. 
We had to figure out how we could, 
despite never having been involved 
in making solutions for these two 
sectors, get involved here in a way 
that could catalyse a real change," 
Mundie explains while talking about 
how ‘big bad’ Microsoft (the way 
the European Commission paints 
it) is trying to become a 'softer' 
company, as well as explore all new 
areas to expand its business. 

These thoughts took him to the 
Union Health Ministry this time. 
“We feel by doing this we can make 
medicine undergo its biggest trans- 
formation in the last one hundred 
years, not just through rr but new 


that will give us the prospect at 
least of making medicine a person- 
alised, preventive, proactive type 
of process for every individual, away 
from today's medicine, which is 
very generic," says Mundie. 

But why is Microsoft concen- 
trating so heavily on these two sec- 
tors? “Today, only about 1.5 billion 
people on the planet have access 
to reasonable healthcare and edu- 
cation. There is no way to scale 
this to five billion people using tra- 
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A Gift From the Blue 


Victory for Sony's BD format is a gain for Moser Baer too. 


T HAS BEEN NOTHING LESS THAN A 
windfall for Moser Baer. And 
Ratul Puri, Moser Baer's Executive 
Director, cannot stop smiling at 
the unexpected change in the com- 
pany's fortunes. After all, Moser 
Baer has become an inadvertent 
beneficiary of a recent develop- 
ment on the Japanese shores. 
What has actually happened 
goes like this. In mid-February, 
Japanese electronics major Toshiba 
announced that it was suspend- 
ing its investment in HD-DVD, à 
next-generation optical media for- 


The development has several 
advantages for Moser Baer, which 
is part of the Blu-Ray Disc Alliance 
(BDA) that includes Panasonic and 
Apple. For one, Moser Baer, which 
is the world's second-largest opti- 
cal disc manufacturer, can now 
concentrate its research rupees 
into one technology. 

Two, since the market for BDs 
is now set to boom, Puri expects 
the advantages his company has 
in the BD format to pay handsome 
dividends. *Our acquisition of 
OM&T from Philips last year 





A Moser Baer plant: The disk manufacturer can now focus on one technology 


mat. This amounted to Toshiba 
handing rival Sony victory for their 
Blu-Ray Disc (BD) format. Both 
HD-DVD and BD store several times 
more data than DVDs. 

But how does Moser Baer 
come into the picture? Puri ex- 
plains that there was confusion in 
the markets about which of the 
two formats would reign and that 
had made consumers hesitate and 
postpone choosing one over an- 
other. “Now the market has the 
potential to explode as people 
swap their DVD players for next- 
generation sets,” he says. 


brought several technologies with 
it, which gave us an advantage 
over our rivals. We were the first 
to hit the market with a writable 
BD and also the first to introduce a 
high-speed writable BD,” he says. 
Finally, with margins on 
writable CDs and DVDs dwindling, 
the BD market promises to also 
bring with it high margins to 
supplement Moser Baer’s bot- 
tom line. And with Moser Baer 
being only one of two compa- 
nies making writable BDs, Puri 

can go on smiling! 
KUSHAN MITRA 
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Microsoft's Mundie: Personalised dose 


ditional means. Something will have 
to change, and that change will be 
an IT or technology-driven change," 
Mundie explains. 

However, Mundie also agrees 
that computing itself is changing, he 
admits that “cloud computing; 
(software as a service and hosted 
applications, such as the Raju 
Vegesna-promoted Zoho) is a chal- 
lenge. “We believe there is a lot 
of value that can be brought to a 
whole class of services from cloud 
computing. However, we do not 
believe it will swing completely to 
the other side and back to a world 
where everything sits in the cloud 
and we have ‘dumb’ terminals at 
the end. The reason for that is be- 
cause a bulk of the computing 
power in the world will continue to 
reside on devices on or near your 
person and thus we have concluded 
that the future is going to be a mix 
of software plus services and not 
software as a service." 

Mundie also feels that devices 
will change going forward. There 
will be a re-emergence of the ‘real 
desktop’, he says, talking up 
Microsoft’s new ‘Surface Comp- 
uter', where tables and walls can 
become computing surfaces. 
“These will be the first devices to 
take us to a new area of interaction 
with computers.” 

But, he does not believe that 
while new forms of interaction be- 
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Enterprise Pure Play 


Another player queues up for a piece of Indian telecom. 


N THE WORLD OF TELECOMMU 

nications, Cable & Wireless must 
be a bit of an oddity. Based in 
London, it operates through two 
standalone business units, of which 
one focuses on international busi- 
ness, offering telecom services to 
both retail and business consumers, 
and the other on Europe, Asia & 
us, but only catering to business 
customers. Now, it wants a piece of 
India's booming telecom market. 
C&W recently acquired two licences 
from the government of India to 
provide national and international 
long distance operations, and plans 
to deploy its backbone to provide 
high-speed communication chan- 
nels to global firms operating in 
and out of India. *With our tech- 
nological advantage and reach in al- 
most 155 countries at present, we 
will be able to provide connectivity 
solutions to multinational and local 
customers in India with high-qual- 
ity managed IP services," says Jim 





C&W's Marsh: Rollout ready 


tween humans and computers will 
emerge—vision, speech, touch, ges- 
ture—the old point-and-click 
mouse and keyboard are headed 
for the dustbin of history just vet. 
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Marsh cEo, Cable & Wireless, 
Europe, Asia and Us. 

Marsh’s C&W, which gets 
about a quarter of its revenue 
from Asia, plans to roll out the 
core backbone in India over the 
next three months. The network 
will connect the metros along with 
Pune, Hyderabad and Kolkata. 
The firm, which is probably the 
only company that focusses purely 
on enterprise business, will man- 
age the networks of its clients 
who “need to do business in India, 
and also Indian companies that 
need to reach out to the rest of the 
international business community, 
apart from just providing the core 
connectivity,” says Marsh. 

After setting up its initial net- 
work, c&w will work with do- 
mestic partners for further net- 
work expansions. “For that we 
are already looking at partners 
like Bharti and Tata and others,” 
says Marsh. The company plans to 
stay focussed on solutions for the 
financial services sector and the re- 
tail industry, besides working with 
IT and ITES firms. “Maintaining 
growth is the biggest challenge 
for any enterprise and optimising 
services through cost-effective 
measure are essential prerequi- 
sites for them,” says Sunanda Das, 
Managing Director for India, 
C&W. Given that the enterprise 
market in India for telecom 
services is projected to touch $6 
billion by 2010, C&w has plenty of 
room to play. 

AMIT MUKHERJEE 


“Editing documents is not some- 
thing vou can do easily with words, 
but using a point-and-click, it is 
very easy," he says. 
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T WAS THE BEST OF TIMES, 
it was the worst of times"— 
Charles Dickens’ descrip- 
tion in A Tale of Two Cities 
perhaps best describes the 
scenario facing Indian com- 
panies today. On the one hand, 
unprecedented growth in the 
Indian economy has led compa- 
nies to post record revenue and 
profits. On the other hand, the 
spectre of a world recession threat- 
ens to play spoilsport. 

At Ernst & Young, we have 
been studying corporate per- 
formance over many years. Our 
research tells us that while busi- 
nesses go through cycles of boom 
and bust, some companies are suc- 
cessful in riding the boom periods 
and defying the periods of bust. 
These companies consistently out- 
perform the market and deliver 
superior results on an ongoing 
basis. These successful companies 
cut across industries, have dis- 
parate backgrounds, some are 
mature and established, others are 
newer and younger. 

These companies are more suc- 
cessful because of the quality of 
their management processes. As 
we conducted a study of India's 
best managed companies, our aim 
was to identify what is it that makes 
one company better managed than 
another and what are the leading 
practices that India's best compa- 
nies adopt to outperform industry 
and competitors. 

Our study revealed several 
common threads that run through 
India's best managed companies. 
We summarised these as ‘10 
mantras’ of management success. 
Many companies focus on one or 
some of these mantras, but when 
practised together, these mantras 





churn out a “best managed” company. 


Mantra #1: Be audacious in your vision 
Sam Walton once famously said, “Capital isn’t scarce; 
vision is.” However, looking at the best managed 
companies of this year, there seems to be no dearth of 


Best Managed Companies 
develop, monitor and 
improve their vendors. 


[t]Does the company have a formal 
process for accepting employee 
Suggestions on innovation? 
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[f]Has the company undertaken an 
organisation-wide Six Sigma exercise? 
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[t]Does the company have any process 
quality certifications (viz. ISO)? 
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[fIDoes the company have a formal 
and documented system for vendor 
performance appraisal? 
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[#]How many patents/designs have 
been registered by the company in the 
last five years? 
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vision. In fact, these companies have 
displayed a boldness of vision that 
was quite unimaginable for Indian 
companies a decade ago. If one were 
to select the leading beacon for its vi- 
sion, it would undoubtedly be Tata 
Motors. Who would have thought 
that a company, which started mak- 
ing passenger cars barely a decade 
ago, could even think of making the 
world's least expensive car, and that 
too at half the price of the cheapest 
car available in the market. But this 
should not come as a surprise. Over 
the past few years, Tata Motors has 
time and again set out to achieve 
targets that skeptics have proclaimed 
to be unattainable. But every time it 
has delivered on these promises—be 
it the Indica or the Ace. 

ITC is another interesting case in 
point. A strong vision not only 
helped it recover from not-so-suc- 
cessful forays into finance, trading 
and real estate but also galvanised 
the company to brace for a new 
round of growth. It set itself an am- 
bitious target to become India's 
biggest FMCG company and then 
went on to launch a product 
blitzkrieg, unleashing a new product 
in the India market every quarter. 
Today, after successfully competing 
against the FMCG majors in the 
foods arena, ITC is entering the 
highly-competitive personal care 
market with a new-found confi- 
dence. This new approach of 
Indian industry is perhaps best 
summed up in Ratan Tata's modest 
words: *We rescaled our thinking 
in terms of growth and we just 
forced and cajoled our businesses to 
make this happen." 


Mantra #2: Focus on 
what you know best 


In a rapidly expanding economy 


like India's, diversification into unrelated but high- 


growth sectors becomes a tempting proposition for 


companies. However, if one looks at the best managed 
companies, they have largely achieved growth by lever- 
aging their value chain inter-relationships or through 
geographical expansion. The classic example of growth 
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through backward integration is Reliance Industries. 
Starting with textiles in the late '70s, Reliance pursued 
a strategy of backward vertical integration—in polyester, 
fibre intermediates, plastics, petrochemicals, petro- 
leum refining and oil and gas exploration and pro- 
duction—to be fully integrated along the materials 
and energy value chain, while also emerging as a leader 
in each of the industries it entered. 

On the other hand, a remarkable case of sharpen- 
ing focus through divesture is L&T. In 2003, L&T’s 
cement business accounted for more than a quarter of 
L&T's turnover, but it was still proving to be a drain on 
resources that could otherwise have gone into growing 
the core businesses. As L&T's top boss A.M. Naik says: 
“It was only because of cement that the company's fi- 
nancial parameters were depressed. L&T could have 
grown much faster without the cement business." 
Finally in 2004, L&T bit the bullet and divested its 
cement business and decided to focus on engineer- 


inputs are captive. Besides, Grasim's in-house engi- 
neering division enables the company to grow in the 
most cost-effective way. 

Other winning companies are also undertaking 
several initiatives to trim the flab. Tata Motors' land- 
mark exercise conducted in the wake of a Rs 500- 
crore loss in 2001 helped it return to the ‘black’ and 
gave it the confidence to produce the world's cheap- 
est car. Tata Steel has long maintained its position as 
one of the lowest-cost producers of steel in the world. 
ITC's e-Choupal initiative has revolutionised the agri- 
cultural supply chain, creating value not only for 
the company but also for the farmers. 

In an increasingly globalised playing field, opera- 
tional excellence, as the best managed companies 
adequately illustrate, has become a necessity. Cost ef- 
ficiencies are instrumental in helping these companies 
defend their turfs from foreign players. More im- 
portantly, these companies are now taking the war 


ing. The success of the measure 
was evident in the financial results 
of that year when, despite the di- 
vestment, the company's revenues 
saw a minor dip and the profits ac- 
tually grew by 23 per cent. 


Mantra #3: Trim flab 
to achieve operational 
excellence 
For the best managed companies, 
cost efficiency is more than a 
source of competitive advantage. 
This has pervaded the compa- 
nies' philosophy to become an 
ongoing exercise. Innovative so- 
lutions are helping the best man- 
aged companies reduce costs 
without compromising on quality. 
Through a blend of backward in- 
tegration, competitive sourcing 
strategies and efficient systems, 
these companies have managed 
to significantly rein in costs. 
The best managed company 
in the materials sector, Grasim 
Industries, is the lowest-cost pro- 
ducer of viscose staple fibre in 
the world. According to the man- 
agement, the company is the 
most-integrated fibre producer, 
with the chain stretching right 
from forest to pulp to fibre to 
yarn. Almost all the intermediate 
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Best Managed Companies 
are more employee-friendly, 
and focus on training and 
fair remuneration. 


[t]Does the company benchmark 
compensation levels with peer 
companies on a regular basis? 


hl OR 3 ฝ ็ ว 1 ็ 
managed 
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[t]Does the company have a formal 
Fast Track/ Fast Growth Programme 
for high performers? 


So mm 
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[tIDoes the company have a 
documented policy of offering 
sabbaticals to employees? 
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[fFJOn an average, how many man-days 

in a year are spent by employees 

in training? 

managed 
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abroad by effectively wielding the 
cost advantage to emerge as a se- 
rious threat to global incumbents. 


Mantra #4: Good 
overnance makes 
usiness sense 

Corporate governance has be- 

come a priority for a world re- 

covering from the shocks of scan- 
dals such as those at Enron and 

Worldcom. In India itself, Clause 

49 of the listing agreement, which 

contains the corporate governance 

requirements, has been revised at 
least four times in six years. Most 

Indian companies have been strug- 

gling to comply with the manda- 

tory requirements of this clause. 

However, we noted that the win- 

ning companies go much beyond 

what is mandated by the law. All 

but one of these companies has a 

documented Corporate Govern- 

ance Policy and also a Whistle- 
blower policy. Most of these com- 
panies provide formal training to 
their Directors and have insti- 
tuted mechanisms to track the 
performance of their Boards. 
The Tata Group stands out as 
the leading practitioner of good 
governance. It claims that adher- 
ence to ethical business conduct is 


LACOSTE 


un peu d'air sor terre 





ต 


rooted in the vision of its founder, 
Jamsetji Tata, for whom the ‘end’ 
of entrepreneurial triumph was 
always secondary to the *means' 
by which it was achieved. It is 
this very reputation for honesty 
and integrity that has helped the 
Tata Group immensely in its bid 
to grow internationally. This was 
reflected at the time of the Corus 
acquisition, when Jim Leng, the 
Chairman of Corus, went on to 
call Tata the right partner at the 
right time for Corus shareholders 
and employees alike. 


Mantra 7*5: Develop 
leaders from within 

A common feature across the best 
managed companies is that their 
leaders have grown from within. 
A.M. Naik started his career as a 
Junior Engineer with L&T in 
1965. Y.C. Deveshwar, the CEO of 
ITC, began his career as a man- 
agement trainee in the company 
in 1968, K.M. Sheth joined Great 
Eastern Shipping in 1952. B. 
Muthuraman started off as a 
graduate trainee with Tata Steel. 
The list goes on. These compa- 
nies have made a conscious effort 
towards creating talent pools 
within the organisation and 
grooming employees for leader- 
ship positions. 

L&T has launched a com- 
pany-wide endeavour covering 
more than 4,000 managers to en- 
able them to hone their abilities in 
people management, and translate 
those skills into effective leader- 
ship and motivation. To ensure 
quality and depth of leadership, 
L&T has linked the leadership 
process with consistency of per- 
formance. Select employees are 


also sent to premier business schools and management 
institutes to gain experience and knowledge through 
their Advanced Management Programmes. 

Another best managed company, Grasim, believes 
in identifying and grooming management talent as also 
undertaking leadership development across levels 
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Best Managed Companies 
score higher on Corporate 
Social Responsibility. 


[t]Does the company have a dedicated 
team for CSR? 


~ 
managed 
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[t]Has the company received any formal 
recognition for its CSR initiatives? 





[t]Does the company assist partners in 
incorporating environmental initiatives 
into business processes? 
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Others 
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[t]Has the company undertaken any 
emission reduction projects in the last 
two years? 
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5 Yes Bil No/Dont know/Can' say Figures are in per cent 


[HIWhat percentage of revenue does the 
company set apart for CSR initiatives? 
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[r]What percentage of employees were 
involved in CSR initiatives during the 
previous year? 


Best 
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Others 
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through various initiatives such 
as a ‘Competency Honing and 
Leadership Development’ pro- 
gramme at Gyanodaya, the com- 
pany's Institute of Management 
and Learning. 

Henning Holck-Larsen, the 
co-founder of L&T, couldn’t have 
been more correct when he said: 
“If you want to belong to a coun- 
try that is becoming a nation, 
you have to keep the economy 
growing by creating jobs. And 
you can only do that by investing 
in tomorrow, and tomorrow is 
made by people.” Quality and 
commitment of the workforce 
can make a significant contribu- 
tion to the company’s success. 
India Inc. is becoming well aware 
of this and is making an effort to 
take care of people through ini- 
tiatives that range from providing 
better facilities at offices, regular 
trainings and developmental pro- 
grammes as well as liberal leave 
policies. Findings from the sur- 
vey reinforce this trend: 67 per 
cent of the best managed com- 
panies have specifically docu- 
mented policies offering sabbat- 
icals to employees and 78 per 
cent of the best managed com- 
panies have institutionalised ‘Fast 
Track’ programmes to recognise 
high performers. 

This year’s best of best win- 
ner, L&T, has been the recipient of 
a number of awards for its inno- 
vative HR practices. One such ini- 
tiative is the Hitori Yatai Seisan 
or the Single Workman Station, at 
L&T’s electrical engineering divi- 
sion. Employees are challenged to 
take complete responsibility for a 
product instead of letting them 
work on individual components. 


"Ever since we introduced the concept of the Single 
Workman Station, our productivity has increased, as the 
employee has a sense of ownership for the final prod- 
uct. This is a great motivation," 
President (Operations), L&T. 
Best managed companies use a variety of ap- 


said R.N. Mukhija, 
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proaches to reach out to their 
employees and go beyond the 
conventional offering of re- 
sponsibility, security and salary. 
They create work environments 
in which their employees can 
flourish and dream the organi- 
sation's dream. 


Mantra 6: Forge . 
stronger partnerships 
with your supplier base 
The top companies in India realise 
that their performance is inex- 
tricably linked with that of their 
partners. As one of the CEOs put 
it, “The strategic vision of the 
company must get absorbed and 
assimilated across the entire value 
chain." To this end, companies 
are increasingly sharing their vi- 
sion with partners and seeking 
active participation in realising 
their growth objectives. 

Our study shows that the best 


managed companies in India view 


Best Managed Companies 
go beyond mandated 
practices in Corporate 
Governance. 
[t] Does the company have a 
documented corporate governance 
policy approved by the Board? 
managed 

Others 
[t] Has the company formally 
implemented a whistle-blower policy? 

e. ust ox SEM 

managed 

Ders 
[t] Does the company have a formal 


mechanism to evaluate the 
performance of Directors? 


£s o ea 
managed i 
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[t] Does the company have a Chief Risk 
Officer and/or a Risk Committee? 
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Mantra #7: Pursue 
quality with zeal 

Best managed companies use 
quality to do what they do best— 
create value. These companies 
devote significant efforts towards 
achieving the highest levels of 
quality. Our study confirms that 
quality is a concept that pervades 
all sectors and each business. Each 
of the best managed companies 
had process quality certifications 
and 78 per cent of these compa- 
nies had undertaken organisa- 
tion-wide Six Sigma exercises. 
Importantly, all of these compa- 
nies’ strategic plans include targets 
for process improvements. 

At icici Bank, increasing cus- 
tomer grievances and service 
lapses made the management set 
up an Organisational Excellence 
Group (OEG) in 2002. Its aim was 
to engage in building, sustaining 
and institutionalising quality in 
the bank by facilitating develop- 


development of vendors as a key — he 
investment towards value cre- 

ation. It was interesting to note 

that each of the best managed 
companies conducts quality audits at vendor sites 
and has structured systems for vendor performance ap- 
praisal. Indian companies are also actively partnering 
their suppliers in planning, procurement, research 
and development, quality assurance mechanisms and 
process improvement initiatives. Two-thirds of the best 
managed companies are actively investing in en- 
hancing the technology of their vendors. 

Bharti Airtel exemplifies this mantra in that it 
has integrated the partnership approach in its business 
model. Deviating from the conventional model 
wherein telecom companies owned network equip- 
ment, Bharti strategically outsourced the entire net- 
work infrastructure to its vendors and incentivised the 
arrangement by offering 1 per cent of the company's 
revenues through SLAs. To allay vendor concerns re- 
garding sustainability of the business, the company fur- 
ther outsourced network management to vendors. 

The results that the partnership approach can 
yield are perhaps best visible in the case of Tata 
Motor's breakthrough car, the Nano. Auto compo- 
nent suppliers played a key role in the development 
of the car and ensured that it met the cost target. 


© Yes Bi No/Don't know/Can't say 
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T ment of skills and capabilities in 
various quality frameworks. 

In the industrial products sec- 
tor, L&T's Heavy Engineering 
Division is focussing on improving manufacturing 
operations through automation, TPM, Six Sigma and 
IT- enabled re-engineering. Tata Steel’s focus on qual- 
ity led it to launch the AsPIRE programme, incorpo- 
rating best practices of different improvement initia- 
tives such as TOC (Theory of Constraints), TOM (Total 
Quality Management) and Technology. Unrelenting 
commitment to quality, which is a defining feature of 
each of the best managed companies, creates that 
all important value among stakeholders—trust. 


Figures in per cent 


Mantra #8: Innovate to create value 
for customers 
L&T's definition of technology *as the springboard for 
the future and a bridge between aspiration and 
accomplishment" typifies the new-found attitude of 
businesses in India. The new mantra is to indigenise 
technology, which is evident from the increased R&D 
expenditure incurred in better managed companies. 
Companies are increasingly emphasising on R&D for 
reducing costs and developing new products. 

A case in point is Tata Motors, whose new busi- 
ness strategy is focussed around the development 





= 


and production of technically-advanced commer- 
cial vehicles and passenger cars of world-class qual- 
ity. The recent launch of the first-of-its-kind goods car- 
rier, Ace, and its passenger-carrying variants, is the re- 
sult of the company’s aggressive new product de- 
velopment programme. Innovations in products and 
services have helped icici address the needs of vari- 
ous customer segments. A recent example is the in- 
troduction of an end-to-end technology solution in ru- 
ral geographies that provides customers with bio- 
metric-enabled smart cards. 

To sustain strong growth rates, companies need to 
look for creating know-how in new areas by building in- 
house technological expertise, and the best managed 
companies are constantly working towards this very goal. 


Mantra #9: Give back to the society 
Corporate social responsibility (CSR) in India can 
probably be traced back to when the Tata Iron and 
Steel Company was floated in 1907. The Jamshedpur 
plant today can be described as a mammoth social out- 
reach programme that covers 600 villages in and 
around its manufacturing and raw materials operations 
through initiatives in the areas of income genera- 
tion, healthcare and education. A good example of 
linking business goals with a larger societal cause is 
ITC's e-Choupal initiative, which has proven to be a 
digital revolution and has been reshaping the lives of 
farmers in remote Indian villages. 

The Aditya Birla Group believes that CSR is tex- 
tured into the group’s value systems. The group has 
created a whole parallel 
organisation to focus on 
CSR under the stewardship 
of Rajashree Birla. Its vi- 
sion is “to actively con- 
tribute to the social and 
economic communities in 
which we operate. In so 
doing, build a better, sustainable way of life for the 
weaker sections of society and raise the country’s hu- 
man development index”. 

L&T believes that the true and full measure of 
growth, success and progress lies beyond balance 
sheets or conventional economic indices. It is best re- 
flected in the difference that business and industry 
make to the lives of people. Today, it views itself as 
a company engaged in the higher cause of nation- 
building. In the case of Tata Motors, Singur was 
chosen by Ratan Tata as the location of the new 
plant because he believed that Eastern India should not 
be deprived of the economic development enjoyed by 
the rest of the country. His decision may not have 
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Today, as companies the world over struggle to 
show their more humane face and find the balance 
between profitability and social responsibility, Indian 
companies are comfortably partnering with their 
stakeholders to create value for society. 


been an economically-prudent one, but it was backed 
by a strong commitment to the cause of social de- 
velopment. The CSR agenda of Indian companies, 
indeed, borders on the extraordinary in vision. The 
leading Indian companies do not view CSR as an in- 
strument of enhancing their reputation; instead they 
display an earnest desire to give back to society and 
contribute to the nation’s progress. 


Mantra #10: The Indian Edge 
Management thinkers have often talked about the dif- 
ferences in management philosophies and practices as 
developed in the us, Europe, Japan and even China. 
Of late, there have been calls to identify what can be 
termed as the “Indian approach to management”. 
While we cannot venture to define the Indian ap- 
proach to management here, we noted one key dif- 
ference that distinguishes the approach of Indian 
companies from those of others. This difference lies 
in their inclusive nature and manifests itself in the way 
Indian companies deal with their stakeholders. 

Today, as companies the world over struggle to 
show their more humane face and find the balance bet- 
ween profitability and social responsibility, Indian 
companies are comfortably partnering with their stake- 
holders to create value for society. Our companies 
often allude to their business partners as part of the 
larger corporate family. Employees are treated with res- 
pect and hardly any Indian company hands out pink 
slips in times of difficulty. Indian companies often en- 
gage in societal upliftment and nation-building projects, 
not due to any regulatory 
pressures but from a natural 
sense of duty. 

It is this attitude of incl- 
usiveness that is giving 
Indian companies a strategic 
advantage in areas where 
other companies fail. Indian 
companies are far more successful in reaching out to 
vastly different customer segments—rich and poor, 
urban and rural. As they endeavour to globalise, they 
gain easier acceptance across diverse countries. The sup- 
port they get from their extended organisation multi- 
plies their capabilities. Their strong talent pools power 
them to successfully compete with the best companies 
in the world. The mutually-beneficial relationship that 
the companies have with the community preempts 
conflicts and ensures smooth conduct of their businesses. 

We believe that the inherent trait of inclusive- 
ness that Indian companies possess, in addition to the 
“10 mantras”, could well be the defining factor of their 
tremendous success in the years to come. ls 
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pain is a country that enjoys high standards of well- their achievements in technological research and 
g and quality of life. They are the reflection of a development. 

aty, rate level of socio- economic development. Currently, Spainis the world's fourth-largest producer 

Spanish businesses are very aware of environmental of desalinated sea-water, directly after Saudi Arabia, 

and Sustainability issues and are also outstanding in the United Arab Emirates and Kuwait(*). 


Spain is the leading producer of 
desalinated sea-water in Europe and America. 


*) Source: IDA (International Desalination Association). Data 2006 
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SUPERSTRUCTURE 


MANI rsen & Toubr 


Led by a CEO who joined the company as a junior 
engineer 43 years ago, L&T is set to become India's 
first professionally-managed Indian multinational. 


MAHESH NAYAK 


INANCE MINISTER P. 

Chidambaram isn't quite 

known for his fondness 

for granting favours. But 

with A.M. Naik he was 
willing to make an exception. 
When recently the 66-year-old 
Chairman & Managing Director of 
engineering and infrastructure giant 
Larsen & Toubro (L&T) was look- 
ing for a location for a proposed 
shipyard and port, he went up to 
the FM. A week later, L&T had got 
a green signal from the Tamil Nadu 
government for the twin projects. 
“He took me to the Tamil Nadu 
Chief Minister (M. Karunanidhi) 
and told him that he could have 
taken me to Andhra Pradesh, but 
the love for his own home state 


[ Dream Run 


Growth is a huge priority for 
the L&T top brass. 


The revenue, PBDIT and PAT 
figures for the first 9 months of 
2007-08 are Rs 16.387 8 crore 
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has brought L&T to him and they 
should be given all the co-opera- 
tion. In a week we had the go- 
ahead,” gushes Naik. To facilitate 
the project, the Tamil Nadu gov- 
ernment also announced a minor 
ports policy in August 2007. 
“When it comes to L&T everyone 
speaks their heart out. They know 
we aren’t working for our own 
self-interest, but are nation builders. 
That’s the reason even the Prime 
Minister classifies L&T as the only 
national sector company.” 

Such a nationalistic vision and 
mission also works on Dalal Srreet. 
Today, L&T is among the top 10 
stocks trading on the domestic 
bourses, with a market capitalisa- 
tion of over Rs 1 lakh crore. And 
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Value Creator 


L&T's shareholders have 
struck it rich 


Figures are adjusted closing 
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there's plenty more value that's 
waiting to be unlocked. Come 
April, L&T will break its myriad 
businesses into 12 different verti- 
cals—some of these include DOWCT, 
hydrocarbons, nuclear power, ship- 
building, infrastructure develop- 
ment, financial services and tech- 
nology. There could be even more 
in future. Any business that has 
the potential to grow to $1 billion 
in revenues, has already crossed 
the threshold of $0.5 billion or has 
a profit of at least $150 million 
will graduate to a vertical. Fach 
vertical will be fully empowered 
with its board, finance, HR and cor- 
porate centre. However, Invest- 
ments, media and government re- 
lationships still stay with the main 
L&T board. Meantime, businesses 
that don’t appear likely to grow 
beyond Rs 1,000 crore will be di- 
vested, says Naik. Says J.P. Nayak, 
President (Machinery & Industrial 
Products), L&T: “Any business that 
has to survive in L&T has to have a 
margin of 15 per cent.” Adds 
Premal Parekh, Partner, Ernst & 
Young: “With several L&T sub 
sidiaries set to debut on Dalal 
Street, the priority in the medium 
term will be to evolve a suitable 
corporate governance model.” 

^ the end of March, L&T would 


have concluded the fiscal with a top 





line of roughly $6 billion. The goa 
is to take it to $8 billion in two 


INDIA'S BEST 
MANAGED 
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J.P. NAYAK 
President, Machinery & Industrial Products, L&T 


“We manage to get superior perform- 
ance from our people as we align the 
organisation goal with employee goals” 


years. Such a rate of growth will call 
for organic and inorganic growth. 
The larger objective is to emerge as 
India’s first professionally-managed 
Indian multinational. Whilst growth 
in China and the Gulf region will 
be mainly on the organic platform, 
L&T will rely on acquisitions to get 
a foothold in the us and Europe. 
“Going ahead, we plan to widen 
our horizons and become truly 
global,” says Nayak. 

If today the L&T top brass ts 
able to talk about global and inor- 
ganic growth, it’s thanks to the 
confidence a sturdy stock price 
brings along with it. But it wasn’t 
always that way. Nine years back, 
when Naik took over as Managing 
Director & CEO, the company was 
at a crossroads. Investors shunned 
the stock as they didn’t believe the 
company was keen to reward 
them. They weren’t wrong. Says 
Y.M. Deosthalee, CFO, L&T: “The 
orientation towards shareholder 
value creation was emphasised only 
after Naik took over. Prior to that, 
we were a profitable, well-man- 
aged and growing organisation, 
but we were not oriented towards 
shareholder value creation.” 

[t is now, for sure. On an ad- 
justed basis—the company finally 
gave a bonus after 24 years in 
2007!—the stock has jumped 
nearly 20 times in the last nine 
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Y.M. DEOSTHALEE 
CFO, L&T 


“No other subject gets as much 
attention at L&T as compensation and 
employee-related issues" 


years, to Rs 3,553.05 from Rs 175. 
The benchmark Sensex in com- 
parison has gained just 4.5 times 
over that period. “Today, even the 
employees’ wives keep watching 
the stock price at least 2-3 times a 
day,” quips Naik, also recollect- 
ing the time he first issued stock 
options to 2,200 employees im- 
mediately after taking over. “They 
put it in a file as they didn’t un- 
derstand its value." 

Perhaps the first hints of the 
value that lay locked within L&T 
came to light in 2003, when the ce- 
ment business was carved out of 
the parent—something Naik was 
determined to do as he felt it just 
didn't fit in with the company's 
core strengths. And sure, the sale of 





V.K. MAGAPU 
CEO, L&T Infotech 


The loss of people to the IT services 
sector may have been one reason for 
L&T plunging into software 


the cement business to the Aditya 
Birla Group resulted in 15 per cent 
of the shareholding in L&T now 
coming into the hands of the em- 
ployees, thereby insulating the 
company from a takeover threat to 
a large degree. But virtually 
overnight, the de-merger of the 
cement business brought in other 
benefits—the credit rating 1m- 
proved, the debt-equity ratio 
plunged to 0.221 (from highs of 3 
earlier), and the economic value 
added (EVA) turned positive, to Rs 
50 crore from a negative Rs 350 
crore. Also, all energies could now 
be squarely focussed on engineer- 
ing, even as sundry, non-synergis- 
tic businesses like tractors, glass, 
shipping and leather were sold off. 
Focus is great, but not with- 
out the people to do just that. As 
Nayak explains: *It's people that 
make L&T what it is. L&T has found 
the secret formula to bring out the 
best among our employees. It's 
not that we have the best of the 
hands in the industry. We man- 
age to get superior performance 
from our people as we align the or- 
ganisation goal with employee 
goals.” Adds Naik: “My wish is 
to convert people from profes- 
sional managers to entrepreneurial 
leaders. At least 10 per cent of the 
employees should have an entre- 
preneurial mindset and skills." 
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K.V. RANGASWAMI 
President (Construction), L&T 


His division accounts for majority of the 
group revenues 
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At IIPM the Degree that our students get is just incidental. They do a course in Entrepreneurship which 
incorporates MBA * MA (Econ.) * Compulsory Marketing Specialization 
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100% of IIPM graduates have international exposure through our Global Opportunities and Threat Analysis programme & get exposed to 
more than a dozen different professors & management gurus from Ivy League universities like Harvard, Yale, Columbia and top B-Schools 
like INSEAD, IMD, LSE, LSB, Wharton etc. 


IIPM Alumni include the Managing Director of Fuji Xerox, HongKong, Executive Director Business Strategy & Dev., Oracle Corp., Singapore... 
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For Campus Placements call Prof. Rakesh Malhotra at +91-9873399108 or Prof. Shouvick Dutta today at *91-9892261539 
E-mail : info@iipm.edu; www.iipm.edu 


^» Celebrating 34 years of academic excellence!! <S 


9 fully networked smart campuses | Ranked 8th in India overall, 2nd in industry interface & 4th in course 
contents | 400* permanent faculty members | 700* companies for campus placements annually 
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Presenting Solar Photovoltaic Street Lighting Systems 
Sharp began research on solar cells in 1959, almost 48 years ago and today it is leading the way into th 
era of Clean Energy with Solar Power. Sharp has been the world leader in solar cell production for seve 


years in a row, since 2000. 


To know more please call 9310078313 or visit www.sbsil.com/sharpsolar 
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One way of doing that is to 
thrust responsibility and author- 
ity at an early age. That's exactly 
what the top brass did when it 
raised $900 million by way of 
global depository receipts and a 
syndicated loan last year. The peo- 
ple at the helm of this exercise 
were those who have been in the 
organisation for just 6-7 years—by 
L&T's hitherto conservative stan- 
dards, that's adventurous. 

Yet, for a company with an or- 
der book of Rs 50,000 crore, and 
which is growing at 25-30 per cent 
annually, finding adequate—and 
the right—people is always going to 
be a challenge. The loss of over 
10,000 people to the IT services 
sector between 1989 and 2000 is 
still fresh in Naik's memory. That 
may have been one reason for L&T 
itself plunging into the software 
sector by flagging off L&T Infotech 
in 1997. Also, to hedge its HR risk, 
L&T is attempting to generate as 
much revenue from overseas mar- 
kets (and the talent crunch domes- 
tically is one crucial factor that's in- 
fluencing the decision to go global). 
For instance, 18-20 per cent of 
L&T's revenues are driven from the 
Gulf region. Naik sees another ben- 
efit of having hands abroad. 
"Getting into overseas markets also 
helps me to train my people to 
face up to global competition." 

Back home, to compete in the 
talent market, L&T had little choice 
but to make compensation a top 
priority (the company has some 
29,000 engineers and hires some 
3,000-4,000 new ones every vear). 
“No other subject gets as much 
attention at L&T as compensation 
and employee-related issues," says 
Deosthalee, who also heads the 
HR function. Five years back the 
company started a program called 
‘Fair, which seeks to bring flexi- 
bility in areas of compensation. 
Besides overhauling the overall 
compensation structure and bench- 
marking it against the industry, 


" L s 
M P | 
te ret Hr 4 ` N 


L&T takes its na 


ร ร 


tion- 


building philosophy quite literally. 


OR A COMPANY THAT'S BUILT SOME OF INDIA'S TALLEST STRUCTURES, LONGEST 

flyovers and largest industrial projects, you can't be blamed for assuming 
that CSR is just a tiny blip on its extensive, all-encompassing radar. It is- 
n't. Corporate Social Responsibility (CSR) at Larsen & Toubro (L&T) is very 
much a way of life. As R.N. Mukhija, President (Electrical & Electronics), 
L&T, explains: “It's not only our employees—even the wives of our exec- 
utives, our stockists and our vendors who are busy working with local NGOs 
(non-governmental organisations) in the fields of education and healthcare." 

When Surat, in Gujarat, and parts of Maharashtra were ravaged by floods 
last year, the L&T workforce stepped in to do their bit, rushing in with med- 
icines and food. That's just one recent instance of L&T's social responsi- 
bility—the company has been quietly serving the community for over 40 
years now. Today 2-3 per cent of L&T's revenues are spent for CSR activities 
like building tube-wells for providing drinking water, conducting in-house 
AIDS awareness programmes, setting up childcare centres, conducting 
healthcare camps as well as providing vocational training for locals. 
Apart from health and educational camps, the company has also taken en- 
vironmental initiatives by planting trees and saving water. Today, at its Powai 
campus, the company saves over 3.5 lakh litres of water a day with its 'zero- 
discharge approach,’ which basically involves water treatment and recycling. 
Last year, the company also planted 13,500 trees in different L&T cam- 
puses and distributed 4,000 saplings among local communities. 
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the company revised shop-floor 
compensation and site allowance 
compensation, and introduced 
stock options for managerial staff. 
“Value creation not only means 
arithmetic calculation. Business 
cannot generate wealth unless you 
don't have competent people and 
the ability to integrate the external 
talent within the organisation,” 
stresses Deosthalee. 

The people challenge manifests 
itself most at the top, what with 
most of the board members on 


the verge of retirement (Naik has 
already taken one extension, and 
his term now goes on till 2011). 
The company has appointed con- 
sultants McKinsey for assistance 
on succession planning. Naik 
agrees that "talent is purely the 
biggest issue for us." What he 
might just mean is that it's going to 
be a Herculean task for all con- 
cerned—the consultants and the 
company—to find somebody who 
eats, breathes and sleeps L&T the 
way Naik does. m 
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INDIA'S BEST 


MANAGED ICICI Bank 


EYEING 
THE WORLD 


Retail lending is slowing down, and its rural gambit 
will take time to scale up. So, ICICI Bank is betting 
big on its international business. ANAND ADHIKARI 


HE AIR IS COLD AND 
crisp. Mumbai has ex- 
perienced near record 
“cold wave” condi- 
tions this year. 
Khandala, a hill station about 100 
km from the country’s financial 
capital, nestled in the Western 
Ghats, is colder. It's a place that 
Mumbai's rich and famous visit 
for weekends and use for quick 
getaways. A little outside the town 
is a sprawling resort owned by 
cic! Bank, which doubles as the 
ICICI Bank Learning Centre. 
Battling the late February cold, 
60-year-old Kundapur Vaman 
Kamath, MD and CEO, ICICI Bank, 
has driven down from Mumbai 
for a quarterly review of the health 
of his bank with his top manage- 
ment team. More particularly, he 
wants a status report on each of 
ICICI Bank's three growth engines— 
retail, rural and international. 
The retail sector, the bread and 
butter segment for ICICI Bank, is 
sluggish, in line with the overall in- 
dustry trend. The rural portfolio, 
potentially a gold mine, still lacks 
the scale, to compensate for the 
downturn in the retail business. 
But the international business, iden- 
tified by Kamath as the next big 
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opportunity, is on the fast track. 
The news of rival HDFC Bank 
snapping up Rana Talwar's 
Centurion Bank of Punjab (CBoP) 
spiced up the week-long session 
somewhat. True, the merger will 
not catapult the former into the re- 
ally big league (see Merging to 
Grow, page 116), but it does pro- 
vide a strong platform for aggressive 
growth, and increased competition. 
But to come back to 16161 


Time to reposition: K.V. Kamath, 
MD and CEO, ICICI Bank = 


- 





The next step: The bank is now working on mobile banking solutions 


are mere statistics that hide more 
than they reveal. icici Bank is the 
clear winner among banks on 


Bank, only one of its three thrust 
sectors is looking good. That's 
one out of three, but numbers 


parameters like value creation, 
corporate governance, employee 
satisfaction and corporate social 
responsibility (CSR) initiatives. ไท 
the 2007 Business Today Best 
Managed Companies Survey, iCICI 
Bank has scored over HDFC Bank, 
and all others in the banking sec- 
tor, on all these parameters. 

But at Khandala, Kamath is 
not looking back or analysing the 
past. Instead, he is repositioning 
each of his core, and other, busi- 
ness segments. The incipient slow- 
down in the us is the big shark in 
the world's financial waters, and 
Kamath is finessing his strategy to 
ride out the expected storm. 


It's All About People 


Till a few years ago, a large 


for the first nine months of 
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The Devil เท the Detail 


The bank's bottom line has not 


kept pace with its top line. 


Figures in Rs crore 
The revenues, EBITDA and PAT 
207 crore 
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multinational FMCG company 
was known as India’s HR fact- 
ory; it churned out CEOs and top 
management personnel for it- 
self—as well as its rivals and 
large parts of India Inc. ICICI 
hasn't quite taken over that man- 
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tle, but the quality of its human 
resources is beyond question. 
Kamath has a strong track 
record of grooming leaders 
Chanda Kochhar and Nachiket 
Mor are known to be his protégés; 
even V. Vaidyanathan, who joined 
ICICI Bank from Citibank in 2000, 
has been groomed by hin 
Kochhar and he, in fact, 
nuts and bolts of icici Bank's highly 


successful foray into retail banking 


in place. The first two are alread 
stars of India ไท 6.: Vaidyanathan ts 


| 
put tne 
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getting there; and 5 ร อ ท 101 
Chatterjee. who heads th« 
International 
which accounts for 25 per cent ol 
ICICI Bank's balance sheet size, 1s 


following in their footsteps. 


^usiness Division. 


returning to headquarters as 
Executive Director, the 
old Chatterjee was head of ICICI 
Bank's UK subsidiary. 
the largest Indian bank there, 
a balance sheet size of over $8 
billion (Rs 32,000 crore). 


The World Is Its Oyster 


Today, ICICI Bank's international 
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business no longer depends only on 
the non-resident Indian business 
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that many other Indian and foreign 
banks are also targeting. It has, in 
stead, targeted and won business 


from the local communities in 
places where it operates. But this 
doesn't mean it is blind to a mas 
sive business opportunity—o! 
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CHANDA KOCHHAR 
46, Joint Managing Director 


“As long as the growth cycle continues, 
we will aggressively pursue opportuni- 
ties of growing faster than the market" 


targeting Indian companies with 
global ambitions. 

ICICI spotted that opportunity 
two years ago when Indian com- 
panies started gobbling up foreign 
corporations at a feverish pace. 
“The international business now 
takes care of the Indian corporate 
sector's global requirements," says 
Kochhar, Joint Managing Director, 
16161 Bank. In order to tap this 
business, the bank has created a 
full-fledged investment banking 
team and now offers the entire 
gamut of advisory, underwriting 
and syndication services. “We have 
created a large syndication net- 
work through our global offices 
and through partnerships with 
other banks globally,” says 
Kochhar. Over the last year, the 
bank has played a role in 88 per 
cent of all outbound Indian M&A 
deals entered into by India Inc. 

ICICI Bank is also ranked #1 
among banks arranging foreign cur- 
rency loans for India Inc. globally. 
Says Chatterjee: “We are replicating 
our technological strengths, espe- 
cially in internet-based banking, in 
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V. VAIDYANATHAN 
40, Executive Director (Retail & Rural) 


“Retail assets may grow at 10-15%, 
but we expect a significant growth in 
liabilities, especially savings deposits” 


the global marketplace.” 

As already mentioned, ICICI 
Bank is the largest Indian bank in 
the UK. Then, this subsidiary, as 
well as the one in Canada, attracts 
more than 70 per cent of their 
new customers from the local, non- 
Indian population. Its deposit base 
in these two countries is $4.5 bil- 
lion (Rs 18,000 crore). 

ICICI Bank already has 
branches in over a dozen countries 
in addition to subsidiaries in the 


Time to Correct 


Like the other Sensex stocks, 
ICICI Bank has dropped, too. 


1,232 






Figures in Rs for the last trading 
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SONJOY CHATTERJEE 
40, Executive Director, International Business 


“We already command a share of 25 
per cent in the $25-billion market for 
remittances into India” 


UK, Canada and Russia. “We have 
recently received a licence to op- 
erate a branch in the US,” says 
Chatterjee, but he is not really chas- 
ing the lending business in that 
country as its economy remains in 
turmoil following the subprime cri- 
sis. “Our focus is on India-led cor- 
porate business. Today, the us and 
the UK are the two biggest markets 
for India Inc.'s M&A play," he adds. 

The bank is also a large player 
in the remittances market, which is 
estimated to be worth $268 bil- 
lion (Rs 10,72,000 crore) glob- 
ally. “We already command a share 
of 25 per cent in the $25-billion 
(Rs 1,00,000-crore) market for re- 
mittances into India," says 
Chatterjee. 


The Retail Business 

The Khandala conclave noted that 
the retail business, the bank’s pri- 
mary growth driver over the past 
few years, has turned sluggish as the 
steady rise in interest rates restricts 
growth in the sector. ICICI Bank 
had posted steroid-charged growth 
rates of over 35 per cent over the 
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last 3-4 years, primarily fuelled by 
this sector. The bank’s balance sheet 
has also grown by 25-30 per cent 
over the same period. Says 
Vaidyanathan: “Retail assets may 
grow at 10-15 per cent, but we 
expect a significant growth, of 40- 
SO per cent, in savings deposits.” 

Then, icici Bank has always 
led the market in terms of innova- 
tions, whether in credit cards or in 
offering floating rate loans. *We 
are now working on mobile bank- 
ing solutions; the goal is to offer 
customers the next-generation 
banking experience," says 
Vaidyanathan. “We are also keep- 
ing a tight control on credit qual- 
ity," says Kochhar. 


Eyeing the Hinterland 
ICICI Bank has already identified 
rural India as the next big oppor- 
tunity and over the past four years, 
it has already built up a customer 
base of three million in the hin- 
terland. This segment currently 
contributes about 10 per cent to its 
total assets. That's relatively small 
beef, but the potential, both in 
terms of customer acquisition num- 
bers as well as in terms of money 
value, is massive. “It will take a 
couple of years for our rural busi- 
ness to account for a meaningful 
percentage of our balance sheet 
size," says Kochhar. The bank is 
currently focussing on expanding 
its distribution reach and acquiring 
new customers in the rural market. 
So far so good, but analysts 
tracking the banking sector are 
worried by frequent infusions of 
capital to fund growth. This has 
impacted key performance ratios 
like return on equity and return 
on capital employed. But the 
management is unfazed. “The 
capital infusion reflects our 
aggressive growth strategy," says 
Kochhar. “As long as the growth 
cycle continues, we will aggres- 


sively pursue opportunities of ` 


growing faster than the market." 
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But despite increasing its capital 
base, the 16161 Bank stock has per- 
formed well, rising from Rs 940 
at the start of 2007 to Rs 1,118 
on February 26 this year. *The 
stock has the potential to go 
higher if ICICI Bank unlocks the 
value in some of the subsidiaries 
like life insurance, securities or 
AMC business," says an analyst. 


Hidden Jewels 
ICICI Bank has a bouquet of sub- 
sidiaries that are leaders, or close, 


ICICI Foundation is working on achieving inclusive growth. 


"Several companies in the broking 
space got listed recently," says 
Kochhar, skirting a direct 
question on valuations. 

The economy has been red-hot 
over the last half a decade, and 
ICICI Bank has ridden it skillfully to 
place itself at, or near, the top of 
nearly all the businesses it is in. 
The question is: can it sustain its 
performance now that the India 
growth story shows signs of slow- 
ing down? Kochhar brushes aside 
any concerns on that count and 


HEN YOU HAVE A TOP FINANCIAL BRAIN LIKE NACHIKET MOR, FORMER Deputy 
Managing Director of the bank who was once seen as a potential suc- 


cessor to Kamath before he voluntarily pulled out of the race to focus on CSR, 
as the President of the ICICI Foundation, it speaks volumes about ICICI Bank's 
efforts at achieving inclusive growth. The Foundation is the bank's new baby, 
in the sense that all future initiatives in the area of philanthropy and CSR will 
come under this single roof. The bank's social initiatives, however, go 
back to early 2000 when it set up a not-for-profit resource group to focus 
on the health of the mother and the girl child and on primary education. The 
bank has also extended micro-finance to over three million households as 
part of its commitment to more inclusive socio-economic development across 
the country. "We will allocate a certain amount of money every year to the 
Foundation," says Chanda Kochhar, Joint MD at the bank. 

On the corporate governance front, the bank was the first to imple- 
ment the US GAAP accounting standards in India. It has also started de- 
claring profits in its insurance subsidiary on an NBEAP (New Business 
Equivalent Profits) basis. "The bank's audit committee provides direction 
to the audit function and also monitors the quality of internal and 


statutory audit," says Kochhar. 


in their respective businesses—life 
insurance, general insurance, mu- 
tual funds, venture capital and se- 
curities—and it is exploring the 
possibility of taking one or more of 
them public. It is estimated that 
its half-a-dozen subsidiaries are 
together worth Rs 30,000 crore. 

I-Sec (ICICI Securities), its in- 
vestment banking subsidiary (it 
manages equity issues in the do- 
mestic market and also has a 
broking business), plans to tap the 
market within the next six months. 





points to ICICI Bank's culture. *As 
an organisation, we are extremely 
entrepreneurial," she says, adding 
that the depth of its management at 
various levels will ensure 
that there's no dilution in its 
track record. 

Already, Kamath's core team 
benchmarks the bank's perform- 
ance not with its Indian peers but 
with the big boys of banking glob- 
ally. That's because icici Bank has 
set its sights on joining their ranks 
in the not too distant future. ii 
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With gas production and a global-scale refinery 
expected to come on stream in 2008, Reliance 
Industries is back to doing to what it does best: 
Creating value by creating world-class assets. 


KRISHNA GOPALAN 


HE ONGOING YEAR WILI 

be a defining one for 

Mukesh Ambani. For 

two big reasons. Bef- 

ore 2008 ends, the 50- 
year-old Chairman of Reliance 
Industries Ltd (RIL) would have 
commissioned its 27 million tonne 
export-oriented refinery at Jam- 
nagar. À new company, Reliance 
Petroleum Ltd (RPL), was floated for 
this purpose in 2006. The refinery, 
which has called for an investment 
of Rs 27,000 crore (almost half 
of what a refinery of similar ca- 
pacity and complexity would call 
for in this day and age) is, in true 
Ambani style, set to break many 
records. It's set to be completed in 
33 months (as against 55-56 
months that it would take for most 
others); its refining margins are 
tipped to be higher than prevailing 
norms (at least, $2-3 higher than 
the standard Singapore refining 
margins); and, together with RIL’s 
existing 33 million tonne refinery, 
Jamnagar would become the 
largest refinery location in the 
world, turning out 1.25 million 
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On course to join the big league: The Reliance refinery at Jamnagar 


barrels of fuels per day. 

Then there's the upstream busi- 
ness of gas where, last fortnight, RIL 
made yet another commercial dis- 
covery in the NEC-Mahanadi off- 
shore basin (its eighth in a partic- 
ular block in that basin). Reliance 
has been active in four exploration 
basins in India that are rich in hy- 
drocarbons—Krishna-Godavari, 
Mahanadi, Saurashtra and Cauvery. 
As Ambani said at the company’s 
last annual general meeting last 


October: “Reliance has invested 
over $2 billion and is committed to 
investing about $4 billion of risk 
capital in the coming years to re- 
alise the hydrocarbon potential of 
India.” Analysts have already 
sensed the mouth-watering 
prospect of this business, credit- 
ing a little over a third of the cur- 
rent value of the RIL stock to the 
exploration & production (E&P) 
business. Hital Meswani, Executive 
Director, RIL, says gas production 
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Only the best will do: 
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all over the country—where RIL 
has so far made 40 discoveries—is 
the other big bang expected from 
the group this year. Analysts expect 
operating cash flows of roughly 
Rs 17,000 crore from the E&P 
business in three years. Says Jigar 
Shah, Senior Vice President & 
Head (Research), Kim Eng 
Securities (India): “The Kc basin 
has the potential to meet 50 per 
cent of India’s gas requirements.” 

Clearly, refining and E&P are 
expected to alter the already huge 
dimensions of the Rs 1,18,000- 
crore Reliance Group in the years 


INVA HVNSVHHU 


to come. Refining (including both 
units at Jamnagar) is set to emerge 
the biggest business and oil & gas 
production the most profitable. 
As one company official puts it: 
“Refining will bolster the topline, 
and gas the bottom line.” 

If the Reliance growth engine is 
still humming, it’s thanks to Amb- 
ani’s penchant for executing world- 
class, world-scale projects in record 
time and at costs that are signifi- 
cantly lower than those of their 
peers in similar businesses. “Our 
core competence has been in the 
execution of large capital-intensive 
projects. This is something we have 
proved time and again,” points out 
Meswani. Take for instance, the 
first refinery that came up at 
Jamnagar in 1999. The project, in 
Meswani’s words, was executed at 


The Juggernaut Rolls on 
Still growing on a huge base. 


- 
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a blistering pace. From a deadline 
of 55-60 months for the project 
to be completed, the refinery was 
ready in a little under 36 months. 

What puts Reliance in a swee- 
ter spot is the global shortage of re- 
fining capacity these days, thanks to 
the huge appetite for fossil fuels 
from China, India and West Asia. 
That there are virtually no new 
refineries expected to come on 
stream this year—thanks to soaring 
raw material costs—also puts 
Ambani in clover. What's more, 
the experience of already build- 
ing a refinery works to Reliance's 


The turnover, PBIDT and PAT for the first 
nine months of 2007-08 are 

Rs 1,00,572 crore, Rs 27,359 crore 
and Rs 15,546 crore, respectively 


Figures in Rs crore 
Source: Company 
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advantage. Yet, as Meswani puts it, 
the new refinery is an "intelligent 
repeat" rather than an "absolute re- 
peat". For instance, the new re- 
finery has a structural advantage in 
the sense that it can be flexible 
when processing crude, accord- 
ingly adjusting to market condi- 
tions (if more gasoline is needed 
than diesel, it can swiftly make 
that change). Also, the new refinery 
has a process unit known as an al- 
kalation plant—the world's 
largest—which will allow RPL to 
supply gasoline to the most envi- 
ronmentally-stringent global 
markets. And finally the export-ori- 
ented unit will have the ability to 
process heavier crude, which 
means the company can pocket 
heavier margins. 

The one link in the Reliance 
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story that has not gone according 
to script has been the marketing 
side of the oil business. RIL has so 
far rolled out 1,700 petrol pumps 
(of the over 5,000 planned). No 
more pumps will be put up as the 
business is unviable as things stand 
today. “This is on account of a 
lack of a level playing field where 
the public sector undertakings get 
subsidies and there is no such ad- 
vantage to the private sector. 
Unless the government corrects 
this policy, it is not likely to be a vi- 
able business,” explains Meswani. 

As far as capacities go, and 
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HITAL MESWANI 
39 Executive Director, RIL 


“Our core competence has been in the 
execution of large capital-intensive 
projects and we have proved it before" 


exports (of Rs 60,000 crore in 
2006-07), RIL easily stacks up as a 
global player. But one major 
shift—from creating largescale do- 
mestic assets organically—is the 
move to pick up businesses over- 
seas. The acquisition of a majority 
stake in Gulf Africa Petroleum 
Corporation (GAPCO) in Africa was 
a step in that direction. GAPCO has 
a significant presence in the pe- 
troleum downstream sector in 
Tanzania, Uganda, Rwanda and 
Kenya. “The acquisition signals 
the readiness of Reliance to lever- 
age its manufacturing and mar- 
keting skills to build positions in 
the global refining business," 
Ambani had said immediately after 
this purchase. Even in the E&P 
business, Reliance has been 
awarded eight blocks covering an 
area of 85,000 sq. km across 
Yemen, Oman, Columbia, East 
Timor and Australia. All this is a 
clear indication of a changing 
mindset—something that Ambani 
spoke of earlier. *Traditionally, 
Reliance has grown by building 
businesses from scratch. This strat- 
egy cannot entirely drive growth in 
an era of intensive global 
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Safety and healthcare are top priorities at RIL. 
ORPORATE SOCIAL RESPONSIBILITY (CSR) IS A HUGE FOCUS AREA AT RELIANCE 
C Industries Limited (RIL). Health is an important component of this and 
RIL says it implements comprehensive healthcare programmes at all its 
sites. For instance, there is an initiative by the name of Change Agents for Safety 
and Health (CASH) that attempts to introduce a positive change and a con- 
tinuous improvement in the occupational health practices at the workplace. 

Since RIL has a lot of construction activity, there is a huge proportion of 
migrant workers at various sites. The company has round-the-clock medical 
facilities for them. There is also the Dhirubhai Ambani Hospital at Lodhivali 
in Raigad that attends to accidents victims on the Mumbai-Pune expressway. 
"Our CSR initiative is across our manufacturing locations and we look at ar- 
eas like healthcare and education very closely," says Hital Meswani, Executive 
Director, RIL. 

Safety is another area that gets a fair amount of emphasis. The Reliance 
Petroleum Refinery at Jamnagar, according to the company, has a significant 
thrust on safety of the workers. The company has undertaken process safety 
reviews for its plants to maintain safety standards on par with the world's best 
technology. As for the environment, RIL has attempted to do things like plant- 
ing mangrove saplings in the East Godavari district in Andhra Pradesh. 

As far as corporate govemance is concemed, RIL lays emphasis on areas like 
ensuring timely flow of information to the Board of the company, apart from safe- 
guarding integrity of financial reporting. In addition, RIL says it looks to main- 
tain an optimal combination of executive and non-executive directors. The RIL 


Board consists of 13 directors, of which eight are independent directors. 


competitiveness, rapid technolog- 
ical change and limited windows of 
market opportunities. Reliance is, 
therefore, pursuing an acquisition 
mode of growth," he said. Acc- 
ording to Meswani, the emphasis 
has been to have a thought process 


The Sky Is 
the Limit 


Millions have 
prospered from the 
wealth created. 


Figures are adjusted 
closing prices in Rs on 
BSE for the last trading 
day in December. 
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that is global. *For instance, RPL 
will export to countries across the 
globe. That itself will make the 
business global," he adds. 

With the traditional businesses 
like polyester and petrochemicals 
looking good, the overall picture 
for RIL appears bright. The latest 
foray has been retail, which cuts 
across formats like fruits and veg- 
etables, consumer durables and life- 
style, among others. The retail proj- 
ect has an outlay of a massive Rs 
25,000 crore spread across India. 
The proposed projects for special 
economic zones could well be an- 
other big story. And Ambani is 
thinking long term, already looking 
at a future beyond fossil fuels. 
Meswani lets on that a project for 
alternative fuels is being blueprinted 
in group company Reliance Life 
Sciences. The visionary that was 


Dhirubhai would have approved. 8 


Towards 
a better life. 


The 100,000 Initiative 
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MIXING IT 
JUST RIGHT 


Investors love it for its vision, customers adore it for 
its innovation and new product development and, 
between all that, the Birlas of Grasim Industries find 
the time to more than give back to the community. 
T.V. MAHALINGAM 





the global vsr market. 

That's not bad going for a busi- 
ness that makes up a little over a 
fifth of Grasim's consolidated port- 
folio—including subsidiary Ultr- 
atech Cement (which was acquired 


SF TO MOST PEOPLE 

would mean little. A 

few would associate 

it with a late '80s 

electro-funk tune 
(Velocity, Speed & Force, strung 
together by a group called vst); a 
few fans of Verne and Wells would 
venture it's Victorian science fic- 
tion. But for the folks at Aditya 
Birla Group company Grasim 
Industries—and indeed for most 
of its stakeholders—vsr is a textiles 
commodity that spins money in a 
way few other commodities can. At 
least, so far. Consider: For the 
nine months ended December 
2007, the consolidated profit be- 
fore interest, depreciation & tax 
(PBIDT) of the VSF portfolio was 
up 67 per cent (Grasim's consol- 
idated PBIDT was up 35 per cent); 
in the third quarter, realisations 
were up by 21 per cent, thanks 
largely to firm international prices, 
operating margins were as high 
as 41 per cent, capacity utilisa- 
tion was over 100 per cent, and 
operating profits hit an all-time 
high of Rs 334 crore. Grasim 
claims a share of 11 per cent of 





UMESH GOSWAM! 


D.D. RATHI 
61, Wholetime Director & CFO. Grasim 


Rathi has been at the forefront of 
inorganic growth in the cement sector. 
He also oversees the audit committee 
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from Larsen & Toubro in 2004). 
The other killer business—and the 
flagship of Grasim—is, of course, 
cement, which accounted for a lit- 
tle over two-thirds of consolidated 
turnover and PBIDT in the third 
quarter. Grasim has a total capac- 
ity of 31 million tonnes (including 
Ultratech's 17 million), making it 
the country's leading cement player, 
along with Swiss giant Holcim, 
which has got its fingers in the 
Gujarat Ambuja and ACC pies (both 
Grasim and Holcim have cement 
capacities that are in the range of 
35 million tonnes). Other business 
activities include sponge iron, 
chemicals and textiles. All the busi- 
nesses put together helped Grasim 
show a net turnover and operating 
income of Rs 12.383 crore for the 





first nine months of 2007-08. For 
a company that was founded 10 
days after India’s tryst with free- 
dom, and one that started off as a 
textiles company, Grasim has cer- 
tainly come a long way. 


Focus on Cement 

Cement is clearly where Chairman 
Kumar Mangalam Birla’s focus is. 
As he recently told Br: “Grasim’s 
vision is to be a leader in the ce- 
ment business.” And to emerge an 
undisputed leader in a market 
that’s witnessing plenty of green- 
field action, even as it continues to 
consolidate, Birla is on a frenetic 
expansion spree. He plans to dou- 
ble Grasim’s stand alone capacity 
(without Ultratech) to 27.8 million 
tonnes by fiscal 2010. According to 


x 
2 ure, 
ja 


n. Wë 


Concrete steps: Kumar ! 
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Gung-ho on Growth 


Sales and profits are on an upswing. 


The revenues, gross profit and PAT for 
the first nine months of 2007-2008 are 
Rs 12,383 crore, Rs 3,947 crore and 
Rs 2.359 crore, respectively 

Figures in Rs crore 

Source: BSE 
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an equity analyst at Emkay Share 
& Stock Brokers, a Mumbai-based 
broking house, Grasim on a stand 
alone basis has lined up capital ex- 
penditure of Rs 5,000 crore for 
its cement expansion. In addition, 
Ultratech will invest Rs 3,340 crore 
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Up, Up and Away 


investors have got 
their just deserts. 


Figures are adjusted 
closing price in Rs on BSE 
for the last trading day in 
December 
*Feb. 27 
Source: BSE 








2003 2004 2005 206 207 2008* 


to expand capacity by 4.9 million 
tonnes as well as to set up a captive 
power plant of close to 225 MW. 
Analysts covering the cement 
sector are upbeat on the outlook 
for the sector. A focus on infra- 
structure creation coupled with a 
boom in construction activity au- 
gurs well for the industry. Analysts 
at Enam Research project a 
demand growth of roughly 13 per 
cent per annum on the back of a 
higher demand multiplier of 1.4x, 
as they feel GDP growth is sustain- 
able at 8-9 per cent. That's why 
prices are expected to remain firm 
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Ambitious Plans 

In vsr, Grasim plans to expand its 
capacity by 94,875 tonnes, through 
capacity additions of 63,875 tonnes 
at Kharach (Gujarat) and another 


INDW'S BEST 

MANAGED 

COMPANY 

31,000 tonnes at Harihar 
(Karnataka), at an outlay of Rs 606 
crore. Post the addition, the com- 
pany's VSF capacity will touch 
364,975 tonnes. With such ambi- 
tious plans, how does the future 
look for Grasim? Despite its lead- 
ership position in flagship businesses, 
there are a few dark clouds on the 
horizon—not only for Grasim, but 
also the industry as a whole. First, 
input costs have been on the rise. 
Coal and fuel costs are on the way 
up. On the vsF front, despite the 
expected volume growth in 2008, 
market watchers expect prices to 
stabilise at current levels. The end- 
ing of quota restrictions on Chinese 
textiles in the Us and Europe, which 
come into effect from 2008 and 
2009, will see to that. 

Having said that, Grasim growth 
story as a major cement and VSF 
player, and its ability to deliver value 
to investors, is truly stunning. À 
look at the company's scrip per- 
formance over the last three years is 
proof enough (see Up, Up and 
Away). Grasim's share price has 





RAJASHREE BIRLA 
63, Director, Grasim 


Birla oversees the goup s social work i 
and is Director on the Board of all the 
major Aditya Birla Group companies 
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เพ พ น ล จ 0 ก HSIWN 


CSR isn't just another buzzword at the Aditya Birla Group. 


RASIM'S LEGACY IS SOMETHING THAT MOST COMPANIES WILL FIND TOUGH TO LIVE 

up to. Founded by visionary businessman and freedom fighter 
Ghanshyam Das Birla (popularly known as G.D. Birla) a few days after 
Independence, the company has been at the forefront when it comes to 
discharging its duties to society. 

Under the aegis of the Aditya Birla Centre for Community Initiatives 
and Rural Development, which is led by Rajashree Birla (who is also a 
Director on the board of the major Aditya Birla Group companies), 
Grasim conducted over 644 medical camps during 2006-07; more 
than 94,507 villagers were medically examined and treated. In all, over 
2.7 lakh people were given medical assistance at subsidized costs 
during the year. The company installed water-harvesting structures like 
handpumps and check-dams (for water-harvesting) to support 12,000 
families. In all, the company's social activity network touches 3,700 
villages, reaching out to more than 7 million people annually. 

When it comes to governance, all members of the company's audit 
committee are independent directors. Grasim's board of directors has 10 
directors—six independent, two non-executive and two whole-times. Given 
that the Kumar Mangalam Birla report on corporate governance is con- 
sidered to be the cornerstone of best practices in the country, it's 
hardly surprising that Grasim is considered among the top companies in 
its sector when it comes to transparency and governance norms. It is note- 
worthy that Birla was the first and only industrialist to have been appointed 
as a public nominee on the governing board of the Securities & Exchange 
Board of India (SEBI) by the Finance Ministry. In addition, Birla has served 
as Chairman of SEBI's 17-member committee on corporate governance 
formed in mid-1999. He has also been Chairman of SEBI's committee 


on insider training. 


almost doubled in the last two years 
(the Sensex in comparison has 
gained 79 per cent in that period). 
Like Birla says: *From being traded 
at a discount in terms of valuation 
earlier, Grasim's price-to-earning 
multiple today has moved up 
much higher as the company is 
looked as a cement company." 

A stable and well respected 
management team along with the 
able leadership of Birla is another 
reason the company is probably a 
nose ahead of its peers. Take the 
case of analyst relations for exam- 
ple. “When you look at cement 
companies, Grasim is still among 
the few companies that is analyst- 
friendly; they have analyst meets 
once in approximately six 





months," says an analyst who rates 
the company very highly. 

The company is also rated as 
among the better governed com- 
panies in the sector. *Grasim has al- 
ways been transparent in terms of 
terms of disclosures and having in- 
dependent directors," declares Birla. 
Adds Anjani Agrawal, Partner, Ernst 
& Young: “Birla has been relentless 
in the pursuit of a global footprint 
and scale. In the vsF and the cement 
business, scale has been a priority. 
At the same time, Birla also is a 
champion of corporate governance 
and is committed to run a socially 
responsible business.” 

For shareholders, transparency 
and growth together is proving to 
be a killer combination. 8 
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Tata Steel 


A COMPANY 
WITH A CONSCIENCE 





Tata Steel practically invented CSR much before 
the term became fashionable around the world. 


MAHESH NAYAK 


HAT CAN YOU SAY 
about a company 
that has consis- 
tently ranked so- 
cial good and em- 
ployee welfare as its top priori- 
ties... that has a heritage and track 
record in these areas that any bleed- 
ing heart NGO would give its clichéd 
jargon to have... that has rewarded 
shareholders handsomely over the 
years... and most importantly, one 
that has also proved to be a cham- 
pion in its class, becoming, last 
year, the fifth-largest steel 
company in the world? 

A lot, but two words should 
do: Tata Steel—the company that 
also makes steel. The recent surge 
in the sales, profits, share price 
and public profile of Tata Steel is a 
resurrection of sorts. It was almost 


Taking Off 


Tata Steel’s PAT has risen much 
faster than its top line. 





The revenue, EBITDA and PAT 
figures for the first 9 months 
(standalone results) of 2007-08 
are Rs 13,956.6 crore, Rs 6,494 
crore and Rs 3,481.5 crore, 
respectively. 


Note: Figures in Rs crore 
Source: CMIE 
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declared dead in the early ’90s. Its 
technology and machinery were 
antiquated, its workforce bloated, 
and its business practices unsuited 
to the brave new world of a newly 
liberalised India. 

Many gut-wrenching changes, 
Rs 10,000 crore in capital expen- 
diture and 10 years later, in 2001, it 
became one of the world's lowest- 
cost steel producers. That year, 
global steel prices touched one of 
their lowest points in history, but 
Tata Steel remained the only com- 
pany in India and one of only five in 
the world to earn profits, of Rs 205 
crore. Since then, riding a booming 
economy, rising steel prices and 
improved productivity, the profits 
have jumped 20-fold to Rs 4,222 
crore in 2006-07. Revenues also 
surged two-and-a-half times to 
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Riding the Boom 


Tata Steel's share price on BSE , ง 35 
has risen 8-fold in five years 





Rs 19,722 crore over this period 
And, following its $13-billion (Rs 
58,500 crore) acquisition ๐ 1 Corus 
last year, its consolidated top and 
bottom lines for 2007-08 are 
expected to touch Rs 1.25 lakh ๓ 
and Rs 8,900 crore, respecti 
Says B. Muthuraman, MD, Tata Sti 
“Widening our distribution netw 
to reach the end-consumer, supi 
chain re-engineering to meet delivery 
requirements, a focus on product 
consistency and performance and 
people management and customer 
relationship programmes have helped 
us to maintain our leadership posi 
aon and improve our market share." 
Shareholders have gained hand 
somely from Tata Steel's journe 
from the sick bay in India to the 
high table of Global Inc. Over the 
last five vears, the company 
on average, declared dividends of 
120 per cent every year, and also is 
sued bonus shares in the ratio ol 
1:2 in August 2004. Result: on an 
adjusted basis, its stock has jumped 
700 per cent since January 2003; 
the benchmark BSE Sensex has risen 
420 per cent over this period 
The Power of Brand 
2 It realised that as a commodity pro 


ducer. it would remain vulnerable to 


the steel Cy cle. In ordei tO insulat 
He also makes steel: B. Muthuraman, > itself from the cyclical nature ol 
Managing Director, lata Stee = the industry it was in, and also in 
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order to be able to improve mar- 
gins, it decided to brand its prod- 
ucts. It was a bold move and today, 
the company has several 
well-known brands in its portfo- 
lio—Tata Steelium (India's first 
branded cold rolled steel), Tata 
Shaktee (galvanised corrugated 
steel), Tata Tiscon (re-rolled bars) 
and Tata Agrico (hand tools and 
implements), among others—that 
are market leaders in their respec- 
tive segments. Between 2002-03 
and 2006-07, revenues from 
branded products rose from Rs 
1,300 crore, or 12 per cent of 
turnover, to Rs 4,604 crore, a 
fourth of its revenues. *Branding 
not only helped Tata Steel de-link 
itself from the volatility of steel 
prices, it also added value to its 
overall portfolio that now com- 
mands a premium over competi- 
tors’ products," says Dipen Shah, 





KOUSHIK CHATTERJEE 
CFO, Tata Steel 


“Our strategy of increasing capacity is 
on track. By 2010-11, our total capac- 
ity will rise to 36.7 million tonne" 
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Tata Steel plant in Jamshedpur: Adding value to its shareholders' wealth 


Vice President (PCG), Kotak 
Securities. 

Apart from selling branded 
product, the company makes value- 
added steel for end-customers and 
original equipment manufacturers 
(OEMS), and is the market leader 
in India. Today, global auto mak- 
ers like Volkswagen and Nissan- 
Renault (Volkswagen is also Corus’ 
customer in Europe) buy steel from 
Tata Steel for their projects in 
India. Maruti-Suzuki, Ford, 
Hyundai and Toyota also source 
steel from the company (Corus 
supplies steel to Ford in the Uk). 

Says Muthuraman: “The emer- 
gence of India as an automotive 
hub, and the increasing reliance 
of auto companies on Indian-made 
steel provide an attractive oppor- 
tunity for us in high-end prod- 
ucts.” Tata Steel produces almost 
the entire range of high-end prod- 
ucts for the automobile and con- 
struction sectors. In developed 
economies, these two sectors ac- 
count for over 80 per cent of steel 
consumption. For Tata Steel, the 
figure is 55 per cent, clearly indi- 
cating that it still has enough head- 
room to improve its product mix. 
[ts focus on branded products and 
on these two segments is paying 


off. Over the last five years, its 
margins have improved from 21 
per cent to 38 per cent. “Over the 
next 5-10 years, I see steel con- 
sumption in the construction and 
automotive segment growing at 9- 
10 per cent and 15 per cent, 
respectively,” says Muthuraman. 
That’s why the company plans to 
import steel from Corus plant, 
which has expertise in manufac- 
turing steel for high-rise buildings. 


Global Benchmarks 

On February 20, Tata Steel un- 
veiled a new vision for value cre- 
ation, which focusses on bench- 
marking itself against the best in 
the world on two parameters: re- 
turn on invested capital, and cor- 
porate citizenship. Tata Steel’s mar- 
gins have crashed from about 40 
per cent to 13-14 per cent follow- 
ing its acquisition of Corus, largely 
because the latter is totally de- 
pendent on open market purchases 
of raw materials. Consequently, 
the Tata Steel-Corus combine has a 
self-sufficiency level in raw materials 
of only 20 per cent, compared to 
100 per cent for Tata Steel as a 
standalone company. This explains 
the recent rush by the company to 
acquire coal and iron ore assets 
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around the world—in South Fast 
Asia, Australia and Africa. 

But the acquisition of Corus 
was important not only for the vis- 
ibility and market access it pro- 
vided. More importantly, it gave 
Tata Steel scale and ownership of 
cutting edge technology. Says 
Muthuraman: “Corus gives us scale, 
a larger market and, most impor- 
tantly, a high-quality R&D set up." 
Corus is among the handful of steel 
companies worldwide that actu- 
ally owns the technology it uses to 
make steel—it employs a little over 
a thousand metallurgists, engineers 
and doctorates—and this will play 
a crucial role in the days ahead. 


L^ 
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Tata ponsibility predates regulations. 


HE LATE J.R.D. TATA ONCE SAID: "WHAT CAME FROM PEOPLE HAS TO GO BACK 

to the people many times over." Corporate Social Responsibility 
(CSR) initiatives are nothing new for the Tata Group, which has been serv- 
ing society even before the term CSR was coined. Over the past 14 years, 
flagship Tata Steel has, on average, spent nearly 2 per cent of its revenues 
on such activities. Last year, for example, the company spent nearly Rs 
181 crore on its CSR initiatives. The goal of the CSR team is to empower 
people and focus their healthcare and hygiene in Jharkhand, Orissa and 
Chhattisgarh, where the company has operations or is planning to set up 
new plans. Last year, it introduced double cropping, which enables farm- 
ers to earn an extra Rs 5,000 per acre of land. Then, Tata Steel 
provides money from its Rs 15-crore kitty to 413 self-help groups in these 
states to empower locals to start their own small-scale business like can- 
dle and agarbatti making. It targets one person from each family in the . 
Future Plans local villages for this. Apart from building parks, laying pipelines and other 
civic amenities, the company has undertaken environmental and 
ecological initiatives to bring down carbon emission and save energy. In 
2006-07, the company's initiatives on energy efficiency helped it to re- 
duce energy consumption to 6.720 Gcal/tcs (giga calories per tonne of 
crude steel) from 6.959 Gcal/tcs, thus, saving nearly around Rs 50 crore 
per annum. Its carbon emission also came down from 2.28 tonne per 
tonne of crude steel to 2.2 tonne. 


Tata Steel is expanding its capacity 
to meet future demand and to 
boost margins. If the company's 
fresh capacities at Jamshedpur and 
newer locations (Orissa, 
Chhattisgarh, and Jharkhand) come 
up on schedule, it will gain signif- 
icant heft over the next decade. 
Says company CFO Koushik 
Chatterjee: “Our long-term strategy capacity will rise to 36.7 million เท fine fettle, despite it being in 





of increasing capacity from 5 mil- tonne (including Corus, NatSteel the midst of a Rs 45,500-crore ex- 
lion tonne to 40 million tonne is and Tata Steel, Thailand )." pansion plan and despite it having 
well on track. By 2010-11, our Tata Steel’s financials remain taken on Rs 34,000 crore in debt 


(it came down after the $2.2 billion 
rights issue), mainly to finance the 
takeover of Corus. Result: its credit 
rating, in January 2008, remains 
unchanged at BB. Says Rakesh 
Valecha, Director, Fitch Rating: 
“Rising debt was a concern. But the 
capital infusion from Tata Sons 
helped strengthen the balance 
sheet.” Adds N.S. Rajan, Partner 
(Business Advisory Services), Ernst 
& Young: “Tata Steel is already the 
world’s lowest-cost steel producer, 
and a global enterprise on a scale 
that few organisations can match.” 

While Corus may offer Tata 
Steel valuable 1p, the latter can 
give it something more precious: a 
value system that’s uniquely Tata. 
No wonder, Corus picked it over 
Corus steel plant: Besides market access, Corus gives Tata Steel economies of scale other suitors. W 
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Yes, this is our outlook at National Insurance where 
we take all steps to deliver our best. Our rich past and 
the continued trust and confidence of our customers 
inspire us to create innovative insurance products, to 
meet the changing needs. We are committed to serving 
our 137 lac customers with more than 200 different 
insurance products, through our extensive network of 
about 1,000 computerised offices and a dedicated team 


of over 16,000 skilled personnel. 


Insuring assets. Ensuring smiles. 


๑ Accorded "AAA/STABLE" rating by CRISIL 


๑ Won CNBC Awaaz Consumer Award 2007 for the 
most preferred non-life insurance brand 


Won HSBC Best [nstitutional Solution Award for 2007 


๑ Pioneer in Bancassurance. Tie-up with 23 banks 


- 


Tie-up with Maruti and Hero Honda, India's strategic 
automobile majors for providing vehicle insurance 


๑ Tie-up with NGOs in reaching out to the rural sector 
with various insurance schemes 
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ONGLOMERATE 


ITC's Divisional CEOs run their businesses almost 
independently, and this is what fuels entrepreneurship 


and excellence within its portals. ARNAB MITRA 


TS THAT TIME OF THE YEAR 
again. There's a hush over 
ITC's imposing headquarters 
on Jawaharlal Nehru Road 
in Kolkata. With good rea- 
son; the entire top brass of the com- 
pany—Chairman Y.C. Deveshwar, 
Executive Directors Anup Singh, 
S.S.H. Rehman and K. Vaidyanath, 
all its 12 Divisional CEOs and the 
MDs of its two subsidiaries, ITC 
Infotech and Surya Nepal—are im 
situ, preparing the annual plan for 
the coming financial year. 
Actually, these annual plan 
meetings are part of a broader, 
longer-term programme that IT¢ 
is implementing as part of its goal 
of becoming the #1 non-tobacco 
FMCG company in the country (if its 
tobacco division is included, it’s 
already there). At the meeting, the 
divisional CEOs present their plans, 
strategies and budgets and get them 
approved by the board. “ITC’s 
Board of Directors acts like a ven- 
ture capitalist and sets strict quali- 
tative and quantitative milestone 
and end-of-the-road goals on fi- 
nancial, market standing, market 
share and other parameters that 
Divisional CEOs—the operational 
heads of ITC’s various businesses— 
have to deliver on," says 
Deveshwar. Branding, marketing, 
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distribution and logistics are han- 
dled centrally. The management 
philosophy is also clearly etched 
out: each division has its own au- 
tonomous “board” and CEO and is 
granted full freedom to drive the 
enterprise forward without undue 
restraints, but, at the same time, 
this freedom is exercised within a 
framework of effective accounta- 
bility overseen by the Chairman 
and the Executive Directors. 
Corporate governance in ITC 
takes place at three interlinked lev- 
els—strategic supervision by the 
Board of Directors; strategic man- 
agement by the Corporate 
Management Committee (CMC) and 
executive management by the 
Divisional Chief Executive assisted 
by the Divisional Management 
Committee. The primary role of 


In the Pink of Health 


ITC’s top and bottom lines have grown 
steadily over the last five years. 


The Gross Revenues, EBITDA and 
PAT figures for the first nine 
months of 2007-08 are 

Rs 15,969.17 crore, Rs 3,806.49 
crore and Rs 2,384.46 crore, 
respectively 


Source: Company 
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the CMC is strategic management of 
the company’s businesses within a 
board-approved ambit, and it op- 
erates under the superintendence 
and control of the Board. 

This strategy, of having “com- 
panies within a company”, has 
worked well for rrc. Over the last 
five years, its top and bottom lines 
have grown at a CAGR of 12.9 per 
cent and 23.7 per cent, from 
Rs 11,194.47 crore and Rs 





II TENDRA SHARMA 


1,371.35 crore, respectively, to Rs 
19,841.54 crore and Rs 2,691.97 
crore. Then, it has also enabled rre 
to seed and grow several new busi- 
ness units, many of which have be- 
come market leaders or serious 
challengers in their segments (see 
We want to be FMCG's ** 1, Business 
Today, December 2, 2007). 


The Pieces of the Whole 


[[ C's corporate strategy aims at 


creating multiple drivers of growth. 
Accordingly, it has a diversified 
presence in tobacco & cigarettes, 
hotels, paperboards & packaging, 
agri-business, packaged foods & 
confectionery, information tech- 
nology, branded apparel, personal 
care products, greeting cards, safety 
matches and incense sticks. But 
what is more important than just a 
diversified presence is how the 
group has tapped synergies among 
its various divisions to carve a com 
manding presence in all the seg- 
ments it is present in. 

[TC has leveraged its expertise 
in the tobacco, hospitality and TI 
sectors to build apparently unre- 
lated businesses. For instance, the 
company uses its agri sourcing net- 
work to source raw materials for its 
biscuits and atta businesses and also 
uses the e-choupal network to dis- 


Trend Reversal 


The ITC stock, after climbing steadily since 
2003, seems to be taking a breather 
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tribute products in areas where 
other channels don't exist. Similarly, 
[16 Hotels, the second-largest hos 
pitality chain in the country aftet 
Indian Hotels with 84 properties 
and 5,800 rooms, tapped the ex 
pertise of its master chefs to help 
the Foods Division create 16 dis 
tinct taste platforms for Bingo and 
a number of other branded pack 
aged foods. Its diverse knowledge 
base, the Synergies between its dil 
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ferent divisions, an unmatched dis- 
tribution reach, massive brand 
building capabilities and efficient 
supply chain management have en- 
abled it to emerge as the leader or 
challenger in all these FMCG and 
lifestyle segments. 


Living and Breathing CSR 
Says Vaidyanath: “We’ve constantly 
endeavoured to sustain ITC's posi- 
tion as a most valued and admired 
corporation that services all stake- 
holders—the nation, its people, 
our partners (farmers, tribals, dis- 
tributors, stockists and vendors), 
customers and shareholders." 
Deveshwar puts this statement in 
perspective. “We want to be one of 
the major economic engines in 
Indian society. We also want to 
make a positive contribution to the 
Indian economy and that is why 
we follow the triple bottom line 
approach," he says, adding that he 
would like to leave behind an in- 
stitution and not just a company. 
ITC, he says, serves four million 
farmers and has created livelihoods 
for many hundreds of thousands of 
tribals. *It is not charity, but an 
intrinsic part of ITC's day-to-day 
life. In the process, we create much 
higher value than merely share- 
holder value," he adds. 





K. VAIDYANATH 
Executive Director, ITC 


He says weaving CSR initiatives into 
business plans enables ITC to create 
value along the entire spectrum 
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That's not an empty boast. ITC's 
track record suggests that it does 
walk that extra mile to add to stake- 
holder value and promote economic 
activity and inclusiveness among 
weaker sections of society without, 
for a moment, sacrificing its legiti- 
mate goal of maximising profits. 
"Our paper division could have im- 
ported pulp from South East Asia; 
but we chose, instead, to work 
with Indian farmers, developed 
clonal saplings, and, now, partner 
with small and marginal farmers 
who own 75,000 hectares of forest 
land in Tamil Nadu, Andhra 
Pradesh, Karnataka, Maharashtra 
and West Bengal," says Pradeep 
Dhobale, Divisional CEO of ITC’s 
Paper and Paperboards Division. 

Deveshwar is very proud of 
this record, as he is of ITC’s eco- 
logical record. *We produce zero 
solid waste though we produce 
paper (traditionally a highly pol- 
luting industry). We're the only 
company of our size and com- 
plexity that is water-positive, car- 
bon-positive and a zero solid waste 
producer, which serves four million 
farmers and many, many tribals 
and disadvantaged farmers—turn- 
ing their private, barren lands into 
productive sources of income. I’m 
very proud to say that." 





PRADEEP DHOBALE 
Divisional CEO, Paper & Paperboards Division 


His division could have imported pulp 
from South East Asia; but chose, 
instead, to work with Indian farmers 
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RAVI NAWARE, 
Divisional CEO, Foods Division 


He is confident that his unit will begin to 
make a positive contribution to ITC's 
bottom line within 2-3 years 


Interestingly, unlike many other 
large business houses, rrc has wo- 
ven its corporate social responsi- 
bility initiatives into its business 
plans. This makes them self-sus- 
taining. CSR at ITC isn't seen as a cost 
centre that eats up profits, but 
rather, an enabler that is an integral 
part of its business plan. Says 
Vaidyanath: “It’s a win-win situa- 
tion for ITC, its partner organisa- 
tions, the society in which we op- 
erate, as well as the economy at 
large. Weaving CSR initiatives into 
our business plans enables us to 
create, capture and share value 
along the entire spectrum of the 
chain along which we operate.” 


Employee Satisfaction 

ITC has, over the past 80-90 years, 
developed appraisal and employee 
feedback systems that have served it 
well and thrown up leaders at every 
level. That these are working is ev- 
ident from the fact that the attrition 
rate at ITC is 5-6 per cent com- 
pared to the FMCG industry average 
of 10-12 per cent. “Then, most of 
this attrition pertains to employ- 
ees with 3-5 years experience. 
Employees who cross the 5-year 
threshold usually stay on in the 
company for many more years,” 
says Vaidyanath. The company also 
encourages employees to seek trans- 
fers across its divisions. Thus, an ex- 
ecutive working in the tobacco di- 
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At ITC, CSR is built into its businesses. 


TC is probably unique in that it does not implement its corporate social 
responsibility (CSR) through a separate foundation or trust. Instead, it has 
built these initiatives into its business model, by following what it calls the 
Triple Bottom Line Approach. Its Agri Business and Paper & Paperboards di- 
visions, in particular, have undertaken massive afforestation, watershed man- 
agement, livestock development, women's empowerment and primary ed- 
ucation programmes across Maharashtra, Tamil Nadu, Andhra Pradesh, 
Karnataka and West Bengal. At last count, about four million farmers and 
hundreds of thousands of poor tribals, whom ITC designates as partners, have 
benefited from these initiatives. "I'm very proud to say that these initiatives 
have turned thousands of acres of barren, private lands into productive as- 
sets," says Deveshwar. ITC, too, has benefitted. It gains a steady and 
dedicated source of farm produce that keeps its supply chain humming. 
But there's a twist to this tale. "The beneficiaries are free to sell their 
produce to third parties. We do not enter into any binding contracts with 
them," says Pradeep Dhobale, Divisional CEO of its Paper & Paperboards 
Division, adding that the goodwill generated by ITC's initiatives has ensured 
that "not one single farmer has done so". Then, it also implements initia- 
tives that have no direct connection with its businesses. In keeping with its 
focus on uplifting rural lives, it has started a programme, called Sunehra Kal 
Munger, to create women entrepreneurs. The belief: empowering women 
economically transforms them into powerful agents of social change. The 
company has created 7,300 women entrepreneurs and plans to take 
this figure to at least 10,000 by 2010 through 913 micro credit groups. 
It has also financed the establishment of 1,250 Supplementary Learning 
Centres and 139 "assisted schools" to bring education within the grasp of 
poor students. "For ITC, these are expressions of a commitment beyond the 
market," says Deveshwar. 


vision can get the opportunity to 
work in the hotels, agri business, 
FMCG or paper divisions depending 
on his or her inclination and track 
record. *This allows employees to 
fully realise their potential across 
several verticals and increases scope 
for both learning and career 
growth," he adds. 

Incidentally, all its divisional 
CEOs are old irc hands; many of 
them have seeded their respective 
divisions and grown with them. 
Ravi Naware, Divisional Chief 
Executive of ITC Foods, for ex- 
ample, is a former tobacco execu- 
tive, who launched the division 
he now heads. Similarly, 
Y Chitranjan Dar, Divisional Chief 
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NAKUL ANAND 
Divisional CEO, Hotels Division 


k ITC Hotels has tapped its master chefs 
to create 16 distinct taste platforms for 
Bingo and other branded packaged food 


Executive of Lifestyle Retailing 
(Fashion), worked in the paper 
division prior to his current as- 
signment. And Nakul Anand, CEO 
of rrC's Hotels Division, has been 
a "lifer" at the unit he now heads. 
“We have consciously avoided re- 
cruiting business leaders laterally 
from outside as we have a very 
rich talent pool internally. All these 
business leaders enjoy a very high 
degree of autonomy and run their 
divisions as entrepreneurs would," 
4 says Deveshwar. This encourages 
a spirit of innovation that perco- 


lates through the company. 
However, ITC's share price has 
not kept pace with its value cre- 
ation drive, probably because its 
new initiatives in the foods, 
apparels, personal care products 
and other segments aren't prof- 
itable as yet. Ravi Naware, CEO of 
its Foods Division, which accounts 
for about 10 per cent of total rev- 
enues, is confident that his unit 
will begin to make a positive con- 
tribution to ITC's bottom line 
within 2-3 years. Says Kuldip 
Balasia, Head-Research, SKP 
Securities: "Over the last five years, 
ITC has certainly under-performed 
compared to benchmark indices. 
However, it has performed better 
than most of its FMCG counter- 
parts. If one looks at the last one 
year, ITC has again grossly under- 


performed compared to broader 
indices and almost in line per- 
formance among its peers. But pos- 
itive factors like volumes growth in 
all its businesses and a low proba- 
bility of rising taxes impacting its 
tobacco business bode well for the 
company's share price." 

But stock markets typically look 
at short-term earnings potential 
while valuing a share. That's why 
the ITC management, which is 
spending big bucks on building 
brands it can leverage later, is not 
too perturbed. Once the new busi- 
ness divisions turn profitable over 
the next 2-3 years, Deveshwar and 
his team can take satisfaction from 
the fact that they have done the 
right thing, profitably. = 

ADDITIONAL REPORTING BY 
RITWIK MUKHERJEE 
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gestus Dwarka's Centre 
Director, Ms. Meenakshi 
Ahuja believes in leading by exam- 
ple. An exceptionally motivated 
woman, she decided to take up the 
challenge of opting out of a high- 
level managerial position with ส 
reputed multinational firm, to pur- 
sue her dream of self-employment. 
A dream that she had cherished 
since the beginning of her career, 
to compete with the best organiza- 
tions; excel at whatever she would 
create and most of all ensure that 
her deliverables add value to the 
social fabric of the environment 
she operates in. A partnership with 
Jetking seemed to offer her ล 
chance to realize all her dreams. A 
chance to impart quality education 
that would help build future lead- 
ers of India. 

A very focused woman, 
Meenakshi had done a thorough 
study of the business sector before 
moving out of her secure job. 
Needless to say her years of expe- 
rience in the managerial arena 
stood her in good stead. 
Meenakshi believes that voca- 
tional education is the next big 
thing in India. And in that the grow- 
ing dependence on the IT industry 
only ensures that hardware and 
networking is here to stay. Call it 
the backbone to the IT industry or 
the backbone to every small and 
large scale industry, it is strength in 
hardware and networking that is 
sure to take India to the next level. 
Obviously, this is where she could 
notice her big challenge. 

But she was not the only one. 
Enough people before her had 
noticed the potential in the boom- 
ing education sector, specifically 
in the Hardware and Networking 
training arena. She needed to look 
for a like minded institute to part- 
ner. What attracted her first to 
Jetking was the fact that the insti- 
tute was a leader in the field of hard- 
ware education. Her interactions 
with the management at Jetking 





revealed the fact that the institute 
had very well established systems 
that focused on students with a 
perspective of looking at their 
needs in ล corporate scenario and 
most importantly they formulated 
their course structure after a thor- 
ough study of the growing corpo- 
rate sector in India. This sort of 
understanding enables the institute 
to turn a nontechnical student into 


a tech-nically com- CELEBRATING 
petent professional A NEW 
SUCCESS 
With her ground work MANTRA 


in just 13 months. 


complete, 
Meenakshi set up 

the Jetking centre 

at Dwarka on 8° 
Jan. 2007 supported 

by an experienced fac- 
ulty and other staff mem- 
bers to 
achieve 
her 


self- 
set 
target to 
achieve a 
turnover of 
over Rs. | 
crore within 
the first 
financial 
year. 


A zealous 
worker, 
Meenakshi 
enjoys inte- 
racting with her 
students and 
believes their 
big dreams and 
high energy 
levels are an 
inspiration for 
her to create the 
best infra- 
Structure that 
ensures a fri- 
endly ambience 
for them to 
study and excel 
| in. At Dwarka 
she tries to answer the constant 
churning that goes on in their 
minds. While students enjoy flock- 
ing up to her, her advice to them is 
simple "Choose the right career. A 
good plan and a wider perspective 
are vital. Be serious. Pick a career 
that clicks with your head and 
heart. Always do the best. A suc- 
cessful career is built on the bed- 
rock of hardwork coupled with a 
constant urge to excel." 

A fun loving, high 
energy person, 
Meenakshi Ahuja is 
also a wonder woman. 
Juggling work with 
home efficiently has 
be-come a way of 
life for her. She man- 
ages her home with just 
as much passion, 
energy and 
enthusiasm as 
she does her 
centre. Weck- 
ends are 
her most 
pre- 
cious 
days 
when she 
loves spen- 
dinhg time 
with her fam- 
ily, sharing 





























meals, picnics movies or just tali 
ing. A vora-cious reade 
Meenakshi almost never gives t 
an opportunity to learn and neith 
does she let go of an opportunity 
share her learnings with others. 
While ambitious to achieve h 
dreams, Meenakshi has turned h 
big opportunity with Jetking in 
an advantage for young girls 
well. Quoting her owr example, 
girl students she encourages the 
to take up the Hasdware a; 
Networking course in order 
chart a unique career path for the! 
selves. 

Moreover, with the Jetking JM 
Mr. Nandu Bharwani, supportii 
her efforts totally in the form 
special schemes for girl studen! 
her efforts are bearing fruit real 
fast. The management is al 
ensuring that the female studer 
are not discriminated against in t] 
job market. Equal push. opport 
nity and training is provided to i 
students. Infact, teachers a 
encouraged to explain technic 
information in English as well as 
Hindi to ensure complete clari 
Special care is taken to preparc g 
just the girls but even boys to fa 
the corporate environment. Th 
are enco-uraged to speak 
English and present their point 
views to seniors and corpor: 
represen-tatives. 

A strong believer in the Hindu pl 
losophy of a Karamyog 
Meenakshi's leaving no sto 
unturned to ensure best faciliti 
and a perfect learning ambience 
her centre, on the way to becomr 
Jetking's best franchisee centre. 
Obviously with assets li 
Meenakshi Ahuja, the Instit 
stands to gain by leaps a 
bonds. And it is no surprise tb 
that Jetking has managed to ret: 
its leadership position over ! 
years, despite the constantly eto 
ing and changing competitive en 
ronment. 


TIMES 


EMPOWER THE YOUTH 





fter 25 years of a steady and 
promising career at the State 
nk of India, you'd obviously 
ax and slip into the rhythm of a 
ady and secure lifestyle. But not 
/ou are Mahendra Nath Dutta. 
45 year old man, who believes 
re is no age limit to begin a 
'am and no achievement greater 
in the one that makes a 
erence to the society as a 
le. With this, he applied for his 
from SBI in June 2006 and 

. the foundation of a Jetking 


ntre in Guwahati. The first of its 
din the North Eastern Region. 
Chief Manager in the 
mputer and Communications 
partment of SBI's local head 
ice, Guwahati, Mahendra Nath 


tta was almost constantly 
‘ing a dearth of service 
tineers and a hardware backup 
m. Mahendra Nath Dutta 
bye that the problem was not 
\usive to his department alone. 
2 entire North Eastern region 
ked a trained service team. 





This milieu could lead to 
frustrations; instead it inspired 
Mahendra Nath Dutta to follow up 
on an advertisement posted by 
Jetking Infotrain and understand 
the workings of their business 
model in order to bring Hardware 
and Networking training into the 
North Eastern Region in a big way. 
Jetking's planning and keen 
detailing of every business point- 
of-view impressed him. Moreover, 
the Chairman and Managing 
Director's philosophy of creating a 
better society by 
empowering the 
weaker sections of 
society through 
education, matched 
his own desire of 
bringing the North 
East into the forefront 
of development and 
growth. 

For Mahendra Nath 
Dutta, the road was 
clear. For his wife it 
was a tumultuous 
decision. A lady, who 
had never questioned 
her husband's 
decisions so far, did 
not find this an easy 
"whim" to accept. Her 
children's future was 
at a critical juncture, 
their own future and 
retirement plans 
seemed shaken up. 
While the challenge 
had excited Mr. Dutta, 
as it's reality began to 
unfold, his own apprehensions 
began to surface. Impassioned by 
the idea, he had taken on Jetking's 
Joint Managing Director's 
challenge of creating ล "Model 
Centre" for the North East. That 
meant taking on double the space 
any other franchisee would need to 
start out with. Finances for such a 
venture were not easy to come by. 
After various permutation 
combinations, it was his old SBI 
acquaintances that stood by him 
and encouraged his spirit. A 
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MAHENDRA NATH DUTTA - - changing the face of the 
North Eastern region via his Jetking Infotrain franchise. 


leading global brand in hardware 
& his Interior Construction 
Contractor offered him close to an 
80% credit facility. Today, he 
proudly flaunts one of the best 
infrastructures across the Jetking 
franchisee network. His 
enthusiasm did not go unnoticed at 
the Jetking Head Office, either. 
Their financial and philosophical 
support never let Mr. Dutta loose 
faith and constantly backed him up 
in his efforts to meet Mr. 
Bharwani's challenge. 

Today, 8 months old, with over 300 
students enrolled in his centre, his 
children are already helping him 
run the centre and are certain to 
carry on in the business with him. 
With competition challenging him 
to constantly work on the brand 
image of his Institute, he believes 
he can never go wrong as his 
business is built on some very 





etki 


India’s No. 


strong and unique methodologies 
and techniques, created by the 
Jetking team, that 
comparison and are absolute”. 


“have no 


Profits for him are really two fold, 
then. Financially, with a 
systematic clearing of his debts, 
he's certain his decision will be one 


that his wife would be proud of 


sooner than later and emotionally, 
there could not be a greater joy 
than to see young boys and girls 
from the North East taking a giant 
leap towards finding their place 
under the sun. 


For more details on Franchisee 
Partnerships with 

Jetking Infotrain Ltd. 

call Ms. Pradnya 09969445859 
or mail us at 

franchise@ jetkinginfotrain.com 
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Computer Hardware & — Institute 
www.jetkinginfotrain.com 


Jetking Infotrain Ltd.- 401, Bussa Udyog Bhavan, T.J. Road, 
Near sewri Bus Terminus, Mumbai-40001 5. 
Tel.: 022-24156528/24156486 
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IN CRUISE 
CONTROL 





A strong management with a hands-on 
approach is what separates GESCO from its 
peers in the industry. ANUSHA SUBRAMANIAN 


HARAT SHETH DOESN’T 

have the worries of 

Azim Premji or Nandan 

Nilekani and others like 

them. For the reclusive 
49-year-old Deputy Chairman and 
Managing Director of Great 
Eastern Shipping (GESCO), one of 
India’s largest private sector ship- 
ping companies, employee attri- 
tion that plagues so many compa- 
nies across industry has almost 
been an alien phenomenon: most 
of GESCO's employees today have 
been with the company for at least 
five years. This is because, as ana- 
lysts say, leaving GE Shipping and 
going to competition will be a step- 
down for any individual. *It is one 
of the best companies in the in- 
dustry and most individuals would 
always like to go for the best," 
says an analyst from an Indian 
brokerage house. 

That's a fitting compliment to 
GESCO and its management that 
has nurtured the company into 
one of India's best managed cor- 
porate entities today. The com- 
pany's revenues have grown 124 
per cent over the last five years 
while net profit has risen more 
than 400 per cent. And the man 
largely responsible for all this is 
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Sheth, who joined the company 
in 1981 at the age of 23, just after 
obtaining his Bachelor of Science 
(Economics) with honours from 
University of St Andrews, Scotland. 

“Bharat is completely hands- 
on in the business on a day-to-day 
basis and knows exactly what is 
happening and the final decision 
lies with him. He is in full control 
of the business," says an industry 
source who knows the Sheths. If 
sources are to be believed, Sheth 
never ever parties or even attends a 





BHARAT SHETH 
49, Deputy Chairman & Managing Director 


shipping industry function unless 
there is a compelling reason to do 
so. He has left that part mostly to 
his father, K.M. Sheth, who is also 
the Executive Chairman of the 
company and guides its strategic 
and decision-making policies. 

Adds Syed Sagheer, an analyst 
with Pioneer Investments: *Right 
from the beginning, GESCO has 
been a professionally-managed 
company. Moreover, their man- 
agement style is completely hands- 
on. Whenever the Sheths are not 
available, the senior management 
steps in to share information with 
analysts and investors." 

The company, one of whose 
key missions since inception has 
been to deliver long-term share- 
holder value through continued 
focus on global service, high safety 
standards and cost-efficient ship 
management, in 2006-07 recorded 





n 


its highest-ever net profit of 
Rs 883.31 crore on a stand alone 
basis and Rs 912.43 crore on ล 
consolidated basis, representing a 
return of 32.90 per cent after tax. 
It's not difficult, then, to see how 
GESCO has managed to pay divi- 
dend uninterrupted for the last 
25 years. The average return on 
equity that the company has 
achieved over the last seven years 
is 29 per cent. 

Analysts credit the company's 
good performance over the years 
to its ability to contain risk by 
maintaining a fine balance be- 
tween spot and long-term char- 
ters. According to a senior com- 
pany official, the mix of spot and 
time charter helps avoid the 
volatility in the business and also 
manage risks very well. *The ex- 
perience also counts. They know 
exactly when to buy an asset and 





Cruising Along 
GESCO's revenues have grown 
steadily over the past five years. 
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when to dispose of an old asset, 
which is very important in the 
shipping business,” explains 
Sagheer. 

Going forward, GESCO has 
huge fleet expansion plans. The 
company that set sail in 1948 with 
a single ship, Liberty, today has a 
fleet of 47 ships (34 tankers and 






m It has a strong management led by 
Bharat Sheth, who knows the 
pulse of the business 


m It is a professionally-managed and 
transparent Company 


m It fosters employee loyalty by being 
the best in the industry 


m it strives to deliver long-term share- 
holder value and profitability 


m it focusses on global service, high 
safety standards and cost-efficient 


ship management 


12 dry bulk carriers) aggregating 
3.14 million dead weight tonnage 
(DWT). It has committed a capex of 
$589 million towards 12 new con- 
tracts aggregating another 0.85 
million DWT. “We expect GESCO to 
be on a strong growth traction 
going forward, as it continues to 
add capacity," says a report from 
investment firm SSKI. GESCO's nas- 
cent offshore business Greatship 
(India), which has a committed 
capex of $667 million, is also ex- 
pected to be a key growth driver. 


Soaring Stock 


GESCO's stock price has risen more 


than 13 times in the past six years. 
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Analysts predict exponential 
growth for its offshore business 
on account of increased explo- 
ration and production activity 
($55-65 billion annually till 201 1). 

With Sheth at the helm, 
navigating the future growth path 
should not be difficult at all for 
GE Shipping. 8 
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1 Bharti Airtel 


RIDER OF THE BOOM 


By turning its weaknesses into virtues, Bharti changed the 
telecom industry paradigm. Result: In a booming industry, it's 
still ahead of the pack. RISHI JOSHI AND AMIT MUKHERJEE 


UNIL BHARTI MITTAL IS NOT 
usually given to hyper- 
bole, but on a late 
February evening recently 
he is in an assertive mood 
when the question of Brand Airtel 
comes up. “It’s bigger than Coke 
and Pepsi in India,” he declares. Bit 
of a stretch? Actually, not. Ever 
since Mittal set up Bharti, back in 
1994 as a one-circle (Delhi) cellu- 
lar operator, it has metamorphosed 
into the biggest player, with 60 
million subscribers, revenues of Rs 
25,608 crore (annualised, ’07-08), 
and a market cap of Rs 1,59,200 
crore as on February 26, 2008, 
making it the most valuable telco in 
the country. If things work out as 
per Mittal's plans, by 2010 Bharti 
Airtel should have 125 million sub- 
scribers—a feat that will make it 
one of the top 3 (in fact #1 outside 
China) global telecom companies. 
Ask Mittal, 49, about the reasons 





On a Roll 

Thanks to its rapid rollout... 
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for Bharti's phenomenal success 
and he responds: “It has every- 
thing to do with the management 
team we have built over the years. 
They have created a brand that 
has been able to connect with 
our customers.” 

A decade-and-a-half ago, when 
Mittal and his team took their first 
baby steps in the cellular business, 
they quickly realised that they knew 
little of the technology that went 
behind cellular networks. From 
that flowed a simple decision, and 
which was to outsource as much of 
the business as possible to experts. 
And soon enough what was a smart 
way of making up for a weakness, 
became a source of competitive 
advantage for Bharti. That ap- 
proach has allowed the company to 
question established industry par- 
adigms and even rewrite the rules 
of the game. Says Manoj Kohli, 
Bharti Airtel's President & CEO: 


“To begin with, we decided to shed 
the ARPU (average revenue per user)- 
based business model. We figured 
that unlike in the West, it would 
not work in India.” The logic for 
this move was simple: In India, as 
mobile operators moved into the 
smaller towns and villages, ARPU 
had to come down as affordability 
would be a key factor in roping in 
new subscribers. 

Bharti then decided to adopt a 
different formula. It focussed in- 
stead on a per-minute accounting 
model based on realisation and 
cost per minute. The company, 
then, subscribes to per-minute ef- 
fective rate, cost and margin. Says 
Kohli: “The idea is, if you are our 
customer you should give us some 
margins. We are a very efficient 
minute manufacturing company.” 
Significantly, Bharti devised a dif- 
ferent strategy even though its ARPUs 
are better than those of its rivals (its 


...Bharti is adding more than two million subscribers a month... 
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„maintaining its market share... 
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and creating more room for growth. 
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higher ARPUs are a result of the 
company encouraging customers 
to use its services more through 
calls and sMs. “We sponsored 
shows like Kaun Banega Crorepati 
and Indian Idol, all of which help in 
increasing ARPUS," says Kohli). 

Then, Bharti's business strategy 
of covering the entire country 
through its network has clearly paid 
off in a big way, and this has re- 
sulted in a steady and consistent 
increase in its subscriber base. After 
tapping the high-potential metro 
areas first, it has slowly but surely 
moved further down the pyramid 
into the other circles of the country. 
Says Harit Shah, an analyst with 
Angel Broking: “The company’s 
network roll-outs have been highly 
consistent and have always moved 
according to plan. That has been the 
primary reason why Bharti has man- 
aged to grow faster than its peers.” 
From 2000-01 onwards, with the 
exception of 2003-04 when 
Reliance very briefly overtook 
Bharti, the company has managed 
to retain its leadership position. 


Diving Deeper 

In the Indian telecom sector, which 
is the fastest-growing in the world, 
the need to have a country wide 
presence is important. Bharti, in 
fact, has been the all-India mar 
ket leader despite the fact that it 
was only in 2005-06 that it actually 
managed to become a leader in 
any one telecom circle in India 
('A' category in this case). The 
company has managed to main- 
tain strong positions in each of the 
circles where it is present, and the 
fact that it started from the top of 
the pyramid where the potential is 
higher, enabled it to maintain its 
countrywide market leadership 
Being one of the operators that 
had a presence in the maximum 
number of circles in the countn 
also helped it to a great extent. 
When the higher level circles began 
tO get saturated, the company 
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Money Machine 


In four years, Bharti's 


revenues have trebled. . . grown faster... 
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started to show strong subscriber 
additions in the smaller circles. 
Says Akhil Gupta, Group MD, 
Bharti Enterprises: “We realised 
at the outset that if the telecom 
business was to flourish, it had to 
be volume-based. So, we kept ex- 
panding at every opportunity.” 
Simultaneously, Bharti has been 
expanding its network coverage 
in the smaller towns and villages. 
It's already present in more than 





AKHIL GUPTA 
Group Managing Director, Bharti Enterprises 


"If the telecom business was to flour- 
ish, it had to be volume-based. So, we 
kept expanding at every opportunity” 
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.. .While its bottom line has 
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three lakh villages and is adding 30 
to 40,000 villages to its network 
every quarter. Says Kohli: *In the 
next phase, growth will come from 
the villages. When it comes to our 
distribution, we follow the *match- 
box' strategy. We should be present 
wherever a matchbox is available." 

Entering markets where the av- 
erage customer can afford only a 
few tens of rupees of prepaid air- 
time, requires a cost structure that's 





MANOJ KOHLI 
President & CEQ, Bharti Airtel 


"Despite our phenomenal growth we've 
retained the work culture of a small 
company, which is swift and agile" 
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...ünd that's reflected in its stock performance. 
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equally lean and scalable. That's 
where Bharti's strategy of out- 
sourcing helps. Ericsson is a long- 
term Bharti partner, operating its 
GSM/GPRS network in 15 out of 23 
regions. It has also tied up with 
Nokia to ensure a better networking 
facility in some of the circles. Says 
D. Shivakumar, Vice President and 
MD, Nokia India: *The telecom 
market in India is possibly the most 
competitive and to be ranked # 1 is 
a truly super achievement." Bharti's 
IT needs, including billing and cus- 
tomer management systems, have 
been outsourced to IBM. Such ini- 
tiatives have enabled Bharti to focus 
on its core business, save costs and 
improve efficiency. Says Mittal: 
"It's an attempt to involve experts in 
our operations which will translate 
into higher efficiencies for our busi- 
ness. Also, we did not have the time 
to do everything ourselves." 
Turning your telecom network 
over to another firm went against 
the prevailing wisdom in the tele- 
com industry at the time. But the 
Bharti management clearly realised 
that outsourcing would help the 
company to cut down on its capital 
expenditure (capex) and operat- 
ing expenditure (opex) in the long 
term and lead to better margins. 
Bharti's lean structure could 
get leaner still. It has joined hands 
with two other leading GSM oper- 
ators—Vodafone Essar and Idea 
Cellular—to set up an independent 
tower company Indus Towers. The 
three companies will merge their 
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Corporate Governance, the buzzword in today's business environment is a combination of legal practices, ethics, best 
management practices, wealth creation management and foresight. Company Secretary is the key person, who implements 
all these in an encouraging environment. Besides, he plays a vital role in planning Company's future. 

A Company Secretary who represents a company to the internal and external stakeholders, coordinates the management 
functions and company policies, keeps an eye on ethics and mutual trust, helps in strategic decisions - aligning the company 
towards excellence. 

As a qualified professional from the ICSI, world's largest Institute for Company Secretaries, he is a true multifaceted, who 
executes the day to day activities encompassing all the key areas of Corporate Governance, all the way to corporate growth 
through foresight and professional dexterity. 
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existing passive infrastructure, in- 
cluding towers, in 16 telecom cir- 
cles. The new company will control 
around 60 per cent of the over 
120,000 towers in the country. 
Says Gupta: "This will help in re- 
ducing capex. We believe there is 
no need to duplicate resources." 
Bharti Infratel, the company which 
holds the tower assets of the Bharti 
group, has a presence in 23 cir- 
cles with around 50,000 towers. 
While it will transfer its towers in 
16 circles (some 30,000 of them), 
it will run the business on its own 
in the seven remaining circles 
(20,000 towers). Says Sumit Modi, 
Analyst, Emkay: “The separation of 
the tower business into a separate 
entity (Bharti Infratel), focussed 
on tower sharing, would create 
additional shareholder value." 


The Road Ahead 

Airtel’s larger ambition, however, is 
to become a global one-stop shop 
for all communication requirements. 
Therefore, *unmatched" broad- 
band (8 Mbps speed is being up- 
graded to 16 Mbps) in 100 cities 
will be a key part of its future ini- 
tiatives. On that will ride its แท พ 
plans, which should see the service 
getting launched in the National 
Capital Region (NCR) in November 
this year. Besides, it is expanding it- 
self as a long-distance carrier by in- 
creasing its 50,000 km backbone 
by another 40 per cent. Also, in 
the next two years, Bharti will be 
laying three more submarine ca- 
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Not just market share, 
but Bharti has the 
highest (albeit, 
declining) ARPU too. 
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The company's CSR activities are focussed primarily on education. 


ALK TO BHARTI'S LEADERS AND THEY WILL TELL YOU THAT THE COMPANY'S VALUES 

strongly reflect their own "middle-class" values. "We have an obligation 
to fulfil to society and the communities in which we operate, and that is 
to help improve the quality of life for everyone, today and in the future," 
says Manoj Kohli, President & CEO of the company. From creating 
funds for the tsunami-struck victims of Tamil Nadu to organising relief for 
the flood-struck victims of Assam, Bihar and Bengal, Bharti employees 
support community-based initiatives, either individually or in groups. But 
education is closest to Chairman Sunil Bharti Mittal's heart, and his Bharti 
Foundation, set up with a corpus of Rs 200 crore from the promoter fam- 
ily and associates, has ambitious plans of funding primary schools 
(called Satya Bharti Schools) across the country. In the short term, it plans 
to set up 150-odd schools in northern India and Rajasthan, and even- 
tually 500 primary and 50 secondary schools. That apart, it plans 
opening computer centres, and the Bharti School of Telecommunications 
Technology & Management. "When we have got so much from the so- 
ciety, we must not forget our duty towards it," says Kohli. Indeed, 
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that's another thing that makes Bharti a best managed company. 


bles for international access, launch- 
ing mobile TV and even DTH. Says 
Kohli: “ไท fact, the next big growth 
after mobility will come from these 
businesses." 

To facilitate this, Bharti Airtel 
has been structured into three in- 
dividual strategic business units 
(SBUs)—mobile services, telemedia 
services (ATS) & enterprise serv- 
ices. The mobile services group 
provides GSM mobile services across 
India in 23 telecom circles, while 
the ATS business group provides 
broadband & telecom services in 
94 cities. The enterprise services 
group has two sub-units—carriers 


Q1 '08 Q2 '08 Q3 '08 





(long distance services) and services 
to corporates. All these services 
are provided under the Airtel 
brand. The Airtel management 
board is on top of all these sBus 
and has three presidents, who are 
helped by a battery of nine func- 
tional directors. 

Clearly, then, the Bharti Airtel 
management is pushing ahead with 
ambitious growth plans over the 
next few years. It is unfazed by 
increased competition in telecom 
circles and fresh policy initiatives 
like “number portability". Mittal 
says customers would always pre- 
fer Airtel given its proven track 
record of providing quality services 
and low tariffs. Adds Kohli: *You 
know, we are not even into our 
teens yet. What makes us different 
is that despite our phenomenal 
growth we have retained the work 
culture of a small company—a 
company which is swift and agile, 
which takes care of its employees 
and which nurtures positive en- 
ergy." Indeed, retaining that culture 
will be key to Bharti's future. 8 
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INDIA'S BEST 
MANAGED 
COMPANY 





Tata Motors 





WHEELS OF 





CHANGE 


Tata Motors' transformation from a domestic 
behemoth to a nimble and aggressive global player 
is unprecedented in the Indian auto industry. So, how 
is it managing it? TEJEESH N.S. BEHL 


Y THE MIDDLE OF THIS 
month, Ratan Tata 
would most likely pull 
off Tata Motors' biggest 
and most audacious 
deal yet: the purchase of Land 
Rover and Jaguar brands from 
Ford Motor Co. When BT went 
to press, the stage seemed set for a 
March second-week deal signing. 
At a cost of $2 billion, the deal 
will give Tata Motors access to 
two of the finest luxury car brands, 
and everything else that goes with 
them, including technology, dealer 
network, and research and devel- 
opment. It will also catapult Tata 
Motors into the big league of 
global car makers, not in terms of 
sales, but surely in terms of profile. 

Tata Motors refused comment 
on the deal. But what a year it's 
turning out to be for the com- 
pany's top brass in Mumbai. First, 
they stunned the world by unveil- 
ing an ultra-low cost, but cute- 
looking, small car, Nano for Rs 1 
lakh a pop, and now they've gone 
the other extreme by emerging as 
the preferred bidder for Land 
Rover and Jaguar. It's a transfor- 
mation that's unprecedented in 
the history of Indian automotive in- 
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dustry—India is witnessing the 
emergence of the country's first 
indigenous global car giant. Says 
Sunil Chandiramani, Partner and 
National Director, Business 













BIG SHOW: Ratan Tata at 
the Nano launch in New Delhi 


S(e)oul mates: Chae Kwang-Ok of Daewoo (R) with Ratan Tata (C) and Ravi Kant 


Advisory Services, E&Y: "The in- 
troduction of innovative strategies 
on technology and new product 
development, combined with the 
inorganic growth are key elements 
in Tata Motors’ global strategy.” 

It’s been just a little over a 
decade since Tata Motors began 
working on its transformation from 


a manufacturer of trucks to a 
maker of passenger cars, but the 
ground it has managed to cover 
is nothing short of remarkable. 
When Chairman Tata first talked 
of making a car at the price of a 
Maruti 800 but with the capacity 
of an Ambassador, his critics said it 
couldn’t be done. Despite the initial 


hiccups with quality, Tata Motors' 
Indica, launched in 1999, did 
prove to be a hit with buyers, and 
today it has 14.9 per cent of the 
small car market (figures for first 
nine months of '07-08) and ac- 


cording to company sources, over 
SO per cent of the diesel small car 
segment. Again, when Tata talked 
of launching a people's car, his 
critics [x oh-poohed the idea even 
more loudly. And again, Tata has 
proved them wrong (although, 
one may have to wait until end of 
this year to say that with certainty). 

Tata Motors' acquisition of 
Daewoo Motors' commercial ve- 
hicle business in 2004 for $160 
million was the first big sign of the 
company nurturing global ambi- 
tions. And the LR] deal, said to be 
driven by Managing Director Ravi 
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Slow but Solid 


The Tata Motors’ stock is less ‘hot’ than 
some others, but it is a reliable performer. 
Figures in Rs for the last b. 


trading day in December 


Ta 0 
reo. Z3 





C 


ง บ ิ บ เน อ 85 





2003 


2004 2005 2006 2007 


2008* 


เท that sense, there is ล certain 
disadvantage that we started with 
vis-à-vis other car makers. We are 
still an evolving company." Other 
senior executives are as candid. 
"We are up against competitors 
who have been in the business of 
making cars for 40 to 50 years—so 
if you are expecting me to match 
their quality, I simply can not at 
this point," says Rajiv Dube, 
President-Passenger Car Business 
Unit, Tata Motors. 


Building Heft = 
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On soaring revenues, Tata Motors 
has maintained its profitability. 3 
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Kant, is conclusive proot of it. 
Yet, as much as their heads are in 
the clouds, Tata Motors execu- 
tives’ feet are on the ground. Says 
Kant: “The passenger cars coming 
Into India are built on third- and 
fourth-generation platforms—so 


The Road to Globalisation 

With 22,000 employees on its pay 
rolls aCTOSS the globe, it’s a cult iral 
potpourri at the Rs 32,000 cror« 
company—a fact acknowledged ir 
Its management structures. Says 
Prakash M. Telang, Executive 


NISHIKANT GAMRI 


INDIA S BEST 
MANAGED 
COMPANY 


Director (Commercial Vehicles), 
Tata Motors: “It is better to win the 
minds of the people than just focus 
on the quarterly financial results. 
There has to be a slow assimilation 
process when you opt for inorganic 
growth, as it’s not just two com- 
panies coming together but also 
two very different cultures.” 

He cites the instance of Tata 
Motors’ takeover of Daewoo's com- 
mercial vehicles unit, now known as 
Tata Daewoo Commercial Vehicle 
Company. Telang recalls the ap- 
prehensions of the Koreans who 
feared a transplantation of Indian 
management personnel from India 
to South Korea to run the opera- 
tions. The company, reveals Telang, 
allayed those apprehensions by 
sourcing management expertise 
from the local populace—stationing 
only two Indian executives at the 
plant at Gunsan. “Our philosophy is 
to be seen as a local company glob- 
ally. Yes, initially there is always a lit- 
tle hesitation in accepting ล new 
management but if your intentions 


RAJIV DUBE 


President-Passenger Car Business Unit, Tata Mctors 


"We are up against competitors who 
have been in the business of making 
cars for 40 to 50 years" 


110 BUSINESS TODAY MARCH 23 2008 

















Tata Ace 




























Nano 


JAGUAR 





are clearly communicated, there's lit- 
tle resistance," says Kant. 

The added spin-off is, of 
course, the exchange of expertise. 
Recalls Kant: *We spent a lot of 
time restrategising their product 
mix (the result of which is a world 
truck to be launched later this year) 
and also decided to focus on the 
export market. What we learnt 
from them was work discipline 
and how to get the final product 
right the first time." 

Being a home-grown behemoth 
taking baby steps in the global 
arena, the company is banking on 
its ingenuity and innovation to see 


A clutch of products is symbolic of the new Tata Motors. 


Indica 
Tata Motors' first foray into passenger cars, 
the small car was developed at a cost of 
Rs 1,700 crore. Today, the Indica has 
14.9 per cent share of the car market and 
is second only to leader Maruti Suzuki. 


In 2005, the company launched India's first 
mini-truck, which, in the 22 months since its 
launch, has already sold 100,000 units and 
has helped increase the company's market 
share to 65.4 per cent in the last reported fiscal. 


World Truck 
To be launched later this year, the World 
Truck (the one pictured is a different model) 
is a global commercial vehicle platform that 
Tata Motors is developing at its Korean 
subsidiary, Tata Daewoo. 


A near engineering miracle, the Nano is the 
cheapest car in the world and its basic model 
is priced at Rs 100,000—only marginally 
more expensive than a motorcycle. 


Land Rover & Jaguar 
Part of Ford Motor Co., these two loss-making, 
but high-end, luxury brands will signal 

the arrival of Tata Motors on the global stage. 
At $2 billion or so, these will be the most 
expensive acquisitions ever by the company. 













it through. Hark back to the early 
1980s when the company first for- 
ayed into the LCV segment, in à 
market dominated by Japanese en- 
trants like Mitsubishi and Nissan 
and held its own against the multi- 
national onslaught. *We banked 
on the lower costs of our spares 
vis-à-vis the Japanese who had to 
import it from Japan and higher 
fuel efficiency," reminisces Telang. 
Of course, aiding in no small meas- 
ure were the rising yen and the 
concessions given by the govern- 
ment for fuel-efficient vehicles. 
Tata Motors leaned on its 
ingenuity again when it was 
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designing its mini truck, the Ace, 
launched in 2005. The company, 
narrates Telang, was encounter- 
ing problems sourcing the right 
kind of engine to power the 700-cc 
vehicle. “Someone from R&D came 
up with idea of splitting the 
4-cylinder Indica engine into a 
2-cylinder engine for the Ace," he 
recalls. Rather than dismissing it as 
a harebrained idea, the company 
actually tried it out. Today, the 
truck is literally going places. The 
Nano, of course, has put the com- 
pany on a completely new plane. 


Leaders for Tomorrow 
Considering that Tata Motors will 
be investing Rs 12,000-13,000 
crore over the next four to five 
years in plant expansions and ren- 
ovation—not to mention acquisi- 
tions—investing in people has be- 
come the top priority. Its mentor- 
ing process, for instance, recog- 
nises potential leaders in the 25-40 
age bracket on the basis of their 
performance, who are retained in 
a talent pool and given cross-func- 
tional training and accelerated pro- 
motions. “These future leaders are 
mentored and guided by senior 
executives in the organisation," 
informs Telang. 

With Kant in his 60s and 
Telang, too, approaching the age of 
golden harvest, finding a successor 
has gained momentum. *We have 
a pool of 100 in the executive and 
managerial grades who are given 
plenty of opportunities to showcase 
their potential. While it's not cast 
and dyed that so-and-so would 
step in, we have a good idea of 
who could fill in a slot within, say, 
three to five years," Kant discloses. 
Even so, the company, says Kant, is 
open to sourcing talent from out- 
side its executive pool. 


Relationships Matter 

“Tata Motors will never claim to 
give outstanding value or great re- 
turns to the stakeholders—we'll 


112 BUSINESS TODAY MARCH 23 2008 


NISHIKANT GAMRE 


CC a CON I E Ix ง่ 
ง น SAL B T AnA i 
ç "TW ^ . 
i i » | Ë "TÀ 
W ] | 8 =: เว. 
` i "Í 1 i n 1 
k ` 


Given its Tata heritage, Tata Motors is a champion of responsible business. 


ECOGNISING THE BRAND BUILDING CAPABILITIES OF CORPORATE SOCIAL 

responsibility (CSR), Tata Motors formed ล CSR Committee in January 
2006 comprising the Managing Director Ravi Kant and other senior exec- 
utives of the company. "Our CSR activities are largely dependent on the re- 
gion in which we operate," says Prakash M. Telang, Executive Director- 
Commercial Vehicles, Tata Motors. These, he adds, range from education, 
health, water and environment to employment generation. The company has 
adopted several villages around its plant locations—in Pune, Jamshedpur 
and Lucknow—for this purpose. Its environment and ecological initiatives 
range from setting up effluent treatment facilities at its plants and tree plan- 
tation programmes. But what is also of note is the stress being laid on clean 
technology—through its joint venture with Cummins Engine Company—to 
introduce emission control technology in India and the still-under-development 
air car, even though the company feels it's not yet commercially viable. 

Employee engagement extends beyond the social functions organised 
and into the domain of employability enhancement. At its upcoming 
Singur plant in West Bengal, for instance, it is involved in imparting 
technical skills to the youth of the region—helping deflect some of the 


political criticism coming its way. 


give decent returns," says Telang. 
He, of course, is banking on the 
Tata name to cut ice with its stake 
holders, including its vendors. (In 
fact, the Tatas emerged as the suitor 
of choice for Land Rover and 
Jaguar only because of their sterling 





P.M. TELANG 
Executive Dir (Commercial Vehicles), Tata Motors 


"It is better to win the minds of the 
people than just focus on the quarterly 
financial results" 





reputation.) The company, he re- 
veals, keeps a limited number of 
vendors so as to control quality. 
“It becomes difficult to ensure qual- 
ity assurance and adherence to ส 
shared management philosophy," 
he explains. In case there are prob- 
lems with quality, Tata Motors’ 
crack team of specialists—the 
Supplier Quality Improvement 
Group (SQIG)—is sent out to 
fix things. 

For a company its size, Tata 
Motors is surprisingly flexible 
when it comes to its vendor asso- 
ciations. “When we were asked to 
design the lamps for the Nano, 
Tata Motors allowed us the flexi- 
bility to produce a lamp that met 
the basic Indian regulations—with- 
out us compromising on the qual- 
ity of the product," recounts 
Deepak Jain, Executive Director 
of Lumax Industries. No wonder, 
he is rooting for the company's 
global success, hoping that it will 
carry vendors like him into the 
world market. That's a lot of hope 
riding on one company. 8 


< 





QUICK AS A FLASH 
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Aether first from Sony. The Sony VAIO VGN-TZ 38* that replaces the conventional hard disk drive with revolutionary Flash Memory. Making 
. it the fastest booting laptop - 33% quicker*"*. Small on size but huge on features, the Sony VAIO TZ is designed to keep pace with you. 
Ydows Vista® Business makes operation more intutive with an enhanced VAIO experience. 





% Weighs 1170 g * Windows Vista® Business * Carbon Fibre Body * Intel® Core™ 2 Duo ป 7700 Processor * 2GB Memory 
* Integrated DVD+RW/+R DL/RAM Drive * In-built camera * White LED Slim LCD Display 


-. *VGN-TZ38GN/X is India's first notebook with Flash Memory Storage & Windows Vista® OS pre-installed. 
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Now, get additional 2 year extended warranty on your VAIO for just Rs.5000/- 

For Enquiries, call: Toll Free no. 1800-11-11-88 or e-mail: sonyindia.care@ap.sony.com or visit: vaio-oniine somy.com/in 
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The methodology behind the Business Today-Ernst & Young study 


HE STARTING POINT OF 

developing a method- 

ology to identify best 

managed companies 

was to define various 
aspects of a well-managed com- 
pany. We put together the fol- 
lowing pen profile: “Companies 
that are driven by strong values 
and governance principles, are 
high on commitment to innova- 
tion, quality, people and society 
and above all, they should delight 
their stakeholders through robust 
all-round performance." The pri- 
mary role of management is to 
balance the requirements of various 
stakeholders and optimise their re- 





yond financial numbers and needs 
to also cover qualitative aspects 
of the operations of the company. 
b) To remove any kind of bias, it is 
important to view a company from 
an internal as well as an external 
perspective. 

Building on the above princi- 
ples, we devised a five-step 
methodology for selecting the Best 
Managed Companies in India. 


Preliminary Screening 

To get the widest possible sample, 
we started with a universe of all 
companies listed on either the BSE 
or the NSE, a total of about 4,900 
companies. As a first step, we ap- 


BT Jury for the Best Managed Companies: (L-R) Amal Ganguli, Leading Independent 
Director; Bakul Dholakia, former Director, IIM Ahmedabad; Subir Raha, former Chairman 
ONGC; (Background) Rajiv Memani & Devinder Chawla of E&Y, and Brian Carvalho of BT 


turns. Value creation for the stake- 
holders thus is the objective for 
the company and its evaluation, 
therefore, became the objective of 
our study. ไท our study, we also 
incorporated two key principles: 
a) A robust evaluation goes be- 
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plied certain minimum basic cri- 
teria to narrow down to more se- 
rious contenders. To make the cut, 
the companies had to: have been 
publicly listed no later than January 
1, 2002; have minimum revenues 
of Rs 150 crore; minimum market 


capitalisation of Rs 150 crore; and 
also be actively traded on the stock 
exchanges. To ensure that no sig- 
nificant company was missed out 
because of these parameters (es- 
pecially the minimum five-year list- 
ing period), we allowed ‘Wild 
Card’ entries. To qualify as a “Wild 
Card’, the company would have 
to be in the top 50 companies by 
way of market capitalisation on 
the BSE and also fulfil certain basic 
financial performance criteria. A 
total of 550 companies made the 
cut in this round. 


Financial Shortlisting 

The next step was to identify and 
shortlist companies that have per- 
formed better, relative to their 
peer group, in terms of financial 
parameters. We classified these 
companies into sectors and sub- 
sectors. They were then evaluated 
on specific financial criteria over a 
period of five years to gauge their 
growth, profitability, operating ef- 
ficiency and wealth creation. 
Finally, the top performing com- 
panies in each sector based on 
normalisation of scores across sub- 
sectors were identified. A list of 
approximately 80 companies 
qualified for the next round. 


Qualitative Assessment 

In line with our approach of going 
beyond financial measurement, we 
looked at the stakeholder perspec- 
tive in this round. We evaluated 
stakeholder value created by the 
company by using both an internal 
as well as an external perspective. 
The internal assessment was done 
by administering—by survey part- 
ner, The Nielsen Co.—a question- 


naire to selected companies, eval- 
uating company strategies, systems 
and processes geared at creating 
value for its key stakeholders 
namely investors, emplovees, busi- 
ness partners and the community. 
Another survey was undertaken 
amongst analysts—from top bro- 
kerage houses such as Prabhudas 
Lilladher, Religare, India Infoline 
and Angel Broking to ascertain 
market perception of the per- 
formance of these companies in 
creating stakeholder value. A total 
of 22 companies made it through 
to the next stage. 


Detailed Profiling 
\ [he 22 selected companies went 
through a detailed profiling to bet- 
ter understand and recognise the 
leading practices employed by 
these companies. E&Y and BT con- 
ducted interviews with the top 
management of these companies to 
obtain their perspectives on stake- 
holder value creation by their re- 


spective organisations. Leadership, 
corporate governance, corporate 
social responsibility, business and 
operational strategies as well as 
best practices were identified and 
key insights were obtained. 


Jury Decision 

Based on the insights obtained, a 
jury book was compiled detailing 
the profiles of the 22 shortlisted 
companies. An eminent jury consi- 
sting of Bakul Dholakia, former 
Director of uM Ahmedabad and 
Advisor, the Adani Group; Amal 
Ganguli, Leading Independent 
Director; and Subir Raha, former 
Chairman of ONGC and Executive 
Vice Chairman, Hinduja Group 
India, deliberated on the perform- 
ance of these companies to arrive at 
the Best Managed Companies for 
each of the nine industry sectors 
namely, Automotive; Banking & 
Capital Markets; Energy, Chemicals 
and Utilities; Industrial Products, 
Materials; Metals & Mining; 





E&Y team: (L-R) Natasha Chadha 
Ana VST: Ma vany Kary w An aly 
Devinder Chawla, Partn: 
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Retail & Consumer Products; 
Transport & Logistics; Technology, 
Media & Telecom. Another round 
of deliberation ensued to evaluat 
the performance of each of the sec 
toral winners and the jury, after 
much discussion, selected the best 
among the sectoral winners as the 
jest Managed Company in India, 
which this year is Larsen & Toubro. 
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to Grow 


The financial logic apart, HDFC Bank will gain massive management 
bandwidth from its merger with Centurion Bank of Punjab. 


ANAND ADHIKARI 


HE VENUE: THE CENTU- 
‘rion Bank of Punjab 
(CBOP) boardroom on the 
ground floor of Mod- 
ern Centre, in Maha- 
laxmi, in suburban Mumbai. It ts 
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10:30 am on February 25. 
Independent joint valuers, global 
consultancy major Ernst & Young 
(E&Y) and chartered accountancy 
firm Dalal & Sons, are making ล 
presentation on the valuation pa- 


All smiles: Deepak Parekh 
with Rana Talwar 





rameters of the bank’s proposed 
merger with HDFC Bank. “Make the 
swap ratio 1:26,” thunders 56-year- 
old Tejbir Singh, a Director on the 
| 1-member board of the bank. “We 
are growing much faster than HDF 


Bank.” Singh, who holds ล mi- 
nority stake in CBoP, courtesy 
the merger of his family- 
promoted Bank of Punjab with 
Centurion Bank in June 2005, 
strongly feels that the 1:30 
swap ratio worked out by the 
valuers is unfavourable to CBoP 
shareholders. 

Through the hour-long 
meeting, CBoP Chairman Rana 
Talwar doesn't utter a word 
on the swap ratio, but 
Shailendra Bhandari, Mb & 
CEO, who turned around the 
then sick Centurion Bank, 
which he joined in January 
2004, comes out strongly in 
Singh's support. A little debate 
on the issue later, the ratio is 
settled at 1:29. “The valuation 
is fair and based on share price 
data for the last two years and also 
the profitability, branches, deposits 
and advances of the two banks," 
says an executive who was closely 
involved with the valuation process. 

A short while later, HDFC Bank 
Chairman Deepak Parekh and 
Talwar announce the country's 
biggest banking merger, calling it 
a “win-win” for shareholders, 
employees and customers. The 
merger will be effective after it 
receives appovals from share- 
holders, RBI and the High Court. 


The Rationale 

The merger is the culmination of 
a search, done independent of 
each other, by HDFC Bank and 
CBOP, to find a partner who 
could help them capture and 
ride the growth in the financial 
services industry more optimally. 
More particularly, HpFC Bank, 
the second-largest private sec- 
tor bank in the country, had 
been scouting for a merger op- 
portunity that would add scale to 
its operations, facilitate its ex- 
pansion to every nook and cor- 
ner of the country, and bring 
on board an experienced man- 


Moving in Tandem 


The share price trends of HDFC Bank and CBoP 
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agement team that would add to 
its management bandwidth. CBOP 
provides the perfect fit in terms of 
culture, strategy and approach to 
business (See: What's Hot, And 
What's Not). 

The top brass of the two banks 
have also developed a good chem- 
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istry. The atmosphere of bon- 
homie is evident at Mumbai's 
Hilton Hotel, where Parekh 
and Talwar announce the 
merger. The entire top man- 
agement team at CBOP is pres- 
ent, and beam visibly, when 
Parekh speaks of the talent 
shortage across the country 
and how the CBoP team will 
help HDFC Bank overcome it. 
"We are growing at over 40 
per cent. To sustain this, we 
need massive management 
bandwidth,” says Parekh. cBop 
has a workforce of 7,500 peo- 
ple, many of whom joined the 
bank following its takeover by 
the Talwar-Bhandari combine 
in January 2004. 

Aditya Puri, Managing 
Director, HDFC Bank, is more 
blunt and makes no bones about 
what he thinks is his bank's biggest 
gain from the merger. "We are 
dying for people," he says. These 
statements have gone a long way 
towards reassuring the rank and 
file of CBoP, which may have been 
feeling a little uneasy at the 





SHAILENDRA BHANDARI, Managing Director and CEO, Centurion Bank of Punjab 


"The merger will further improve the franchise and 
customer proposition offered by the individual banks" 
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prospect of merging into a big- 
ger, stronger bank. They needn't 
have been. In the past, too, HDFC 
Bank has successfully, and seam- 
lessly, integrated the employees 
of Times Bank, which it took over 
in 2000, into itself. 

In fact, HDFC Bank has already 
invited Bhandari to come on board 
as Executive Director. The 49- 
year-old Bhandari, a former 
Citibanker, who was part of the 
team that launched HDFC Bank in 
the mid-’90s and later, headed 
Prudential ICICI AMC, is expected to 
become a strong #2 to the 57- 
year-old Puri. CBoP also brings on 
board a top notch management 
team with experience in turning 
around a sick bank. Over time, 
the team at the post-merger HDFC 
Bank may emerge as a match for 
ICICI Bank's star-studded top man- 
agement team. (See: Banking on 
Bandwidth). 

But Parekh's, and Puri's, prize 
catch clearly is Talwar, who was 
the first Asian CEO of Standard 
Chartered Bank. For now, he has 
been offered the position of Non- 
executive Director on the board of 
HDFC Bank, but Parekh is clear 
about how he plans to leverage 
Talwar's experience. *We will look 
to Rana for guidance as and when 
we decide to go international," 
he says. HDFC Bank has recently re- 
ceived a licence to operate a 
branch in Bahrain, and plans to 
mobilise $1 billion (Rs 4,000 
crore) through a medium-term 
note issue. 


Geographical Reach 

Good people aren't the only asset 
CBoP brings to the table. It also 
has a strong network of 394 
branches and 452 ATMs at 180 lo- 
cations. "The proposed merger 
will give HDFC Bank access to a 
wider branch network and help it 
expand its business geographically, 
especially in Kerala and Punjab, 
where CBOP has a good presence,” 
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ADITYA PURI, Managing Director, HDFC Bank 





"We now have the scale to grow faster" 


says a CRISIL report. CBoP branches 
are located primarily in north and 
south India, courtesy its acquisi- 
tions of Bank of Punjab and Lord 


Krishna Bank, while HDFC has a 
stronger presence in the West, 
North and South. “There is no 
overlapping of branches," says Puri. 


BANKING ON BANDWIDTH 


The merger will net HDFC Bank extremely high-quality manpower. 


Rana Talwar 


EXPERIENCE: First Asian to head Standard Chartered Bank Plc. Comes with 

rich experience in the international market. He has over three decades of 
banking experience in Citibank and Standard Chartered Bank. Rana has 
been offered a seat on the board of HDFC Bank as Non-executive Director. 


Shailendra Bhandari 


EXPERIENCE: An ex-Citibanker, Bhandari worked in HDFC Bank when it was 
launched in 1995 and later headed Prudential ICICI AMC, before joining 
Centurion Bank in 2000. He has been invited to join the board as 


Executive Director. 


Anil Jaggia 


A. Asokan 


Vivek Vig 


EXPERIENCE: Comes with close to two decades of 
experience in Citibank's US, Singapore and India 
offices. A specialist in treasury and operations, 
his place in HDFC Bank is not yet clear. 


EXPERIENCE: A former RBI official, Asokan worked in 
Credit Lyonnais and ANZ Grindlays Bank in India. 
His place in HDFC Bank is not yet clear. 


EXPERIENCE: He has more than two decades of 
experience in retail banking, having worked 

in Samba Finance (formerly known as Saudi 
Financial Group) and Citibank. His place in 

HDFC Bank is not yet clear. 
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The additional reach is im- 
portant as the Reserve Bank of 
India's policy of going slow on 
granting branch licences for metro 
and top tier cities makes it difficult 
to grow fast in these lucrative 
catchment areas. In fact, CBOP’s 
branch network, plus the 350 new 
branch licences it received in 
January this year, should keep the 
HDFC Bank management busy for 
the next 2-3 years. 

The combined entity will have 
a nationwide network of 1,148 
branches on the day of the 
merger, giving it an advantage 
over ICICI Bank, which has 955 
branches. *The merger will further 
improve the franchise and cus- 
tomer proposition offered by us," 
says Bhandari. CBOP’s branch net- 
work will also facilitate the ex- 
pansion plans of HDFC Bank sub- 
sidiaries HDFC Securities and HDB 
Finance, a non-banking finance 
company, in newer areas. "The 
marriage offers a strong platform 
for accelerated growth," says Talwar. 
It will create a bank with a Rs 
1,50,000-crore balance sheet, still 
well short of ICICI Bank's Rs 
3,40,000 crore, a strong deposit 
base of Rs 1,20,000 crore and net 
advances of Rs 85,000 crore 
(See: Will the Numbers Add 
Up?). CBop also has a strong 
SME portfolio of 2,500 clients 
and advances to this lucrative 
sector of Rs 1,500 crore. “We 





WHAT'S HOT, AND WHAT'S NOT 


The HDFC Bank-CBoP merger brings both advantages and downsides 


to the post-merger HDFC Bank. 


UPSIDE 
m HDFC Bank getsthetopclass = 
miragonan of CORR Bankot Pip. 





m Gets 394 branches and licences for 350 | 


more when RBI is being very stingy on 
ccs | 
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merger HDFC Bank. Then, NPAs 
typically surface 2-3 years into the 
tenure of loans. Whether or not 
there are any booby traps lurking 
in CBoP’s retail loan portfolio will 
be known only in future. 

On the business front, the retail 
sector, which has powered the im- 
pressive performance of the bank- 





WILL THE NUMBERS ADD UP? 


A look at the figures behind the merger. 


1,673 
269 banks into themselves—HDFC 


121 Bank acquired Times Bank 





now have the scale to grow PARAMETERS 

even faster," adds Puri. Revenues 8.464 
Operating Profit 2811 

The Challenges - | 

The merger will definitely — S | 
Capital 319 


lower the quality of HDFC 







deposits than HDFC Bank. 
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m CBoP has relatively high net NPAs of 
1.31 per cent. This will affect HDFC Bank's 


m Employee integration to be a big issue as 
 CBoP has a large workforce. - 


- — — 


| m Technology integration to take time and | 
also cost a packet as the two banks operate | 


on different platforms. 


‘it's an all-stock deal, but HDFC Bank - 
‘promoter HDFC will have to pump in close to 
Rs 4,000 crore to maintain its stake at a 
little over 23 per cent. 
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ing sector in the recent past, is ex- 
periencing a slowdown and banks 
are already feeling the pinch. And, 
if the us slowdown turns into a 
full-blown recession, it will be dif- 
ficult for India to escape its im- 
pact. Under such circumstances, 
servicing a large balance sheet will 
become difficult. So, while rival 
ICICI Bank spreading its wings 
internationally, HDFC Bank top 
brass will get caught in man- 
aging the integration for at 
least a year. 

But banking sector analysts 
say both merging banks have 
experience at integrating other 


while Centurion Bank success- 
fully merged Lord Krishna 


Bank's assets. It currently has EPS Rs 36.6 per share | Rs 0.82 per share — Bank and Bank of Punjab with 
a net NPA level of 0.43 per Deposits 68,297 | 14,863 itself. This experience, and the 
cent, compared to the corre- Balance Sheet Size 91,235 18482 track record of the top man- 
sponding CBoP figure of 1.31 Net NPAs 0.43% | 1.31% agement of the combined bank, 
per cent. So, even after ac- Return On Assets 1.25% | 0.66% analysts add, mean the pluses 
counting for the latter’s Return On Capital Employed 19.46% | 10.60% outnumber the minuses 
smaller loan portfolio, there Capital Adequacy 13.08% 11.05% by a wide margin. Lots of 


will be some increase in the 
net NPA level of the post- 
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All figures are in Rs crore except where indicated and are for March, '07 


investors will be keeping their 
fingers crossed. ü 


Source: BT Research 
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Bankers, ad professionals, movie makers and journalists— 
people from across the professional spectrum are turning 

angel investors. And money isn't the only thing they offer. 

TEJEESH N.S. BEHL AND PALLAVI SRIVASTAVA 


nlikely 
e 





LL OF THEM ARE PROFESSIONALS WHO'VE TASTED SUCCESS IN 

their chosen fields. But bitten by a bug, or perhaps, just chas- 

ing the joy and excitement of playing midwife and mentor 

to start-up companies, they have all ventured out of their 

comfort zones. For some, like Ranjan Kapur, Country 
Manager, India, WPP, it's the opportunity to spar with young minds 
engaged in ideation and channel the creative outflows, while for others, 
such as Praveen Chakravarty, coo & Acting Head of Equity Research, 
BNP Paribas India, it's the adrenaline rush of taking risks and earning re- 
wards. Of course, money is a big motivator. The six angels featured here 
are not professional venture capitalists or angel investors—in fact, one of 
them doesn't even consider himself an angel investor. But all of them do 
precisely the same thing, and which is to finance and mentor start-ups 
with passion. 
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< Práveen Chakravarty/ 38 


000 and Acting Head of Research, 
BNP Paribas India 


TAKE-OFF POINT: Was involved with 
angel networks in San Francisco. 
On returning to India in 2005, be- 
came an active angel investor. 
ANGEL PORTFOLIO: Invested Rs 20-25 
lakh in mKhoj, a mobile advertising 
network (2006); invested in Mac- 
house, a movie rental company that 
was acquired by Seventymm in 
2007 (2004); invested in Atyour- 
price.in, a reverse auction portal 
(2006); investing in a financial serv- 
ices information company that will 
launch operations this year. 

EXIT PLAN: There is no definite time- 
line that Chakravarty adheres to. 
He says exiting from a venture 
depends on how well the company 
is doing. It could be via a vc buying 
out the venture or a merger with a 
larger company. “Remember, as a 
general rule, angels have to make 
more decisions on when to shut 
the company down than when to 
exit,” he says. 

EXPERTISE PROVIDED: Financial disci- 
pline is the foremost, and that’s a 
no-brainer, really. That said, 
Chakravarty also helps in sourcing 
talent, setting up shop, fine-tuning 
marketing strategies and most im- 
portantly, providing referrals to cub 
entrepreneurs, 


A' COO, BNP Paribas India, and 
also its Acting Head of 
Research, Chakravarty is quite lit- 
erally dealing in dollops of money, 
but his stint as an angel investor 
wasn't an offshoot of his financial 
career. "| moved back from San 
Francisco where I was part of angel 
networks; so, I started off here, 
too," he says matter-of-factly. 

So, what drives him—and given 
his profession, it certainly can't be 
money alone. “Getting involved in 
start-ups gives me a high and you 








need to have a passion for it as it 
takes a huge toll on your time,” he 
says. Plus, angel investors need to 
have a lot of gumption. “Only one 
out of 15 ideas will work and jus- 
tify your faith in start-ups, but po- 
tentially, that one profitable idea 
can cover up the losses on the 14 
others that don't work. It's a pretty 
skewed risk-reward spectrum— 
but greater the risk, more are the 
rewards," he admits. 

The adrenalin rush of risking 
everything for possibly nothing, 
given that a majority of the start- 
ups, like Bollywood movies, bomb 
at the box office. Plus, he says, 
there's the excitement of getting 
involved in a new business. 

Putting money in a project that 
exists only in someone's imagina- 
tion is not the end of his job, says 
Chakravarty. "Investing your own 
money, perhaps, arouses a sense of 
involvement," he says. This may 
explain why, for instance, when 
he decided to back mobile search 
company mKhoj, he not only 
sourced the CEO from the us and 
drew up its marketing strategy, 
but also assisted in locating suitable 
office space and participated in 
the recruitment process. "When 
it warranted, I carried out course 
corrections midway to change the 
marketing strategy," he adds. 

Incidentally, it's not just entre- 
preneurs who are seeking out 
angels to fund their dreams. *We 
also seek out entrepreneurs who 
could have the craziest of ideas. 
Angel investing in India is still a 
very local phenomenon and often 
involves rolling up your sleeves 
and doing the job yourself," he 
points out. 

Considering that Chakravarty 
has so far invested in four start-ups, 
he's probably speaking from per- 
sonal experience. 





Ranjan Kapur/ 65 


Country Manager, India, WPP 


TAKE-OFF POINT: A referral from a 
venture capitalist for a journalism 
outsourcing company. 

ANGEL PORTFOLIO: Rs 50 lakh in 
Mindworks, a journalism out- 
sourcing company (2004); Rs 
1-2 crore in Tagit, a mobile 
software outfit (2004); Rs 2-3 
crore in Eon PreMedia, an off- 
shoring company in the pre- 
publishing and pre-media space 
(2006), among others. 

EXIT PLAN: Targets an exit horizon 
of 3-5 years. Exits either when a 
VC gets interested (Mindworks) 
or through the IPO route (MIC 
Electronics) or if bought out by a 
large company. 

EXPERTISE PROVIDED: Brand strategy, 
insights into consumer behav- 
iour, helping get global accredi- 
tation (like ISO ratings) and pro- 
viding contacts and referrals, 


anjan Kapur, Country 
npe India, wep, admits 


that he got into angel investing 
by accident. “I was contacted 
by a vc who referred a friend 
starting a journalism offshoring 
business, asking me if I would 


be interested in funding the 
start-up," he recalls. The com- 
pany was Mindworks, started 
by Tony Joseph, former editor 
of Business World. That was 
four years ago. Kapur invested 
Rs 50 lakh in the company and 
exited last year when Helion 
Venture Partners bought into 
Mindworks. *That gave me the 
courage to go on," he says. 
What also comes in handy is 
his expertise in branding and his 
understanding of the market and 
consumer behaviour. For in- 
stance, reverse auction site 
Atyourprice.in, conceptualised 
by Ananth Narasimhan, was orig- 
inally christened Ghoomo.com. 
“But naming it Ghoomo would 
limit the enterprise's scope to 
only airline tickets. But with a 
name like Atyourprice, you could 
apply the concept to cinema tick- 
ets, hotels and even the media 
space—even in buying and selling 
of airtime and print space for 
advertisements," says Kapur. 
Then, *we help open the right 
doors for these entrepreneurs 
and also lend a certain credibility 
to a venture with our associa- 
tion," he reasons. And that alone 
can be a huge leg-up for start-ups. 
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Off-celluloid Ventures 


Bobby Bedi/ 52 


MD, Kaleidoscope Entertainment 


TAKE-OFF POINT: Setting up Frames 
for FICCI, having angel investors 
on board his entertainment out- 
fit, Kaleidoscope, and an associ- 
ation with angel networks, which 
led to him funding the School of 
Convergence in Delhi. 

ANGEL PORTFOLIO: Rs 1.5 crore in 
School of Convergence (SOC), an 
institute for media content cre- 
ation and content management 
(2001); and $100,000 in Film 
Finances India, which issues com- 
pletion bonds for movies (2002). 
EXIT PLAN: Either a strategic sale 
or the IPO route. 

EXPERTISE PROVIDED: That's easy, he 
says. Corporate best practices 15 
topmost, given his years of ex- 
perience in corporate corridors. 
Also assists in policy formulation. 


Ce masala scripts into 
silver screen dazzlers is one 
thing; handholding brainwaves 
and processing them into prof- 
itable businesses is quite another. 
But it’s a task Bollywood pro- 
ducer Sundeep Singh, aka Bobby 
Bedi, MD, Kaleidoscope 
Entertainment, says he’s quite 
adept at. Bedi is clear that he’s 
only interested in ventures in 
the media and entertainment 
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space. "Setting up Frames, FICCI's 
annual entertainment jamboree, 
in 2001, deepened my interest in 
the media and entertainment 
space," he recalls. It was around 
the same time that Pradeep 
Gupta, CMD, Cyber Media 
Group, was setting up his School 
of Convergence and Bedi ven- 
tured in with Rs 1.5 crore. “I 
am looking now at a strategic 
sale to someone who wants to 
invest in the educational space 
with a return of around 20 per 
cent on my investment," reveals 
Bedi. His B-school background— 
he majored in finance from 
Jamnalal Bajaj Institute of 
Management—and corporate 
career are advantages in this 
field. “I’ve been a successful mar- 
keting person (he spent more 
than a few years with HCL, Sony 
and Philips)," he says. That cer- 
tainly comes in handy when he 
decides to sit on the board of a 
new or early stage venture. 
Each venture, he says, de- 
mands a different reason for in- 
vestment. *It can either be a 
strategic investment, as in the 
case of SOC, or it can be an in- 
vestment based on commonality 
of goals, like, for instance, in 
Content Flow Technologies, an 
outfit engaged in developing 
mobile content," he points out. 
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Macro-Economist, 
Micro-Finance 


Swaminathan S. 
Anklesaria Aiyar/ 65 


Consulting Editor, The Economic Times 


TAKE-OFF POINT: Financing health ships 
on the Brahmaputra. 

ANGEL PORTFOLIO: Has invested in the 
equity of Aavishkar, Arohan, Sonata 
and Mimo Finance, all micro- 
finance institutions. 

EXIT PLAN: None. “The project may 
become profitable, but Im not 
banking on that,” he says. 
EXPERTISE PROVIDED: Limited contribu- 
tion, he says, and that too, on the 
financial side only. 


| me clarify that I am not an 
angel investor. I am a social in- 
vestor,” says Swaminathan š. 
Anklesaria Aiyar. That means he 
doesn't directly invest in start-ups, 
but instead, puts his money with 
micro-finance outfits like Aavishkar, 
Sonata, Mimo and Arohan that in- 
vest in socially relevant projects. 
Like NGOs? “( ertainly not,” he re- 
torts, “NGOs concentrate on rals- 


ing the standard of living to the 
bare minimum required. My view 
is: why not make the poor pros- 
perous?” Aiyar, however, is un- 
willing to disclose the amount he 
has invested in these ventures. 
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The Art of Investing 


Aadesh Goyal/ 44 


Director, Vice President & Global Head of 
Human Resources, Aricent 


TAKE-OFF POINT: A meeting with 
Pankaj Bansal, an ex-colleague 
and founder of PeopleStrong, 
(an HR management and con- 
sulting company), who wanted 
Goyal to join the board (of 
PeopleStrong). 

ANGEL PORTFOLIO: Invested $50,000 
(Rs 23 lakh then) in 2006 for a 6 
per cent stake in PeopleStrong. 
Also finalising investment for 
small-citv training company, 
Making India Employable. 

EXIT PLAN: He is not in a hurry to 
exit as he expects the company 
to increase its valuations signifi- 
cantly and touch a market capi- 
talisation of $50-100 million 
(Rs 200-400 crore) over the next 
3-4 years. 

EXPERTISE PROVIDED: Strategising, 
planning and execution. 


hen Pankaj Bansal, an ex- 

colleague and Founder- 
CEO of PeopleStrong, asked 
Aadesh Goyal, Vice President, 
Humar Resources, Aricent, to 
invest in his start-up in 2006, 
he did not need much 
convincing. PeopleStrong spe- 
cialises in global HR knowledge 
process outsourcing (KPO) and 
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process consulting. Of course, 
Goyal's more-than-a-decade long 
association with Bansal (both 
were part of the founding team 
of Flextronics BPO) also helped 
the latter clinch the deal, but 
that wasn't the only reason. "In 
terms of scalability, it is a busi- 
ness model that will only grow 
with time," observes Goyal. 

His experience with start- 
ups—he had served on the 
Board of JobsAhead.com, a 
leading job search portal—also 
came in handy. He had also 
served as the CEO of Aricent's 
BPO business during 2002-04, 
which he had helped start from 
scratch. (Hughes Software 
Systems became Flextronics 
Software Systems in 2004 and 
Aricent in 2006). 

So, what drives him to risk 
his hard-earned money? "Being 
an angel investor is not a very 
easy job as you can't disassociate 
vourself from the business like 
other investors can. There is a 
lot of mentoring involved, 
though admittedly, it's fun to 
be there when there are discus- 
sions on what will work and 
what won't or on what kind of 
work culture to adopt," he 
points out animatedly, adding 
that he gets a kick from being 
part of a team that creates com- 
panies from scratch. 


Betting on 
Technology 


๕ แท ท ี Bajaj/ 45 


President (Corporate Affairs), Essar Group 





TAKE-OFF POINT: "I met them (the pro- 
moters of Movico Technologies) 
at an ASSOCHAM event in Delhi and 
thought it was a good project to 
be associated with." 

ANGEL PORTFOLIO: Movico Technologies 
(a company in the video software 
products domain) is his latest 
investment. He has invested in high- 
growth social enterprises focussing 
in rural areas, especially education, 
health sector, or skill development. 
EXIT PLAN: No firm exit policy; may 
exit if he gets a good price. 
EXPERTISE PROVIDED: To guide start-up 
ventures and offer resources 
(introductions, networks). 


os Bajaj is very happy with his 
day job and has no plans of for- 
saking it for his own venture. That, 
however, doesn't stop him from 
investing in, among other things, 
start-ups. In January this year, he in- 
vested in Movico Technologies, 
which operates in the space of 
integrated multi-purpose video pro- 
duction, storage and broadcast man- 
agement systems. "I was enthusi- 
astic as technology development is 
a long-term but rewarding invest- 
ment area," he says. His kick? "Low 
investments and multi-fold returns," 
Bajaj admits candidly. 8 
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Meet Anji Reddy, 





The Philanthropist 


The Chairman of Dr Reddy's Labs is morphing 
into one of India's most committed givers. 


E. KUMAR SHARMA 


ANUARY 25: THE BOARD OF 
Directors of Dr Reddy's Labor- 
atories, one of India's largest 
pharmaceuticals companies, is 


THE CHARITY TRAIN 





discuss money. Business Today had to 
piece together the broad figures from 
individuals and organisations involved 
in his philanthropic activities. 


meeting at ITC Kakatiya Hotel. Reddy's network of charity. "Philanthropy is not about giving 
It is a typically pleasant Hyderabad m Naandi Foundation away ล cheque; for me, it involves 
afternoon. But Dr Reddy's Chairman taking up an issue and solving it 
Kallam Anji Reddy is not there. He is — IaNICE Hospital single-handedly." 
at the Taj Krishna, 3 km away, He founded Dr Reddy's 
sipping coffee, leafing through some m L.V. Prasad Eye Institute Foundation in 1996 to pursue causes 


papers. “I’m no longer involved in the 
day-to-day affairs of the company,” 
he says, “and spend more than half 
my time on philanthropic activities.” 

And it’s not just time that he invests. Reddy also gives 
away the over Rs 2 crore per annum he receives as salary 
from his job at the company he founded 24 years ago. 
“I have given away almost all the remuneration I have 
received,” says the 67-year-old scientist-entrepreneur. 
The bulk of this money has gone to fund initiatives to 
alleviate hunger, create livelihoods, provide education 
and access to safe drinking water and pull back children 
from hazardous industries. His company is also funding 
an initiative to promote the study of science in the 
country so that independent India can produce a Nobel 
laureate in one of the pure sciences (C.V. Raman, the last 
Indian national to win the prize, lived in British India). 

So, how did the man who made his fortune in the 
ultra-competitive world of the global pharma 
business and whose first love is still science, morph into 
one of India’s largest givers? He says it’s a desire 
driven by the need to do what he wants to do the 
most now: give back to society. 


A Hands-on Philanthropist 


Like many other big givers, he is extremely reluctant to 


m Dr Reddy’s Foundation 


close to his heart. The Foundation 
is particularly active in the field of 
creating livelihoods. Its initiative, 
called Livelihood Advancement 
Business School or LABS, has, so far, trained over 
130,000 youngsters with skills suited for entry-level jobs 
in sectors such as hospitality, rres and customer relations. 
Reddy has set a target of transforming a million lives by 
2010. “What drives me to do this is the disparity in so- 
ciety,” says Reddy, adding that other agencies and 
companies have also joined this initiative, thus, widen- 
ing its scope and coverage. “Today, for every rupee that 
we spend, we are able to get Rs 4 from outside,” he says. 

Reddy says each of the causes he promotes was trig- 
gered by often unrelated issues. He recalls reading a sign 
in the bathroom of Imperial Hotel in Tokyo about 10 
years ago which said: “This water is perfectly potable.” 
That set him thinking about how to make pathogen-free 
water available to millions of Indians who do not 
have access to it. He found the solution in WaterHealth 
International, a US-based company with patented tech- 
nology in this field. Happily for Reddy, the company 
was in financial distress and looking for a white knight 
to bail it out. Reddy’s holding company, Dr Reddy’s 
Holdings Private Limited, invested $1 million in 2005 
and revived it. The company is now installing water 


MARCH 23 2008 BUSINESS TODAY 129 


bt philanthropy 


"If you go to him (Anji Reddy) with an idea, 
he gets completely involved and is always 
ready with suggestions" 


G. ANURADHA PRASAD/ DR REDDY'S FOUNDATION 


plants in 300 villages covering a population of 2.4 
million. *When he thinks of something, he thinks 
scale. In the case of water, he wants to eliminate the 
problem of poor access of safe drinking water. He 
also believes that technology is the enabler that will help 
connect the dots," says G.V. Prasad, Reddy's son-in-law 
and Vice Chairman & CEO of Dr Reddy's. Adds 
G. Anuradha Prasad, Reddy's daughter and Managing 
Trustee of Dr Reddy's Foundation: "If you go to him 
with an idea, he is very receptive, gets completely 
involved and is always ready with suggestions on how 
it should be implemented." 

In the late '90s, then Andhra Pradesh Chief Minister 
N. Chandrababu Naidu was keen that India Inc. do 
more for society, and this led to the formation, in 
1999, of Naandi, a not-for-profit institution that counts 
Anand Mahindra, Vice Chairman & Mp, Mahindra & 
Mahindra; Isher Judge Ahluwalia, economist and 
Chairperson, International Food Policy Research Institute; 
B. Ramalinga Raju, Chairman, 5 ล เห ล ท า Computer 
Services; G.M. Rao, Chairman, GMR Group; and K.S. 
Raju, Chairman Nagarjuna Group; among others, as 
board members. Headed by Reddy, Naandi implements 
its own programmes. “Following the success of our ini- 
tiative in the Krishna district of Andhra Pradesh 
(WaterHealth is the technology partner) two years ago 
to provide 12-15 litres of pathogen-free water for just Re 
1, we broad-based it in August last year to include treat- 
ment of flouride, arsenic, pesticides and chemicals in part- 
nership with Tata Projects," says Naandi CEO Manoj 
Kumar. À user fee, not exceeding 10 paise per litre, is 
levied for maintenance and upkeep of the plant and 
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CONNECTORS AT WORK 






Reddy wants to get Tata interested in his clean water initiative. 


ATAN TATA'S NANO CAR PROJECT om 
R sud well play a role in pro- 
viding lots of Indians with access to 
safe drinking water. No. The car is ` 
not being redesigned. Somewhere in 
the media coverage of the launch of 
the new car, Dr Reddy's Chairman 
Kallam Anji Reddy read that Tata 
Group Chairman Ratan Tata's next 
major goal in life was to provide 
people with access to safe drinking water. That was 
enough for Reddy to write to Tata seeking time to meet 
him and discuss how his Naandi Foundation could build 
on some of the work that Tata Projects was already 
doing in this field. Tata responded positively to this and 
expressed interest in taking this philanthropic partnership 
forward. Little wonder, Reddy believes and often says: “If 
your intent is very powerful, you will find ‘connectors’ who 
will facilitate matters and turn your intent into reality." 

Some state governments are also showing interest 
in his mission to provide people with access to safe 
drinking water. According to Naandi Foundation CEO 
Manoj Kumar, Punjab Chief Minister Prakash Singh Badal 
recently announced his government's desire to work with 
Naandi and expand the programme to the entire state. 
Then, the Comprehensive Healthcare Programme for 
School Going Children, which Reddy funded in Hyderabad 
(60,000 children have benefitted), is now being replicated 
in Rajasthan. At 50 paise per day per child (a fifth of the 
cost of mid-day meal), the programme covers all costs from 
diagnosis, medicines and surgeries. "This," says Kumar, 
"will involve an annual expenditure of Rs 182.5 crore bv 
the Rajasthan government." 

That is just one of the reasons why Reddy believes so 
strongly in "connectors and the power of intention". 





equipment. This project has already been rolled out in 10 
to 12 districts of Andhra Pradesh, Rajasthan and Punjab. 


Institution Builder 
In all these initiatives, Reddy has taken pains to put in 
place structures that can make them self-sustaining. Says 
B. Ramalinga Raju, Chairman of Satyam Computer 
Services, who himself is quite well-known for his phil- 
anthropic activities: “He is bringing his institution- 
building skills to the social arena." 

Reddy has committed to contribute 10 per cent of 
a corpus of Rs 100 crore over 10 years that will make 
the L.V. Prasad Eye Institute self-sustaining. The institute 
is the only one in India and one of the few in the 





Selected 


Business 


industry Validated 


A 


~ i z 
i ) j FUE 
EN I Ë 
va 
i ว 
dbi" , d 
A -2s 


www.mcxindia.com 


For fluctuating ECGs, there's medical insurance. 
For fluctuating commodity prices,there's MCX. 


Whatever threat you may face, chances are you have the 
option of insuring against it. But what about your business? 
Is it protected against the singular and constant threat 
of fluctuating commodity prices? Commodity exchanges 


provide the opportunity to hedge against this price 


sms MCX to 57333 
call 1800-22-9444 
or 022-4003 6990 





Hedge in the futures market on IVi 


uncertainty by offering a transparent platform where 
buyers and sellers can lock-in a mutually acceptable price 
from unfavourable price 


and protect themselves 


movements. It's an assurance your business can't do 


X 


Commodity Exchange 


without. At MCX, we are proud to provide it. 





India's 


A Financial Technologies Gr 





bt philanthropy 


world that uses stem cells for corneal reconstruction 
(for restoring eyesight). It has treated over 500 
such cases over the last five years, the highest any- 
where in the world. Besides this committed amount, 
Reddy has been regularly contributing (he won't re- 
veal the exact figure) to the various initiatives and 
programmes run by L.V. Prasad Eye Institute. Says 
Dr G.N. Rao, a noted ophthalmologist who heads 
the institute: “He is always there for us. We see him 
as one of the finest examples of individual and 
corporate giving." Adds Satish Reddy, his son and 
MD & coo of Dr Reddy's Laboratories: *Today, 
whatever the organisation (Dr Reddy's) is doing is 
just a reflection of his personality." 





Dr Reddy's Foundation: Spearheading literacy initiatives 


Future Plans 

Most of Reddy's philanthropic initiatives are ventures 
that he or his family have funded out of personal 
money. In some cases, this has been supplemented 
with donations from Dr Reddy's and other large 
companies and individuals. Now, he is thinking 
ahead, putting in place an institutionalised struc- 
ture and corpus to keep these activities going. 

It’s early days yet, but he is considering trans- 
ferring all or a part of his 10 per cent stake in Dr 
Reddy's, which is valued at around Rs 1,000 crore, 
to the Kallam Anji Reddy Foundation (KAR 
Foundation), which he plans to set up soon. He is 
still working out the details, but says this new 
foundation, once set up and funded, will provide 
people with access to all the key unmet health- 
care needs (from common cold to cancer). The 
structure he has in mind could be like the Tatas 
where part of the shares are held in a trust. “It is still 
early," he says. When that happens, he will have set 
another example for others to follow. m 


132 BUSINESS TODAY MARCH 23 2005 


ALL FOR A CAUSE 


Anji Reddy partially funds and is actively involved with the 
following Institutions 


NAANDI FOUNDATION 

This is a not-for-profit organisation Tg | 
backed by several companies, with K. | Naandi 
Anji Reddy as its Chairman. It deals sas: 
with the issues of hunger, education, drinking water and 
livelihood and, among other things, provides 650,000 
mid-day meals to children attending government schools 
in Andhra Pradesh, Madhya Pradesh and Rajasthan from 
14 centralised kitchens. 


INSTITUTE OF LIFE SCIENCES (ILS) 

ILS focusses on the interface between life sciences and 
chemistry. Here, chemists and biologists work together 
to seek solutions to human health issues. The model is 
to create its own intellectual property and commer- 
cialise it in collaboration with industry and other insti- 
tutions. The other goal: produce independent India's first 
Nobel laureate in one of the pure sciences. "Dr Reddy's 
Laboratories has invested around Rs 30 crore on this 
dream," says ILS Director Javed Iqbal. 


DR REDDY'S FOUNDATION 

Set up in 1996, its key focus areas are livelihood gen- 
eration and education. Today, in partnerships with var- 
ious state governments and a few companies, it has cre- 
ated 134,222 livelihoods. Reddy has set a goal of cre- 
ating one million livelihoods by 2010. At the moment, 
the foundation is also working on setting up neigh- 
bourhood schools in and around Hyderabad to 
provide quality education to all. 








NICE HOSPITAL 

A first-of-its-kind state-of-the-art neo-natal care hospital, 
it is being built in Hyderabad at a cost of Rs 15 crore (in 
Phase |). It is backed by the government of Andhra 
Pradesh and with two not-for-profit organisations. Reddy 
and his family are among the leading contributors. 


L.V. PRASAD EYE INSTITUTE 

This is the only institute in 
the country (and one of the 
few in the world) to have per- 
fected the use of stem cells for 
corneal reconstruction to re- 
store eyesight. It has treated 
over 500 such cases over the 
last five years, the highest number anywhere in the world. 
Reddy has pledged to contribute Rs 1 crore every year 
for 10 years starting 2006. To honour him, the institute's 
board decided last year to name its Hyderabad campus, 
the Kallam Anji Reddy Campus. 
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Having hit $1 billion in revenues, Cisco's plan now is to create a market 
rather than wait for it to happen. RAHUL SACHITANAND & KUSHAN MITRA 


THE GAME PLAN 


Cisco has a proactive strategy in place for 
India, where broadband is yet to take off. 


IRLINES MUST LOVE NARESH 

Balwant Wadhwa. Five 

days in a week, the 40- 

year-old President and 

Country Manager, India 
and SAARC, Cisco Systems, is on the 
road, shuttling between Bangalore, 
where most of Cisco’s India opera- 
tions is based, Mumbai, where 
Wadhwa lives, and Delhi, where 
India’s policy makers are to be 
found. Most of the time, though, 
Wadhwa isn’t meeting existing cus- 
tomers, but working on creating the 
future customers. For example, on 
the day Business Today caught up 
with him in Delhi, Wadhwa had 
just returned from a crucial, but 
rather inconvenient (security has- 
sles, cell phone switched off etc), 
meeting at the American embassy. 
He had gone there to not just pro- 


wi 


Work with the government to enhance the 
growth and spread of broadband in India 


Graduate from a networking equipment 
vendor to putting together complete 
solutions for customers 


Make the Indian market the first one to 
be split along verticals or Industry 
Business Councils 


Invest in or acquire companies working 
in related technologies in India 


mote Cisco’s products and solutions 
but also interact with the govern- 
ment and industry to catalyse the 
growth of internet and broadband in 
India. While Cisco—the world’s 
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wa: making markets 


India 





largest vendor of networking equip- 
ment—commands a dominant 80 
per cent plus share of the market for 
routers and switches (equipment 
used to direct internet traffic). the 
firm is also a major player in areas 
like enterprise telephony and wire- 
less local area networks, with market 
share ranging from 22 to 42 per 
cent, according to multiple industry 
estimates. 

Rather than scrape for a share of 
the existing market, Cisco is now 
looking to create markets for its 
products without waiting for the 
market itself to explode. For ex- 
ample, Cisco is working closely at 
‘market making’, meeting policy- 
makers and companies to enhance 
India's networks and to create a 
more ‘inclusive society’. “Bandwidth 
has improved in India, but a lot 


needs to be done,” Wadhwa says. It 
is estimated that India barely has 
6-7 million broadband subscribers at 
present and a combination of high 
prices and low desirability has 
slowed the growth of this market. 

Rather than rely on building its 
own expertise in each market, Cisco 
has also laid out an aggressive plan 
to buy (either partially or com- 
pletely) or partner with companies to 
build a broadband ecosystem (see 
Doing The Deal). Cisco's recent ac- 
quisition of Navini, a Dallas, Texas- 
based company with expertise in 
WiMAX and a significant engineering 
centre in Bangalore, is an example of 
this. “We want to be a key player in 
WiMAX because we believe that wire- 
less data networks will drive band- 
width in countries like India.” But 
Wadhwa also points out that Cisco 
is a ‘technology neutral’ company. 
“We don’t know which technologies 
will emerge, but we will be ready to 
service them." 


Going Vertical 

After reaching the $1-billion 
(Rs 4,000 crore) milestone in India 
this year (Cisco doesn't publicly dis- 
close country-specific revenues), 
Wadhwa and his team are now re- 
tooling the company to morph into 
a solutions vendor rather than a 
box-seller. In fact, the India mar- 
ket is the first one where Cisco has 
introduced Industry Business 
Councils (IBCs), a forum where Cisco 
can interact with its customers to 
discuss trends rather than sell prod- 
ucts. “What the IBCs allow us to do 
is to take a long-term view of certain 
projects, which may not lead to 
short-term sales. Solutions for ma- 
ture markets are often irrelevant in 
emerging markets and many of the 
emerging market solutions might 
well come from Indian companies,” 
Wadhwa explains. According to 
Ajay Goel, Senior Vice President, 
Industry Business, Strategy, 
Operations, India and SAARC, Cisco 
will have six IBCs covering banking 
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“We will have to figure out 


how to virtualise our brand” 
WIM ELFRINK 
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Booming Business 


Cisco's revenues in India 
crossed the billion-dollar mark 





...and a quarter of its revenues came from 
the networking spend of large enterprises. 


Govt & Defence Service Providers 
Large Enterprises SMB BPO/ITES 





Source: Company 


Figures in per cent 


and finance, retail, government and 
defence, IT services, manufacturing, 
healthcare and infrastructure (real es- 
tate, SEZ and airports). “This is a 
complementary business set up to 
adapt Cisco solutions to the local 
market,” he explains. 

Despite concerns over slower 
than expected broadband growth, 
company executives admit that the 
sheer investment in back-end infra- 
structure is hard to ignore. 
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According to Rajesh Chainani, 
Cisco's Senior Vice President, Service 
Provider, about $16-17 billion (Rs 
64,000-68,000 crore) will be in- 
vested this year in the telecom back- 
bone compared to $12 billion (Rs 
48,000 crore) last year. Besides large 
telecom operators, Cisco has won 
contracts from HDFC, Bharti Airtel 
and Idea Cellular for its solutions. 
“Customers are no longer buying 
single products; they want a com- 
plete package,” says G.B. Kumar, 
SVP, Services, Cisco India. He claims 
that Cisco is working closely to set 
up the world’s largest IP (internet 
protocol) call centre (ipcc) for a 
large telecom company as well as 
working with a public sector giant to 
set up a high-speed wide area net- 
work across one of its campuses. 
“These were business solutions we 
gave our customers in tandem with 
partners like Wipro, Datacraft and 
Servion and wasn’t just about Cisco 
products,” says Kumar. 

There are other sectors, too, 
that Cisco feels could be the next 
big thing in the Indian market. For 
example, large format retail is just 
beginning to see a rapid ramp up 
with players such as Reliance, 
Future Group and Bharti jostling 
for real estate. The government, 
with its e-governance projects, is 
expected to be a lucrative client. 
Even sectors such as banking and fi- 
nancial services, where most core 
banking requirements have been 
saturated, are now looking towards 
next generation networks (cover- 
ing voice, video and data) to im- 
prove customer support. 


Global Game Plan 

Cisco is also putting in place a strat- 
egy that will see India become its sec- 
ond global headquarters, says Wim 
Elfrink, the head of the firm’s glob- 
alisation initiatives and its services 
business. Before he took the bold 
step, he spent a whole year travelling 
through India and getting his family 
used to living here. “We have now 
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moved 16 to 17 of our senior man- 
agement personnel, including our 
HRD head, to our Globalisation 
Centre in Bangalore," says Elfrink. 

According to him, Cisco plans to 
have nearly a fifth of its top global 
talent in India. Reports already sug- 
gest that the company could in- 
crease this number to a third in the 
next few years. “The world is now 
too large and complex to administer 
from one location. We will have to 
figure out how to virtualise our 
brand and run the business 24/7 
from two places," he explains. 
Elfrink has already begun working 
early in the morning from home 
(using Cisco's Telepresence com- 
munication tool) and then again late 
in the evening to catch the first cus- 
tomers and employees arriving in 
the Us and North America. 


Competition Grows 
Cisco knows that as it seeks to be- 
come a broader solutions company, 
it faces competition in new segments 
such as enterprise telephony and 
local area networks as well as resur- 
gent rivalry with multinational ven- 
dors. “Our products are technolog- 
ically superior to Cisco and even 
with the Telepresence market, Cisco 
is way behind leaders Polycom and 
Tandberg," says Nortel India Chief 
Ravi Chauhan. Then, other players 
such as Huawei, too, have begun 
to make inroads into the Indian 
market with the Chinese firm most 
noticeably signing a $200-million 
(Rs 800 crore) pact with Reliance 
Communications. Even in the boom- 
ing SME market, Cisco faces chal- 
lenges from lower cost vendors 
such as D-Link and MRO-TEK who 
claim the same technological capa- 
bility at much lower cost. *We have 
made over 125 acquisitions and 
have a greater products and serv- 
ices offering than our rivals," says 
Cisco's lyer. 

Despite Cisco's rapid growth 
in India and bullish prospects (it 
plans to be a $2-billion company 
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part from working on expanding its already 

formidable presence in the Indian and 
South Asian market, Cisco is looking for op- 
portunities to invest in companies based in 
India. It has already invested in six companies 
directly and 20 indirectly and expects to invest 
another $100 million (Rs 400 crore) by the 
end of the year. “Growing the Indian market in- 
organically is clearly part of our mandate; 
we're looking at high-potential areas such as broadband to make 
minority investments or takeovers,” says Joydeep Bose, Director, 
Corporate Business Development, Cisco India. He says broadband 
growth has been “far from satisfactory” in India and Cisco wants to bring 
both desirability and affordability by investing not just in Indian com- 
panies offering solutions, but in supporting the overall ecosystem. 
So, Cisco will look for investments in areas such as networked appli- 
ances and media and content to expand its presence. “We had anno- 
unced an initial $100-million investment for India in 2006 and 
topped that up with another $100 million recently. We expect to make 
five or six investments this year in these areas,” says Bose. Cisco also 
acts as a limited partner in several technology-focussed funds such as 
Softbank Asia Infrastructure Fund and Bodhi, a cross-border India-China 
fund, to broaden its focus on India and other emerging economies. “We 
are actively looking for an early stage fund to invest in,” says Bose. 





by 2010), the firm has struggled to 
retain its top management in a 
fast-growing market. While 
Ranganath ‘Rangu’ Salgame has 
moved to networking start-up Tejas 
Networks (and reportedly from 
there to Juniper Networks), Jangoo 
Dalal has moved to D-Link. The 





Ajay Goel, Senior Vice President 


appointments of Salgame and 
Wadhwa seemed to trigger an ex- 
odus of senior Cisco executives. 
However, Cisco executives don’t 
read too much into this top mana- 
gement churn. According to 
Wadhwa, even after his predeces- 
sor Jangoo Dalal quit in May 2007 
and while he was running the 
India operations and trying to 
transition back to the country after 
a three-year stint in Hong Kong, 
“the company had its best ever 
quarter ending June. And we have 
gone from strength to strength 
since then. We grew 50 per cent 
year-on-year for the quarter ended 
December. This highlights the 
depth of management resources 
at Cisco India.” Given Cisco’s im- 
pressive top line growth during 
FY 2007 that ended in December, 
there’s hardly any reason for dis- 
agreeing with Wadhwa. พ 
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New man in: Sandip Das, 
CEO, Maxis Communicatioris 
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Nearly two years after it acquired Aircel from C. Sivasankaran, 
Malaysia s Maxis Group wants to become a pan-India player, with 
$4 billion in investment over the next two years. KRISHNA GOPALAN 


.V.P. BHASKAR REMEMBERS APRIL 8, 1999, AS 
clearly as yesterday. That was the day 
when the C. Sivasankaran-promoted Aircel 
made its foray into mobile services by 
launching its operations in Coimbatore. 
Although this was 1999, Aircel wasn't the first oper- 
ator to hit the market; Rajeev Chandrasekhar-pro- 
moted BPL Mobile was already offering services across 
Tamil Nadu, including Coimbatore. What did the 
Johnny-come-lately do to muscle in? Nothing short of 





revolutionary: At a time when the cost of an outgoing 
call from a mobile phone was an astronomical Rs 
16.80 per minute (incoming calls cost Rs 8.40 per 
minute), Aircel decided to slash rates to Rs 2 for a 
three-minute call made to another Aircel connec- 
tion and make incoming calls free. It was classic 
Sivasankaran; years earlier, he had similarly made com- 
puting affordable by launching inexpensive personal 
computers. "We wanted to project ourselves as the 
boy-next-door kind of a brand," says Bhaskar, now 
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Operations Director (South) for Aircel. 

About a decade on, Aircel may be in need of a sim- 
llar game-changing strategy—except that it doesn't 
have a Sivasankaran to fall back upon. In 2006, the enig- 
matic entrepreneur, best known for spotting oppor- 
tunities early on and exiting them at huge premiums 
later, sold Aircel to another equally enigmatic 
entrepreneur from Malaysia—Ananda Krishnan, whose 
business empire spans entertainment, oil, power, ship- 
ping, and more recently telecommunications (under the 
Maxis name). Maxis Communications CEO Sandip 
Das has lost no time in ramping up plans. In the recent 
round of bids that happened for pan-India telecom li- 
cences, Maxis won 14 more circles to add to its exist- 
ing portfolio of nine. Given that there are only 23 cel- 
lular circles across the country, Maxis’ plans are clear: 
become a pan-India operator. Says Das, who's been with 
Aircel for little over a year now: *We will end up in- 
vesting $3.5-4 billion in the next 24 months. What has 
taken 10 years to build will now be done in a year in 
our existing operations." An IPO and bank loans are 
among its funding options. “I think we will go public 
over the next 3-4 years. It will give a lot of value to the 
company," says Suneeta Reddy, Chairperson, Aircel, 
and Executive Director (Finance), Apollo Hospitals 
Group, which owns 26 per cent of Aircel. 

Aircel already operates in West Bengal, Orissa, 
Assam, the North-East, Jammu & Kashmir, Bihar 
and Himachal Pradesh, apart from Chennai and 
Tamil Nadu (which are two different circles). The 
plan now is to grow the footprint, starting with 
Kolkata early in the second quarter (April-June), fol- 
lowed by another 4-6 circles in the 12 months 
thereafter and a similar number later. The target is 
to complete the national rollout in the next 24-30 
months. “We would be looking forward to com- 
pleting our metro picture and also looking at con- 
tiguous areas, states and circles that are still un- 
der-penetrated," says Das. 





"We would like to be viewed as one who 


gives value for money and is trustworthy" 
Rohit Chandra, Executive Director, Aircel 


A Crowded Market 


With more than $2 billion in revenues in Malaysia, 
Indonesia and India, Maxis is no telecom novice. 
Besides, $2 billion a year in investment is no chump 
change. Yet, the Indian telecom market isn't the eas- 
iest of places. In most circles, there are already six or 
seven operators and call rates are fairly low. The 
top three players—Bharti Airtel, Reliance Comm- 
unications, and Vodafone-Essar—accounted for over 
56 per cent of the market at the end of January 
2008. Does Maxis have a Sivasankaran-esque strategy 
to disrupt the industry status quo? Perhaps not. *We 
do not want to be #1 in India. We are happy to be a 
small, emerging player and we think there is value in 
the marketplace for a player like us," says Das. “We 
don't want to be known as the operator with the low- 
est tariff. We would like to be viewed as one who gives 
value for money and is trustworthy," says Rohit 
Chandra, Aircel's Executive Director. 

That may sound like a strategy born of good- 
ness not aggression, but Aircel has seen it work in 
other circles. “When we entered eastern India in 
2005, Aircel wasn't known at all. We decided to 
focus on simplicity and trust, which meant we 


- HOW AIRCEL STACKS UP 


AIRCEL 


2007 % 2007 % 
Bharti Airtel 46.81 23.34 | 4888 2341 
Reliance Communications 30.77 15.34 | 31.99 15.32 
Vodafone-Essar 34.11 17 (3566 17.08 
BSNL 29.7 14.81 303 1451 
Aircel 762 380 |804 385 
All India 200.59 208.76 


Subscriber numbers in millions Source: COAI, AUSPI 


Its market share is growing consistently. 
AUG. MARKET SHARE | SEPT. MARKET SHARE 


OCT. MARKET SHARE | NOV. MARKET SHARE| DEC. MARKET SHARE | JAM. MARKET SHARE 


2007 % 2007 % 2007 % 2008 % 
| 50.91 2348 |5296 2353 |55.16 2365 |5742 23.77 
3322 1932 (3447 1532 (35.74 1532 (37.04 1533 
| 37.18 1715 3856 1714 |3986 1709 |4114 17.03 
3103 1431 |3194 1420 |3271 1402 |3375 13.97 
| 852 393 |902 401 |943 404 |993 411 
216.77 225.02 233.21 241.58 
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THE WORLD OF MAXIS 


It's the dominant player in Malaysia and sees huge potential in India. 


Indonesia 





AMETE ESTE 


DETAILS OF OPERATIONS: 
m Commenced mobile services 
in August 1995 


@ Provides post-paid Services 
under the Maxis brand name 


India 


DETAILS OF OPERATIONS: 
m Acquired a 74 per cent stake in C. 
Sivasankaran's Aircel in March 2006 


m The company has a presence in 
nine cellular circles among which 


DETAILS OF OPERATIONS: 
m Holds a 44 per cent stake in 
PT Natrindo Telepon Seluler (NTS) 


m [here has been a soft launch 
of mobile services in this market 


and Hotlink for prepaid 


are Chennai and Tamil Nadu 





ส Launched its 3G services in 
July 2005 under the Maxis3G 
brand name 


SUBSCRIBER BASE: 10 million 


WAY FORWARD: To consolidate 


its operations December 2008 


promised things like an accurate 
bill on time. At any stage, we 
never offered more than three 
plans," says Chandra, who is one 
of the key personnel behind the 
rollout in these new circles. 
Simplicity apart, Aircel focussed 
on good service quality. It put up 
some 3,000 cell sites in these cir- 
cles and within ล year of launch, 
Aircel was the largest brand in 
Assam and the North-East. That 
wasn't all. “Within a year-and-a- 
half, these operations were EBITDA 
positive on a month-on-month 
basis," claims Chandra. 

Not surprisingly, Aircel's focus 
on infrastructure remains. In addition to the existing 
7,000 cell sites, it plans to have another 9,000 cell sites 
this year across Aircel's existing circles. According to 
Chandra, the company needs another 7,000 cell sites 
for its new operations, putting the number of cell sites 
at 23,000 eventually. Aircel watchers say that the 
company has thrived on being a low-cost player, 
and they expect it to remain so, at least, for a while. 
However, Aircel executives are quick to clarify that 
low cost does not mean low investments. “For inst- 
ance, we never use equipment from Chinese manu- 
facturers,” says Chandra. “It’s not as if we pay less. 
Instead, we work with a lot less people." 

The way in which it has outsourced rr makes for 
a good example. Aircel has entered into a nine-year en- 
gagement with Wipro for the existing and proposed 
circles. “During this period, Wipro will be one of our 
key business partners transforming all IT applica- 
tions. We will compensate Wipro through a perc- 
entage of our revenues,” says Chandra. It’s not unlike 
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m [he plan is to go pan-India for 
which spectrum has been obtained 


SUBSCRIBER BASE: 9.9 million 


WAY FORWARD: To double subscriber 
base to over 20 million by 


m Full-fledged services are expected 
to be launched during the 
January-March quarter of this year 


SUBSCRIBER BASE: n.a. 


WAY FORWARD: The company is 
looking to get a significant share of 
the Indonesian market 
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the model that market leader Bharti pioneered with 
IBM as a partner. And like Bharti and others, Aircel also 
plans to hive off its towers’ business. “We could 
look at a merger or start something of our own or 
work with independent tower companies," says Das. 


A Leg Up 

Despite being a new pan-India wannabe, Aircel's in a 
better position compared to some of the other play- 
ers. Reason: It has already been allotted spectrum for 
all its new circles. A competitor like Idea, in contrast, 
is still waiting for (scarce) additional spectrum to 
come its way. À new player's ability to start as early as 
possible will be a huge advantage in a market where 
the total number of mobile subscribers tops 240 mil- 
lion, with eight million getting added every month. 
"Growth will be rapid in the sector since infrastruc- 
ture will be shared. We will see cost cutting and 
pressure on margins as well," thinks Salil Pitale, 
Head (Telecom Practice), Enam Investment Banking. 





“We are looking at the next 300 million 
subscribers who are yet to come in" 
Gurdeep Singh, COO, Aircel 


"The situation is no different for Aircel as compared 
to any competitor, (but) they have a headstart and are 
hence better off," he adds. 

Only to that extent, though. New subscribers in cir- 
cles like the North-East and Orissa were largely first-time 
users. That may not be the case in metro circles or those 
like Andhra Pradesh and Karnataka. “Of course, we are 
looking at the next 300 million subscribers who are yet 
to come in. It would, however, be naive to say that we 
will only be digging into the new market,” says Aircel’s 
Chief Operating Officer, Gurdeep Singh. Adds Aircel's 
Chief Marketing Officer, Rahul Saighal: *Aircel has al- 
ways given good value and good service in addition to 
understanding the local flavour. We want to preserve 
that local flavour going forward." 

At last count, which is January 2008, Chennai 
and Tamil Nadu accounted for over 6.6 million of 
Aircel's total subscriber base of 9.93 million. Point: It’s 
a brand that’s still unknown to most Indians. Aircel 
recognises that fact, and that's why it has appointed 
Pune's Elephant Design to spruce up its brand. 
“Elephant Design will help A 
us in coordinating the na- Not a Minnow 
tional look and imagery of 
our brand in areas like sig- 
nages. Wham, an interna- 
tional firm, will design our 
retail outlets," says Das. He 
makes it clear that there is 
no intention of changing the 
Aircel brand to Maxis. 
“Aircel has an identity and a 
personality and we want to 
build on that. We do not 
see a reason to change the 
brand," he adds. 

Having just got past the 


back home in Malaysia. 
Malaysian Revenues 
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Maxis is a recent entrant to India, but an established player 


mÓ?006 82007 NA.: Not available 


Mans’ Indian operations operate under the Airce! brand name; Manis’ financial year is 
Jan -Dec. * The acquisition of Aircel was completed on March 21. 2006 
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"Aircel has always given good service, in 
addition to understanding the local flavour" 
Rahul Saighal, Chief Marketing Officer, Aircel 


10-million subscriber mark (this was in early February). 
the immediate target IS to double that by the end of this 
year. In five years time, we will definitely have 70-80 
million subscribers apart from being a national player,” 
says Das. Aircel is an emerging player in the WiMax 
category too with a presence in more than 30 cities and 
catering to over 1,000 corporate customers. This is in 
addition to having just started a national long dis 

tance (NLD) operation, while the international long dis 

tance (ILD) service is underway. 

The market scenario today is a lot more compet 
itive than it ever was. With more players scheduled to 
come in, another tariff war may well be in the offing, 
putting more pressure on the already declining 
Average Revenue Per User (ARPU) for all operators. To 
boost revenues, then, operators will have to look at 
other value-added services (VAS). “We are a little bi 
hind the industry in terms of vas, but we will serioush 
gear up this year. Maxis’ VAS and data service revenues 
are one of the finest in Asia and that can be brought 
to [ndia in real time," he says. This will be in the ar- 
eas of music and internet, among others. 

For Maxis, India is a long-term play. It is the 
dominant operator in Malaysia with a subscriber base 
of 10 million out of a population of 26 million. Maxis 
has done a soft launch of its 
services in Indonesia and it is 
expected that full-fledged 
services will be launched 


soon, "NX e are very excited 


Aircel's Revenues 


about India's potential, 
which is one of the last few 
big markets in the world. 
We see a lot of harmom 
and synergy going forward 
in all these operations," 
sums up Das. What sort of a 
niche a plaver that has no 
ambitions of being #1 
carves out for itself will be 
interesting to watch. ü 





Revenue EBITDA Net profit 


Source: Company data 
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INEVITABLE" 


จ THE CEO OF PRICE- 
waterbouseCoopers, 
Samuel A. DiPiazza Jr. 
runs the world’s biggest 
audit and advisory 
firm, with revenues of $25.2 billion 
and a headcount of 146,767 (June 
2007). It’s a job DiPiazza has held 
for six years now with two more to 
go. When the accounting scandal at 
Enron blew up in late 2001, 
DiPiazza, who joined the firm in 
1973, lost no time in telling the 
world how to prevent such scandals 
in future. His book Building Public 
Trust: The Future of Corporate 
Reporting, co-authored with PwC 
colleague and former Harvard 
Business School professor Robert 
G. Eccles, was published in 2002 
and made a case for greater trans- 
parency and accountability in 
financial reporting. DiPiazza cur- 
rently serves as a Trustee of the 
International Accounting Standards 
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Committee Foundation and is 
Chairman of the World Business 
Council on Sustainable 
Development. Recently in India, 
DiPiazza, 57, spoke to BT’s 
R. Sridharan and Shalini 5. Dagar 
on how much things have improved 
since and how much more they 
can improve. Excerpts: 


It's been a little over five years since 
you co-authored your book Building 
Public Trust in the wake of the Enron 
and other accounting scandals. Has 
the accounting environment changed 
for the better since? 

In the 1990s, the focus of busi- 
ness was really on revenue growth. 
Valuations were driven on growth 
numbers, not necessarily income. 
There was an attitude in business, 
almost an obsession, of creating 
wealth and I think we were out of 
balance, particularly in the us. As I 
look back now, and see the 
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changes, they've been dramat 
Supervisory boards underst 
obligation to provide oversight 
have a firm hand over thi 
structures, and the accountab 
companies. The managem 
derstands the risk O1 push 
envelope and their obligat 

ing transparent and, frai 

price they pay when their organi 
tion is not transparent. Ihi 
profession has responded very w 
to this over the last four-five yea 
Are we perfect? No. We w mak 
mistakes, we're big. At 

will have someone who mal 
mistake by accident. If it's an acad 
we treat them, we help them ! 
We don't tolerate multiple mista} 
but we try to coach them throug! 
that. If it’s on purpose, we fire thi 


Is the cost of compliance a big issue 
for corporations around the world? 
We do a survey every yea! 

1,000 CEOs around the world and 
It's interesting to see how thi 
tudes change over time. W« 
completing our survey that was dori 
in December. Regulation ha 

been the biggest issue on the 

CEOs. But last year we began to : 
that regulation wasn't th« 

was second. The first issue 

ple. So, the access to talent was 
ting the focus of CEOs as the p! 
mary issue that they faced 
year. Now, this year, regulatioi 
reported as third. Second, 
people. And first, will be glob 
nomic growth, and CEOs are 
cussed on what's happe nin 

the world in the econon 
ronment. And they worry ab 

it affects their own business 


Is the accounting industry still toc 
controlled by the big (four) audit firms. 
Why isn't there more competition? 
First, vou have to understand ห 
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"The CEOs that try to live 
in denial, that want to live 
inside their own border... 
eventually they find 
themselves out of 
business" 





the industry went from eight to 
four. When there were eight firms, 
it was often the case that a firm 
would be very strong in one geog- 
raphy and very weak in another. 
Because of that, we were not as 
capable of serving companies that 
were moving across the world. 
And so those early mergers hap- 
pened. Our own merger 10 years 
ago happened (Price Waterhouse 
merged with Coopers & Lybrand) 
to fill the gaps. It was all about 
filling competencies and gaps. So, 
it went from eight to five, really as 
a pressure around audit quality. 
It went from five to four because of 
the (Arthur) Andersen collapse, 
which none of us was happy to 
see and frankly I’d prefer five 
firms... Now, what do you do 
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with four? 

[t is clear, and I think that 
there've been plenty of studies to 
suggest, that this is not a competi- 
tive issue. The environment is still 
very competitive, pricing is very 
competitive, and the firms aggres- 
sively are competing against each 
other. If any one was to ask the 
question it would be more about 
choice. Four firms, is it enough 
(choice)? We've seen very little issue 
with people finding auditors un- 
less those firms have higher risk. 
We are now in a position with just 
four firms, where no client influ- 
ences our behaviour. We're big 
enough that if our largest client 
decides that they want to disen- 
gage us because we're too tough, 
that's fine, because we have so 
much coverage around the world. 
| think the real question is, how 
do you make sure that you keep 
four firms and not lose one. It's 
about the risk of going from four to 
three, or from four to two, and 
what would happen to the industry 
if something like that was to hap- 
pen. That becomes the real public 
policy question. 


Is there still too much that firms like 
PwC do in terms of services to one 
client—you're doing auditing, you're 
doing tax advisory and you're also do- 
ing consulting for them. Wouldn't 
there be some sort of conflict that 
gets built into this kind of a model? 

| simply don't accept that. There've 
been considerable number of aca- 
demic studies that have shown that 
whege we have engaged with ล 
dielt in a broader set of activities, 
the likelihood of audit failure is 
much lower because we have a 
deeper understanding of the com- 
pany. Another piece of that is when 
we audit, we don't just use ac- 
counts. Our auditing requires tax 
people, it requires actuaries, it re- 
quires technology people—all dif- 
ferent types of skills. If you were to 
take one of these audit firms and say 


‘you only do audits’, we would 
have a very difficult time attract- 
ing those kinds of talents and the 
quality of audits would go down. 


Earlier you'd mentioned that busi- 
nesses would continue to make mis- 
takes. No one has issues with mistakes 
that happen due to bad strategy. But 
what happened in Japan with one of 
your clients in 2006 was cheating 
and that affected PwC very badly. So, 
have companies actually learnt and are 
they keen on being clean? 

[ think the vast, vast majority of 
companies have always had a com- 
mitment to being clean, to do the 
right thing, before Enron, and after 
Enron. But Í also believe that you 
operate in a world where if people 
want to break the rules, if they 
feel personal pressure or greed, 
they'll try to break the rules. And 
you need processes and activities to 
keep that from happening. And 
whenever we feel that one of our 
people has done something 
wrong—not just made a mistake, 
but something morally illegal—we 
take very harsh action, and our sit- 
uation in Japan shows that. We, 
effectively, shut that firm down. It 
cost us hundreds of millions of dol- 
lars of business, but we didn't blink. 


But do you think it's possible for 
auditors to prevent fraud? 

Actually, I think auditors prevent 
fraud every day because we are 
the eyes and ears of industry. We 
come to the table with an inde- 
pendent point of view. We test, 
question, and we challenge. CEOs 
encourage us to do this. So, there's 
no question in my mind that the 
entire audit profession has, over 
the years, prevented fraud. We 
find often, during the course of a 
year, people pushing that enve- 
lope. And most of the time it's not 
visible, it's not public because it's 
fixed before it ever becomes a fac- 
tor. People are fired, and it's very 
quiet and that's the job we have. 












LCOS and AISYS Technologies 


pA woe & j^ 
| I! จ " ES D» 

' I ย - 

= B 


| 2 โ + ย ้ ้ ้ ั 3 ง ง. งู ู ื ่ ื ่ งด.-- (1+11 1 :51 11+1 11 ed 


ไล พ ศ์ 


he success of a business depends on how well you communicate. Whether it is o soles pitch or a video presentation, the clearer the message, the a 
js convinced your prospects will be. XEED projectors set the benchmark in ultra-fine projection as the world's first LCOS projector with (anon i 
cutting-edge technologies: LCOS and AISYS. Welcome to the future. AISYS 


»» LCOS (Liquid Crystal on Silicon) - Vivid images > AISYS - Compact Yet Powerful 


Look forward to crisp presentations ond breathtaking movies with Canon's LCOS Excessive bulk and high cost of image projectors ore a thing of the past with Canon's unique 
breakthrough. Combining both LCD and DLP technologies, pixels are aligned successively optical illumination system - AISYS. This advanced technology, along with LCOS, reproduces 


" ky 
~ 
ซ่ 





through an ultra-fine pitch to produce seamless images. uncompromising darity, brightness and contrast, in a compact slim body. 
แผ อ ง แน น แน น น น น น ว ว ว) Future-proof your investment with XEED Projectors — —— | 
DISPLAY EXCEPTIONALLY SHARP DETAILS i 

<I XEED SX7 XEED SX6 XEED SX60 — GUXEED X700 
SXGA+ resolution (1400x1050) SXGA+ resolution (1400x1050) SXGA+ resolution (1400x1050) IGA resolution (1024x768) 
Ultro-bnght 4000 lumens Super bright 3500 lumen: Super-bright 2500 lumens Ultra-bnght 4000 lumens 
| 71 wide-angle zoom lens 1.7x wide-angle zoom len: 1.7x wide-angle room bens | 7x wide-angle room len: 
1000:1 contrast ratio 1000- | contrast ratio 1000:1 contrast rato 1000 1 contrest rofio 
HD Reody HD Ready (in Home (nemo Mode! Supports sRGB Colour Space 

"M Supports Adobe RGD ond Supports Adobe RGD ond HD Reody 

sRGB Colour Spoor sRGB Colour Space Supports sRGB Colour Spoce 


insist on warranty card issued by Canon india Pvt. Ltd 


Call Canon: 1800 345 3366*/39010101* or visit us at www.canon.co.in 
Corporate Office: Canon India Pvt. Ltd., 2nd Floor, Tower A & B, Cyber Greens, DLF Phase Ill, Gurgaon- 122 002. 






*MTNLUBSNL landlines ‘Prefix your local city code when dialing from phone other than MTNLABSNL landline 









bt 60 minutes 


In some sense, you're not just the 
eyes and ears of the industry, but also 
the conscience of the client. 

Yes, and boards... you asked about 
change. Today, CEOs and supervi- 
sory boards are deeply into what 
we do. So, it's not ^we and they", 
we're in this with the boards and 
with the management. Reputational 
damage done through financial 
mis-statement is huge and no one 
wants their name connected to 
that. No board member, no super- 
visory board member and no CEO. 
Sometimes, the pressures they put 
create that incentive in their com- 
pany and they have to understand 
that they can only push so far be- 
fore people might go too far. 


Is globalisation making the job harder 
for firms like yours? 

| think globalisation has made the 
entire world more complex, not 
just for a firm like PwC. 
Competitors are coming from dif- 
ferent places, supply chains are 
connected in different ways, risks 
are (in) places you don't expect in 
every piece of your business. The 
opportunity is also at a much higher 
level because globalisation opens 
markets. The CEOs that try to live in 
denial, that want to live inside their 
own border... eventually they'll 
find themselves out of business. 


In your 2007 review, you talked about 
how the M&A environment has been 
very robust and that's helped the 
extraordinary number that PwC 
announced. What's the M&A outlook 
for 2008 and 2009? 

There's no question that many of 
the major economies have started 
to slow a bit, especially in the us. 
There's also concern about the 
weakening dollar, the effect it has 
on the rupee, the effect it has on 
many places around the world. 
The credit crisis in 2007 continues 
to be difficult. But in light of all 
that, you see 2007 as being one of 
the strongest M&A years in history 
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and, frankly, we see 2008 being 
very strong as well. It'll be different 
because what you saw happening in 
2006 and part of 2007 was trans- 
actions. . .acquisitions being driven 
by private. equity. Today, you're 
seeing transactions moving towards 
strategic corporates because the 
leverage of private equity has 
changed. You also see lots of sov- 
ereign wealth funds in play and 
now you see companies in mar- 
kets like Brazil, India and Russia be- 
ing major buyers. So, the capital 
shift is beginning to show itself in 
the acquisition game (and) that's 
actually going to take the acquisi- 
tion game into an even higher level. 


PwC has been growing in India at be- 
tween 35 and 40 per cent. What are the 
challenges for the firm in ensuring that 
it keeps growing on an increasing base? 
Well, it is difficult to grow any 
business at 35-40 per cent year 
after year without experiencing 
some problems. Problems in at- 
tracting people, problems in mak- 
ing sure your processes are stable. 
When you go from 3,000 people 
to 5,000 people like we've done in 
the past few years and now head- 
ing to 10,000 people, you need 
to put in place very different 
processes around recruiting and 
retaining people. I think our team 
has done a great job in building 
that foundation. In our significant 
emerging markets— Eastern 
Europe, South America, China, 
India, and Turkey—we have strong 
infrastructure in place. So, I feel 
we're in good shape to take this 
from 5,000 to 10,000, in a very 
short period of time. 


How far are we from a common set of 
global accounting standards, realisti- 
cally speaking? 

When I wrote Building Public Trust 
in 2002, I led that book by saying 
that the issue with many of these 
corporate failures was transparency. 
Accounting standards were too 


“We are the eyes and ears... 
of the industry... There's no 
question in my mind that 
the entire audit profession 
has, over the years, 
prevented fraud" 





complex and frankly, transparency 
didn't exist. And I said, one of the 
key issues was moving towards a 
single global standard. And if vou 
look around the world, over a 100 
countries are using IFRS (International 
Financial Reporting Standards) 
today. India will be there within 
three years. Before this is over, and 
I feel we have the chance, between 
now and the middle of the next 
decade, to have one standard around 
the world and that standard will be 
IFRS. It's not about converging India 
with IFRS, or US GAAP (Generally 
Accepted Accounting Principles) 
with IFRS. This is about moving to- 
wards a single global standard. ] 
think this is a path that, at this point, 
could happen very, very quickly. m 
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As interest rates stabili a, it may be 
good time to churn your bond funds 
portfolio to get more out of it. 


Best PSU Buys 





bt money 


Bonding with Bond Funds 





As interest rates head lower, long-term bond funds make attractive 
investments. Here is how to reshuffle your portfoliO. NITYA VARADARAJAN 


EVERAL PUBLIC AND 
จ sector banks 

have recently cut their 
lending rates for consumer 
borrowings. Such a scenario 
offers investors who have 
invested in longer-term bond 
instruments a chance to 
make decent gains on their 
investments. Even if RBI holds 
rates steady, as it is likely to 
do, given the rising rate of in- 
flation (see Between tbe Devil 
and the Deep Sea, page 19), 
they will still stand to make 
a neat packet. 

The last time this hap- 
pened was way back in 
1999, right up to 2002, 
when the rates in the econ- 
omy nose dived to around 
7 per cent. At that time, 
bond funds raked in double- 
digit gains. When the rates 
recovered later, bond funds 
started lagging in perform- 
ance. *There were good 
years in 1999, 2001 and 
2002 when debt funds gen- 
erated 13-14 per cent re- 
turns, but in 2003 and 
2004, they returned just 
2 per cent," says Sandeep 
Raichura, Head (e-broking 
and New Initiatives), DBS 
Cholamandalam, a financial 
services company. 

Like all such market cy- 
cles, this one is expected to 
be favourable for bond funds. 
As domestic interest rates go 
down, or hold steady, bond 


funds make better gains on their 
corpuses. Even if the inflation rate 
rises to 5 per cent, from about 
4.07 per cent now, there will be 
enough liquidity in the system to 
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Debt Fund Watch List 


Things you should know about short-term 
and liquid funds. 


@ They need to maintain low recurring expenses 
@ As liquid funds hold high quality paper in 
the form of call money, or reverse repo, - 
credit risk hardly exists —— 
e Liquid funds are or shee bti de 
e Liquid funds carry no mark-to-market risk | 
and can be bought during any time period 


Things you should know about longer-term 
bond funds 


e They are prone to mark-to-market risk and 


should be bought only with a clear view of 
expectations on market interest rates 

e Credit quality is a must. Look for higher 
exposures to G Secs and AAA rated paper | 


๑ Higher expenses and loads, again, eat ino 


yields; investor must look for funds with 
lower expenses | 


๑ Opt for a fund with a nearer exit window 


keep growth on track. 


Aligning the Corpus 
As bond fund managers take a call 
on the interest rate movements 


2005 


and construct ล portfolio ac- 
cording to their assessment, 
Interest rates play a key role 
in determining the composi- 
ต อ ท of paper in their funds. 
Over the last few months, 
as interest rates have tended 
to harden, fund managers 
have moved towards longer- 
term bonds, essentially ones 
that mature in five, 10 or 
15 years, indicating their op- 
timism that bond funds will 
deliver better returns. 
Typically, bonds are ei- 
ther short-term or long-term. 
The bonds with a higher 
tenures always have coupon 
rates (interest rate the bond 
carries) that progressively 
increase. Bonds with a ma- 
turity of 10 or more years 
have higher coupon rates 
to reflect the uncertainty of 
the future as well as the 
risk of inflation. A person 
buying such bonds should 
be reasonably sure that the 
interest rate will decline, 
which will help increase his 
returns. For instance, let us 
assume that a fund manager 
buys a bond XYZ worth 
Rs 100 with a coupon rate 
of 9 per cent and a matu- 
rity of 10 years. Bond prices 
have an inverse relationship 
with interest rates. If interest 
rates move up or down, 
bond prices will change in 
the opposite direction. Let 
us assume that the interest 


rate moves up to 10 per cent. The 
bond with a coupon rate of 9 per 
cent begins to look unattractive 
as the prevailing market rate is 
10 per cent. 


To adjust the 


Steering Through Bond Street 


Long-term bond funds returns have looked up. 











Scheme Assets Return Return Return Return 
(6 month) (1 year) (2 years) (3 years) 

ก ร หา เศ ระ า เอ ๒ | 787 

| UE: qudm. 133 | 878 

[3677 | 1124 | 806 | 641 

| : 575 | 1137 | 8.67 7.29 

2388 ` [ 4548. | 1131 819 | 6.73 

— TS 25.74 =i 12468 | 722 | 1129 | 826 | 7.05 

[Grindlays SSi Investment 418.59 — 5873 570 | 10.89 | 7.69 | 621 

| 0 6 | 6:60 | 1073 | 741 | 6201 

| "591 | 1066 | 837 | 724 

| 566 | 1038 | NA | NA 

| 614 |. 10.11 6.08 | 4.99 

| 568 | 10.10 725 | 615 

"6.53 9.49 6.78 ` 5.46 

| 5:98 | 922 | 809 | 6.86 

Ics] "s | 718 | 609 

| 538 | 904 | 683 | 731 

| $15 | 903 | 6.57 x 7.63 

| 545. | 901 | 5560 | 478 

| $310 | 896 | 892 | 742 
Returns in per cent as on February 22, 2008 Assets as on January 31, 2008 Source: Valueresearchonline com 
difference, the price of the bond to compensate for the loss of buy- countries,” says D. Arulmany, 


XYZ begins to fall to cover that 
differential—and investors lose 
capital. In this case, bond xvz's 
market price falls by Rs 10 (the in- 
terest loss multiplied by the num- 
ber of years to maturity). 

On the other hand, if the in- 
terest rate falls, bond prices in- 
crease. In this case, bond XYZ’s 
coupon rate of 9 per cent is more 
attractive than the lower interest 
being offered by the market. So, to 
reflect the change in interest rates, 
bond xyz’s price will increase. 
Which is why in ล falling interest 
rate scenario, fund managers add 
longer-term bond paper, and sell 
short-term bond paper. 

The other major influence on 


ing power. Besides, exchange rates 
also affect bond prices as do in- 
ternational interest rates. "Money 
tends to get arbitraged between 





Business Head, DBS Chola- 
mandalam. Large institutions tend 
to make much of currency arbi- 
trage, borrowing at one rate, earn- 
ing interest at a higher rate. 
Corporate bonds (debentures) 
can also be part of a bond portfolio. 
[n this scenario, the company's fi- 
nancial performance and the profits 
it is generates is paramount. If rating 
agencies downgrade the company's 
creditworthiness, the price of the 
bond falls, as it re-prices the in- 
creased risk of the bond. Among 
others, bond funds can also invest in 
paper that matures in a few days to 
a few years, and they can be gov- 
ernment, corporate or municipal 


bonds. All these different types of 


bond price is inflation. When the «w debt paper make a complete bond 
inflation rate falls or is set to de- There are a range que with fund portfolio. 

crease, bond prices rise even as we investment horizons 

coupon rates fall. On the other interest rate sensitivities” Take the Call 


hand, if the inflation rate increases, 
the income from bonds will fail 


Santosh Kamath, CIO (Fixed Income), 
Franklin Templeton Investments (India) 


The average tenure of all the debt 
instruments combined makes a bond 
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UTTAM SHARMA 


fund uniquely positioned to make 
the best of interest rate fluctuations. 
Short-term bond funds are steady 
movers, whereas long-term bond 
funds swing the most, and the 
market offers all kinds of choices. 
"There are a range of funds with 
varying investment horizons and 
interest rate sensitivities,” says 
Santosh Kamath, cio (Fixed 
Income), Franklin Templeton 
Investments (India). 

Typically, an income builder 
fund is highly sensitive to interest 
rates and have time horizons of 
one or more years. This fund 
invests in fixed income instru- 
ments with high maturities. Long- 
term GILT funds also carry a 
substantial rate risk and have 
paper of more than a year. “The 
safest of the lot are liquid funds, 
which expose the investor to 
low risks even over the period 
of one day," says Rajiv Shastri, 
Head (Business Development & 
Strategic Initiatives), Lotus India 


The Science of Debt Risk 


How your debt funds stack up in the risk 
and return spectrum. 





Risk-return classification of mutual fund schemes with debt 
exposures Source: DBS Cholamandalam Distribution Ltd 


Taking a Dip 
Long-term interest rates are coming 
off from their highs. 823 





Jan. 1'05 July 1 '05 July31'06 Jan. 31 7 Feb. 22'08 
10-year G-Sec yield in per cent 
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“Liquid funds expose the 
investor to low risks” 


Rajiv Shastri, Head (Business Development & 
Strategic Initiatives), Lotus India Mutual Fund 


Mutual Fund. 

Medium-term bond paper are 
largely bonds that will mature in 
two-to-four years. If interest rates 
fall, these funds can make good 
money as they gain in value, but if 
rates fall, these funds will not get too 
badly battered because of a lower 
maturity than long-term bond funds. 

The consensus is that it is a 
good time to enter bond funds in 
the later part of March. Dynamic 
debt funds or active income funds 
are alternatives that manage in- 
terest rate risk actively, making 
them a suitable product for in- 
vestors who don’t want to take a 
call on the market themselves. 
“However, given the fact that 
these may be exposed to a rea- 
sonable amount of interest rate 
risk, I suggest that investments in 
these funds be made with an in- 
vestment horizon of six months 
or more,” says Shastri. 

Note also the size of a fund— 
the bigger it is the more the in- 
vestors prefer the fund. Investors 
should also regularly track the 
benchmark index against which 


G. KESHAV RA] 





“Money tends to get arbitraged 
between countries” 


D. Arulmany, Business Head, 
DBS Cholamandalam 


the fund has positioned itself. This 
gives an indication of the effi- 
ciency of the fund. Income funds 
use the CRISIL Composite Bond 
Fund Index as a benchmark while 
Liquid funds use CRISIL Liquid 
Fund Index. Bond funds should 
ideally outperform their respec- 
tive indices. 

Also, consider the risk of in- 
vesting in a bond fund. If you have 
invested in a longer-term bond 
fund, and if the interest rate rises, 
your returns could diminish sig- 
nificantly in the very short term. 
But if you manage to hold on to 
your fund for the duration of its 
average maturity, the risk reduces 
significantly. As of now, it does 
seem unlikely that interest rate will 
go much higher. 

For now, though, adding some 
medium-term bond funds in a 
falling, or stable, interest rate sce- 
nario can prove profitable. But mon- 
itor the nec asset values regularly 
and stay invested for a year, at least. 
The lower rate cycle (as observed in 
the past) can last for a few years, so 
make the best of it. 





— ------- —— ——À———— -- —— oe 





= 


. 0061 Jo PY ร อ อ ุ ม ท ว อ ร ' ร ก apapun บ 0 ส ุ พ แร เอ ื อ น Woy uogduexe ue Jo น 0 ต ู ผา ทุ ร เช ื อ ง juesqe ร อ แตร palun euj น | pios Jo pasayo eq you Aew ร อ ด ู ม ท ว ล ร eu “saeg payun eu ธิ น เด ก แว น ! "บ 0 ผุ ว เฉ ร น ท | เธ น 0 Aue u! eres 104 sequnoes jo JAYO UE JOU SI น 04 ธ ว เ บ ท พ เพ ด ว SLL ต ด น U! | 
| Ájojos อ ร อ อ เอ ง 10| 0 อ น ล แบ | SI uogeorunuJuoo SIUL, AHYG eu) ur sope- xsn4, pen uogoes eu pes 'eues eu oi อ ิ บ ต ุ อ เฉ ร แฮ เร 0 JO} pue ysu jo SABap uu e sanonu ร อ ม ย น ุ ร Anba ur jueugseAur jeu 30u prnous ม 0 แร อ บ | ' แ พ ด ว า ธุ ตุ ด ห ุ แต "เบ ต ว ' ร ถี ่ ย ว เต ุ ร เห ผด | 
| je ร อ ม ร ฉุด ห ร เล น น ก xooq eu UO Se แล ด Se "น (' เ 0 ถา สุ อ ร แห ผด Je อ ม ุ ร ย ุ ฒ ห |g3S UO อ แพ ุ อ แอ 9 SI JHU ALL เส ว ร UW (dHHA) smoedsoig อิ น เน อ เน | ถ ร ม yeg e pay seu pue saseys Aynba sy Jo อ ท ร ร | ว ต ผุ ท ต์ e exeu oj Busodod SI paur) ร น เส แร ์ ร OdoaL, | 
| เม อ ว ' ร เม อ ร ง ร์ ธร 02 ผ่ ว อ ง AAA. 'seujsnpul sayo pue J น a พ ล ว "เอ ล] ร '"jewod jo ร 101 ว อ ร อ ง เทา ว ก ณ เ ไร ๒ แน! ssooe sujajsÁs อิ น เอ เน 0 ว pue อ ิ น เน อ อ. เว ร 'Duiusru» 10j suiejsÁs pue sjonpoud | 
| 9101 ว อ ร อ .0 ว อนุ) JO อ .0 ว อ น ุ ] ]V น ุ แห peoJqe pue epul ui ร แน อ แว awas อ ยู | '6 ิ น เน 0! ร ร เพ เพ 0 ว 0j )deouoo wos ร น 0 ท ุ ท |0 ร อ ิ น แ ถ ด น ๒ อนุ jeuejeui อ พุ น น ท 1 epi^oJd 8^ ‘payu ร เพ อ ธา ร ค ์ 8 0. ด่ ว อ เ V | 


ค อ ง เพ เท ๆ ร พ อ ง ร ก ร ๐ 41 อ่ ว ว 1 | 








- sjueuoduuoo pue WaysAs อ ิ น แด น ๒ ธน ุ เธ น อ า ธน น jo | 
! uonejejsui pue Ajddns 'uBisep jo j2edsai u! แน อ ง ร “ร ง ู น อ บ น อ ธิ ๒ น ๒ พ 3 แอ ท ๒ 104 000Z:1006 OSI 


6 ๕ ศา © 





1 ¿> w g 








E 











/ น ๐ ธ อ 1 ธ ว eunjonujseJjur น เ ๆ เธ เม ว Aq pe9wog puemy 4002 eipuj BurBaeur3 ONI เว เว เ 










1432 แ ผง ว 





| re " “° % : à | ก ด ` I "he 
101 ว อ ธร อ . เ ท า ว ท . ุ ร ๒ ม ุ น เ ! SRo spuewap อ ิ น ท ุ อ ธ อ เพ o1d» L š 


E xo S. CONES 








d IL `j 
N24 ง TT 
แง 1 แล 
Ü | i h 
E. ! o8 3 F 
" - . a nd » +- * | 
- 7 a. € c A 

= f t xí wer - Zå X A, - en r i 

- J ^» ere Y as. 4! `, ` 
J 4 zo id ๒ É ง 

` ฉิ A: 

I b dv. 
ud i 


Ns - 
zT 
w. 


d 
^ 
ม 
~ 


RAJKUMAR 


bt money | 


One Fine Trading Day 


With a bit of caution, and loads of gumption, 
day trading can give decent returns— 
but it's not for the faint-hearted. 


TEJEESH N.S. BEHL 


HEY ARE TWO OPPOSITE ENDS OF 
Tx age spectrum, but 24-year- 
old Adarsh Gupta and 60-year-old 
Subhash Manchanda have some- 
thing in common: they get a kick 
out of day trading. Gupta, in fact, 
may qualify as an old hand in the 
stock market game, given his eight 
years experience of dancing with 
both bulls and bears. But what also 
sets this Associate Vice President 
with Copal Partners—a Delhi-based 
KPO—apart is his day-trading strat- 
egy. “I’m a long-term investor as 
well, but for day trades, I choose 
only large-cap stocks," he reveals. 
The reason? *Large caps tend to 
give you larger returns on your in- 
vestment—though they also skin 
you pretty bad on the downslide," 
he admits. 
= It’s a view 
© Manchanda, 

who opted for 
voluntary retire- 
| ment from 
Kodak and tur- 
ned day trader, 
agrees with. 























"Large- and mid-cap stocks usually 
have high liquidity, which, at times, 
is not the case with small caps." 
There is, however, one difference 
between the two day traders—while 
Gupta vehemently advises retail in- 
vestors not to pitch into the high- 
voltage life of day trading, 
Manchanda feels that this depends 
on the risk appetite of the trader. 
But, so far, the good news is that 
both are still playing the game and 
pocketing tidy sums. While Gupta, 
who's cagey about disclosing the 
amount he invests, rakes in a 30-40 
per cent return on a monthly basis, 
Manchanda doesn't do too bad ei- 
ther, raking in around Rs 1.5-2 lakh 
a month. 


High Stakes 


But for the few success stories, there 
are many not-so-lucky ones in day 
trading. As it comes with a higher 
risk quotient than, say, short- or 
long-term investing, one needs to 
constantly monitor price move- 
ments and market behaviour. 
Veteran day traders also add an- 
other caveat—panic is a day trader's 
worst enemy. Panic selling or im- 
pulsive buying without coolly 
analysing the reasons for the stock's 
gain or loss will only add to your 
losses. “As it is, 90 per cent of day 
traders end up losing money. Panic 
selling will only compound the 
problem," says C.J. George, 


e Buy shares at or below opening 











price. If the share price has risen 
too high, wait for correction 
e Always check out buying and 
selling volumes. If buying 
volume increases, price will 
go up and vice versa 
e Check derivatives status. If 
derivatives of a stock as well 
as volumes are rising, go 
ahead and buy it 


e Maintain a strategy of setting 
target price. If your purchase hits 
its target price, book your profits, 
as the target price could turn out 
to be its resistance level from 
which the price can reverse again 


e Maintain stop-loss—when a 
share price falls, always have a 
stop-loss price line to prevent 
huge losses 


e Multiple trades, small profit— 
never hold a single stock too 
long in the hope of huge gains. 
Book profits early and invest in 
other stocks; small profits 
from several stocks mean big 
profits at the end of the day 
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“The smart day traders exit 
from a falling stock early and 
invest in another stock’ 


C.J. George, 


Managing Director, Geojit Financial Services 


Managing Director, Geojit Financial 
Services, who refuses to believe that 
day traders can make money over 
the long term. 

What a day trader needs to keep 
in mind is that he must settle his 
outstanding trades on the same day, 
come what may. The focus, there- 
fore, has to be on speedy decision- 
making. “Day traders need to keep 
in mind four rules while investing: 
never take over-exposures, keep a 
strict stop-loss, don't trade against 
the trend and clearly specify your 
risk-reward ratio," informs Vinay 
Agrawal, Executive Director 
(Equities Broking), Angel Broking, 
adding that a day trader should not 
have more than two or three open 
positions. In addition, a day trader 
needs to keep himself abreast of 
not just stock developments but 
also industry developments, espe- 
cially government announcements 
on a specific sector as they have a 
huge bearing on share prices. 

“The trick to be a successful day 








DEBASIS PALIT 





“Day trading is for short-term 
speculative gains. At best, you 
can indulge in it as a hobby " 


Rohit Sarin, 
Founding Partner, Client Associates 


trader is to put in place a stop-loss 
price and limit your losses," advises 
George. “The smart day traders," he 
continues, *don't keep hanging to a 
falling stock but, instead, exit from 
it early and invest in another." Both 
Gupta and Manchanda admit to 
have suffered losses in day-trading 
outings. But the losses, says 
Manchanda, are notional, and as a 
back-up, he sometimes takes deliv- 
ery of shares and holds them till 
prices move back again to the 
desired level. 

Day trading doesn’t find favour 
with the financial planners, who 
dub it as punting. “Day trading is 
for short-term speculative gains and 
the overall incremental impact it 
has on wealth is minimal. At best, 
you can indulge in it as a hobby, set- 
ting aside a kitty for your day- trade 
investments—keeping in mind that 
your wealth should not get 
impacted,” says Rohit Sarin, Foun- 
ding Partner, Client Associates. “Day 
trading,” he adds, “is active wealth 








@ One does not have to take the 
delivery of shares as trades are 
settled the same day 

e Lower brokerage charges 
compared to delivery trading 

e Short-selling allowed in day 
trading but not in delivery trading 


e While chances of gain increase 
with margin trading, so do the 
risks — 508 

๑ You have to square off all your 
open positions by end of trade 
and the share price may not be 
in your favour 


e If share price falls too low, you 
may be forced to take delivery 
to prevent immediate losses 


management, whereas financial 
planning takes a long-term view." As 
markets plod on rough paths, the 
trends don't favour the day trader— 
it's time to rein in your horses. 


UM 
E 
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The Jewels in the Crown 


PSU stocks are trading at attractive valuations. Now 
Is a good time to buy these shares. risHI JosHi 


ITH GLOBAL AND DOMESTIC 
W equity markets uncertain, inv- 
estors have to rethink their strategies. 
Cherry-picking stocks for their earn- 
ings growth over the next few quar- 
ters and, above all, their attractive 
valuations must gain currency over 
other strategies. So, where can one 
look for undervalued and growth 
stocks? Look no further than psu 
stocks. Though this segment did 
well last year, with banking, power 
and engineering companies prop- 
ping the segment as a whole, it still 
lagged the broad market Sensex (see 
A Tale of Performance). But, that 
Is a thing of the past. 

PSUs have had many good 
years of growth, and have well- 
depreciated assets, which keep their 
manufacturing costs low. The eco- 
nomic expansion in the country 
ensures a robust growth potential. 
But PSU giants are not merely riding 
the economic wave. Many have 
announced huge investments in 
new capacities, are consolidating 
market shares and tapping new 
growth avenues. Analysts believe 
this segment will outperform the 
broader market. And the compa- 
nies that are poised to do well are 
from sectors like telecom, infra- 
structure and capital goods. Agrees 
Ashok Jainani, Head (Research), 
Khandwala Securities: *The market 
will soon wake up to the underly- 
ing growth story and the relative 
cheap valuations of Psu stocks. This 
will result in a re-rating of these 
stocks over the longer term." 


Low and Behold 

Many PSU stocks are trading well 
below the industry averages if P-E 
ratios are considered. Some even 
have attractive dividend yields. Still, 
despite generating higher return on 
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Cream of the PSUS 


Five stocks that merit your investment attention. 





Company P/BV ROCE” 


GAIL 03) »3 2 

1 B 1 xx 
MINN 8 E (08 9 ๑ 
NTPC i 95 de 331 1563 
SAIL E i m 5] 
"Figures for 2006-07 —— 


equities (shareholder returns), these 
companies have not caught the 
attention of the market. Consider 
this: HPCL, BPCL and Bongaigaon 
Refineries are trading close to their 
book values, while telecom stalwart 
MTNL is trading at just 0.67 of its 
2006-07 book value. Says Jainani: 
"The current enterprise valuation 
of these PSU stocks does not take 


into account the replacement cost of 


their assets and returns thereon." 
Analysts feel investors could target 


Remarks 











Ee. Strong order book 
2234 Positive outlook; natural gas 
y. supply expected to double 

nes a. in the next three years 
TE cB Will gain from the rapid 
A m | growth in the telecom market 
ES UM Will benefit from a favourable 
ae Ç regulatory environment 
ET TUM ajor capacity expansion on the cards 


# Figures as on Feb. 20, 2008 Source: Khandwala Securities 


PSU stocks across sectors. Says 
Bhavesh Shah, Head (Research), 
Asit C. Mehta Investment 
Intermediates: “Lack of managerial 
autonomy is responsible for the in- 
different performance of these 
stocks, but there are companies that 
can give investors reasonable re- 
turns over the long term." 


Fertilisers: In order to achieve self-suf- 
ficiency in foodgrain production, 
the government is expected to ra- 


tionalise its fertiliser pricing and sub- 
sidy policy to give a fillip to volumes 
in the sector. Among manufactur- 
ers, Rashtriya Chemicals & Fertilisers 
(RCF), the pioneer in the industry, 
will emerge as a key beneficiary of 
the favourable atmosphere. 


Metals: This sector has many stocks 
that offer potential for growth. SAIL, 
the largest domestic producer of 
steel in India, will gain from the 
strong growth in the economy. The 
company plans to invest Rs 1 lakh 
crore to increase its capacity from 
14 million tonnes to 40 million 
tonnes over the next five years. Says 
Jainani: “For steel companies, there 
is a big market in India as per capita 
consumption in the country is 48 kg 
compared to the global average of 
200 kg.” Another stock that analysts 
recommend is NALCO, a giant in 
non-ferrous metals and a leading 
player in the aluminium industry. It 
owns one of the largest deposits of 
bauxite and also integrated pro- 
duction facilities, making it one of 
the lowest-cost producers of alu- 
minium in the world. Again, the 
outlook for the sector is positive, as 
per capita aluminium consumption 
in the country is 1 kg compared to 
global average of 6 kg. 


Oil & Gas: psu stocks in the oil 


and gas sector corrected signifi- 
cantly and are currently trading at 


Mark to Market 


The PSUs have all the investing arguments in their favour. 
@ Depend on domestic economic growth—insulated 


from a global slowdown 


@ Earnings could grow substantially going forward 
@ PSU stocks are trading at valuations significantly 


below industry averages 


e Many are likely to benefit from favourable — 


government policies 


@ They are dominant players in their industries and 
command significant market shares 





A Tale of Performance 


PSU stocks have lagged the 
broader market Sensex over 
the last two years. 





Feb. 24°06 Oct 3'06 Feb. 23°07 Oct 11'07 Feb, 25 '08 
MBSE PSU Index MBBSE Sensex 


*Relative base — 100 


discounts to fair valuation. Stocks 
such as BPCL, Bongaigaon Refinery, 
GAIL, HPCL and ONGC are available at 
attractive prices. Refining capacity is 
expected to increase by about 50 
per cent over the next three years 
and margins appear sustainable. 
Natural gas supply is expected to 
double over the next three years, 
and companies like GAIL will be ma- 
jor beneficiaries. Crude prices are 
touching new highs, which, if com- 
bined with rationalisation of the 
subsidy burden sharing, will benefit 
ONGC. Says Shah: “Investors must 
seek PSU enterprises that have 
Navratna and mini-Navratna sta- 
tus with managerial autonomy." 
IOC, HPCL, BPCL, GAIL and ONGC all 
have Navratna status. 


Power: The government has iden- 
tified the power generation and dis- 


tribution sector as a thrust sector. So, 
companies like NTPC and Nevveli 
Lignite are set to grow. Already, 
NTPC is the largest power utility in 
India and the sixth-largest thermal 
power generator in the world. 
Neyveli Lignite is another govern- 
ment-owned company that stands to 
gain from the growing opportunity. 
It is a PSU with a good financial 
track record. Analysts reckon these 
stocks will outperform the market. 


Telecom: This sector has a PSU giant 
which analysts consider a dark horse. 
MTNL, which provides fixed-line and 
other basic telecommunications serv- 
ices in Mumbai and Delhi, had ap- 
proximately 3.6 million fixed line 
subscribers and over 3.2 million 
wireless subscribers on December 
31, 2007. The Indian telecom mar- 
ket is the fastest growing in the 
world. Says Jainani: *A large un- 
tapped population with rising aspi- 
rations and rising income levels offers 
a huge growth potential for MTNL.” 
MTNL is also diversifying into devel- 
oping IT parks. It has prime proper- 
ties in Mumbai and Delhi and has an- 
nounced plans to lease infrastruc- 
ture to software, BPO and KPO firms. 
There can be many investing 
strategies. But the simplest and most 
profitable one over the long term is 
to back companies with sound fun- 
damentals. And there are several 
that meet the criteria among PSUs. 
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Smart Cards 





When it comes to paying utility bills, use your credit 
card. It is convenient and rewarding. CLIFFORD ALVARES 


REDIT CARDS ARE NOT NECES- 
(osa handy only in an emer- 
gency, or when you need to make 
ล big-ticket purchase. They also 
easily double-up as your bill-pay 
agent via your laptop. All credit 
cards offer a bill-pay facility if you 
sign up with them. The service is 
free. Banks have been offering the 
bill-pay facility for some time now, 
and many individuals have opted 
for this convenience. Says Parag 
Rao, Executive Vice President, 
HDFC Bank: *We have observed 
that many people are opting for 
the bill-pay service through credit 
cards as it is convenient and enables 
them to avoid the hassles of stand- 
ing in queue." 

It's easy to sign up for the fa- 
cility. Banks have tied up with 
utility companies such as telecom 
service providers, electricity sup- 
pliers, gas suppliers and even 
insurance companies in many cities 
across the country. Under this fa- 
cility, your credit card will get 
debited with your billing amount 
and the utility company will get 
its dues on time. Says Rao: 
"Practically all utility companies 
have signed up for this service. 
The advantage for them is that 
they get their dues upfront." To 
sign up, an individual just has to 
provide the unique customer num- 
ber on the utility bill to the bank, 
and the service will be activated in 
about two months. 


Advantage Credit Card 

If you have big utility bills 
payments to make, there's relief 
and enough comfort in this 
method. Individuals can benefit 
from the free credit period avail- 
able on every credit card, which 
usually ranges from 40 to 55 days, 
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depending on the type of credit 
card and the issuing bank. In effect, 
the free credit period means that 
you can utilise other people’s 
money free of cost. A huge utility 
bill outstanding can also be 
converted into monthly instalments 
and can be paid over a few months 
to a year. However, note here that 
credit card companies will charge 





you interest from your billing due 
date on the outstanding amount. 

Among the more attractive 
features of opting for bill-pay 
through your credit card are the 
reward points you can accumu- 
late and exchange against your 
billings. The billings work much in 
the same way as any normal 
purchase—reward points tot up 
as you spend on your card. The 
reward points are credited as per 
the bank’s policy. These days, 
some banks have sweetened the 
signing up process by offering 
bonus reward points if you pay 
three consecutive bills. And, as 
usual, you can exchange the 
reward points for gifts and 
accessories. 

The only hitch, if there’s one, is 
that individuals will have to clear 
any discrepancy in billing with the 
utility company. After it has been 
corrected by the utility company, 
the amount of discrepancy will be 
adjusted in subsequent bills. But 
before that, individuals will have to 
pay the disputed bill amount in 
full. Individuals must also look for 
any hidden charges for using the 
bill-pay facility, as banks have 
different rules governing their 
credit card services. Here’s another 
note of caution: if you have 
outstanding dues on your credit 
card, it’s best not to sign up for this 
service, as you will be charged 
interest once the bill is debited to 
your card. Besides, don’t roll over 
your outstanding amount. And 
make sure you pay all your bills in 
full once you sign up for bill pay. 
The interest charges will unneces- 
sarily add to your utility costs. For 
all your initial hassles, the service 
does go a long way in making your 
bill payments a breeze. 
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Room for One More 


A new online brokerage is charging 
competitive brokerage rates. 





HOUGH VOLUMES IN THE 
ไอ market have taken ล 
dip recently, it hasn't deterred 
new online stock brokers from 
offering attractive brokerage 
-~ | packages to attract new cus- 
tomers. À recent entrant into the 
=Z os: «| stock brokering business, 

" Canmoney.in, a division of 
Canara Bank, has kick-started operations with bro- 
kerage rates better than the industry. The portal charges 
0.35 per cent for delivery-based trades, compared to the 
industry average of 0.40 per cent. 

But if you are a bigger investor with a higher monthly 
turnover, the portal offers special brokerage packages de- 
pending on the volume of business. The packages charge 
a monthly minimum brokerage fee (see Low-cost 
Brokerage). On a turnover of more than Rs 20 lakh, the 
portal charges a brokerage of 0.20 per cent; this drops 
to 0.16 per cent for turnovers of more than Rs 1 crore. 

Canara Bank is one of the three Psus—$State Bank 
of India and Indian Bank are the other two—to have 
launched an online trading facility which is open to all 
new and existing customers. Old customers, how- 
ever, have to ensure that they are on the core banking 
platform to allow a seamless exchange between its sav- 
ings bank, brokerage and demat accounts. The portal 
offers a portfolio tracker, research reports, a data 
bank of companies and the facility to view online 
digital contract notes. 

Whether Canmoney.in can make its mark in the 
competitive broking space remains to be seen, but the 
management is optimistic. Says T. Sreekanthan, MD, Gilt 
Securities Trading Corporation, the Canara Bank sub- 
sidiary that owns Canmoney.in: *We offer the state-of- 
the-art facilities and competitive brokerage rates. We 
will also capitalise on the PSU status, which stands for 
security and safety." 8 





CLIFFORD ALVARES 


Low-cost Brokerage 
Canmoney.in's packages are competitive. 


Standard Silver Gold Platinum 






- TF 






Tumover(Rslak* = 4 © 
Brokerage charges (Rs)* 29 LM 


Effective rate ^ 


€ CA PS - i ha 
boney co 2 ฉ 90 
Non-delivery (%) 238. | jee) GEA6 


Valid for one month *Monthly ^ For special schemes 
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BALANCED FUNDS | 





The top performers category-wise. 









DIVERSIFIED EQUITY 
] Templeton India Equity Income 


2 Fidelity International Opportunities M00 146 
3 Magnum COMMA 2462 0.65 
4 Tata Dividend Yield 2422 0.61 
4 Templeton India Growth 9227 0.61 





1 Reliance Tax Saver 1661 -2.18 
2 Franklin India Index Tax 4062 -223 
3 Taurus Libra Taxshield 2939 -316 
4 Fidelity Tax Advantage 1658 -3.17 
5 DWS Tax Saving 1526 -390 
1 Franklin Infotech 4110 6.67 
2 Magnum IT 21.39 3.68 
3 UTI Software 20.59 3426 
4 UTI Pharma & Healthcare 21.06 248 
5 JM Healthcare Sector 135 1g 





1 Benchmark Equity & Derivative Opportunities 10.32 0.79 


2 UTI CCP Advantage 1187 050 
3 Principal Child Benefit 80.61 -0.11 
4 Sundaram BNP Paribas Balanced 41.74 -1.32 
5 HDFC Balanced 37.77 -153 
1 a ea 
1 085 Chola MIP 1672 3.51 
2 Birla MIP Il Savings 5 1270 081 
3 MMIP Floater 1151 049 
4 Magnum Income Plus Investment 1407 0.29 
5 BoB MIP 11.99 0.27 
1 Birla Dynamic Bond Retail 1258 0.90 
2 ABN AMRO Flexi Debt Regular 1254 076 
3 ICICI Prudential Long-term 16.87 0.75 
4 ICICI Prudential Flexible Income 14.81 0.75 
5 Kotak Flexi Debt 1254 0.73 
1 Templeton India Ultra Short Bond Retail 1019 0.87 
2 Lotus India Overnight 1034 0.86 
3 Templeton India MMA 1 0.76 
4 UICMF Liquid 1460 073 


4 DSPML Cash Plus Regular 1,029.59 073 


* Absolute returns percentage as on Feb. 26, '08 Source: Valueresearchonline com 
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Obviously, the 21st century needs new leadership to take on the new challenges The areas 
of engagement are not just politics and economy, they extend to culture and development, 
science and technoloqy. The new battlefields extend to areas as diverse as climate change 


and cyberspace. The war on carbon monoxide is as important as the war on terror 


The INDIA TODAY CONCLAVE is a congregation of the finest minds. Out of their deliberations will 


emerge the testament of change 


And a new brand of Leadership For The 21st Century. 


March 13.14 &15, 2008 VENUE : The Taj Palace Hotel, New Dethi, India 
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WILLIAM J. CLINTION-42nd President of the United States 


Bill Clinton was elected in 1992, and again in 1996, President Clinton was the first rh 


Democratic President to be awarded a second term in six decades. The United States saw 


great economic expansion under his leadership. $I 


= 


As a keynote speaker at the INDIA TODAY CONCLAVE, we give you an opportunity to come face 
to face with him for a 30 minute address, via 2-way satellite on March 13, 2008. The former พ 


President will also answer your questions for the next 60 minutes. Sign up for an 


opportunity to talk to him directly. CONCLAUF 
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AL GORE-: ormer Vice President USA eace Laureate, Author & Award Winning Film-Maker 


Al Gore, the 45th Vice President of the United States, is the Co-Winner of the 2007 Nobel rh 


Peace Prizefor “informing the world of the dangers posed by climate change." His critically 


acclaimed documentary, An Inconvenient Truth, won an Oscar at the 79th Annual Academy v | 
4 


Awards. He is Chairman of Emmy award winning Current TV, a cable and satellite television = 
network for young people; and also Chairman of Generation Investment Management, lI 
focused on sustainable investing. He is a Visiting Professor at Middle Tennessee State 

University and chairs the Alliance for Climate Protection, a non-profit organization. 


Hear him speak on: "Leadership For The 21st Century" at the INDIA TODAY CONCLAVE on CONCLAYF 


March 15, 2008 2 Ü 0 8 
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LalKrishna Advani,the Leader ofthe Oppositi 
for the next General Elections, is a formidable 
as the President of the BJP & from 1999 to 200 
Minister in the Atal Bihari Vajpayee governm 

makingthe BJP a party of governance is his 


CONCLAVE he will let us know:" How BJP's | 
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Craig Venter is regarded as one of the leading scientists of 


contributions to genomic research. He is the founder and 


Institute, a non-profit, basic research organization ded 


understanding of the science of qenomics and communicati 


community, the public and policy makers. On March 15, 20( 


he will speak onthe topic: "The DNA of the Future." 
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William J. Clinton Al Gore L.K. Advani 
429 President of Former Vice President USA, Leader of the Opposition 
the United States Nobel Peace Laureate, 

Author & Award Winning Film-Maker 





Digvijay Singh Dr. J. Craig Venter Sadhguru Jaggi Vasudes 
Former Chief Minister Pioneering Genomic Yogi, Mystic & 
of Madhya Pradesh Researcher Spiritual Master 





Wim Elfrink Imran Khan Stephen Attenborough 


Executive Vice President, Former Pakistan Cricketer & Commercial Director, 
CISCO Services & Politician Virgin Galactic 


Chief Globalization Officer, CISCO 
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Arun Shourie Navjot Singh Sidhu Kanimozhi Karunanidhi 
Journalist, Author & Politician Former Indian Cricketer M.P 
& M.P ๕ 





E 





! 





Sachin Pilot Danah Zohar Anand G. Mahindra 
M.P. Thought Leader, Vice Chairman 
Physicist, Philosopher & Author and Managing Director, 


Mahindra & Mahindra Ltd 





Prof. Samir. K. Brahmachari Dr. Shankar Acharya Sanjay Manjrekar 
Secretary, DSIR & Honorary Professor Former Indian Cricketer 
Director General, [ICRIER] & Chairman, 

Council of Scientific & Kotak Mahindra Bank Ltd 


Industrial Research 
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Adil Zainulbhai Javed Akhtar Shekhar Kapur 





M 


r 


t 


Avnish Bajaj 





Mukesh Ambani 





CONCLAVE CO-SPONSOR 
w. 2 


CONCLAVE ASSOCIATE 


เจ and Natural Gas Corporation Lid 


CONCLAVE PARTNERS 


ง 1111|1' “< 


CISCO BSNL 


$$ ICICI Bank m ser oac 


A 
REWRITING THE FUTURE 


HOSPITALITY PARTNER 


WRITING INSTRUMENTS PARTNERS 


7 WATERMAN 


PARKER 4) 


MEDIA PARTNERS 


% HEADLINES 
TODAY 














REGISTRATION *— 


Please complete one form per participant. Registration will be confirmed on ๑ 


Title iMiss Ms JMe) FICE พอ ห ว ว นะ ละ ร ละ ค ร น แน แน น ล ค น แร น ร ง ร ร ธร ร ม เจ ็ ง แล 2 ะ ล ะ : Surname:* 
ง ณั ร 56 ว ไน 
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บ บั ส ศร ล้ ญ ้ รั ณ ณ ล ณ ร ร ค ร ล ร ขน ขม ฐ ฏ ้ ย ช ฒ ชน ข้ ยก ค ร ค ล้ บ cx 
W I) Z xo die ee ee 
ANCIAL ————————— Gn เฉ น น ——————— 
| [ REGISTRATION FEE | 
2 0 0 8 Indian Citizen/Resident International Delegate 
LEADERSHIP INR US$ 
FOR THE 
21° CENTURY Delegate Registration Fee 75,000 1910 
ก เร ใช ไห้ ฟี Special Offer for ICICI Bank Credit Cardholders 50,000 1275 


NEW DELHI, INDIA 











VENUE: 
THE TAJ PALACE HOTEL, 
NEW DELHI, INDIA 1 ICICI Bank 
@ PAYMENTS 
ไบ ห ศศ 6 ๐ 


Payments for registration may be made in any one of the following ways: 


Credit Card: 


mg 


[] VISA. UB 





ห ค บ เศ ค ร ร ร ร ร เร ด -- Mh sass ่ ไช น บ เบน ล ล์ ณะ ณะ ๕ ๓ ๕ 
MAE ÓT GAON innra ส ค อ อ อ 5 ง บ บ บ บ บ บ บ 0 บ 0 ศศ ศศ ศศ — 
Signature of Cardholder: ................................ จ น น น น ไป ง — ————— 


A/C payee cheque: Made in favour of INDIA TODAY CONCLAVE Account Number. 051- 306157-002 & mail to 
Conclave Desk, INDIA TODAY CONCLAVE, INDIA TODAY, 1-A, Hamilton House, Connaught Place, New Delhi-110001. 


Wire transfer to: INDIA TODAY CONCLAVE, Account Number 051- 306157-002, Hongkong and Shanghai Banking 
Corporation Limited, Birla House, Barakhamba Road, New Delhi-110001, India. 


ก ส ม ต น น แน น น น แร น แ อะ แ ลน น น แน นะ น ด นะ อ อ อ น น ร อ แน, ป ส ใ อะ ว ว ย นะ ร น อ ร อ ล่ อะ ล น OIRE TOC TAE 
Remittance for International Delegates: 
c 
Remittance Routed Through Chips HSBC INDIA HSBC INDIA 
Currency Code No Maintains A/c Swift Code 
000-04417-2 with 
U S Dollars HSBC Bank, New York 302755 HSBC. New York HSBCINBB 
001-795020-041 with 
Australian Dollars HSBC, Melbourne L9 | HSBC. Melbourne HSBCINBB 
HSBC Bank, London 35189048 with 
, -05-15 
TRINKAUS UND 
EURO BURKHARDT S SWIFT HSBCINBB 
ADDRESS TUBDDEDD 


Please mail/fax this form to: Conclave Desk, INDIA TODAY CONCLAVE, INDIA TODAY, 1-A, Hamilton House, 
Connaught Place, New Delhi-110001. 
























3984410025 with Trinkaus Und 
Burkhardt s, Dueseldolf 












For any further enquiries, call us at: «91[11] 23731481/23731402, Fax: «91[(11] 23752148, or 
E-mail: conclavedesk@intoday.com 


In the event of cancellation, a reimbursement to the tune of 25% will be made if notified before 28th February. 


No claims will be entertained thereafter. 
For more details, visit | 
www.indiatodayconciave.com Speakers may change without prior notice. 
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Well managed companies create, manage and 
distribute tangible and intangible wealth for all stakeholders 


[his requires world class professionalism. ICSI engages in 


IC eloping professionals specializing in corporate gover- 


UL 


ance with a view to achieving global leadership in this role 
Company Secretaries get training not only in legal, regulatory 
and ethical management of companies, they also are trained in 


leadership, communication and generative skills. ICSI annual 


“ICSI develops Company Secretary 
Professional providing the managerial 
dynamic that transforms a company into a 


well-governed company.” 





national award for excellence in corporate governance puts 
even excellent companies to rigours of expert and high profile 


Jury examination for claiming the award. 





[o walk into global leadership shoes as corporate gov- 
ernance transformer, ICSI took the lead to form Interna- 
tional Federation of Company Secretaries and through it to 
bring its national initiative in setting Secretarial Standard 
into the global arena by creating International Corporate 


Secretarial Standards. 
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HUNTING RIGHT 





building Careers 


In times of surplus career opportunities, here's how to make 
the most of it. SAUMYA BHATTACHARYA AND TEJASWI RATHORE 


py 
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MIT KUMAR (NAME CHANGED), 

the CEO of a consumer 

durables company, recently 
approached a leading executive 
search firm with a dilemma. He 
had spent close to 10 successful 
years in his present organisation, 
but was sitting on a couple of at- 
tractive offers that tempted him to 
leave his cushy job. The compen- 
sation package on offer was attrac- 
tive; so was the role. His predica- 
ment: would he fit into the fast- 
paced, ever-evolving telecom sec- 
tor where the offers were from? 





> "Share information irrespective of whether you want to 
> change your job or not. Confidentiality is a core value with us” 


1 


l เม 
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Or, take the case of Ravi Sharma 
(name changed) who works as a 
functional head in a leading BPO 
company. He wants to quit as he 
feels he is stagnating in his job. “I am 
stuck in the rut. The nature of my 
work profile has also led to health is- 
sues," says Sharma. His quandary: 
how should he go about looking 
for an option? Where should he 
start his search for a job that's not 


Atul Kumar. Partner India, Amrop International 


just regional or national, but global? 

Finding the right job and in 
times of an acute talent crunch, 
opting for the right one can turn out 
to be a Catch-22 situation. When 
employees have multiple job offers 
as consumers, taking a decision be- 
comes tough. That's where the ex- 
ecutive search firms come into the 
picture. These firms play the role of 
matchmakers for the employer and 


For effective search, consider recruiters who cover 


the candidate. Says Gauri 
Padmanabhan, Partner, Heid- 
rick & Struggles: “There is 
tremendous shortage of peo- 
ple at all levels. If you ask a 
CEO what keeps him awake at 
night, the answer will be the re- 
tention of his team." 

The biggest demand and 
supply gap, according to the 
search firms, is at the C-level, 
which comprises functional 
heads and CXOs, and is unlikely 
to be plugged any time soon. 
Then, there's a second level of 
managers who are talented but 
are yet to come up to the level 
of leadership. This second level 
of talented managers is being 
aggressively targeted by the 
search firms. “ไท the next five 
years, we will see a wave of 
these young leaders," says 
Padmanabhan. 

When the opportunity is 
big, what exactly drives these 
search firms to zero in on the right 
candidate? “The answer is right fit,” 
says Atul Kumar, Partner India, 
Amrop International, adding, *and 
for candidates, it's very important to 
identify the requirement, the new 
job challenge and the learnings in 
terms of best practices." 

For the uninitiated, there are 
two types of recruiters and search 
firms—retainer and contingency. 
Retainer recruiters are hired by a 
client company for a specific as- 
signment, typically for 90-120 days, 
and are paid regardless of the results 
of the search. Retainer firms are 
hired by a client company for a 
given job opening, more often to fill 
higher level positions. For these as- 
signments, the search firms assemble 
a short list of candidates. *There- 
fore, if a retainer firm seriously con- 
siders you for a position, you will 
probably be part of a small group of 
candidates," explains Asim Handa, 





Country Manager, Futurestep. 
Contngency recruiters are more 
often used to hire junior and mid- 
level executives and do not usually 
work on an exclusive basis with 
their clients. “Since they are com- 
peting with other recruiters to pro- 
vide candidates for each assignment, 
they tend to work fast and to submit 
to the client company as many can- 
didates as they can. This means vou 
may be one of many candidates for 
a given job," explains Handa. 
Recruiting firms are often gen- 
eralists, covering many different 
management functions (e.g. sales) 
and industries (e.g. textiles). Quite a 
few firms and many individual re- 
cruiters, however, do specialise. 
To make your search as effective 
as possible, consider recruiters who 
cover your function and specialise in 
your industry, says Handa. The 
largest multiple-office search firms 
tend to cover all functions and 


FIND THE PERFECT FIT 


A ready reckoner of the 
dos and don'ts. 


e Clearly spell out your 
goals and needs 


e Think of the search firm as 
a partner 


e Bea good listener. 
Understand that. 
communication is important 

e Ask the right questions about 
the prospective employer 

e Focus on cross-cultural issues, 
these could be landmines 


e Be upfront. For example, if 
you believe relocation is 
going to be an issue, say it. 
Honesty is the best policy 


“If a retainer firm seriously considers you for a position, you will 
probably be part of a small group of candidates” 


Asim Handa, Country Manager. Futurestep 


industries, but will often have prac- 
tice areas for particular areas of ex- 
pertise. Says Deepak Gupta, MD, 
Korn/Ferry, India: “For an individ- 
ual to make the best use of the 
search process, they ought to be 
clear why they are looking to switch 
jobs. Is it a case of ennui or do they 
desire a step change in responsibil- 
ity? Or do they feel a need to 
change industries?” While execu- 
tive search firms say that the core of 
their work is the scientific processes 
they have in place, clearly spelling 
out your own requirement could 
turn out to be the clincher for you. 


The Top Shelf 


Hiring at the level of functional 
heads and CxOs impacts the future of 
the recruiting company and hence, 
the intensity of the decision is very 
high. The first rule: If a search firm 
IS contacting you, it is worthwhile to 
talk to them. “Share information 


— your function and specialise in your industry 
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irrespective of whether you want 
to look out for a job or not. You 
must understand confidentiality is a 
core value with us,” says Kumar. 
“Don’t insist อ ท interacting with 
partners and be transparent with 
the research team,” he adds. 

Padmanabhan points out: “To 
build a career, though, continue to 
have an ongoing dialogue with the 
search firm, once you have zeroed in 
on one.” Search firms build the ca- 
reer, walk you through the path 
and take you to the next step and 
work in advisory positions as well. 
“For every person you call, there are 
two people calling you. There are 
people (Indian diaspora) who call 
you from abroad. Its word of 
mouth, referral or dealing with us in 
another market that makes people 
seek us and thus the process 15 car- 
ried forward,” she points out. 


The New Reality 


For their part, the search firms have 
also evolved keeping in view the 
changing paradigm of the talent 
pool shortage. They network a lot 
more in industry and work towards 
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referrals and references. Reason: 
The Indian market is under the 
spotlight on the global stage due 
to increasingly liberal economic 
policies, sustained political stabil- 
ity and most importantly, the best 
demographics in the world. 

And if you are wondering how 
long it takes to find the right match, 
it can take anything from 60 days to 
six months. The process does not 
happen in one capsule; a plan is 
worked out about what can be done 
over a period of time. Says Kumar: 
“I rarely see searches closing in less 
than 60 days and going beyond six 
months."And while you are at it, it 
pays to be hands on. Most people 
believe that search firms will lead the 
process. They forget to ask the right 
questions and don't even know 
them. "It is very important for an in- 
dividual to know what questions 
to ask. You can get hard facts and 
information but what you are not 
going to get is insight into softer 


"To build a career, continue to have an ongoing dialogue with 
a search firm once you have zeroed เท on 0 ท 6 


Gauri Padmanabhan, Partner, Heidrick & Struggles 
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issues—the value system or the cul- 
tural issues,” says Kumar. The most 
pertinent question will be: “What 
kind of people are successful in “thar 
organisation. For example, if we are 
talking about the culture in an or- 
ganisation, the candidate may wish to 
know and understand this from peo- 
ple within the company,” he says. 
Given the demand in the market 
for top level talent, soft values are 
assuming greater importance. 

The factors that make a candi- 
date attractive is his ability to drive 
results, his people sensitivity and 
understanding of the larger market 
dynamic. For every opportunity to 
work, there are three decision-mak- 
ers—the company, the search firm 
and the candidate himself. 
Ultimately, everyone wants a ‘fit’. 
So, the first step is to be clear about 
your goals. Now, go ahead make 
that call. Headhunters are waiting. 

ADDITIONAL REPORTING BY 
RITWIK MUKHERJEI 
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Wanted: A Few Good Financial Wizards 


Equity research and investment banking are facing talent crunch. MANU KAUSHIK 


NDIA'S FINANCIAL SERVICES SECTOR 
D well be growing at a warp 
speed but financial institutions are 
encountering problems of inade- 
quate manpower and attrition. Over 
the last few months, I-bankers have 
been finding it tough to get good 
talent onboard, partly because for- 
eign players have been ramping up 
their business in the country. Says 
Sushil Muhnot, MD and CEO, IDBI 
Capital: “Manpower issues are dog- 
ging the financial services sector 
due to tremendous growth. More 
players entering the market has led 
to a huge talent crunch in domains 
such as equity research, fund man- 
agers, and investment banking.” 

Another trend which is common 
in the industry is that of interna- 
tional players poaching talent from 
domestic companies. Says Kanw- 
ardeep Singh, Partner, Vito India, 
a recruitment firm that focusses on 
the financial services industry: “Many 
foreign players who have set up 
shop (in India) are wooing employ- 
ees at the domestic firms by offering 
them incentives like ESOPs and profit- 
sharing. Then, there are local players 
who are not only matching the 
salaries with their foreign counter- 
parts but also offering equity stakes 
and providing their employees with 
autonomy and platform to manage a 


search for a job with a Monster 
your side 


Monster has the best employers hiring online... 


by 





IDBI Capital's Muhnot: Need good talent 


larger chunk of their businesses." 
The crunch is more visible at the 
middle-level. Explains Singh: *Since 
2004, both domestic and foreign 
players in private and investment 
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banking space have been expanding 
their operations in a big way. This 
has resulted in a plethora of recruit- 
ment at the junior and senior levels.” 

Another factor that has spurred 
the demand for executives in the 
financial services business, is the in- 
creased participation of retail in- 
vestors in stock markets. Says 
Muhnot: “In the last two years, the 
number of IPOs making their way 
Into the secondary markets has al- 
most doubled. This has significantly 
Increased businesses of most of the 
financial institutions operating in 
this space. Consequently, they need 
more people with good under- 
standing of the markets.” By all ac- 
counts, there are good times ahead 
for financial wizards. 8 


WHO'S HIRING: DSP Merrill Lynch, Kotak Mahindra Group, Lehman 
Brothers, Morgan Stanley Investment Management, BNP Paribas, 
Deutsche Bank, JM Financial Services among others 


WHO'RE THEY HIRING: MBAs from Tier-l, and Tier-Il institutes, BTech 
with MBAs are also preferred, and CAs 


AT WHAT LEVELS: At all levels. Junior (Analyst, Associate analysts), middle with 
three-to-five years of experience (Assistant VP), and senior level 


AT WHAT SALARIES: Rs 4-8 lakh p.a. for junior level; Rs 20-30 lakh p.a. plus 
perks for mid-level; and Rs 60 lakh to Rs 1 crore p.a. plus perks and other 


benefits for senior level 


WHAT ARE THE NUMBERS LIKE: Considering that an average team size of most of 
the above-mentioned institutions is 30-35, there will be a 50-60 per cent 
jump in recruitment across levels in the next one year 


Post your Resume for FREE Today 
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Senior Management Jobs 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 
AADI Resource, AGM/ DGM - Civil, 


Hyderabad, 
4340188 
Candidate will be responsible for 
management reporting and proactive support 
for short term, mid term and long term 
planning, includes handling of civil 
engineering, estimation, tenders, costing & 
MIS reporting for HQ. 


10 - 20 years, Job ID: 


Bioplus Life Sciences Pvt. Ltd., 
Deputy Manager - Quality Assurance, 
Bangalore, 7 - 14 years, Job ID: 
5051352 

Entrant should be B. Pharma, M. Sc (Biology), 
Bio-technology/Bio-Chemistry, having 
knowledge of Total Quality Management, 
contract manufacturing, activities and new 
quality systems implementation. 


Eurobond Industries Pvt. Ltd., Vice 
President - Sales And Marketing, 
Mumbai, 8-10 Years, Job ID: 4811414 
Applicant should have experience in 
Managing Business Alliances, Corporate 
Communication and Public Relations. You 
should be able to create a team of BDM's, 
monitor and assist them in reaching the sales 
targets. 


Firstsource Solutions Limited, DGM - 
Transition/ Migration & Solution 
Design, Bangalore, 7 - 15 Years, Job 
ID: 5052589 

Aspirant should be a post-graduate from a 
reputed institute from any stream. Should 
have 2 —3 years of experience out of which the 
last one year should be with relevant 
experience in an IT enabled services industry. 


HDFC Bank, Head - Relationship 
Banking, Mumbai, 6 - 15 Years, Job 
ID: 5052691 

Head-Relationship Banking would be 
responsible for enhancing engagement of 
High Net Worth customers through joint call. 
Monitoring quality sales and processes in the 
RM portfolio, 


Infrasoft Technologies Limited, 
Recruitment Head, Mumbai, 10 - 15 
Years, Job ID: 5054650 

Responsible for Resource Allocation, 
Resource Tracking, Resource Release, Bench 
Management & Bench forecast to ensure 
optimum supply & utilization of resources at 
organisation level. 


Gati Ltd., Head - Finance, 
Hyderabad, 10 - 15 Years, Job ID: 
5032056 

Candidate will be responsible for handling the 
Finance function independently, laisoning 
with Bankers, Co-ordinating with foreign 
branches for remittance, aware of latest 
financial products etc. 


Kirusa Software Pvt. Ltd., General 
Manager - Support, Bangalore, 8 - 18 
Years, Job ID: 5074123 

Requires Master's degree with 10+ years of 
experience in the following technical areas: 
Linux, Sun Solaris, Windows and Unix 
Operating systems, Java/J2EE platforms, 
SQL and Shell Scripts ete. 


Layam Inc., Plant Head, Jaipur, 
10 - 12 Years, Job ID: 5064710 

Applicant should have good man 
management skills and should be ล 
motivational person. Technically sound in 
Press Components and Quality Systems. (ISO 
and BIS). You must have good knowledge in: 
Administration and Labour Laws. 


Powerwave Technologies, Inc., Managing 
Director, Hyderabad, 8 - 15 Years, Job 
ID: 5066169 

Responsible for overall product development 
efforts within the department that will provide 
significant impact on the company's business 
and technology focus. Applies technical 
expertise, leadership and mentorship to help 
shape the project's focus and direction. 


Radhakrishna Hospitality Services 
Pvt. Ltd., National Head Operations, 
Mumbai, 10 - 15 Years, Job ID: 5058019 
You should be able to ensure implementation 
of standard operating systems and procedures 
for all the facilities under purview. 


Robert Bosch India Limited, Creative 
Director, Coimbatore, 
14 - 20 Years, Job ID: 5044585 

Software Skills required Maya, Adobe 
Photoshop, Adobe After Effects, knowledge 
of Adobe Premier, illusion, Motion-builder 
will be an added advantage. 


Network Appliances, Director, 
Product Management, Bangalore, 
14 - 24 Years, Job ID: 5058935 

Applicant should be Bachelor of Arts or 
Science Degree is required, or equivalent 
experience. Demonstrated ability to have 
completed multiple, extremely complex 
technical projects. 


Techno Soft, General Manager -ý 
Operations, Mumbai, 12 - 16 Years, 
Job ID: 5030887 

The Candidate should be Masters in Business 
Administration (specialized in International 
Business/ Finance), responsible for 
Development & Implementation of solution 
sales plan while maintaining & developing an 

existing Customer base to achieve Sales Goals. 


Tilaknagar Industries Ltd. , G. M. 
Chemicals, Ahmednagar 
(Maharashtra), 15 - 20 Years, Job ID: 
4983917 

Person should have Degree in Chemical 
Engineering with minimum 15 to 20 years of 
experience, preferably Distillery/ Alcohol 
based chemical industry at a senior level. 


CentrumDirect Limited, Vice, 


President - Forex (Sales); 
Ahmedabad, Mumbai, 6 - 10 Years, 
Job ID: 2758652 


Candidate will be responsible to formulate 
Marketing strategies and head a national team 
to achieve Sales Targets. You should have 
proven track record of about 6- 8 yrs in the 
Forex industry. 


WLC College India, Campus 
Director, Bangalore, 10 - 15 Years, Job 
ID: 5031418 

He/ she should have 10 to 15 years of industry 
experience, out of which 5 years should be in 
handling a Branch operation independently. 
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"Read i in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


AADI Resource, MS Sharepoint 
Developer, Bangalore, Hyderabad, 
4-12 Years, Job ID: 4690033 

Aspirant should be able to understand the 
requirements with Liaison with the Onsite- 
Offshore Project Team and with help from 
solution specialist. 


ACS, Inc., UDB DBA, Bangalore, 
2-6 Years, Job ID: 5069481 

Experience should include UDB product 
installations, UDB client and server upgrades 


and database migration, applying FixPaks, 


database backups and recovery, data export 
and import, database creation, performance 
monitoring/ tuning etc. 

' Axis Global Software Pvt. Ltd., Project 
Lead, Bangalore, 7 - 10 Years, Job ID: 
4440039 
Responsibilities include: Understand the 
requirements and prepare the Specifications 
document, which is complete and correct, 
effort estimation & schedule preparation, 
system design. 


Assyst International Pvt. Ltd., Oracle 
DBA, Chennai, 4 - 6 Years, Job ID: 
5073869 

Skills required install, configure and maintain 
Oracle 9i and 10g software Unix platform with 
3 - 5 years relevant experience as a DBA in 
Oracle. BE/ B. Tech/ MCA candidates 
required. 


“Capgemini, Sr. Security Admin 
Professionals, Hyderabad, Pune, 
4-8Years, Job ID: 5074390 

Person would be responsible to develop and 
implement Information Security Controls. 
Manage and monitor Security devices, 
Compliance and risk Management. 


Compare Infobase Ltd., Sr. Graphic 
Designer, Delhi, 3 - 5 Years, Job ID: 
5068419 

You will be responsible for Design & creation 
of HIGH QUALITY Websites, web site 
maintenance and other Internet related 
graphic designing activities. 


Cybage Software Pvt. Ltd., SQL- DBA 
or Developer, Pune, 2-7 Years, Job ID: 
5075382 

Responsible to design and implement client 
and server components of client server and 
web-based applications, creation and 
maintenance of unit tests with product 
management, develop ‘user stories’. 
Genpact, Oracle DBA - Consultant/ 
Lead Consultant, Gurgaon, 3 - 7 Years, 
Job ID: 5074689 

The Oracle DBA (DBA) role is to support 
24x7 Mission critical Production Databases. 
Duties to include performing datubase 
maintenance, technical support, installation 
and upgrades of Oracle. 


IBS Software Services Pvt. Ltd., 
System Architect, Kochi, 
Tiruvananthapuram, 6 - 15 Years, Job 
ID: 3580797 

Aspirant will be responsible for Firewall & 
IDS Implementation, Management, VPN 
Implementation, Management, VoIP 
Implementation, Management, Operating 
System patching & vulnerability analysis and 
Implementing High availability systems. 


Icreon Communications, Web 
Designer (HTML, css), Noida, 2 - 7 
Years, Job ID: 4366844 

Person should have 3+ years experience in 
Photoshop, dream weaver, Flash, html, 
JavaScript, action scripting. You should 
working with Slicing, Mocks, Web Forms, 
PSDS, AJAX for website front-end. 


Infotech Global (India) Limited, 
Project Manager (Java/J2EE), 
Bangalore, 8 - 15 Years, Job ID: 
5008895 

Responsible for gathering requirement, 
analysis, design and development, quality 
assurance and implementation, working for 
offshore development Bangalore. 


Iris Software Pvt. Ltd., .Net 
Professionals/ Sr. Developers, Delhi, 
4-8 Years, Job ID: 5075984 

Skills required .Net 3.5, Visual Studio 2008, 
C# web programmer with experience in CSS, 
WCE, [script/ JavaScript, AJAX, ASP.Net. 


SIEMENS, PCMM/ CMMI 
consultant, Bangalore, 5-7 Years, Job 
ID: 4996694 

Entrant should have 5 - 7 years total 
experience and 2-3 years experience in 
implementing PCMM L5/ CMMI L5. Should 
have been part of atleast | PCMM initiative. 


Symantec Corporation, Sr. Solution 
Specialist - Storage Domain, 
Mumbai, 8 - 10 Years, Job ID: 4906554 
Candidate will be responsible to perform pre- 
engagement planning, solution installation 
and testing on medium to large-sized 
Symantec solution engagements. 


Tanla Solutions Limited, DOTNET - 
Team Leader, Hyderabad, 5 - 10 Years, 
Job ID: 5073177 

Skills required defining the overall 
Architecture in High level design and Low 
level design, Microsoft DNA/COM/COM+, 
XML technologies such as XSLT, XPath and 
schemas Web Infrastructure - NT, IIS 
techniques and tools to improve quality, time 
or cost of delivery. 

Verizon Data Services India Pvt. Ltd., 
Analyst - C++, RDBMS, Chennai, 2 - 4 
Years, Job ID: 4992426 

Responsible for developing technical design 
specification and identifying technical 
solutions for Network and National 
Operations Solutions programs. 

Virtusa (India) Pvt. Limited, Software 
Engineer - Java/J2EE, Chennai, 2 - 3 
Years, Job ID: 5073655 

Responsibilities include willing to do analysis / 
quality coding, prepare quality design 
documents, build subject matter expertise and 
take ownership of issues raised in that area. 


Xora Software Systems Pvt. Ltd., Web 
Bangalore, 2 - 3 Years, Job 

ID: 4512009 

You will be responsible for Web User 

Interface Design and developing complete 

prototypes for the Web Applications. Be 

responsible for achieving usability goals and 


perform usability testing. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


UFLEX Limited, EM/AGM - 
Business Development, Delhi, Noida, 
12-15 Years, Job ID: 5062135 
Responsible for Real Estate Research 
Deriving trends out of the data and 
supporting consulting and other departments 
analysis of market-data to unearth trends and 
other relevant information. 


CMS Computers Limited, Centre 
Manager, Lucknow, 2 - 6 Years, Job 
ID: 5072292 

Responsible for closing all Action Requests 
raised during the IQAs within the agreed time 
frame, effective batch scheduling, centre 
management & overall business planning & 
implementation. 


Comart Lithographers Ltd., Business 
Development Manager, Bangalore, 2 - 
5 Years, Job ID: 4319999 

You must have 2 to 5 yrs experience 1 ท Pre 
Press and Printing/ Advertising Agency with 
good communication & presentation skills. 
Initiate and explore new business 
opportunities for the company in Pre-Press/ 
Outdoor printing business. 


Enso Technologies Ltd., Sales 
Engineer, Kolkata, 2-3 Years, Job ID: 
5064040 

Ideal candidate should have experience in 
selling security/ surveillance solutions, 
engineering products to Industrial/ 
Commercial markets at a regional level, would 
be responsible to grow business for the region 
assigned. 


Flamingo Pharmaceuticals Ltd., 
Zonal Sales Manager, Allahabad, 
Bareilly, 10 - 20 Years, Job ID: 45312890 
The candidate must be B. Sc, B. Pharma with 
hard-core sales & marketing experience in 
pharmaceutical company. 


Hurix Systems, Business Analyst, 
Mumbai, 4-7 Years, Job ID: 5075200 

You should be able to assist the Business 
Development team in devising effective and 
efficient strategies to achieve company targets, 


Fullerton India Credit Co. Ltd., 
Business Unit Manager, Bhopal, 
2-5 Years, Job ID: 5076481 
Responsibilities include Manages 
Relationship officers to acquire customers, 
Train and build credit worthy portfolio, Train 
ROs to create healthy pipe line, Help ROs 
build community network etc. 


ICICI Lombard General Insurance 
Co. Ltd., Unit Sales Manager, 
Bangalore,1-3Years, Job ID: 5061274 
Responsible for generating business through 
assigned channels such as: bank partners, 
channels, agency teams, direct teams, 
motivation of sales channels for growth in 
business generation, execute sales 
promotional activities. 


Krishidhan Seeds, Zonal Coordinator 
- Institutional Sales, Delhi, Kolkata, 8 
- 12 Years, Job ID: 5037761 

Candidate should be B. Sc - Agri with 8 to 12 
yrs exp. in the field of institutional sales in agri 
input industry. You must have excellent 
communication skills and interpersonal skills. 


Larsen & Toubro Ltd., Executive/ Sr. 
Executive - Marketing, Chennai, 

2-4 Years, Job ID: 5062796 

Responsible for creating content for Website, 
Blog and Newsletters, Design Ads, Direct 
Mailers, Corporate Brochures and Product 
Catalogues, Assist in development of 
Corporate Identity etc. 


Lotte India Corporation Ltd., 
Manager - Institutional Sales, 
Chennai, 5-10 Years, Job ID: 5068438 
Required Degree with specializing in 
marketing, responsible for conducting Market 
Study & Research with current scenario in 
confectionary & gums and to identify trends 
& taste related to it. 


Otis Elevator Company (India) Ltd., 
Business Development Engineer, 
Pune, 1-6 Years, Job ID: 5052770 
Responsibilities include Making business 
presentation to customers, Act as single point 
contact for customers, Preparing offer 
documents and price negotiations, sales 
Finalization, Execution of CRM initiatives. 


Pidilite Industries Ltd., ASM - 
Projects, Mumbai, Pune, 2 - 9 Years, 
Job ID: 4816837 

Candidates will be responsible for new 
business development, achieving sales target 
in designated area, customer relationship 
management, visiting projects, architects and 
developing the business of construction 
chemical range of products. 


Procentris India Pvt. Ltd., Business 
Development Executive, Mumbai, 
3-10 Years, Job ID: 4458085 

Applicant should have basic knowledge of 
Operating Systems like Windows, LINUX, 
UNIX etc. as well as knowledge of Patch 
Management or Security Updates. 


SAS Institute (India) Pvt. Ltd.,' 
National Sales Manager, Mumbai, 
10 - 15 Years, Job ID: 4772864 

Aspirant should have Bachelor degree in 
Finance, Commerce or Business or MBA or 
equivalent relevant business experience. 
Having at least 10 to 12 years of overall 
experience. 


TATA Interactive Systems, Sales & 
Marketing, Mumbai, 5 - 8 Years, Job 
ID: 4859827 

Required dynamic professionals with 
experience in setting up new business 
initiatives and product development. 
Incumbent would have to build and manage 
Simulation programs as per the Client 
specifications. 


Welspun Group, GM - Marketing, 
Mumbai, 4 -12 Years, Job ID: 3021430 
The candidate should be BE & MBA with 12- 
15 years experience. You will be responsible 
for an independent market/ region in an 
engineering/ heavy fabrication/ metal 
working industry. 


Xansa [India] Ltd., Internal 
Communications - AM/Sr. Executive, 
Delhi, Noida, 4 - 6 Years, Job ID: 
5061298 

Require Mass Comm. graduate with minimum 
4 years prior experience in Internal 


communication and employee engagement 
role with an MNC. 


To know how to apply for these jobs, go to finance jobs listing page. 
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td 
Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


3I Infotech Ltd., Executive - Taxation, 
Mumbai, 2 - 5 Years, Job ID: 5036922 
Responsible for direct tax compliance of 
subsidiaries viz. TDS payment, e-TDS return, 
FBT payment, issuing TDS certificates, etc., 
Preparation & reviewing quarterly deferred & 
current tax provisions of subsidiaries. 


Aneja Associates, Internal Audit, 
Mumbai, 0 - 5 Years, Job ID: 4965016 
Applicant should be CA, CIA, CISA, MBA and 
ICWA, responsible for conduct of operational 
and management audits in manufacturing, 
capital market, insurance, construction, etc. 
industries. 


Dell, Credit Analysis Team Manager, 
' Bangalore, 5 - 8 Years, Job ID: 5073256 
Responsible to manage a Team of high 
performing Analysts in the Risk Management 
domain of Credit. Effectively run the business 
on a Day to Day basis while integrating to the 
Global objectives of the Credit and Finance 
Org across sites. 


Dicitex Décor Exports, Assistant 
Accounts Executive, Mumbai, 3 - 4 
Years, Job ID: 5035061 

You will be responsible for Management 
Accounting, Financial Accounting and 
Taxation, ensures compliance with various 
statutes and legislatives in all sectors like 
Income tax, Sales tax & Service tax. 


Earnest John & Company, Manager 
Finance, Mumbai, 10 - 15 Years, Job ID: 
5077697 

We are looking for a Qualified CA/ MBA- 
Finance/ CFA with 10 to 15 years of 
experience in Mobilizing Funds, Preparation 
of Business Plans, Financial Models & 
Feasibility Reports, Internal & External 
Presentations Sectoral Research 


Jobseekers - To apply for above jobs 





|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
J. Click the "Go" button 






Elico Limited, Finance Manager, 
Hyderabad, 5 - 7 Years, Job ID: 
4804941 


You should have ability to handle 
independently day-to-day accounting matters, 
to handle with different Govt. authorities 
pertaining to Taxation, other related issues. 


IDEB Projects (P) Ltd., Senior 
Manager Taxation, Bangalore, 7 - 9 
Years, Job ID: 4871636 

Require Comm. Graduates/Inter CA/ 
ICWA/MBA (Finance) with 7-9 years of 
Taxation (Direct & In direct) experience in a 
large & reputed construction/manufacturing 
organization. 


Leighton Delhi, Finance & 
Administration Manager, 
Chandigarh, 8 - 10 Years, Job ID: 
4682045 

Person should be able to perform the full 
spectrum of financial and management 
accounting functions, with focus on internal 
control and financial analvsis. 


Moser Baer India Limited, Officer/ 
Sr. Officer- Audit, Noida, 1 - 4 Years, 
Job ID: 5069027 

You will be responsible to carry out the audits, 
carry out the internal controls validation, 
coordinate physical verification of stock at 
each quarter end and to facilitate the internal 
audit by external internal auditors. 


New Horizons India Ltd., Assistant 
Manager - Finance, Bangalore, 3 - 6 
Years, Job ID: 5057343 

Applicant should have strong finance and 
management accounting knowledge, having 
hands on experience in managing accounting, 
financial planning and analysis, costing 
functions of a medium size organization. 


or 


Now Search jobs on mobile, SMS jobs «keyword» to 53030 


Search for a job with Monster 


by your side 


Okaya Infocom, Asst. Manager - 
Finance, Bangalore, 2 - 6 Years, Job 
ID: 5054943 

Person should have hands on experience in 
managing accounting, financial planning and 
analysis, costing functions of a medium size 
organization, having sound understanding of 
variance analysis, cost, revenuc, income walks. 


Sodexho Pass Services (India) Pvt. 
Ltd., Internal Auditors, Mumbai, 
2-5Years, Job ID: 4638208 

Person would be responsible to participate in 
Internal Audits to examine financial and 
operational controls of all India activities, 
Prepare Internal Audit reports and present 
main audit findings to Senior Management. 


Tata Teleservices Limited, Assistant 
Manager - Finance, Karnal, 4 - 7 
Years, Job ID: 5077423 

Responsibilities include IUC billing & 
Collection, Channel Accounting, Distributors 
Reconciliation, IUC operator reconciliation, 
Follow up for IUC collection etc. 


Vcare call centers India (P) Ltd., 
Accounts Executive (M), Delhi, 
Noida, 3-5 Years, Job ID: 5077171 

He should be responsible for handling petty 
cash, Bank reconciliation, vendors Payment, 
TDS, General vouching, pay roll and day to 
day activities. 


Wings Pharmaceuticals Pvt. Ltd., 
Manager Accounts, Delhi, 15 - 18 
Years, Job ID: 5069298 

Require Commerce graduate in the age group 
of 35 plus years . Incumbent must have at 
least 15 years of experience in Factory & 
Corporate Accounts, Excise, VAT, TDS, 
Service Tax, Income Tax, Fringe Benefit Tax 


(FBT) etc. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales(Qmonsterindia.com 





Visit: mobile.monsterindia.com 
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ictivity: The departure lounge at the new international airport 


Ready for Take-off 





Bangalore is set to get its world class airport. But the roads 
don't measure up yet, discovers RAHUL SACHITANAND 


Bangalore, 1.30 p.m. 


"AM TWO KILOMETRES FROM THI 
Rs 2,500-crore Bangalore 
International Airport (BIAL) and 
๒ congratulating myself for an 
almost uninterrupted 30-km drive 
from the city, when I suddenly run 
out of road. To get to the new air- 
port of India’s 11 capital, | should 
be able to fly over an existing rail- 
way line and drive straight into 
the spanking new facility. But trav- 
ellers like me would hit a road- 
block for the first few months in 
the shape of roads that resemble 
the surface of the moon for a kilo- 
metre of stretch (and potentially get 
delayed at a railway crossing) as 
they wait for an adjacent and 
much-delayed ‘trumpet’ flyover to 
be finally completed. 
The city administration, too, 1s 
making a last-minute scramble to 
provide unhindered access to the 
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Everything under control: Staff carry out a mock check-in to test the systems 
(top); and one of the nine aero bridges at BIAL 
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THE ONLY “CONSUMER SUPERBRAND” 
x AMONGST CEMENT BRANDS 





Being the largest cement company doesn't prevent us from paving newer paths and setting higher benchmarks 
It's the same passion that has transformed us from being a brand of quality cement to a company that helps you build 
And the prestigious panel at Superbrands India Council and an independent market research by A.C. Nielsen appreciates 


this unique endeavor of ours. 


We are ACC cement, the only cement brand conferred with the coveted “Consumer Superbrand” status. 


HANMER/M-K3 


www.acclimited.com 


Build with confidence 





bt reporter's diary 


airport with a series of underpasses, 
but this project has got massively de- 
layed. While each unit is expected to 
be assembled in three days, using 
pre-fabricated pieces to hasten the 
process, workers run into unexp- 
ected hurdles with old sewer and 
water lines, which are severed during 
the digging and construction stages. 
As a result, the first underpass has 
taken over a month to get completed 
and a chastened city corporation 
has announced that the second one 
will take 45 days to complete. 
Despite this, the drive from the 
northern fringes of the city has 
taken just 35 minutes (and around 
an hour from the city centre). From 
afar, the terminal building looks 
space age compared to the patch- 
work facilities that travellers will 
use for over a month more. Work is 
on non-stop for the last few weeks, 
as BIAL executives work literally 
24/7 to meet the March 30 dead- 
line, when the first commercial 
flight is expected to take off. On the 
ground, Albert Bruner, the Swiss 
CEO of BIAL, leads the effort to get 
the airport ready for the D-day. 


DEEPAK G. PAWAR 





Ready for passengers: The check-in counters 
(top); and a drill in progress to check the stairs 








The last mile: A road not yet surfaced 


While support functions such as 11 
and training of airport staff are 
nearly complete, a lot more evi- 
dently needs to be done on the 
ground. “We are happy with a few 
aspects, but we have a lot to do,” 
Bruner says, as we begin a short 
trip from the project office to the 
terminal building. Part of the prob- 
lem for Bruner and his team is the 
rapid expansion of the project; ini- 
tially the project cost was pegged at 
Rs 1,412 crore; then escalated to 
Rs 1,930 crore before finally reach- 
ing the current estimate of over 
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Rs 2.500 crore. “We are not behind 
schedule,” says Bruner vehemently, 
“the EPC (engineering, procurement 
and contract) work alone increased 
by 70 per cent." He admits there are 
several operational areas scrambling 
to meet the deadline. 

From outside the terminal, the 
project site itself looks like one mas- 
sive construction zone; there is mud, 
cement and stones in all directions, 
and, lorries and earth-moving 
equipment are working overtime. 
According to BIAL officials, around 
6,000 people were working on the 
project site during peak construction 
and the airport today has 450 staff 
working on its rolls. *We want to be 
ready to make a seamless transition 
from the existing airport to this 
new facility," says Bruner. 

Inside the terminal building, op- 
erational training is already under- 
way, as mock flight announcements 
are being made on the loudspeaker 
and 'passengers' line up to check 
into the flight. Despite obviously 
being a practice run, there is little 
frivolity in the exercise. From the 
time taken to check in passengers, to 





All spic and span: The use of skylights makes optimum use of natural light 


how quickly used luggage trolleys 
are moved and checked-in baggage 
is transported, everything is carefully 
monitored. According to BIAL's COO 
Marcel Hungerbuehler, the airport 
is expected to handle around 30 
flights per hour during peak hours 
and will have a total of 54 check-in 
counters (including 18 self-service 
counters) to speed up the entire 
process, with Wi-Fi connectivity 
enabling airlines to have mobile 
check-in units too. 

The frenetic pace of work at 
the BIAL site means that CEO Bruner 
has been at work early in the 
morning and like most colleagues, 
forgone many weekends to meet 
the stiff deadline. Despite his best 
efforts, there has been strong op- 
position to the location of this fa- 
cility, with most travellers having to 
drive for an hour or more to reach 
this airport. During peak hours, 
those driving from areas such as 
Electronics City, home to the likes 
of Infosys, can expect a two-hour 
ride to the airport. *There is no 
question of keeping the existing 
airport open; we have an agree- 
ment with the government for 
this," Bruner says. While some crit- 
ics argue that several other cities 
such as London and New York 
have two or more airports, Bruner 
quickly points out that they re- 
ceive 100 million or more passen- 
gers, compared to around 11 mil- 
lion for Bangalore. To try and 
soften the blow, Bruner says the 
User Development Fee will be 
halved for the first two months of 
operation (Rs 240 for domestic 
and Rs 520 for international pas- 
sengers) as the airport operations 
kick into high gear. 

While there will be parking 
space for 2,000 cars, BiAL has also 
enlisted 900 taxis and plans to 
have both air-conditioned and reg- 
ular bus services at the airport. As 
we walk down one of the nine aer- 
obridges and on to the four-km- 
long concrete runway, Bruner tells 








Tank up: Indian Oil is one of the two companies given the fuelling rights 


us that away from the airport itself, 
the dozen concessionaires selected 
to provide support services to this 
airport will alone invest Rs 1,000 
crore in their infrastructure. Aside 
from the dispute over the airport, 
the selection of these agencies ig- 
nites its own protests, with cab 
operators at the existing HAL 





| 


Albert Bruner, CEO, BIAL 
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Airport threatening to take legal 
action against BIAL. “We had an 
international tender for all our 
services and for our cab services, 
we made GPS and GPRS services 
mandatory and they failed to meet 
that requirement,” he explains. 
Meanwhile, on the tarmac itself, 
four new-age fire engines line up, 
sirens wailing to undertake a full- 
scale demonstration of their capa- 
bilities, with these imported vehi- 
cles able to douse flames with over 
7,000 litres of water or foam per 
minute and race up to a speed of 
120 kmph to reach emergency sit- 
uations quickly. 

For his part, Bruner is already 
looking beyond the existing fa- 
cility. “This will only last us for a 
short span of time and we're al- 
ready working on phase II,” he 
says as we head out of the termi- 
nal, ^we will invest more than we 
did in the first tranche to keep 
pace with the expected 30-35 per 
cent increase in traffic." 8 
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Salesman as Strategist 


Don't just make a sale, but win a customer forever, 
says a guru of CEOs. R. SRIDHARAN 


WHAT THE ET ME BEGIN THIS REVIEW WITH A LITTLE STORY 
CUSTOMER WANTS [ย my own. There's this publishing company 
YOU TO KNOW that has been having problems with the only 
Ram Charan colour printer it has. The printer has decided to stop 
Portfolio-Penguin working and the company that makes it has sent a 
Pp: 192 battery of engineers to fix the machine but to no 
Price: Rs 295 avail. First, the engineers couldn't figure out what 


was wrong with the printer, and when they finally 
did, the part that was sent for replacement wasn't 
compatible with the printer. Meanwhile, the publi- 
cation continued to work without a colour printer. 
When last checked, the printer manufacturer had 
finally sent in a stand-by printer, but was yet to fix 
the original machine. The moral of the long, and 
seemingly inconsequential, story? Despite all the 
talk about customer delight and hyper competi- 
tion, marketers still take their customers for granted. 

To this, Ram Charan, one of America's best- 
known management gurus, brings another di- 

mension: Selling as practised hitherto is passé; 

what customers want is not just the best technology, the best price and 
the best after sales service, but also improved business performance as 
a consequence of the purchase. One might think that would be true 
largely of business-to-business selling, but Charan, a former Boston 
University professor who turned a consultant more than 30 years ago, 
says that's true of retail selling as well. At the core of Charan's propo- 
sition is what he calls *value creation selling", which does not end 
once the sale is made. The value creating salesman, in fact, needs to be 
a strategist—the customer's, that is. “No longer do you measure your own 
success first. Instead, you measure success by how well your customers 
are doing with your help," writes Charan, whose curious lifestyle (he's 
single, didn't have a home of his own until recently, and is forever on 
the road) and guru-like reputation among top American CEOs prompted 
Fortune to profile him (over eight pages) last year. 

But, how is a mere salesman supposed to become a customer strategist? 
First, writes Charan, whose consulting fee is said to be upwards of 
$20,000 (Rs 8 lakh) a day, *devote large amounts of time and energy— 
much more than you do today—to learning about your customers’ busi- 
nesses in great detail". Then, use a multi-function team to make the sale 
and to carry the relationship forward. Finally, among a few other things, 
the management must switch to a new reward system where everyone in 
the multi-function sales team gets rewarded proportionately. 

Charan's book is reflective of the man; it makes important points sim- 
ply, and there are no heavy-duty graphs or tables. Instead, there are 
Charan's hand-drawn diagrams. As the 68-year-old Charan, who grew up 
in a village in UP before going to Harvard Business School for his MBA, 
warns readers, making the switch from transactional selling to value 
creation selling isn't easy. But it's a switch every company must make. 
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THROUGH THE LABYRINTH 
Alice H. Eagly & Linda L. Carli 


Harvard Business School Press 
Pp: 308 
Price: $29.95 (Rs 1,200) 


NE OF THE MOST IMPORTANT 

phenomena in the corporate 
world of the '90s and thereafter is 
the rise of women leaders, not 
just in the US but also in India. 
Indra Nooyi, Naina Lal Kidwai, 
Chanda Kochhar, Renu Karnad, 
Vinita Bali are some women who 
have risen to positions of power 
within large corporations. But why 
aren't there more women leaders 
like them? Traditionally, an invis- 
ible glass ceiling has been blamed 
for stymieing their rise to the top. 
But Alice Eagly and Linda Carli, 
professors of psychology at 
Northwestern University and 
Wellesley College, respectively, 
argue that what cuts short a 
woman executive's rise up the 
totem pole is not so much a glass 
ceiling as a labyrinth. As the au- 
thors explain, “with progress to- 
ward equal opportunity, the bar- 
riers that women now encounter 
no longer take the form of an ex- 
clusionary wall or a rigid ceiling," 
but take the shape of factors such 
as prejudices and maternal re- 
sponsibilities. To women who 
want to navigate such a labyrinth 
successfully, the authors make 
two general suggestions: One, is 
that “women should demonstrate 
that they are both agentic and 
communal, and (two), they Should 
create social capital". Through 
the Labyrinth is easily the best 
work yet on the obstacles women 
leaders face at the workplace. 
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BOOK FLIGHTS ON YOUR MOBILE 
ONLY WITH YATRA.COM 


AND ENJOY CASH-BACK UP TO RS. 1000 


Simply SMS YATRA to 52622. Download the Yatra.com mobile application. And follow 
the instructions to book air tickets on your GPRS enabled mobile phone. You can 
also log on to wap.yatra.com on your phone browser. Flying was never this easy! 





Leo Burnett D/Yatra.com-1111505 


9; atra.com 


smarter way to travel 
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IBNKhabar.com 


Make your 
Sundays Impactiul 


A of news, issues, technology, sports, children, reality, 
lifestyle, entertainment and much more. 
Sundays now packed with news you can use for the entire family. 


Zindagi LIVE 


| | 
(SUNDAY- 10:00 AM & 8:00 PM) E. H 


A unique talk show that explores ! 

modern day issues through multiple ° แ แ ร ่ เง ” ด 

real life case studies of ordinary P | | 0 ñ XE. 
people, bringing forth their personal | ` ) | r. 


struggle and triumph 


¢ 
Top Drive IBN7 Junior 


(SUNDAY. 12:30 PM) 1 "fi )/P? í RIVE (SUNDAY. | |:30 AM) 


A must-watch for all auto enthusiasts, Wm A first of its kind news bulletin for the 
this show focuses on everything from -— : ; kids, by the kids, that features news, 
latest automobiles to expert I A events and everything from across the 
opinions and also customized buying พ ไร เณ ฑ์ world that the Next-Gen youngsters 


tips for every budget and much more ESI 13 ae e ; need to know 


SEDE 


Tech Mantra 


E 
>] [ GH (SUNDAY- 1:30 PM) 
Explore the world of high-end 
gadgets & amazing tech accessories 
man ra with astonishing designs. The world 
of future gadgets are now on your 


finger tips 


Sunday Shopping 
(SUNDAY- 2:30 PM) 


An extensive shopping guide for 
viewers that showcases the 
remarkable product ranges of 
different brands, their features, 
utilities and comparisons along with 
new exciting offers 
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empowers ever 
nation to voice 
show features 
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CITIZEN JOURNALIST 
TU wai Tats Wa โจ ง ร 


Hot Seat 
SUNDAY- 7:30 PM) 


4osted by Ashutosh/Rajdeep Sardesai 
ot Seat is an intense one-on-one 
nterview show with a famous 


personality 
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Bawandar is a special series on the 
epic cases in the jurisdiction of 
independent India that shook and 


in || n changed the entire legal system: of 


the country 
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Sunday Ka E 
SUNDAY- l 1:30 PM) 
MA weekly entertainment show that 


will focus on top events and 
-ontroversies of the tinsel town. 
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THE SHAPE 
OF FUTURE 
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The entry of new players is changing the rules of the game for construction 
industry workers. KUSHAN MITRA, RITWIK MUKHERJEE AND E. KUMAR SHARMA 





OM YOUNG IS A BRITISH EX- 
pat who-has supervised and 
managed construction proj- 

ects all over the world, from the 
sandy plains of Arabia to the cold 
climes of Northern Europe, yet the 
dust of Gurgaon gets to him like no 
other place. But, Young, Head of 
Residential Construction, DLF Laing 
O'Rourke (DLOR), a joint venture 
between real estate major DLF and 
British construction firm Laing 
O' Rourke, dismisses the dust as 
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minor annoyance as his company 
changes the face of Indian infra- 
structure construction. Not by 
bringing revolutionary ideas into 
construction, even though DLOR is 
using some unique methods, but 
more so by the way the company 
treats its labourers. 

Not only do the labourers at 
the construction site wear hard hats, 
construction shoes (thick soles with 
a steel tip to protect the toes) and 
high-visibility jackets, but the com- 
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Shape of Future 


pany also gives them safety training, 
subsidised food and most impor- 
tantly provides them housing. 
About a couple of kilometres 
away from the construction site 
for DLF's luxury *Magnolia' apart- 
ments, in a gated site, row after 
row of buildings providing housing 
for construction labourers are situ- 
ated. The facilities include proper 
sanitation, cooking areas as well. 
Workers can stay in groups of be- 
tween six and 10 in small rooms, 
around 100 square feet each. “We 
try to make sure only six people oc- 
cupy a room, but sometimes people 
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Camp care: Créches, subsidised food and housing is provided; Young at this site 


from the same village want to stay 
together,” Young says. 

The campsite, which also has 
around 50-odd workers’ families 
staying (women do not work at 
DLOR construction sites), has a small 
créche-cum-playschool for chil- 
dren under five. The toilets are 
shared but are kept clean as are 
the drains by a housekeeping 
agency. There is also a playfield 
and every alternate week there are 
movie shows. 

Even though the housing for 
these construction workers is free, 
there are strict rules as the “Camp 
Boss’ Gajan Singh Yadav explains. 
“We do not allow people to cook in 
their rooms, or have alcohol inside 
the camp. We search all labourers 
for alcohol every day and if our 
guards at the gate think the labour- 
ers are drunk, we don’t let them 
in until they sober up,” says Yadav. 

DLOR is now building a school 
and a canteen for the labourers. 
“There is no separation in terms of 
‘class’ at the camp, skilled and un- 
skilled labourers stay together, but 
we would want them to gain qual- 
ifications and education. In Laing 
O’Rourke, we have enough exam- 
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The workers here 
are provided with a 
plethora of 
insurance policies 
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ples of construction workers mak- 
ing it to management. We can do 
the same here,” Young says. 

The story is no different at 
DuPont's Rs 100-crore Knowledge 
Centre, located in a 15-acre leased 
land facility at the ICICI Knowledge 
Park in Hyderabad. *We intend to 
bring about a change in the culture 
and mindset of those involved in 
construction," says Homi Bhedwar, 
director of the centre. For this, he 
says, the company works very closely 
with its contractors (in this case with 


Indu Projects). 

At the campsite, Indu Projects 
ensures some basics like availabil- 
ity of water, especially, drinking 
water, proper sanitation facilities 
like periodic pesticide treatment. 
Doctors visit the campsite at least 
once a week. For the preliminary 
schooling for children of construc- 
tion labourers, Indu Projects has 
tied up with Dr Reddy's Founda- 
tion. Beginning soon, the facilities 
will include a protein-rich diet for 
the children. One unexpected but 
welcome outcome of the initiatives 
has been the reduction in cases of al- 
coholism among the workers thanks 
to the evening movie shows at some 
of the Indu Projects’ sites. 

And other than whatever is 
provided by the contractors, 
DuPont puts safety first. For in- 
stance, it demands one safety stew- 
ard for every 50 workers, a weekly 
safety audit with the contractor, 
regular safety (committee) meet- 
ings, a tool box meeting (a meeting 
held before start of work and de- 
tailing things to be done). 

In Kolkata, the UK-based REM 
Asset Management, which manages 
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real estate assets valued at over 
$6.8 billion (Rs 27,200 crore) glob- 
ally, has teamed up with Eden 
Realty Ventures owned by NRI 
Indrajit De, to build at least two 
projects with a capital outlay of 
Rs 465 crore around Kolkata. 
Here's what $00-odd workers (the 
numbers are slated to go up to 
1,000 shortly and eventually to 
4,000-plus by the end of the year) 
are getting over and above their 
remuneration: Contractors' All 
Risk Insurance Policy (which is in 
the joint name of the developer 
and contractor), Workers' 
Compensation Insurance Policy, 
Third Party Insurance Policy. 
Says De, Chairman of Eden 
Realty Ventures: “We take the issue 
of construction workers' safety, se- 
curity and compensation very se- 
riously. We always use state-of-the- 
art technology, most modern cranes 
and other equipment. Helmets, hard 
hats and special boots are a must 
and supervisors make sure that scaf- 
folding is done properly," adds De. 
Of course, DLOR, DuPont-Indu 
Projects and REIT-Eden Realty are 
not doing this for philanthropic 
reasons. DLOR's Young explains that 
the company has similar policies 
for employees across the world. 
"Cost is not a major issue, trust me 
it costs less for DLF (which provides 
the land for the site) to run the 
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camp than they will make from 
one of these apartments", Young 
states. DLF has already pre-sold all 
600-odd apartments in the com- 
plex, which overlook the DLF golf 
course, starting at Rs 4.5 crore 
each. This is not an isolated case 
for DLOR. At each of its 26 con- 
struction sites across the country, 
labourers are provided housing, 
food and training. And with 
14,000 labourers currently work- 
ing on those projects that is no 
small feat. 

“We today spend on an aver- 
age around Rs 1,500 to Rs 1,600 
per labourer per month towards 
better safety, accommodation, ed- 
ucation to children, health and other 
amenities like water," says Jacob 
Nixon, head, Urban Infrastructure, 
Indu Projects. *Our goal is zero (in- 
juries)," says Bhedwar. And the 
company has pretty well managed 
being near that with almost no ma- 
jor incident at all so far. 

The DuPont Knowledge Centre 
in India achieved a safety milestone 
of delivering two million safe man- 
hours of construction mid-February 
this year. The team incorporated 
DuPont safety standards with local 
standards and educated more than 
1,300 contractors who are part of 
the project. Says Bhedwar: “Our 
next target is three million safe 
man-hours of construction, hope- 
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fully by the end of the project that 
is by April-May." The project is 
expected to get ready for occupa- 
tion by May 31, 2008, and by 
then, the total cost is expected to 
be Rs 200 crore. Bhedwar feels 
the orientation and training, which 
are aimed at bringing about a 
change in mindset, could be things 
that go beyond the project and stay 
longer with the construction work- 
ers even in their future projects. 
Young contends that in a volatile 


โห ก ร ห Onsite movie shows have helped reduce alcoholism among workers 





Safety first: DuPont has achieved 
two million safe man-hours 





labour market, practices like this 
help retain labour and keep the 
workforce motivated and happy. 
“Yes, things are not yet perfect, 
there is still a long way to go with 
worker training and getting people to 
understand the merits of safety. But 
we have made a start and | believe 
that because of what we are doing, 
other companies will have to start 
offering these facilities to their 
labourers also." 8 


bt printed circuit 


A Remote That Controls All Devices 


But a very big negative of this wonder device from Logitech is its prohibitive price tag. 


HERE ARE 
some prod- 
ucts that 
somehow make 
Immense sense, 
but just don't be- 
cause they are 
ridiculously ex- 
pensive. Logitech, 
the Swiss periph- 
erals company, 
makes some great 
devices, and we 
contend that the 
Air Mouse is the 
way of the future. 
So, what do they 
have for us now? 
The Logitech Harmony 
1000 universal remote is such a 
product. Logitech has been mak- 
ing some really nice products of 
late, and this remote, with a 3.5 
inch touch screen and very simple 
controls, operates virtually every 
device known to man—Logitech's li- 
brary includes 175,000 devices, in- 
cluding the Tata Sky set-top box 
and the XBox360. 
Painful bits include the fact that 
setting up the remote takes eons, 


Qtrax 


TRAX, AVAILABLE FROM WWW.QTR- 

ax.com, is the first ad-supported 
music download service with the full 
support of the large music labels. The 
software comes with a built-in web- 
browser, and offers you the opportu- 
nity to download music over a peer-to- 
peer (P2P) network legally. So, is it 
any good? Well, not quite. Registering 
from India is well-nigh impossible 
and even if you could, negotiating 
the adverts is quite a challenge. 

We figure it is still easier to down- 





especially since it needs one to find 
the exact model number of your 
device. Not an easy task considering 
electronics manufacturers put their 
model numbers in the wildest and 
most-difficult-to-access places. 
But once you do set it up, you 
can really live without any other 
remote, you can even control your 
air-conditioner. 

So the device has a painfully 
long set-up time, but its biggest 


This ad-supported music download service has all 
the large labels, but registering on it is a problem. 


load music through the BitTorrent 
network, albeit illegally (but we do 
not condone the illegal downloading of 
intellectual property). And while you 
can find most popular artistes on the 
service, we still think there are quite 
a few bugs to iron out. We do like 
services like www.rcrdlbl.com, which 
we wrote about a few months ago, 
because that is a great place to find 
new Indie acts. What is surprising, 
though, is that nobody has thought of 
a well-designed website for India 


problem is not that. 
That award will go to 
the price tag ol 
Rs 27,995. Fair eno 
ugh, It 1S wonderful 
and frees you up from 
the mayhem ot grey 
and black remotes that 
litter your rooms. And 
unlike other universal 
remotes, there are 
only eight hard but- 
tons, not the maze 
that you usually get. 
But that price tag 
kills the Harmony 
1000. Somehow it just 
seems way too expen- 
sive, as it is essentially a toy. Also, 
it isn't an easy device to set up. 
For this kind of money, the set-up 
process has to be easier; it should 
not take more than five minutes. 
But then it can find almost every re- 
mote-controlled gadget ever made, 
you can actually even control your 
window blinds through this if it 
was remote controlled. 
We like it, but we won't buy it 
until prices drop. A lot! 


KUSHAN MITRA 





from where people can download 
music, movies or TV serials, an Indian 
iTunes store. 
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Powerful,Flashy But Pricey 


The new Endeavour is great for highway cruising, not for negotiating city roads. KUSHAN MITRA 


HE FIRST TIME BT DROVE THE 

Ford Endeavour four years 

ago, we headlined the article, 
For a Few Horses More. That was 
the perennial problem with the 
Endeavour. It was very big but felt 
like it was powered by a food 
blender. And while its low-end 
torque meant that the 4x4 version 
could deal with most of whatever 
you threw at it off the road, on the 
road, the extremely narrow power 
band meant you really had to mash 
the gears to get moving. 

The Ford Endeavour weighed as 
much as two regular cars but had a 
puny 2.5 litre engine, which would 
have been barely enough for one 
car, let alone two. So, the 
Endeavour Thunder+, the third 
iteration of the suv should be 
slightly better because it has a mod- 
erately bigger 3-litre engine. 

Wrong. This new Endeavour is 
not "slightly better" to drive, it is a 
lot better. The power does not 
come in little teaspoons; it rather 
comes through a straw. What we 
mean is that the Thunder- has 
more power. Fair enough, you still 
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FORD ENDEAVOUR 
IHUNDER+ 

Engine: 2953cc, 4-cylinder 
Common Rail Diesel 

Power: 156PS @ 3500rpm 
Torque: 280Nm @ 2800rpm 
Mileage (city): 10.5 km/litre 


Price (as tested): Rs 17.32 lakh 
(ex-showroom Delhi) 


need to work the gears and shifting 
gears, while not requiring a super- 
human effort, can get very tire- 
some. 5o, this SUV is not a city ve- 
hicle. Then again, this vehicle is 
longer than some light commercial 
vehicles and is not something you 
would want for narrow alleys. This 
is a highway cruiser. 

However, the last row can, as 
always, be folded up very easily. 
And the vehicle continues to re- 
main one of the best cars to own if 
you like your dogs large. Somehow, 
the beige interiors seem to gel per- 
fectly with a golden Labrador. In 
fact, the car reminds ห อ น of a 
Labrador, playful, though with a 
habit of lazing around. 

The Thunder does get more 





done than any previous version of 
the car. In fact, this is the car that the 
Endeavour should alw avs have been. 
In a world of petrol-powered SUVS, 
this diesel bruiser is also economical. 
It looks the part and it has four- 
wheel drive. This is a “look at me, | 
have a huge car" sort of suv, very 
chunky, lots of plastic cladding and 
acres of chrome. This is not under- 
stated at all. 

But as a city car, it is too big and 
cumbersome. Seriously, if you want 
ล car that can carry a lot of people 
and your dogs, is comfortable and 
easy to drive and though less 
showy, you can get a Toyota Innova 
for quite a bit less than the Rs 17.3 
lakh that the Ford Endeavour 
Thunder- costs in Delhi. m 
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One From the History Books 


HERE ARE SOME EXERCISES THAT YOU HARDLY SEE ANYONE DO IN GYMS 
| any more. With the proliferation of high-tech equipment, where you 
even have machines to assist you to do chin-ups and dips, pure free- 
hand exercises seem to be out of fashion. Why, my gym even has a machine 
to help you do abdominal crunches, which, according to me, are best done 
on the floor with the most high-tech equipment being a lowly exercise mat! 
Many once-popular exercises even run the risk of becoming extinct in 
the face of the onslaught by machines and other new-fangled gizmos. This 
column has earlier mentioned the pull-over, an exercise that you hardly 
see anyone doing in gyms any more. Yet, it probably is one of the best ex- 
ercises for the upper body—one that not only shapes and strengthens the 
latissimus dorsi (lat muscles that run down the sides of the torso and the 
pectorals (chest muscles) but also shoulders, triceps and even the wrists. 
[n the early days of body-building, the pull-over, done either with a bar- 
bell or a dumb-bell, was a basic exercise that people swore by as they did 
by the squat, the push-up and the chin-up (unassisted version, of course). 
Today, it is rare to see someone doing pull- 
overs at the gym. 

Yet, there is much to be said about a 
compound exercise like pull-overs. For one, 
it is a compound exercise that engages sev- 
eral muscles as | mentioned. Second, it elim- 
inates the use of the biceps, which have to be 
engaged in most other exercises that are 
focussed on the back muscles. In many back 
exercises, the biceps dissipate a large part of 
the energy and effort during the movement. 
In the pull-over, since the biceps are not 
deployed, it makes the lats as well as the pec- 
torals work harder. Third, if you are doing 
a lower body-cum-upper body combo work- 
out session, the pull-over mixes very well 
with squats for your thighs. 

Here's how the classic barbell pull-over 
should be done: Lie with your back per- 
pendicular across a bench and hold a barbell from behind and hold it over 
the chest; keep your elbows bent at 90 degrees. Now lower the bar over 
the head until the upper arms are parallel to the torso (your hips should not 
rise up during this movement). Now return to the starting position. 
That's one repetition. You should do 8-10 for a set. Avoid using very heavy 
weights in the beginning in order to get the right form. As you get com- 
fortable with the movement, increase the weights. You could adapt the ba- 
sic pull-over movement as well: for instance, if you keep your elbows only 
slightly bent, rather than at 90 degrees, the triceps get some collateral ben- 
efits. And, of course, you could use a single dumb-bell instead of the bar- 
bell, if that suits you better. 

MUSCLES MANI 


write to musclesmani@intoday.com and read the Treadmill blog 
at www.businesstoday. in 

Caveat: The physical exercises described in Treadmili are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 





GOOD POSTURE FOR 


A HEALTHY YOU 


OST OF US WORK AT A DESK OR ON 

a computer, and it's very easy to 
slip into poor sitting habits. Make 
sure you follow proper techniques 
for sitting, standing and driving. 
Benefits: Many of us have a variety 
of bad postural habits. Examples 
include shoe heels of more than 
two inches, carrying a heavy bag 
over one's shoulder, cradling the 
phone between your shoulder and 
ear, and not sitting all the way back 
in a chair for proper support. Says 
Dr Manish Dhawan, Consultant, Sir 
Ganga Ram Hospital, New Delhi: "A 
good posture can contribute to in- 
creased energy and stamina, better 
breathing, proper blood circulation, 
and improved overall health. It re- 





duces stress, fatigue and general 


aches and pains in overstressed 
joints and overused muscles." 
Sitting: Sit with your shoulders back 
and backbone upright. Your legs 
should be at a 90 degree angle to 
your thighs. Says Dr Harshvardhan 
Hegde, Consultant, Artemis Health 
Institute, Gurgaon: "Keep your neck, 
back, and heels in alignment. Avoid 
the urge to slouch at your desk, and 
do not sit in the same position for 
more than 30 minutes at a time." A 
small, rolled-up towel or a lumbar roll 
can help maintain the normal curves 
of your back. 


Standing: Says Dr Dhawan: "Keep 
most of your weight on the balls of 
the feet and not on the heels or toes. 
Your arms should hang naturally." 


Driving: Says Dr Hegde: "Sit with 
seat should be at a proper distance 
from the pedals and steering wheel." 
The headrest should support the 
middle of the head to keep it upright. 
Tilt the headrest forward to make 
sure that the head-to-headrest dis- 
tance is not more than four inches. 


Precaution: |f back pain lasts for 
more than three days, visit an 
orthopaedic specialist. 

MANU KAUSHIK 
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believe it or not. 


YOU WILL FIND DIAMONDS 


in the latest issue of 


MONEY TODAY. 


Just pick up the latest issue of Money Today, answer a few 
simple questions and enter the get rich with Diamond contest. 
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GET RICH WITH fg%. 


2 600 OTHER FORTNIGHTLY PRIZES - DIAMOND PENDANTS 








Sudden Moves 


[T WAS LESS THAN THREE YEARS AGO THAT RANGANATH 
'RANGU' SALGAME, 46, then the newly-appointed 
India head of networking giant Cisco, shot into 
the limelight for attracting over $1-billion investment 
to expand its local operations. Salgame then moved 
to the much smaller Tejas Networks, an optical 
networking company. But barely four months after 
he came aboard (and announced ambitious plans to 
take Tejas from $100 million to $1 billion in rev- 
enues), 
heart and has decided to ship out. Differences be- 
tween Salgame and Sanjay Nayak, the founder of 
Tejas Networks, over a potential listing, may have 
been the key reason for his abrupt departure. 
Salgame had told BT that “India is expected to be the 
third-largest telecom infrastructure spender and 
Tejas is ideally positioned to tap this opportunity.” 
He clearly won't be around to reap this windfall. 
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Salgame appears to have had a change of 
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Full of Beans 


HE IS THE COFFEE KING OF KARNATAKA BUT REMAINS 
mostly an enigma. When Café Coffee Day (CCD) 
Chairman V.G. SIDDHARTHA, 48, first opened a café 
on Bangalore’s upscale Brigade Road in 1996, cof- 
fee was very much a traditional brew, confined 
mostly to Tamil Nadu and Old Mysore homes. 
The years that followed saw coffee turn trendy. 
CCD has now expanded its footprint in India with 
close to 500 outlets. Siddhartha's Amalgamated 
Bean Coffee (ABC) Trading Company, which owns 
the Coffee Day chain, plans to raise $250 million 
from private equity as part of a restructuring of his 
group companies. The decision comes within months 
of Café Coffee Day raising close to $75 million 
from Deutsche Bank and Darby Investments. The 
reticent master brewer surely means business. 
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Global Operator 


HE WAS A PSU MAVEN WHO HAS RISEN TO PHENOMENAI 
heights in the private sector. British aerospace and 
defence major BAE Systems has named RAVI UPPAL, 
54, as a non-executive director of the company. 
Uppal's appointment, according to BAE Systems 
chairman Dick Olver, will broaden the experience 
and knowledge within the board as the company 
expands its global footprint. The irr Delhi and 11M 
Ahmedabad alumnus began his career at BHEL, but 
sought challenges away from a government set-up 
after a five-year stint. He joined Asea Ltd, and 
stayed on as Asea and Brown Boveri merged to be- 
come ABB. After a 16-year stint with ABB, Uppal 
joined Volvo India, but only to return to ABB India 
a few years later. Probe him on his feats and the way 
forward, and Uppal says: “I don't think so much of 
the road I have covered as of the journev ahead, 
since there is still so much to be done." 





Clean Crusader 


FIFTY-THREE-YEAR-OLD SERIAL ENTREPRENEUR AND 
venture capitalist VINOD KHOSLA is best known for 
founding Sun Microsystems and for being an early 
investor in technology giants Compaq, AOL, Amazon 
and, of course, Google. Khosla has now switched his 
attention to clean technologies. Little surprise then 
he has also been tapped to chair the India Advisory 
Board for Cleantech, a forum with over 8,000 in- 
vestors, and 3,500 professional services organisations, 
and affiliate members with over $3 trillion (Rs 120 
lakh crore) in assets under management. “India’s 
rapid economic development and nascent manu- 
facturing sector, combined with environmental and 
technological factors, have px ysitioned the country to 
become a clean technology hub of innovation,” 
says an optimistic Khosla. 
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INSTITUTION: Matrix Laboratories 





A. PRABHAKAR RAO 


Change Reaction 


T'S BEEN MORE THAN A YEAR-AND-A-HALF SINCE PRASAD NIMMAGADDA TOOK THE BACK SEAT 
at Matrix Laboratories after he sold his 12.1 per cent stake in the Hyderabad-based phar- 
maceutical company to Mylan Laboratories. One of his big deals while he was still in 
charge of Matrix in 2005 was the $264-million (Rs 1,157 crore then) acquisition of Belgium- 
based Docpharma. Back then, it was touted as the largest global M&A play by an Indian 
pharma company, and one that would propel a little-known Matrix into the big league. 

A little less than three years on, Matrix’s American owners, following the acquisition , 
of Merck KGaA’s generics business last year, may be putting Docpharma on the block. 
Would things have been different had Prasad still been in the driver's seat? Unlikely, says 
Prasad, who has been a hard-driving entrepreneur. It was he who picked up a sick Rs 45- 
crore company and turned it around in just four years. These days, Prasad is putting his 
Rs 500-crore pay-off from the stake sale to good use. He's spending time on philanthropy, 
entrepreneurship and spurring new businesses. “I am half capitalist and half socialist,” he 
says with good reason. He has set aside Rs 200 crore for Nimmagadda Foundation. Of 
the remaining Rs 300-odd crore, he has given away a portion to his family and kept the 
rest as his own capital, which he invests in profit-making enterprises and uses the returns 
for philanthropic activities and for the work of the foundation. 

Prasad, a cricket buff, today devotes 25 per cent of his time on philanthropy. Last year, 
his foundation donated Rs 1 crore to the L.V. Prasad Eye Institute for its children's eye 
care initiative in and around Vizag under its mission to eradicate blindness among children 
by 2020. It is also working with CARE Hospital in Hyderabad for extending financial sup- 
port to life-saving heart surgeries among children. After a superb first innings at Matrix, 
Prasad looks set to play an equally satisfying second innings. 8 

E. KUMAR SHARMA y 
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Model | Screen Size| MRP 
KLV-52X350A | 52 (132 cm) | 399,900 
KLV-46X350A | 46 (117 cm) | 249,900 
KLV-40X350A | 40 (102 cm) | 179,900 
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10-bit Panel 


Available in 40 (102 cm) and above 
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Smooth Shade 
of Colours 

10-bit LCD panel 
reproduces finer 
and smoother 


shade of colours | 
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WARRANTY 


Insist on your Sony India Warranty Card. 


Make sure it’s a Sony. 


| Screen Size | 
KLV-46W300A | 46 (117 cm) | 
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From The Editor 


HEN HINDUSTAN UNILEVER LIMITED (HUL) 

announced the appointment of Nitin Paranjpe 

as the FMCG giant’s new CEO, I wasn’t very sur- 
prised, Way back in the mid-1990s, the company’s then 
chief of corporate communications Irfan Khan had 
pointed Paranjpe (then an upcoming young manager in 
his early thirties) out to me and whispered: “Watch that 
man; he’s a future Lever chief.” Indeed, from his very 
early days, Paranjpe was a “lister” at Lever. “Listers” at 
Lever were individuals who are identified early in 
their careers as people who have the potential to 
make it to the top echelons of the company’s man- 
agement, some of them even to the topmost slot in the 
company. Paranjpe has always been one of those super 
achievers at Lever and, as one of his colleagues recently 
told me, has all along been a “lister” at Lever. Come 
April 1 and Paranjpe, CEO, 44, will move into the 
corner room at HUL. And he'll certainly have new 
challenges to tackle. 

It's not as if the recent past has been bad at HUL. In 
fact, it is quite the opposite: profitability has improved 
over the past couple of years and, 
in many of the product categories 
that the foods, home and per- 
sonal care marketer operates, it 
has been able to regain lost mar- 
ket shares. Yet, there is still dis- 
tances to cover before the com- 
pany can regain its former pre- 
mier position, both in terms of 
market shares as well as prof- 
itability. Executive Editor Brian 
Carvalho met Paranjpe and other senior managers at 
the FMCG giant for our cover story on where HUL will 
head next with a new man at the helm. 

Will Finance Minister P. Chidambaram's an- 
nouncement of a Rs 60,000-crore waiver on loans ben- 
efit farmers in India's most suicide-prone districts in 
Maharashtra and Andhra Pradesh? Special 
Correspondent T.V. Mahalingam travelled to Vidarbha 
(where 34 farmer suicides were reported in the 10 days 
after the Budget was announced), and Assistant Editor 
E. Kumar Sharma to Maqdoompuram in Andhra 
Pradesh, to find the disturbing answer. Their report 
appears on page 86. Food prices have been rising across 
the world and in India too they have been inching up- 
wards. Our 10-page special report, by Associate Editors 
Shamni Pande and Shalini S. Dagar, on food prices ex- 
amines whether India is vulnerable to food price shocks. 

We also caught up recently with Coca-Cola's world- 
wide Chairman & cro, Neville Isdell, who sat down 
with Business Today for an extensive interview on 
how he led a turnaround at the iconic corporation 
and what he sees as its future (page 112). 
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c» Makeover at HUL 








Business success and an organisational revamp 
have dovetailed in style at Hindustan Unilever, 
the undisputed leader in FMCG products in 
India, to bring it back in the reckoning among 
various stakeholders, including 4,000 stockists, 
800 suppliers and 400,000 investors. Says 
CEO Nitin Paranjpe: "In 2008, we have to 
further grow ahead of the market, the bottom 
line needs to grow faster than the topline, 

and margins have to expand further." 
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the beverage of choice for 
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entrepreneurs is riding 
this trend to fame and 
fortune. 
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the country. 


156 Printed Circuit 
157 Treadmill 


EVENT 


158 Toasting Corporate Excellence 
BT honours the winners of the BT-E&Y study 
on India's Best Managed Companies. 
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13th Business Today-Honda Pro-Am of 
Champions 2008. 
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Starring eBay's Ambareesh Murty, Reliance 
Power's J.P. Chalasani, Datacom Solutions' 
Ravi Sharma, Indiabulls’ Sameer Gehlaut, 
Infosys' N.R. Narayana Murthy and Gd 
SpiceJet's Siddhanta Sharma Narayana Murthy 
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166 Ajay G. Piramal, Chairman, Piramal Group. 
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What About the PSUs? 

KUDOS FOR INDIA’S BEST MANAGED 
Companies (BT, March 23, 2008). 
The vision, virtues and values of 
these companies who have made it 
to the top of your BT-Ernst & Young 
study are truly admirable and worth 
emulating. It would have been good 
to see the PsUs also included. For 
example, a comparison of ICICI Bank, 
which is looking to have a global 
footprint, with sBi, which has 10,000 
branches in India alone, would have 











Clarity on CSR Needed 
THE ARTICLE ON ANJI REDDY (BT, 
March 23, 2008) is commendable. 
But [ want to know whether there 
are any checks and balances while 
giving away wealth, or is it an ex- 
erise based on caste, language, con- 
tacts and connections. I am part of 
a school (as a fund raiser) in 
Chennai that is fighting for sur- 
vival. We are located in the slum de- 
velopment area and we need bricks 
(50,000 of them). None of the IT, 
telecom and auto companies we 
approached for help has bothered to 
revert. | am somehow led to be- 
lieve that in such matters, it is a 
question of knowing the right peo- 
ple or, at least, having access to the 
right people. CSR makes for a great 
headline. But when it comes to the 
nitty-gritty, very rarely is help ex- 
tended where it is needed the most. 
I feel our big organisations have a 
long way to go on CSR and that 
they should create a transparent 
system for giving money to charity. 
GANESH NARAYANAN , through e-mail 


Banking on M&A 

IT IS GOING TO BE A LITMUS TEST FOR 
HDFC Bank Chairman Deepak 
Parekh and MD Aditya Puri to make 
the merger with Centurion Bank 
of Punjab a success (Merging to 
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made an interesting study. 


JACOB SAHAYAM, through e-mail 





Grow, BT, March 23, 2008). It will 
take HDFC Bank a while to leverage 
the branch network of Centurion 
Bank and to improve its financial 
performance. There is a strong be- 
lief though that the premium at- 
tached to HDFC Bank may not be 
justified after a merger with a 
weaker bank and that the merger 
will affect the performance param- 
eters of the merged entity because of 
the relatively poor financials of 
Centurion Bank. If the merger is a 
success, then it will be another 
feather in the cap of HDFC Bank. 
BAL GOVIND, through e-mail 


Not by Loan Waiver Alone 
LOAN WAIVER ALONE WILL NOT HELP 
farmers. The government needs to 
come out with income-generating 
schemes to boost productivity 
(Between the Devil and the Deep 
Sea, BT, March 23, 2008). Also, will 
the loan waiver reach the 
deserved? Ultimately, the govern- 
ment will be judged by the imple- 
mentation of the scheme. The in- 
flation monster has raised its head 
again. The economy needs a booster 
dose of interest rate cuts, or, at 
least, lowering of the cash reserve 
ratio. RBI should do so immediately 
as it will boost investment. 

K. PILLAI, through e-mail 


Aggrieved Author 

YOUR REVIEW OF THE MAN WHO ALSO 
Made Steel distorts facts. By dubbing 
the biography as authorised, it's ob- 
viously implied that the work has 
been commissioned and paid for. A 
man of Russi Mody's stature does- 
n't need to do so. On the contrary, 
he was averse to the very idea of any 
book, and at 90, with his failing 
memory, it was an awesome task to 
authenticate details. Scores of peo- 
ple have been quoted in the book. 
How could Russi possibly have been 
the only source? Of course, it's aw- 
fully tedious to dig out facts and 
figures from the archives so 
painstakingly and then crosscheck 
them 10 times over. That's the win- 
ning wicket of the book—factual 
accuracy. Unlike a journal with 
ephemeral shelf-life, a book can- 
not afford to take such liberties, 
for tomes are for posterity. 

JYOTI SABHARWAL, Editorial Director & 
Publisher, Stellar, through e-mail 


Editor’s note: For those who missed 
the review, it appeared on page 
191 of issue dated March 9, 2008; 
it can also be found online at 
www.businesstoday.in 
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| ^ When the world seemed too large, we dared. 
When the world said you can't, we didn't care. 


We towered when they said ' ท ๐ 1 too high’. 





| Kissing the clouds, we touched the sky. 
We're soaring above the world today. 
Flying high above the rest. 


Proving once more to the world, 





India is by far the best. 


Congratulations Team India. Our story is much like yours. 


Quite like your resilience and recent string of victories in Australia, our ever expanding global network has established our 
| presence worldwide and our exceptional service has won hearts everywhere. Much like you, we are proud to take India higher 
and higher every day. Together, let's keep it soaring. 
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flight tickets to Singapore for board meeting: Rs. 40,000 fasea 


hotel reservation and chauffeured car: Rs. 35,000 Masema 


someone to take care of it all: priceless 
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Book your tickets at Yatra.com and get exclusive — — 
discounts on all domestic and international flights 
and hotels. Also get access to dedicated travel 
planners, priority reservations and customized 
vacation packages. 










Success always comes with its perks. A comfortable 
life, no matter where you are, is just one of them. | 


Other MasterCard Titanium Specials: 


Exclusive access and discounts at 15 premier golf courses." 
Call the MasterCard Golf Concierge at 011- 46015757. 


Exclusive access to MasterCard airport lounges. 


9, yatra 


To book, log on to www.mastercard.yatra.com or call 0124-3040790 
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SHEKHAR GHOSH 


The Flip Side of Globalisation 


EVER BEFORE, PROBABLY, HAS THE SENSEX MOVED AS 
IN sid as it has in the past three months. During 
this short period, the bellwether index of the Indian 
stock market has shed more than 30 per cent off its 
January 10 peak of 21,206.77 (on March 17, it closed 
at 14,809.50). Besides that drop, which happens to be 
the second-biggest after Turkey during a phase when 
global stock markets have been in turmoil, it has been 
the intra-day yo-yoing of the Sensex that has been 
most perplexing. On an average, during the past three 
months, the swings between the day's highs and lows 
have been around 3.24 per cent—compared to just 1.8 
per cent during 2007. 

What is the matter with the Indian stock market? 
Well, the easy part is that since the beginning of the 
year, foreign institutional investors (Fils) have been sell- 
ing more Indian stocks than they have been buying. 
Till March 13, these investors recorded a negative flow 
of over $3 billion (Rs 13,065 crore). Why? Does it 
mean that the India story, with its 8-9 per cent 
growth, strong corporate earnings and other positive 
fundamentals, is turning gloomy? We may be tempted 
to say yes, but that would be wrong. To be sure, the 
manufacturing sector recorded a mere 5.3 per cent 
growth in January 2008 and official estimates of GDP 
growth are around 8.8 per cent, a little below 9.4 per 
cent for 2006-07. Inflation, currently at around 5.1 per 
cent, has also been worrisome of late. Yet, these can- 
not be the trigger for Indian stock prices to plummet 
the way they have. 

Instead, the reasons are to be found outside of 
India, the us, to be precise. With the Us economy 
now quite clearly heading towards a recession and the 





Rising prices: Another reason for Indian consumers to worry 
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Tremors in the US: They have spooked Fils 


mayhem in the Us credit market after the subprime cri- 
sis, Fl flows into the Indian market, two-thirds of 
which come from the us, have been hit badly. Other 
trends, like skyrocketing oil and commodity prices, 
have also strengthened the bearishness on the bourses. 
For the moment, even the slightest rise of the Sensex 
is a cue for investors to square up their positions by sell- 
ing, thus, giving rise to the volatile see-sawing that the 
market has been witness to in recent months. Much will 
depend on factors such as the Us economy, the real 
effects of the subprime crisis on US financial institu- 
tions and, of course, oil and other commodity prices be- 
fore we can expect a semblance of stability on the 
Indian bourses. Welcome to global integration. 


Plateful of Reforms 


T IS IRONICAL AND SOMEWHAT PARADOXICAL THAT 

India is amongst the top two producers for most agri- 
commodities, despite Indian agriculture continuing to 
lumber along at around 2 per cent growth rates. For a 
very long time, the Indian farmer has been denied a rea- 
sonable price for his produce because the interests of 
Indian consumers have dominated public policy. In re- 
cent times, an unprecedented confluence of factors 
(see Agflation; Food on a Burn? on page 93) is con- 
spiring to lead to a sustained increase in global prices of 
virtually all agri-commodities. Some of those ripples are 
being felt in India too, at least for the commodities that 
we import, notably edible oils and more recently 
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wheat. Internally too, we have seen blips in some 
prices, which have mostly been attributed to supply con- 
straints, yet by and large India has been insulated from 
any dramatic impact—mainly because we are mostly 
self-sufficient. 

It seems it's time now to allow the Indian farmer to 
benefit from rising prices in global markets. What then 
of the Indian consumer? Are there reasons to worry? Not 
immediately. If we did end up importing around $5 bil- 
lion (Rs 20,000 crore) worth of food items in 2006-07 
then it serves us well to remember that our food-related 
exports are in the range of $13 billion (Rs 52,000 
crore). Yet, what will possibly benefit the consumer 
more than any artificial holding down of prices will be 
a cleaning up of supply side issues. For around 80 per 
cent of the 1.1 billion Indians who live on less than $2 
(Rs 80) per day, it is grains, mostly rice and wheat, which 
matter. And here it is reassuring to know that wheat and 


rice stocks at the beginning of January were at com- 
fortable levels. Economists point out India can survive 
a single drought year without too much trouble. A 
second consecutive drought year may, however, put food 
management into stress. The Public Distribution System, 
which attempts to provide food subsidy to the poor, is 
an inefficient, leaky bucket. Studies have shown that it 
takes Rs 5.37 to transfer one rupee of income to the 
poor through the pps. 

As incomes grow and Indians start consuming 
more non-grain items, the ‘inefficient’ self-sufficiency 
will start getting stretched. The pilot project in 
Haryana and Chandigarh using technology (smart 
cards) to plug PDS leakages is heartening. The gov- 
ernment, too, seems to be doing the right things by set- 
ting up the National Food Security Mission and 
focussing on irrigation. Yet, it is clear much more 
needs to done and done fast. 


Wanted: A Win-Win Green Deal 


S VICE PRESIDENTS HAVE NEVER REALLY BEEN KNOWN 

for the depth of their intellects. But Al Gore, 
former Vice President of the Us, is an exception. He is 
passionate about the fight against climate change, 
and his address at the India Today Conclave in Delhi 
recently highlighted both the dangers and the oppor- 
tunities that these present. 

The entire climate change issue has 
got bogged down for too long in the 
ecology-versus-development debate. 
Developing countries like India and 
China have rightly opposed the efforts 
of the industrialised West—the biggest 
ecological offenders—to impose stan- 
dards that will be a drag on the eco- 
nomic development of poorer nations. 
And the Kyoto Protocol has also been 
stymied by the reluctance of several 
countries—and, primarily, the us—to 
ratify its proposals. 

Business Today feels that the terms 
of the debate reduce this critical issue 
to a zero sum game. It is already well 
known that by 2050, large masses of 
low-lying coastal land will go under 
water, causing immeasurable social, political and eco- 
nomic upheaval around the world. India will not escape 
this catastrophe. The entire Eastern Coastal Plains, 
from Orissa to Tamil Nadu, will be submerged if urgent 
steps are not taken to address the issue. 

The only way to move forward is to change the 
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Need to combat pollution: 
Before it gets way too late 


terms of the debate. The special interest groups that 
oppose any forward movement on climate change can- 
not be wished away. But a little imagination on the 
part of policymakers can convert them into propo- 
nents of ecological responsibility. 

Here, too, Gore’s suggestion of imposing a tax on 
pollution and reducing that on payrolls 
deserves attention. Finance Minister P. 
Chidambaram—who has, in the past, 
imposed downright irrational levies, 
like the Fringe Benefit Tax—and his 
successors at North Block will do 
well to give this suggestion some deep 
thought. By giving companies fiscal 
incentives to be ecologically respon- 
sible, and by punishing those that 
aren't with a levy, it will be possible to 
convert at least a section of the nay- 
sayers into a committed constituency. 
Toyota Motor Company has suc- 
cessfully made the transition; so, 
there’s no reason why India Inc. can- 
not. This is just one of several meas- 
ures that can make a difference. 

If Chidambaram, or any future 
Finance Minister, takes the lead in this regard, a small 
beginning towards making the world safer for future gen- 
erations will have been made. And India can then rightly 
claim the high moral ground for having shown the way 
forward. It will be a win-win deal for the world, its 
inhabitants, and all the special interest groups. m 
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UMESH GOSWAMI 


Trends 


Where Is Sensex Headed? เพรา แพ IP 


Volatility is at an all-time high; this means it's 
time for caution. MAHESH NAYAK 





' 
c 
| 
i 
Lo ^ 
` 
. 
u 
—C— T" 
LJ 
, ^ 


Up or down? It’s a tussle between the bulls and bears on the BSE 


a model of stability. On average, the swings between the day's highs 

and lows have increased to 3.24 per cent, compared to 1.8 per cent 
in 2007. Says Gurunath Mudlapur, cio, Atherstone Capital Markets: 
“It’s no more a tussle between the bull and bear. There's fear in the 
minds of investors; this is prompting them to square their positions at every 
rise, thus, causing volatility in the market." 

This is due to the uncertainty prevailing in the global market, especially 
on account of the recession in the US, rising oil prices and depreciating dol- 
lar. But the most important factors now are the initial signs of a slowdown 
in the Indian economy and the Reserve Bank of India's sustained ef- 
forts at tightening the liquidity position. 

The benchmark BSE Sensex has already lost 25 per cent from its 
January 10 peak of 21,206.77 in less than three months. The fall was ac- 
companied by huge selling by Fils. Since the beginning of the year, Fils have 
sold equities worth over $3 billion (Rs 13,065 crore). Result: till March 
14, 2008, the Sensex had lost 4,526.47 points from 20,286.99 on 
December 31, 2007. The numbers speak for themselves. From the peak 
of the market, more than half (1,348 stocks) of 2,652 (the number of stocks 


T HE RECENT GYRATIONS OF THE BSE SENSEX WILL MAKE A YOYO LOOK LIKE 





The fortnight's burning question. 


WILL THE UPA GOVERN- 
MENT CALL FOR EARLY 
ELECTIONS? 


Maybe. Venugopal Dhoot, 
President, ASSOCHAM 

| think the present government will 
complete its term unless the issue 
of the nuclear deal precipitates a cri- 
sis within the UPA coalition. | don't 
foresee early elections although 
every political party has started 
preparing for the next round of 
parliamentary elections. 





No. Anand Sharma, Minister of 
State for External Affairs 

We want to complete the full term. 
Both the UPA Chairperson and the 
Prime Minister are clear on that. In 


fact, Sonia Gandhi has already told 


Congress MPs that elections are a 
year away and that they should 
start spreading awareness about 
the various government initiatives, 
including the debt waiver, among 
the people. 
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traded on January 10, when the Sensex hit its all-time high) stocks 
have lost more than 40 per cent. The fall has also reduced volumes 
in the market—the combined total turnover of BSE and NSE in the cash 
market has crashed from a daily average of Rs 27,511.56 crore in 
January 2008 to Rs 19,701 crore in March. “The lack of interest is 
due to the fact that buying is not resulting in a rise in share prices, 
thus, bringing down volumes," says Gagan Banga, Executive 
Director, Indiabulls Financial Services. 

In such a scenario, the obvious question is: where is the market 
headed? Says Mudlapur: *The market is giving mixed signals. The 
bearish sentiment indicates that the market can go further down, 
while the attractive valuations point to a rise. I think another 
1,000-point fall to 14,000 levels will make the market very attrac- 
tive for buying." Adds Banga: “The pain is not over yet. We are in 


VOLATILE TIMES 
The gyrations of the BSE Sensex have increased this year. Here we showcase the 10 largest 
intra-day swings in the benchmark index. 
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an interim bear market. I don’t think the market will see any major 
upswing till oil prices cool off and the dollar stabilises, since global 
cues, rather than domestic ones, are driving sentiment.” 

Crude oil recently touched an all-time high of $110 (Rs 4,400) 
per barrel; this is expected to impact the performance of India 
Inc., which is already witnessing a slowdown. In January, the Index 
of Industrial Production recorded an unexpectedly weak growth of 
5.3 per cent. Corporate performance has been one of the key driv- 
ers of the rising Sensex. So, if corporate India disappoints, it will 
dampen sentiment further. 

“We will be in a position to judge where the market is heading 
by mid-April. By then, we will have a better idea about the severity 
of the US recession and also get to see the performance of India Inc. 
Things should be fine if the corporate sector manages to deliver a 
profit growth of 15-20 per cent,” says Banga. 

Adds Nilesh Shah, CEO, Envision Capital: “There’s still uncertainty 
on all these fronts and the market doesn’t like this. The trend will re- 
verse only if three things—fundamentals, liquidity and sentiments— 
fall into place. But the market will remain weak so long as commodity 
prices remain high and the situation in the Us remains uncertain.” 
Given this scenario, investors will be better of erring on the side of caution. 
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Q&A 
“SOX has Improved 
Accountability” 


ORMER US CONGRESSMAN MICHAEL G. 

Oxley, co-architect of the famous 
Sarbanes-Oxley Act 2002, which tight- 
ened corporate governance norms for US 
companies, was in India last fortnight in 
his new role as the vice-chairman of the 
NASDAO Stock Market, Inc. He met 
BT’s Shalini 5. Dagar. Excerpts: 


Has Sarbanes-Oxley Act worked? 

The intent was to restore investor con- 
fidence and improve transparency and 
accountability. When the Enron and 
Worldcom (meltdowns) took place, 
the average American took them very 
personally. We could not have sat still 
and waited for the storm to pass. The 
sox Act, therefore, marked a seminal 
shift in Corporate America. 


But has the SOX Act increased the cost of 
compliance in the US? 

It has gone down rather than up. 
Initially, it may have risen as the AS-2 ac- 
counting standard was 330-pages long. 
This has now been replaced by the As- 
5, which is 60 pages long, scalable and 
risk-based. After a difficult start, we 
have found the right balance. 


Several foreign companies now prefer to list 
on markets outside the US. Are US markets 
losing their attractiveness? 

Following the growth of the other 
economies, companies will naturally 
want to list in their home markets. 
NASDAQ, however, continues to be an 
attractive destination. A premium is 
attached to companies that adhere to 


the compliance levels required in the Us. 
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MUTUAL FUND HOUSE 
THE YEAR” 
by CNBC TV 18-CRISIL 
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THE MUTUAL FUND HOUSE 
OF THE YEAR 


At Birla Sun Life Mutual Fund we are committed to consistently providing 
superior returns to our investors. A commitment that has won us recognition 
, and awards from ICRA, LIPPER and CNBC TV18-CRISIL and also the trust of 


over 16 lakh investors. Today, we are one of the fastest growing mutual fund Birla Sun Life 
companies of India, with domestic assets under management in excess of Rs. 

36,000 crores as on 29th February, 2008. As we humbly thank our investors 
and partners for the recently won "Mutual Fund of the Year" award, we look 








forward to continuing this journey towards a richer tomorrow. Together. Mutual Fund 





Past performance may or may not be sustained in the future. SMS GAIN to 56767 


rd Methodology, Disclaimer & Statutory: Award:CNBC TV18 - CRISIL Mutual Fund of the Year Award for 2007. Birla Sun L 
305 as easi two awards for their schemes in the category level awards for 2007 were considered for the award based on 
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Ite Mutual Fund, Category — Mutual Fund of the Year, out of 26 fund houses. Fund 


consistency of fund house's performance across various scheme categories in the 
ISIL CPR rankings released during the calendar year 2007. The individual CRISIL CPR ranks for their schemes were regated on a weighted average basis to arrive at the final ranks for fund houses 
un Life Frontline Equity Scheme was among the 2 schemes that won the CNBC TV18 - CRISIL Mutual Fund of the Year Award in 


e category- Large Cap Oriented Equity Funds. In total 22 schemes were eligible 
e award universe. Birla MIP was the only scheme that won the CNBC TV18 - CRISIL Mutual Fund of the Year Award in the category- Monthly income Plans (Conservative). in total 9 schemes were eligible for the 
d universe. Birla Sun Lite Short Term Fund was the only scheme that won the CNBC TV18 - CRISIL Mutual Fund of the Year Award in the category of Income Short Term Funds n total 12 Schemes were eligible 
e award universe, Birla Sun Life income Fund was the only scheme that won the CNBC TV18 - CRISIL Mutual Fund of the Year Award in the Category of Income Funds. In total 17 Schemes were eligible for the 
d universe. Schemes present in all four quener CRISIL CPRs were considered for the award. The award is based on consistency of scheme's performance in the four quarterty CRISIL CPR rankings released during 
alendar year 2007. The individual CRISIL CPR parameter scores averaged for the four quarters were further multiplied by the parameter weight as per the CRISIL CPR methodology to arrive at the final scores 
Infrastructure Fund was the only scheme that won the CNBC TV18 - ISIL Mutual Fund of the Year Award in the category- epee ak Equity Fund of the Year. In tota! 14 schemes were eligible for the award 
irse. Open ended equity schemes having a one to two year track record as on December 31, 2007 and fulfilling CRISIL's eligi 


bility criteria on disclosure were considered for the award. The award is based on the 
më s performance using the analytical approach of the CRISIL CPR rankings having the analysis period as the year 2007. A detailed methodology of the CRISIL CPR is available at www.crisil.com. Ranking & Award 
ce: CRISIL Fund Services, CRISIL Ltd. Past performance is no guarantee o! future results ICR Award: Birla Income Plus (Category- Debt- Schemes —Long Term), 7- Star indicates- Bast performance amongst 
-Star Funds. 1 year Performance for the period ending December 31, 2007. Birla Sun Life Sh 


ort Term Fund (Growth)- (Category- Liquid Plus Schemes), 7- Star indicates- Best performance amongst the 5-Star 
S. 1 year Performance for the period ending December 31, 2007. The rank is an outcome of an objective and comparative analysis against various parameters, including: risk adjusted return, fund size, sector 
4 ธา L 


entration, portfolio turnover, liquidity, company concentration and av "ae maturity. The ranking methodology did not take into account entry and exit loads imposed by the schema. The rank is neither a certificate 
แบ ไอ ก / compliance nor any guarantee on the future performance of Biria Sun Life Mutual Fund or its Schemes Ranking source and publisher: ICRA Online pner Awards 2008: Methodology: Birla Sun Life Income 
- Growth: Best Fund -Bond Indian Rupee -General for J your performance period ended on December 31, 2007 out of 100 funds and Best Fund -Bond 


ndian Rupee -General for 10 year performance period 

d on December 31, 2007, out of 35 funds. Birla Gilt Plus- ular Plan- Growth: Best Fund —Bond Indian Rupee —Government for 5 year performance period ended on December 31, 2007. out of 10 funds. Birla 

Life '95 Fund: Best Fund- Mixed Assets Aggressive- General tor 10 year performance period ended on December 31. 2007 out of 6 funds. Entry / Exif load not considered. Past performance is no quarantee of 
results. Ranking source: Lipper -A Reuter Company Statutory ils: Constitution: Birla Sun Life M 


น ใบ ส |! Fund has been set up as a Trust under the Indian Trust Act 1882. Sponsors: Aditya Birla Nuvo Limited 
un Life (India) AMC Investments Inc. (liability restricted to seed corpus of Rs. 1 Lac). Trustee: Birla Sun Li! 


e Trustee Company Pvt. Ltd. investment Manager Birla Sun Life Asset Management Company Lid 
Name, Nature & Objective: Birta Sun Life Frontline Equity Fund (an Open- end growth scheme) with an objective of long term growth of capita! through a portfolio with a target allocation of 100% equity by 
ig at being as diversified across various industries and or sectors as its chosen benchmark index. BSE 200. Birla Sun Life Monthly income (an Open-end income scheme) with an objective to generate regular 
ท อ so as to make Monthly and quarterly distribution to unit holders with the secondary objective being growth of capital. Monthly Income is not assured and is subject to availability of distributable surplus. Biria Sun 
Short Term Fund (an Open-end short term income scheme) with an objective to generate income and capital appreciation by investing 100% of the corpus in a diversified portfolio of debt and money market 
rites with relatively low levels of interest rate risk. Birla Sun Life Income Fund (an Open-end income scheme) with an objective to generate income and capital appreciation by investing 100% of the corpus in a 
sified portfolio of debt and money market securities. Birla infrastructure Fund (an -end growth scheme) with an objective of próviding for medium to long-term capital appreciation by investing predominantly 
liversified portfolio of equity and equity related securities of companies that are participating in the growth and development of infrastructure in india. Birla Income Pius (an Open-end income scheme) with ar 
live to generate consistent income through superior yields on its investments at moderate levels of risk through a diversified investment approach. Birla Gilt Plus (an Open-end Government Securities scheme 
an objective to generate income and capital appreciation through investments exclusively in Government Securities. Birla Sun Life '95 Fu (an Open-end balanced scheme) with an objective o! long term growt! 


tal and current income, —— | a portfolio of eaux and fixed income securities. Risk Factors: Mutua! Funds and securities investments are subject to market risks and there can be no assurance or guarantee 
objectives of the Scheme will be achieved. As with 


any investment in securities, the NAV of the Units issued under the Scheme may go up or down depending on the various factors and forces affecting caoita 
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Leadership for 
the 21st Century 


The 7th India Today Conclave brought the world's 
best minds together for an exchange of ideas. 


HAT LEADERSHIP IS WHAT 

defines the best in any sphere 
from the rest is a no-brainer. But 
what specifically are the charac- 
teristics of “Leadership for the 21st 
Century." Some of the best minds 
from across India and the world 
came together to discuss and debate 
this issue at the Seventh India 
Today Conclave held in Delhi on 
March 13, 14 and 15. 

The topic was defined not in 
the narrow political and economic 
sense, but in a broader sense, in- 
cluding these two, but also en- 
compassing subjects like sports, 
cinema, spirituality and science. 

Aroon Purie, Chairman and 
Editor-in-Chief, India Today 
Group, set the tone for the con- 
clave, saying: "The new century 
needs a leadership that is not sub- 





"Without the instruments of 
governance getting improved, 
it will be hard to mitigate the 
inequitable growth pattern" 

P. Chidambaram, Finance Minister, India 
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SATISH KAUSHIK 


ordinated to ideology, but ideas." 
The India Today Conclave, he 
added, had become a forum where 
concepts collide, arguments pro- 
voke and ideas flourish. 
Addressing the conclave, 
Finance Minister P. Chidambaram 
conceded that the benefits of robust 
economic growth had not reached 
all sections of society. He attributed 
the poor performance in distribu- 
tive justice to the stagnant agricul- 
tural sector *which is growing at 
2.6 per cent and accounts for only 
18 per cent of GDP. Agriculture's 
share will shrink further unless a 
big chunk of the 42 per cent of 
rural population dependent on it is 
taken away to non-farm jobs". And 
this, he added, will be possible 
only through good governance. 
Speaking on the “Future of 





"| have not yet found the way 
to get the results that | would 
like to see" 


Al Gore, Nobel Peace Laureate, 2007, and 
former US Vice President 


PHOTOGRAPHS BY DEBASIS PALIT 





Communications and its role in 
Globalisation”, Sunil Bharti Mittal, 
Chairman, Bharti Airtel, said: 
“What we're seeing today is just the 
very basic platform of the emerging 
world order in the next 10-15 
years.” Elaborating, he added that 
“although Bharti started as a tele- 
com company, it will not end up 
being one. We will turn into a 
lifestyle provider.” 

Reliance Chairman Mukesh 
Ambani, expectedly, perhaps, ad- 
dressed the session on “What 
Does It Take To Be a Global 
Business Leader”. He reminded 
the audience that India’s share of 
world GDP in the 17th century 
was 22 per cent (roughly equal 
to the share of the US economy 
in world GDP today). “India is 
poised to reclaim its position in 
the word order provided it seizes 
the opportunities at the right time. 
And whether or not India is able 
to seize this opportunity will de- 
pend on the leadership of the 
country and its businesses, be- 
cause nothing in the life of a coun- 
try or company is inevitable.” 

Former US President Bill 
Clinton, linking up from the us 


II 


India Today Group Chairman and Editor-in-Chief Aroon Purie 
moderating President Bill Clinton's opening keynote address 


via satellite, came out in support 
of the Indo-us nuclear deal and said 
the Democratic Party, if it comes to 
power, will honour the commit- 
ments made by the Bush adminis- 
tration under the deal. *Some 
Democrats have some questions 
about the agreement... but new (Us) 
governments tend to honour agree- 
ments entered into by previous 
ones," he said. Coming to the sub- 
ject of the conclave, he added that 


Pioneering Genomic Researcher 





removing inequality, insecurity and 
global warming from the world 
should be the key agenda for the 
new leadership in the 21st century.” 

The temperature turned decid- 
edly hot when A-list politicians like 
Narendra Modi, Chief Minister of 
Gujarat; Digvijay Singh, former Chief 
Minister of Madhya Pradesh and 
Congress General Secretary; and 
Farooq Abdullah, former Chief 
Minister of Jammu & Kashmir, 





, Chairman. 
Reliance Industries 
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locked horns os er the โง 16 
“Leadership To End Votebank 
Politics”. 

Provoked to the quick by session 
Chairman and India Today Editor 
Prabhu Chawla's statement that all 
political parties practised votebank 
politics in their pursuit of power, 
Modi said the politics Ol develop 
ment is the best antidote to the poli- 
tics of votebanks. Reacting sharply to 
Modi's observation, Singh blamed 
the BJP for practising the politics of ex 
clusion. *Hindu fundamentalism is 
breeding Muslim fundamentalism 
and dealing firmly with them can 
strengthen communal harmony." 

Expectedly, perhaps, the irre: 
pressible Abdullah had the last word 
on the subject. *Votebank politics 
is an enduring legacy of the British 
rulers. And we politicians have spread 
the virus of religious hatred to grab 
power over the last six decades." 

Others who addressed th« SCS- 
sion included BJP leader and NDA’s 
shadow Prime Minister L.K. Advani. 
iconic genomic researcher Craig |. 
Venter, young politicians Sachin 
Pilot and Kanimozhi Karunanidhi, 
actors Aamir Khan and Preity Zinta, 
IKLF leader Yasin Malik, Cisco’s 
Chief Globalisation Officer Wim 
Elfrink, recently retired Australian 
wicketkeeper Adam Gilchrist, 
Founder-CEO of SKS Microfinance 
Vikram Akula, and former us Vice 
President Al Gore, who delivered 


the closing key note address. 
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P-WATCH 


MOVETO REVIVEMANUFACTURING 


NDUSTRIAL OUTPUT GROWTH SLOWED TO A 10-MONTH 
lus of 5.3 per cent in January, indicating a 
slowdown in the manufacturing sector. This has set 
alarm bells ringing in the Commerce Ministry. 
Now, the ministry is taking steps to revive manufac- e 
turing. Officials told Br that they want the Finance Ministry to act on 
the proposals of V. Krishnamurthy Committee to give a fillip to manu- 
facturing. Says G.K. Pillai (pictured), Commerce Secretary: “The 
interim report of the committee is ready and it has made recommenda- 
tions like duty-free imports of capital goods and continuing with tax 
holidays for 100 per cent export-oriented units (EOUS)." 
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BLACKBERRY SERVICES UNDER SCRUTINY 


v ne SERVICES ARE NOW BEING 
| 10 MONITORING BLACI เธ ย ห monitored by intelligence and security 
พ BlackBerry services under agencies. This was revealed when Tata 

the scanner of intelligence Teleservices claimed that it was refused 





agencies permission by the Home Ministry to ค รี i: : 
— 7 launch these services because of security E SET THE AGENDA 
พ Concerns that BlackBerry — concerns, Intelligence agencies are con- os ะ BUZZ IS TH AT THE R 


. network cannot be accessed 


TS e pr * y 


cerned that information on BlackBerry 
m DoT might ask telcos to save services pass through an encrypted secu- 
BlackBerry data for six months rity layer and cannot be accessed. How- 
ever, the government has denied that it 
might consider banning BlackBerry Services. Says Siddhartha Behura, 
Telecom Secretary: “We only want BlackBerry to provide necessary 
and satisfactory answers to security agencies.” DoT is exploring the 
possibility of asking telcos to save BlackBerry data for six months. 
RJ 





TARGET, SOFT LOANS FOR EXPORTERS 


NCOURAGED BY THE EXPORT FIGURES FOR 2007-08, DESPITE AN APPRECI- 
Iss rupee, the government is targeting an ambitious exports tar- 
get for 2008-09. Senior Commerce Ministry officials told BT that they 
feel that an export target of $200 billion (Rs 8 lakh crore) for 2008-09 
is entirely achievable. They point out that this year, exports are likely 
to be close to the Commerce Ministry projection of $160 billion 
(Rs 6.4 lakh crore), despite the apprehension till recently that this tar- 
get may not be achieved. So, a 25 per cent increase is possible. 
However, the ministry acknowledges that for this, it would have to 
lend a helping hand to labour-intensive industries such as textiles, 
leather and handicrafts, which have been hit hard by the dearer rupee. 
On the cards are loans at concessional rates to these sectors by banks. 

RJ 


SVG ห น ง 15 


22 BUSINESS TODAY APRIL 6 2008 





because 
country must 
come before 
corporation 


the FICC] Outstanding Vision Triple Impact ( ‘orporate Award 2007 
goes to ITC Limited 


Ihis award is yet an 


tO sustain: 


Hon'ble Prime Minister, Dr Manmohan Singh, 
presenting the Award to 


ITC Chairman, Mr ¥.C.Deveshwar 





ITC is the only company in the world of its size to be: 
๑ Carbon Positive 
๑ Water Positive 
๑ Close to Zero Solid Waste Discharge 
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ITC Limited ] 
Enduring value | Let's put India first 
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NEWS 


DEEPIKA PADUKONE 


Deepika Padukone: Now, all the rage 


RAND DEEPIKA PADUKONE IS ON A ROLL. IF THE ROAR- 

ing success of Om Shanti Om opposite Shah 
Rukh Khan made her the hottest thing in Bollywood, 
two mega advertising deals in quick succession—one 
with Pepsi this February and the other with ITC for 
its Fiama Di Wills range of soaps this month—have 
catapulted this 22-year-old beauty into the top 
league of brand ambassadors. 

Today, she commands a fee of about Rs 1 
crore and a portfolio that boasts of such names 
as Swiss watchmaker Tissot, Kingfisher Airlines, 
Levi Strauss, Parachute and Close-up, besides 
Pepsi and Fiama Di Wills—placing her at par with 
the top actresses of Bollywood. 

She owes her recent success to OSO. 
Sumantro Chattopadhyay, Group Creative Director 
of O&M, says: "She was lucky to be launched in 
an SRK film that was marketed so well. OSO has 
made Padukone a household name." However, a 
senior official at celebrity management com- 
pany Bling Entertainment adds: "OSO has defi- 
nitely boosted her image, but she was quite a 
rage in the ad world even before that. In fact, 
Kingfisher and Levi's had signed her on before 
OSO." Daughter of former badminton ace Prakash 
Padukone and a state-level player herself, Deepika 
chose modelling over badminton and the decision 
is paying off. Today, every step she takes is fol- 
lowed with interest. A series of link-ups—with 
cricketers Yuvraj Singh and Mahendra Singh 
Dhoni and actor Ranbir Kapoor—have only added 
to her mystique, and brand value. And she's 
making hay while the sun shines. 

ANUSHA SUBRAMANIAN 


24 BUSINESS TODAY APRIL 6 201 





NUMBERS OF NOTE 
Rs 1,395 crore: Estimated revenues of 


value-added mobile services in India by 2009 


Rs 1 ,000: The user fee passengers flying 
overseas from Hyderabad's soon-to-open international 
airport will have to pay 


3 ° 1 million: The number of broadband customers 
in India 


800 tonnes: India's gold consumption in 2007, 
compared to 400 tonnes in 1987, according to 
the World Gold Council 


Rs 3,65,000 crore: The target for direct 


tax collections in 2008-09 


6 kg: Per capita consumption of plastics in 
India, compared to 42 kg in China 
and the world average of 28 kg 


Over 8,000. The seating capacity of 
Hirschgarten in Munich, Germany, the world's 
largest beer garden 


50. Number of billionaires under the age of 40, 25 
of whom are new entrants into Forbes' annual compi- 
lation. Sixty-eight per cent of these under-40 tycoons 
have built their 10-figure fortunes from scratch 


$ 1 90 billion: What it would cost (annually) to 
wipe out world poverty, guarantee universal health 
care, stabilise population growth and roll back the 
ravages of global warming, according to Lester Brown, 
a prominent environmental economist 


630 million tonnes: CO2 emissions released by US 
state Texas. If it were a country, it would be the 
world's eighth-largest emitter of greenhouse gases, just 
behind Canada, according to figures released by the 
US government's Energy Information Administration 


#6: India’s rank on the list of most popular 
countries among US citizens. India shares this 
position with France, according to a recent Gallup 
survey. Canada, Britain, Germany, and Japan 
occupy the top four spots 


$ 1 8.8 billion: Size of elec- 


tronic payment brand Visa's 
IPO, the largest in the US 
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Spreading the magic of Chemistry 


across Jakarta, Melbourne, Ulsan, Vijaywada, Jaipur, Mumbai 
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Server 






Web, Database ar 
Application Serve: 


4 
= 7 


The security agencies and the Department of | BlackBerry 
Telecom are getting agitated with the Enterprise Server 
BlackBerry’s encryption technology that it says 

poses a national security risk. But security is 

the USP of the BlackBerry, and the reason why 

it is so popular with senior government officials 

and corporate executives. Here's a detailed look P 
at the issues involved. Compiled by BIBEK BHATTACHARYA i 
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The BlackBerry Enterprise Solution 
follows two basic parameters: 
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Why the BlackBerry 


Is So Secure 
RIM, the company that makes the 
BlackBerry, uses a 256-bit Advanced 
Encryption Standard that makes it 
virtually hacker-proof. The AES is a 
block cipher, which has been adopted 
as the encryption standard to defeat 
data theft. It was adopted in the US 
BlackBerry Devices) and subsequently worldwide, | 
BlackBerry-enabled replacing the earlier Data Encryption 
Devices Standard (see accompanying grahic) 


omen Power: Services Sector Is the Prime Employer 


Over the past decade, the services sector has overtaken agriculture as the prime employer of women. In 2007, 36.1 per cent of employed women 
worked in agriculture and 46.3 per cent in services. In comparison, male sectoral shares were 34 per cent in agriculture and 40.4 per cent in services 


Male and female employment by sector (as share of total employment) 


AGRICUTURE (%) INDUSTRY (%) SERVICES (%) | AGRICUTURE (%) INDUSTRY (%) — SERVICES (% 
FEMALE 1997 2007 1997 2007 1997 2007 | MALE 1997 2007 1997 2007 1997 200 


World 435 36. 168 17.6 396 463 | World 400 340 240 25.6 36.1 40 
Developed Economies & Developed Economies & 
European Union 53 32 167 125 781 843 European Union 67 46 37.1 343 561 6L 
Central & South-Eastern I Central & South-Eastern 
NUIT -EU) & CIS 269 192 222 179 50.8 62.8 Europe (non-EU) & CIS 270 198 . 332 326 39.8 


| East Asia 51.9 410 228 25.5 25.3 335 
[Sun as Asia & the EL 503 434 139 163 358 40.3 
โอ จ" ` s: 10 605 112 184 M7 211 South Asia 
Rb โฆ Amenca & the Caren 13.6 145 7113 748 a: | Lat America & the Caribbean 
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East Asia 446 363 256 280 X 298 
South-East Asia & the Pacific 47.7 443 194 210 32.9 
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- protection. The higher the number of bits of encryption provided, 
i, the more secure the data is. Thus, at 128 bits, government = 

— — websites are the hardest to crack. Private service providers = 
me | แล ก ท นา M we 
network of them all, with the 256 bit AES. rs iL 
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And finally, the last word: The go 
BlackBerry, after all. ets 
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"We are a steel family and love steel more 
than anything. How can we give up in India 
when we did not give up on Arcelor 

despite hostility?" 

Aditya Mittal, CFO, ArcelorMittal, to agencies 


"If bankruptcy is a permissible form of business 
outcome in industry, what is irrational about 
this waiver (of loans to farmers)?" 

Manmohan Singh, Prime Minister, in Business Standard 


“I compete to win, irrespective of whether it 


is business or sports" 
Gautam Singhania, CMD, Raymond, in DNA 


“In 2007 alone, Indian firms that set up shop 
in the US through greenfield units or via 
acquisitions created 65,000 jobs” 

Amit Mitra, Secretary General, FICCI, in The Economic Times 


"I was watching the news on the US auto 
market and it was so depressing that I could 
barely drink my coffee" 


Ratan Tata, Chairman, Tata Motors, to Times News Network 


“Retail is not rocket science. I have alw ays 


been a hands-on person” 
Micky Jagtiani, Chairman, Landmark International, and #462 


on Forbes’ list of billionatres, in Forbes 


“For centuries, India has been exposed to 
foreign aggression and internal turmoil. 
But the 21st century has, for the first time, 
given India an opportunity to chart a 
development path independently, with 

its people being given a free hand” 

Kamal Nath, Union Commerce Minister, in The Economic Times 


“If you're on a beach and a tsunami hits, you'll 
drown whether you’re a small child or an 
Olympic swimmer. Some things will go bad 
no matter how good you are’ 

Lloyd Blankfein, CEO, Goldman Sachs, in Fortune 


“Originality and creativity are deeply intrinsic 
to India. The Indian mind is distinct. 
Then, diversity is in India’s DNA” 


Prasoon Joshi, Executive Chairman and Regional Creative Director (Asia 
Pacific), McCann Erickson, in Business Standard 
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RENAMED: Reliance 
Energy, as Reliance 
Infrastructure, to better 
reflect its business 
portfolio. The change 
is subject to receiving 
approval from share- 





f. 


holders. Anil Ambani's REL is con- 
structing India’s tallest ‘100-storey’ cor- 
porate park in Hyderabad and has 
plans for SEZs in Noida and Mumbai. 


GREW: By 3 per cent, car sales in 
February to 94,756 units, compared 
to 92,618 units in the same month 
last year. Overall car sales in the 
first 11 months of the current finan- 
cial year have grown 11.7 per cent, 
despite high interest rates. For mo- 
torcycles, the negative trend contin- 
ued in February as sales fell 17.7 per 
cent to 425,000 units compared to 
516,000 units in the corresponding 
month last year. 


OPENED: By the State Bank of India, 
its 10,000th branch at Puduvayal in 
Tamil Nadu. It is only the second bank 
in the world, after China's ICBC Bank, 
to have there many branches. SBI 
Chairman O.P. Bhat has said that his 
bank plans to open 2,000 more rural 
branches over the next two years. 


JUST WONDERING ... 
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RANKED: By the Washington-based 
Future Industry Association (FIA), India’s 
National Stock Exchange as the ninth 
largest exchange in the world for de- 
rivatives trading. According to its annual 
report on global trading volumes, NSE 
has moved up six places from its rank 
last year. Two other Indian bourses, 
MCX (#28) and NCDEX (#30) have re- 
tained their places in the top 50. 


SCRAPPED: By Japanese electronics 
giant Sony Corp, the production of 
cathode ray tube televisions marketed 
under the popular Trinitron brand. 
Sony's CRT production for the year 
ending March 31, at 2.8 million units, 
is expected to be 40 per cent lower 
than in the previous year. 


NAMED: By World 
Economic Forum, 17 
Indians, including 
Sabeer Bhatia, founder 
of the Hotmail e-mail 
brands, now owned by 
Microsoft, in its list of 
Young Global Leaders for 2008. GoAir 
Managing Director Jeh Wadia, SEBI 
Executive Director Sandeep Parekh, 
and SKS Microfinance CEO and 
Founder Vikram K. Akula were also 
similarly honoured. 
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HILE THE WORLD AT LARGE 
grapples with the prospects 
of a slowdown, it is raining 


riches for IIM grads. This year, IIM 
Ahmedabad topped the salary sweep- 
stakes. A foreign finance company off- 
ered a student at IIMA a Rs 1.44- 
crore package for a foreign posting. 
The highest domestic package was 
offered for the position of second-in- 
command in one of India’s largest cor- 
porate houses. 

IIM Calcutta came in second on 
the salary scale; a graduate bagged an 
offer of Rs 1.36 crore. Here, 243 of- 
fers were made to the students before 
the beginning of the final placements. 

At IIM Bangalore, more than 25 per 
cent of the students accepted interna- 
tional offers. The highest salary offered 
here was similar to the ones at IIMA 
and IIMC. Students at IIM Kozhikode 
received 402 offers, including 23 in- 
ternational ones, for its 178 students. 
The highest international and domes- 
tic salaries offered were Rs 70 lakh and 
Rs 29 lakh, respectively. The IIMs at 
Lucknow and Indore also did well this 
year. Unlike previous years, though, 
the IIMs have not revealed the identi- 
ties of either the students or the com- 
panies involved. 

"A record 22 new companies were 
a part of the placement process this 
year, which is a testimony to the man- 
agerial talent of the IIM Calcutta stu- 
dents," says S.D. Moitra, Chairperson, 
Placement Committee, IIM Calcutta. 
This was true of other IIMs as well. 

RITWIK MUKHERJEE 


BECAUSE MULTI-TASKING 
SHOULD NOT BE OPTIONAL. 


For maximum productivity, every aspect of your business 
needs to multi-task. The easiest way to do this is with the new 
HP LaserJet Multi-function Printers with networking capabilities 
that let you Print, Scan & Fox“ over the network, bringing 
convenience and versatility to your business. 


Innovative ideas like “Instant-on Copy” technology allows 
copy jobs to begin in seconds & a revolutionary toner 
produces outstanding images down to the last page ensuring 
your business stays ahead of the competition—on multiple 


fronts. HP. Limitless innovation. Infinite possibilities 


Win an HP LaserJet MFP every fortnight! 
Log on to www.hp.com/in/multifunction/bt and 
take part in an exciting contest. 
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HP LASERJET M2727 MFP 


rs. 39,599" a aa 
* Up to 27 ppm - pnnt and copy ` 


* Private tox receive 


and Fax Tel option HP CARE PACK ` 
HP LASERJET M1522 MFP SERIES esed mca Aes 


both print and copy 
21 599° * Scan to fax, Scan lo emai 

Rs. , onwards 
* Up to 24 ppm - print and copy HP LASERJET M1120n MFP 
. Wot acd . 

Network ready . Rs. 17,899 MS “MFP” to 57575 
* Private tax receive and Fax Tel option * Up to 20 ppm - print and copy Call 1800 4254 999 (toll free, from MINL/BSNI 

Scan to fax, Scan to e-mail * Network reody 
" or 3030 4499 fom mobile, pret TT 


Visit www.hp.com/in/multifunction/bt 


* OCR sottwore, ID copy 


"MRP. “Select models only. Conditions apply. The product visual shown may vary from the actual product. © 2008 Hewlett-Packard Development Company. L P 
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Emerging Economies: Catching Up With G7 


By 2050, the E7 emerging economies (China, India, Brazil, Mexico, Russia, Indonesia and 
Turkey) will be around 50 per cent larger than the current G7 (US, Japan, Germany, UK, 
France, Italy and Canada), according to a recent report by PricewaterhouseCoopers. 
China is expected to overtake the US as the largest economy around 2025. India has the 
potential to nearly catch up with the US by 2050. 


sma ogy growth rates | Investment as % of GDP 
or emerging economies 
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Marked by Market 


Exposure to overseas credit derivatives takes a toll on Indian banks. ANAND ADHIKARI 


r’s CLEARLY INDIA'S RS 
1,28,00,000-crore hedging gam- 
ble in the global market. Mark- 
to-market (MTM) losses, which 
are based on the value of positions at 
current market prices, have begun 
haunting India Inc., and particularly 
the banking sector, after the sub- 
prime crisis erupted in the world's 
largest economy late last year. 
The exposure of Indian corpor- 
ate in derivatives, which are used 
globally as a hedge 
against currency 
risk, interest-rate 
x risk and comm- 
y odity risk, is es- 
timated to be 
Rs 128 trillion. 
That means 











` 


Union Bank of India’s Nair: 


there’s that much of money lying 
in the books of commercial banks, a 
large part of it in the foreign banks 
operating in India. One estimate is 
that the actual losses could be any- 
where between $5 billion (Rs 20,000 
crore) and $10 billion, which is a lit- 
tle less than half a percentage point 
of the total derivatives exposure, 
The story so far: Last September, 
software major Hexaware an- 
nounces a provision of $20-25 mil- 
lion for MTM losses, courtesy of a 
currency options and swaps deal. 
Four months later, ICICI Bank suffers 
a similar fate, but in altogether dif- 
ferent instruments—credit deriva- 
tives and fixed-income securities; 
the bank notches up MTM losses of 
$264.3 million. A couple of days 
later, engineering giant Larsen & 


EXOTIC, BUT TOXIC 
JifTerent types o derivative: ง เบ น น น เ » 
DERIVATIVE PRODUCT UTILITY 


Forex currency swaps 


Toubro reveals Rs 200 crore of 
losses, thanks to commodities 
hedging abroad. 

Banks, for their part, have 
moved into overdrive. Says M.V. 
Nair, CMD, Union Bank of India: 
"We are in constant touch with our 
corporate clients to manage their 
derivatives exposure in the light of 
adverse currency developments." 
Still, bankers are quick to dismiss 
the Rs 128-trillion figure as *not 
meaningful" as it is a “notional 
amount", even as they privately 
admit there will be more cases of 
speculative calls going wrong. They 
argue there is nothing wrong in 
hedging per se as the Reserve Bank 
allows corporates to hedge their 
exposures using derivative con- 
tracts (see Exotic but Toxic). 







Many Indian banks also transact 
in these derivatives for either ALM 
(asset liability management) pur- 
poses (which may be simply fixing a 
risk that a bank has) or for trading 
or for purposes of client transac- 
tions that the bank provides. Jitender 
Balakrishnan, Deputy MD, IDBI, says: 
"The situation is not as grave as 
made out to be. MTM losses would 
be recouped by India Inc. over a 
period of time." Adds a senior ex- 
ecutive at a foreign bank: *The size 
of the outstanding notional deriva- 
tive contract amounts reported by 
banks does not have any correla- 
tion to the negative MTM of corpo- 
rate clients." Experts break down 
the Rs 128-trillion figure into two 
legs of transactions, one of which 
could be actually reversing or clos- 
ing out any risk that a bank had as- 
sumed. For instance, if a corporate 
has done $100 million forward and 
hedged this out in the market, its 
risk could be zero even though its 
notional derivative outstanding 
would be $200 million. 

Yet, there are many complex 
transactions that make MTM losses 
possible. For example, if a corporate 
has borrowed dollars via an external 
commercial borrowing (ECB) and 
converted them into rupees, this it- 
self would result in a 10-15 per 
cent negative MTM (because the ru- 
pee has appreciated by that much). 
Similarly, if a corporate has con- 
verted its dollar liability into a yen li- 
ability (given the lower interest rate) 
through a dollar/yen swap, this 
would result in a negative MTM if the 
yen were to appreciate significantly, 
as has happened in the recent past. 

While bankers are not reveal- 
ing clients’ names, clearly those un- 
der pressure would be ECB issuers, IT 
services firms, metals companies 
and also oil & gas. A banker, on the 
condition of anonymity, predicts 
more doom by the fiscal year-end: 
"Just wait for the March quarter 
results. There may be more com- 
panies (with MTM losses)." 


CETEROS S Sc C AMETE 
Oueered Pitch 


Will P&G's media review dictate 
Madison Communications' fate? 


HEN THE MEDIA BUSINESS OF A 

W bine-biooded consumer prod- 
ucts MNC comes up for review after 
close to eight years, you’d expect 
plenty to be at stake. And there is, 
including an account worth Rs 150 
crore, as well as the future of India’s 
largest independent media agency. 
The multinational in question is 
Procter & Gamble (along with 
Gillette, which P&G acquired globally 
in early-2005). The all-Indian media 
agency is Sam Balsara’s Madison 


Communications. The media buying 
activity for P&G and Gillette together 
is currently done by Madison. It is 
estimated that the total media spend 
on the P&G account is around Rs 
150 crore per annum. This is across 
brands like Ariel, Tide, Head & 
Shoulders and Pantene. P&G initi- 
ated the fresh pitch last October 
and, by early March, at least, four 
agencies had thrown their hat into 
the ring. Starcom, which has been 
planning media for all P&c brands, is 
once again in the race, as is WPP 
agency Mediacom, which plans me- 
dia for Gillette brands. Another 
agency Carat (a part of the Aegis 
Group), which handles the P&G 
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business in a few countries, has also 
staked its claim. 

So why would p&G be keen to 
review its media business after so 
long a time? There is, of course, 
no clear-cut answer to that—not 
from P&G India. A company spokes- 
person says that across the globe, 
P&G's agency partners play a critical 
role in P&G's success. "From time to 
time, we engage with incumbent as 
well as external partners to under- 
stand what capabilities exist in the 
market and to ensure that P&G ben- 
efits from best in class tools and 
teams. Calling a pitch is one way of 
doing this and we don't see this as 
an exceptional situation," adds the 
spokesperson. Quite clearly, this is 
one of the most prestigious assign- 
ments for any agency that wins the 
business. Fast moving consumer 
goods (FMCG) is a big-spend cate- 
gory, and in most cases, media 
spends increase over time, which 
works well for the agency. 

What would worry Madison's 
Balsara is the keenness of WPP to 
get a piece of P&G, via Mediacom, 
which is the media planning and 
buying arm of Grey (which was ac- 
quired by wep in early-2005). wPP's 
main media company is GroupM 
(along with its divisions). Now 
GroupM can't pitch for p&G, be- 
cause it handles arch rival Unilever's 
media planning and buying busi- 
ness. It is now gathered that Media- 
com and Madison made a joint pres- 
entation for the P&G business. 
Balsara, Nirvik Singh, Grey Global 
Group's Chairman (South Asia) and 
President (South-East Asia), and 
Vikram Sakhuja, GroupM's CEO 
[India and coo South Asia, declined 
to comment. 

That Balsara is willing to partner 
with WPP on one big account begs 
the obvious question: Would 
Madison be sold to wPP lock, stock 
and Balsara? Balsara has been 
screaming for some time now that 
he's not for sale. Not yet. 

KRISHNA GOPALAN 
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IDFC's Lall: His product portfolio is now complete with a mutual fund 


ล ม ร ร ร ร 


Road to Retail 


Why IDFC had to acquire a 
mutual fund. 

T WAS AN ACQUISITION FROM THE 

blue—not just because of the high 
price tag attached to it but also be- 
cause of the profile of the buyer. 
Last fortnight, when infrastructure 
financing major IDFC snapped up 
Standard Chartered Mutual Fund 
for $205 million (Rs 820 crore), 
many eyebrows were raised—after 
all, this sum is 73 per cent higher 
than what Swiss bank ups had last 
year agreed to pay for the mutual 
fund (ups, which had offered $118 
million, couldn't clinch the deal as 
it didn't get Reserve Bank of India 
approval). Says Rajiv Lall, MD and 
CEO, IDFC: “We must have paid a 
high price for acquiring the mu- 
tual fund. But if you look overall, 
it's not a bad deal, as a mutual fund 
was the missing pie in our prod- 
uct portfolio. Secondly, if we had to 
build a fund as large as Standard 
Chartered's, it would have taken 
three years." IDFC had applied for 
licence from SEBI to start its 
mutual fund business. 

But why should a project 
finance company dabble in a re- 
tail-oriented business, in the first 
place? Lall has the answer. “ไท the 
next two years, our aim is to be a fi- 
nancial conglomerate like Dexia of 
France (a world leader in public 
finance and financial services) and 
Macquarie of Australia that provides 





the entire gamut of products to our 
clients in the infrastructure space. 
Secondly, the acquisition also 
allows us to diversify our risk and 
revenue mix." As of February 2008, 
of the Rs 14,180-crore assets 
Standard Chartered Mutual Fund 
managed, Rs 4,000 crore was in 
equity. IDFC wants to focus on the 
equity part initially, and solely on 
the infrastructure space. 

This isn't the first time IDFC, 
which derives half of its revenues 
from plain vanilla project financ- 
ing, is growing inorganically. Last 


June, the company acquired a ma- 


jority stake in broking firm SSKI 
Securities. Says Lall: “ssKI has the ex- 
pertise in the infrastructure space 
and they are today providing in- 
vestment banking and capital mar- 
ket solutions to our infrastructure 
clients. After all, two-thirds of the 


companies listed on the exchanges 


are in the infrastructure space." 
There's also a private equity arm, 
IDFC Private Equity, which plans to 
raise Rs 2,000 crore in its third PE 
fund. The first two funds have ล 
combined corpus of Rs 2,500 crore, 
and have already invested in 23 
companies. In partnership with 
Citibank, IDFC has also got into 
project equity (which will take a 
direct equity stake in infrastructure 
project). “Infrastructure debt 
financing (the flagship business) is 
lumpy. We need to have predictable 
and stable income streams," says 
Lall. He's almost there. 

MAHESH NAYAK 
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In North Kerala, what's read as 
eagerly as letters from dear 


ones in the Middle East. 
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Malayala Manorama is Kerala's most read daily. Across regions. Across diversities. 


North Kerala is home to the most number of non-resident Keralites in the Middle East. And here, as in the other regions 
of Kerala, Malayala Manorama is the most read daily. The No. |, across regions and diversities. 


| Editions — | .  |RS2007R2 | LeadofMM | p 

L0 Mw [| 92] - Malayala “ ” Manorama 
| North Kerala editions | 2496 | 2467 | 29 | : | 
North Kerala editions - Kozhikode, Malappuram & Kannur Ail figures เท "000s Nobody delivers Kerala better 
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Betting on a 
Cloudy Future 


A founding board member of 
Google is onto his next big thing. 


IS NAME SHOULD BE ENOUGH 
He inspire faith in the hearts of 
entrepreneurs looking for seed or 
funding capital; but if that won't 
do, Ram Shriram's credentials as 
the force behind Google's success 
should do the trick—in 2000, 
Shriram, 52, founded Sherpalo 





Ventures, which went on to become 
an early investor in Google. “I guess 
Google was my ticket to the hall of 
fame (even though he was initially 
skeptical of the very idea by foun- 
ders Larry Page and Sergey Brin), 
but it would be unfair to all my 
other ventures if we were to focus 
on only that,” says the affable ven- 
ture capitalist during an early morn- 
ing breakfast meeting on a recent 
visit to India to check on the 
progress of his existing venture in- 
vestments and also consider a few 
new projects. 


-up for Broadband 


ATA COMMUNICATIONS, FOR- 

merly Videsh Sanchar Nigam 
with California-headquartered 
Telsima Corporation to roll out 
WiMAX services. This will be for 
Tata Communications' broadband 
wireless network in India. The 
$500 million (Rs 2,000 crore) 
over the next 2-3 years. 

According to Prateek Pashine, 
Vice President (Planning), Broad- 
band and Retail Business), Tata 
Communications, the first retail 
network for the service, was de- 
ployed in Bangalore. “We are 
looking to capture 200,000 cus- 
tomers in the retail se ' Over 


NISHIKANT GAMRE 


the next one year," he says. The 


service will be offered to both re- 
tail and enterprise customers. The 


plan is to roll out WiMAX in 110 


Cities for the 
and 15 cities 
of this year. “Broadband has not 
taken off the way it should have 
and we think there is a huge po- 
tential in the market for this. Our 





India has j just 3.1 million broad- 
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le enterprise segment 
for retail by the end. 





Tata Communications' part- 
ner, Telsima, is a large player glob- 
ally in the wiMAX space and has 
to operators in India, Eastern 
Europe, Russia and Africa during 
the course of 2007. *The focus 
will be on understanding the re- 
quirements of the customer and 
we think broadband will be a 
decade-long story in India," says 
Telsima cro Alok Sharma. Tata 
Communications claims to be the 
first company to launch broad- 
band services on the WiMAX plat- 


. form on such a large scale for retail 


customers in India. 
KRISHNA GOPALAN 


Right now of course, he's exc- 
ited about the prospects of Cloud 
Computing, which enables users to 
store and access information and 
data on internet servers. “Basically, 
cloud computing enables users to ac- 
cess applications from the net and 
use it when they need, for as long as 
they need it,” explains Shriram. So, 
for instance, he elaborates, if you 
were to use Microsoft’s Word ap- 
plication, instead of buying costly 
software, you could simply down- 
load it from the internet (the 
Cloud), use it to do your work and 
simply log off after finishing your 

task. It’s obvious, he says, what ad- 
vantages this concept holds out for 
the millions of internet users—sub- 
stantial cost savings in terms of soft- 
ware and hardware, for this sort 
of application can be accessed from 
any net-enabled device, be it a lap- 
top or a cell phone. As for how 
the software developers would re- 
cover their cost, Shriram’s solution 
is to go in for an advertising-based 
revenue model. 

But given the stone-age speeds 
of broadband connectivity in India, 
will such an idea gain currency? 
“Yes, India does pose challenges 
not just in terms of broadband reach 
but also in terms of connectivity. So 
right now, it’s more of an idea for 
the future, in the hope that more 
bandwidth will be released for the 
internet,” he admits. Plus, he adds, 
India also requires something on 
the lines of the Digital Millennium 
Copyright Act of the us, which en- 
sures that portals aren’t prosecuted 
for content posted online by users 
of the portal. 

Shriram, who currently has $70 
million invested in various compa- 
nies in India, feels the venture cap- 
ital industry in India has matured 
rapidly. “Today, more than ever, 
there’s a fair amount of capital 
available and while some start-ups 
may fail, it certainly won’t be due to 
paucity of funds,” he observes. 

TEJEESH N.S. BEHL 
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Stepping Back 
to Win 


TVS Motor launches new prod- 
ucts that may revive its fortune. 
OWARDS END-FEBRUARY, VENU 
Srinivasan was in a real 
dilemma. As Chairman and 
Managing Director of Tvs Motor 
Company, India’s third-largest two- 
wheeler manufacturer, he was 
caught between his stakeholders’ 
interest on the one hand and his 
strong conviction on the other. The 
company's original 125cc motor- 
cycle ‘Flame’ ended up in the courts 
after Bajaj Auto accused it of vio- 
lating its patent over the use of twin 
spark plug technology and obtained 
an injunction restraining TVS Motor 
from selling the product. He was 
convinced that his company had 
not breached any law and will even- 
tually win the case. In fact, Tvs 
Motor has filed a suit questioning 
the very grant of patent over the use 
of twin spark plug to Bajaj Auto in 
the first place on the grounds that 
the technology was a ‘known art’ 
and has been in use since 1987. 
But the Chennai-based company 
was losing about Rs 40 crore a 
month by not selling ‘Flame’. 
Suppliers and dealers were getting 
jittery. The top management was 
frustrated as they were sure that 
with ‘Flame’ the company has fi- 
nally got the product right to fix the 
gaping hole in the fast moving ‘ex- 
ecutive segment’—the cause for its 
poor showing in the last couple of 
years. Waiting for the law to take its 
course would naturally take time. 
The company had already lost over 
two months. Should he tweak the 
product by dropping the con- 
tentious twin spark plug technol- 
ogy and go ahead with the launch of 
‘Flame’? Will this weaken the com- 
pany’s case etc were some of the 
questions he grappled with. 
When he re-launched the 125cc 
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TVS Motor's Srinivasan: He's revving back into the game with Flame 


‘Flame’ on March 10, it became 
clear that he had taken the side of his 
stakeholders. The new model, the 
company claimed, had for the first 
time in India a ‘revolutionary three- 
valve engine’ that delivers the best 
performance without compromis- 
ing on fuel economy. The engine, 
developed and patented by AVL 
Austria and licensed to Tvs Motor, 
had a single spark plug ignition sys- 
tem. The company plans to sell 
25,000 to 30,000 units of ‘Flame’ a 
month in 2008-09 and regain its 
lost market share in the ‘executive 
segment’. By being practically ab- 
sent for two years in a segment that, 
at 2,50,000 units a year, constitutes 
half of the total two-wheeler market 
in the country, the company’s rev- 
enues and profits had taken a hit. 
The litigation, Srinivasan says, 
will continue. He is confident that 
Tvs Motor will ultimately emerge 
victorious. The company, officials 
say, has taken the business part out 
of the equation in the patent battle. 
Also, twin spark plug was only an 
incidental feature and more impor- 
tant was the three-valve engine tech- 


nology, they say. 

Meanwhile, Tvs Motor opened 
another front in its battle with Bajaj 
Auto by foraying into the three- 
wheeler segment—a market 
monopolised by the latter. On 
March 9, it launched Tvs King, 
India’s first 200-cc two-stroke 
autorickshaw. It hopes to sell 
around 30,000 units in 2008-09 
and grab 30 per cent of the market 
in the next 18 to 24 months. Tvs 
Motor plans to leverage its nation- 
wide distribution and service net- 
work to market its three-wheeler 
across the country. It also plans to 
export Tvs King to over 50 coun- 
tries where it is already present. 

The three-wheeler market has 
for years been the stranglehold of 
Bajaj Auto and with TVs Motor’s 
entry it should see some competi- 
tion. TVS Motor fired the first salvo 
by announcing welfare schemes 
for TVS King buyers and their fam- 
ilies. This includes accident and 
health insurance cover apart from 
schemes for children. Bajaj Auto’s 
response is awaited. 

N. MADHAVAN 
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Adobe's 
Computing 4.0 


The media software maker is 
eyeing rich web applications. 


DOBE SYSTEMS CAN NOW OFFI- 
As consider itself a member of 
software's old guard, after recently 
turning a quarter-century old, vet 
in terms of revenues, the company is 
perched in the middle of the table, 
closing 2007 with revenues of $3.15 
billion (Rs 12,600 crore). Osmania 
University alumnus Shantanu 
Narayen, President and Chief 
Executive Officer (CEO), Adobe 
Systems, however, believes that the 
company has punched far above 
what the numbers might suggest. 
“If you look at publishing today, 
desktop publishing or even on the 
internet, Adobe solutions power 
most of it. We have been at the 
forefront of a pretty dramatic pub- 
lishing change in the world," claims 
Narayen, who was Adobe's President 
& coo until 2005. 

Since the internet and mobile 
devices will play a critical role in 
Adobe's next phase of development, 
the San Jose-based company recently 
unveiled AIR, a new platform that al- 
lows developers to build new types 
of web services. “Our philosophy 
as a company has always been to 
revolutionise the way people en- 
gage with ideas and information, 
and we have done that by constantly 
inventing new solutions. Look at 
digital photography, prior to 
Photoshop people needed to use 
highly expensive proprietary sys- 
tems," Narayen points out. "AIR ba- 
sically enables web applications to 
run on desktop applications, if you 
see what we did with Flash (a graph- 
ics product that came with the 
Macromedia purchase) it gave users 
the same experience across browsers. 
What we are doing with AIR is 
offering the same user experience for 
applications across operating sys- 
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Adobe's Narayen: He wants to power all publishing, both online and offline 


tems," explains Kevin Lynch, Chief 
Technology Officer, Adobe Systems. 

As Lynch, who was appointed 
CTO early this year, goes on to ex- 
plain, the company is betting that 
the future of computing will be a 
blend of ‘cloud’ computing (ap- 
plications hosted online) and lo- 
cal computing (offline applica- 
tions). “We believe we are in the 
fourth phase of computing, where 
you will see ‘rich’ internet appli- 
cations that will run on your com- 
puter but constantly access infor- 
mation from the network. That's 
because a lot of the processing 
power that resides on your com- 
puter goes unused today, and AIR 
will enable developers to take ad- 
vantage of the huge amounts of 
local computing power." 

With the world switching over 
to a multitude of connected de- 
vices, Narayen and Lynch are en- 
gineering AIR to give the same sort 
of user experience across different 
devices. “In countries like India, 
the mobile device is what people 
are using, in places like the us there 
are different devices as well, such as 
game consoles, that people use to 
access the internet, and you have to 
give people the same experience. 
Anywhere there is a screen and 
processing power people will want 
to access the internet. Even today, 
Flash runs on a multitude of de- 
vices... the console of a new Jaguar 
uses Flash," Narayen points out. 

Adobe has been one of the old- 
est technology firms to have set up 


shop in India, and Narayen says 
that India will play a key role in the 
development of future Adobe prod- 
ucts as well. *We are a global com- 
pany and we will take advantage of 
the global talent pool, but India 
has never been about the number of 
people we have here but if we can 
attract the absolute best talent to de- 
velop innovative new technologies. 
And I believe in that respect we 
have been very successful in India." 

KUSHAN MITRA 


Redefining the 
Testimonial 


HP gets real celebrity cus- 
tomers to do the selling for it. 


ATJIV S. CHAHIL IS AN OLD- 

fashioned marketer living in an 
extremely modern world. The Vice- 
President of Global Marketing for 
Silicon Valley giant, Hewlett-Packard 
(HP) is responsible for HP’s new “The 
Computer is Personal Again’ cam- 
paigns. The campaigns, which feature 
celebrities, or as Chahil terms them, 
‘achievers’ such as Serena Williams, 
Petra Nemcova, Paulo Coelho and 
Jay-Z, are all about testimonials. 
“Isn’t that the oldest form of adver- 
tising?" Chahil asks, *Word of 
mouth, because that is what this is." 

Chahil was in India to unveil 
HP's new line of 'Imprint Design' 
laptops along with one of its *achiev- 
ers’ Serena Williams, who recently 


111*4 sisvg3aq 






How they read differs. 
What they read doesn't. 







Malayala Manorama is the most read daily in all the three regions of Kerala. 


The North, Central and South regions of Kerala may differ in their dialect, cuisine and culture, but the newspaper they 
prefer is the same. Malayala Manorama. Kerala's No. | daily, across regions and diversities. 





Editions | IRS 2007 R2 | Lead of MM 
—1M oz Malayala “ ” Manorama 
North Kerala editions | 2496 | 2467 | 29 y | 
pomme Nera editions — | 44/3 | 2904 | 1549 Nobody delivers Kerala better 
South Kerala editions 1694 1275 419 
I I All figures in ‘000s 
North Kerala editions - Kozhikode Malappuram & Kannur 1 Central Kerala ed bons - Kochi, Thrissur. Palakkad & Kottayam I South Kerala editions - Trivandrum 2 Kollar: 


Source: IRS 2007 R2 


bt current 


SHEKHAR GHOSH 


Hewlett-Packard's Chahil: Word-of-mouth advertising from celebrity customers 


won the Bangalore Open tennis 
tournament. “We do not pay any of 
these people, we do not believe in 
the cult of the celebrity. These peo- 
ple are real users of HP products 
and they tell viewers how using 
these products have changed their 
lives,” he says. In fact, Chahil admits 
that the achievers often write their 
own scripts for the advertising and 
all the creative material is created on 
HP machines. 

All this talk of achievement and 
‘free’ celebrities is surprising, par- 
ticularly since HP’s sister-brand 
Compaq uses Shah Rukh Khan as 
its brand ambassador in India. 
*You have to realise that the two 
brands are different. Compaq is 
an aspirational brand and is aimed 
at first-time buyers, and for that 
segment we believe celebrity en- 
dorsements work, particularly in 
markets like India. We would like 
to position HP as a brand that 
makes your life easier through 
computing," reasons Chahil. 

Unsurprisingly, HP's campaign 
has had a viral effect and several 
user-created adverts have flooded 
online video-sharing services such as 
YouTube, including one featuring 
Apple CEO, Steve Jobs. And, as 
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Chahil would like to point out, it 
has had a fairly positive rub-off on 
HP's marketshare, which has creeped 
up over the past few quarters in 
every segment but particularly in 
the desktop and laptop markets. 
Maybe Chahil should use the 
opportunity to create his own HP 
achiever advert. 

KUSHAN MITRA 


Take-off 
Troubles 


Some in Bangalore want the 
old airport to stay open. 


HE NEW BANGALORE INTERNA- 
T iun airport will not take off 
on March 30, as scheduled. The 
official reason cited is that the air 
traffic control facility is not fully 
in place. Even as the new airport au- 
thorities are preparing for a May 11 
launch, the demand for keeping the 
existing airport, owned and man- 
aged by Hindustan Aeronautics 
Limited (HAL), has heightened. The 
latest bout of chorus in favour of re- 
taining the 67-year-old airport is 


chiefly due to the long and uncom- 
fortable drive to the new airport at 
Devanahalli, 35 km from the city, 
and the prohibitive user develop- 
ment fee (UDF) the passengers are 
required to pay. While Bangalore 
International Airport Limited (BIAL) 
and Karnataka government are firm 
that HAL will cease to function from 
March 30, industrialists, private air- 
lines and the defence psu have 
stepped up their campaign to keep 
the HAL airport running. “It’s a great 
facility we cannot ignore," says G. R. 
Gopinath, founder of Deccan 
Aviation, about the HAL airport. 
“We should keep the existing airport 
and use it for short-haul flights," 
he says, and adds that (BIAL’s) user de- 
velopment fee Rs 1,000 on a fare of 
Rs 1,800 to Hubli will discourage 
passengers from flying. 

The defence PSU will lose Rs 250 
crore a year on permanent closure 
of its airport, and hence its last- 
ditch efforts to save it. HAL DGM 
(Aerodrome Operations) S.R.lyer 
suggests a minimal utilisation of the 
PSU's airport in such a way that the 
commercial interests of BIAL are not 
hurt. According to him, the 
Devanahalli airport will soon reach 
its optimal capacity considering the 
way air traffic is growing in India. 
“All airlines are in the red today. 
Monopoly will increase the suffer- 
ings of airlines,” Iyer warns. Albert 
Brunner, CEO of BIAL, which has in- 
vested Rs 2,470 crore into the proj- 
ect besides getting its concessionaires 
to invest Rs 1,000 crore, would not 
buy any of these. “A contract is a 
contract. You cannot first sign it 
and then go on debating about it," 
he says. “Credibility of India will be 
at stake,” says the Swiss national 
who supervised the expansion of 
Zurich airport. Perhaps, the gov- 
ernment could keep the old airport 
open till the roads to the new air- 
port get done, and get HAL to share 
a part of its revenues with BIAL to 
make up for any loss. 

K. R. BALASUBRAMANYAM 
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Street Wear, 
Street Smart 


Modi Revlon takes on HUL by 
going mass in cosmetics. 

OR A COMPANY THAT HAS À 
RES of Rs 150 crore, Modi 
Revlon could be considered a min- 
now compared to the girth of the 


Modi's intentions. He's already 
triggered a battle in hair colour by 
launching a mass brand, Colour 
N’ Care, that is priced at Rs 120. 
Colour N’ Care squares up against 
Colour Naturals from market 
leader Garnier and others such as 
Wella and Schwarzkopf Palette. 
Also, after setting up its fragrances 
facility at the Modinagar plant in 
Uttar Pradesh, Modi Revlon has 





Umesh Modi: Who's the fairest of them all? 


Rs 13,717-crore Hindustan Unilever 
Ltd (HUL). However, that’s not stop- 
ping it from foraying into a territory 
that’s considered a stronghold of 
the latter—mass market colour cos- 
metics and fragrances. "After achiev- 
ing leadership in the mass premium 
segment with the Street Wear brand 
and the premium end with Revlon, 
we are thinking of beating HUL in 
the Rs 100-plus segment; and we 
will soon launch a range even in 
the sub-Rs 100 range," says Umesh 
K. Modi, Chairman, President & 
CEO, Modi Revlon. The new range 
will be led by the Street Wear brand. 
*We could consider another sub- 
brand," adds Modi. 

A move into hair colour and 
fragrances is a clear indicator of 
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managed to scale down the price of 
its Charlie perfume to Rs 135 for a 
100 ml reference. 

To make sense of the segmen- 
tation, one has to look at the price 
bands that work for colour cos- 
metics. The mass end is considered 
to be the sub-Rs 100 category that's 
dominated by Elle18 from Hut. 
The mass premium end (Rs 175- 
300) has Street Wear, Lakme (from 
HUL) and Maybelline. The premium 
end (Rs 400-Rs 700) has Modi 
Revlon leading the fray. The com- 
pany claims to have led market 
share in the premium segment for 
its lip colour and nail enamel range. 
“We do not go by ACNielsen data 
as it does not cover premium out- 
lets such as Lifestyle and Shoppers' 


Stop, which are a strong area of 
focus and sales for us," says Modi. 

Modi Revlon claims a market 
share of 41 per cent share of pre- 
mium/mass premium segment as 
per Euromonitor data for 2006, 
placing it ahead of its competitors. 

Colour cosmetics account for 
almost 70 per cent of Modi 
Revlon's turnover, and the agenda 
for the company is to step up the 
focus on hair colour, skin care and 
fragrances. *Going forward, we 
think fragrances will be very big 
for us and similarly we are fairly 
well placed to fight it out in hair 
colour where Garnier leads the cat- 
egory. We have just launched our 
skin care range called Pure that will 
look at the fast-growing skin whiten- 
ing segment," Modi says. 

The company says it is well 
placed on the distribution front; it 
will look at 40,000 stores and 
specifically target the prominent 
fancy stores that sell odd-ends and 
cosmetics. Modern retail outlets 
figure notably in the game plan. 
* At least 6,000 stores (within mod- 
ern retail formats) will be added in 
the next two years," says Modi. 

SHAMNI PANDE 


And the Oscar 
Goes to... 


...An LA animation company 
with Mumbai operations. 


N LATE FEBRUARY, WHEN NICOLE 

Kidman-starrer The Golden 
Compass was awarded an Oscar for 
best visual effects, there were cele- 
brations in Goregaon in suburban 
Mumbai. No, they weren't elated 
fans of the Hollywood actress re- 
joicing the moment of glory for the 
film. Rather, the 150-odd revellers 
were those who, in their own way, 
played a role in the winning of this 
coveted award. They are a part of 
the Los Angeles-based American an- 
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imation company Rhythm & Hues 
(R&H), which was involved in the 
computer animation and visual ef- 
fects work as the lead studio in the 
project (there were apparently eight 
other international studios involved 
in the project). 

Says Saraswathi Balgam, 
Director, Rhythm & Hues India: 
"Bill Westenhofer, Visual Effects 
Supervisor, R&H, led a crew of 500 
in both the us and India over a pe- 
riod of 18 months (starting early 
2006) to produce the work featured 
in the movie." R&H's work, she ex- 
plains, includes the creation of the 
computer-generated hero daemons, 
including Dakota Blue Richard's 
daemon Pan in all his incarnations; 
the Golden Monkey (Nicole 
Kidman's daemon); Stelmaria 
(Daniel Craig's daemon); along with 
the spyflies and numerous other 
characters. The 150 employees from 
R&H India contributed to all stages of 
the production process and deliv- 
ered roughly a third of the total 
work done by R&H. Those in India 
were mainly out of Mumbai and a 
few out of Hyderabad, where it has 
just launched its operations and 
added 100 people. Points out 
Balgam: *The company has been 
present in India since 2001 and has 
learned a lot from R&H's Us experts; 
in a sense, R&H has helped trans- 
form the raw talent in India to pro- 
duce the high quality stuff." 

Adds Prashant Buyyala, 
Managing Director, Rhythm & 
Hues India: “The availability of tal- 
ent here helped the company grow 
faster and, given that it is an indus- 
try that has very tight margins, the 
India presence not only made it 
global but also gave a greater cost 
competitiveness at a global level.” 
The India team, he says, is fully in- 
tegrated with the team in the us and 
would naturally be involved in all the 
major projects that the company 
lays its hands on. R&H is currently in 
production on a number of large- 
scale projects for release in 2008 
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and 2009, including The Incredible 
Hulk, The Mummy: Tomb of the 
Dragon Emperor, Cirque de Freak, 
They Came From Upstairs, Land of 
the Lost, The Time Traveler’s Wife 
and State of Play. 

E. KUMAR SHARMA 


VERG RE EV: LI EE 
Banner Banter 


Online advertising may slow 
down in the US, not in India. 


VER SINCE THE FIRST BANNER AD- 

vertisement was sold online 15 
years ago, online advertising has 
come a long way. It is estimated to 
be a $42-billion industry in the us, 
and has proved to be a growth en- 
gine for companies like Microsoft 
and Google. Internationally, online 
advertising is projected to grow six 
times faster than traditional media 
through 2009. By 2010, online is 
forecast to represent one-tenth of all 
advertising spending. 

But all is not hunky dory, say 
technology-media-tele- 
com (TMT) experts at 
Deloitte Consult- 
ing. According to 
a report by the 
consulting firm, 
online advertising 
in 2008 will see ob- 
stacles such as grow- 
ing apathy towards 
this medium. The 
report says: 
"According to a 
recent survey in 
the US, many 
consumers find 
that internet 
advertising is 
more intru- 
sive than 
print, and 
consumers 
preferred to 
view print ad- 
vertising to ad- 
vertisements on 


Us 


j 
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the web. Many suggested the web- 
sites should offer consumers the 
option of blocking advertisements.” 
Secondly, this year will see growing 
opposition to a key feature of on- 
line advertising, which is tracking of 
online behaviour whose main pur- 
pose is to enable the delivery of 
targeted advertising. “ไท 2007, re- 
sistance was already being mani- 
fested in the form of organised lob- 
bies and a *do not track' campaign," 
adds the report. Confidence in 
online advertising could be further 
undermined if high-profile industry 
figures continue to question publicly 
online advertising revenues and 
valuations, feels Deloitte. 

Yet, fears of a slowdown in on- 
line advertising in the West—but- 
tressed by recent talk of Google's ad 
share in the us dropping for the 
first time in two years—doesn't 
necessarily imply the same would 
happen in India. Says Jaspreet 
Bindra, India Country Manager, 
Online Services, Microsoft: “The us 
online advertising market is a ma- 
ture market and is a $45-billion 
industry. We have a long way to go 

in India as we are still trying to 
grow this medium. Such obstacles 
are not valid for India.” 

The Indian online advertising 
market is just about Rs 400 crore, 
which is less than 1 per cent of 

the total ad market which is 
worth Rs 20,000 crore. 
While the total adver- 
tising market, includ- 
ing print and televi- 
sion in India, grew 
at 20 per cent last 
year, the growth in 
the online advertis- 
ing market has been 
higher, at around 
60 per cent. 
Clearly, internet ad- 
vertising has a long 
way to go in India be- 
fore it does slow down. 
ANUSHA 
SUBRAMANIAN 


Microsoft's Bindra: 





Aerotropolis = 


Now 
Along with airports will come 
hotels, townships, theme parks. 
S MORE AND MORE AIRPORTS ARE 
being built by private sector 
players, a buzzword that's emerged 
is the aerotropolis—a cluster of 
aviation-related enterprises (in- 
cluding hotels and business parks) 
around an airport. Bengal 
Aerotropolis Project Ltd (BAPL) is 
one of the country's first aerotrop- 
olis (another such project is in 
Hyderabad, being developed by the 
GMR Group). BAPL and Singapore's 
Changi Airports recently signed an 
agreement in Kolkata to create an 
aerotropolis at a proposed airport in 
Durgapur. Changi will operate as 
the airport service provider. 

BAPL is a joint venture between 
Pragati 47 Development Ltd, 
Citystar Infrastructures Ltd, Lend 
Lease Company (India) Ltd and 
Pragati Social Infrastructure & 
Development Ltd (which in turn is 
a joint venture with the Housing 
& Urban Development Corporati- 
on) and Asansol Durgapur Develop- 
ment Authority. The company plans 
to invest nearly Rs 10,000 crore to 
develop a 2,300-acre aerotropolis in 
the Asansol-Durgapur region of 
West Bengal. The project promises 
to house an industrial park with 
factories, an IT park, a township, a 
theme park and office parks. 
Townland Consultants Ltd of Hong 
Kong is the project consultant. The 
entire project is scheduled for com- 
pletion by January 2015, but the 
airport and first phase of the town- 
ship and industrial park will come 
up in 30 months from taking pos- 
session of the land, says Partha 
Ghosh, Director, BAPL. 

"The entry of the private sector 
in airport development is likely to 
see several airport-cities coming up 
in the country in the years to come. 


Phoenix Rising 


The mill that sparked off Upper Worli in the '90s is being refitted. 


? ids WAS AROUND THE TIME— 
around the mid-90s—when 
advertising agencies and media 
houses were giving up their old 
and tatty office spaces in the com- 
mercial district of South Mumbai 
to move to the new and swanky 
Tulsi Pipe Road, Parel, in the cen- 
tre of the city. Those who found 
the notion of Parel too down-mar- 
ket referred to this area as "Upper 
Worli." Madison Avenue met Fleet 
Street, and everyone was happy. 

A crucial piece of this emerging 
new picture was the over 100- 
year-old Phoenix Mills, a part of 
which had been remodelled into 
an urban haven of commerce and 
entertainment. First came the 
restaurants, bowling alleys and 
the nightclubs. These were fol- 
lowed by modern retail formats, 
with Big Bazaar, Pantaloons, 
Lifestyle and Quorum (now 
Skyzone) collectively forming 
High Street Phoenix. By this time, 
only 30 per cent of the entire mill 
was developed. 

It's now time for the Phoenix 
to rise the third time. Says Atul 
Ruia, Joint Managing Director, 
The Phoenix Mills Ltd: *Three- 
four years ago, we realised that 


A beginning has already been made 
with the modernisation of the 
Mumbai, Delhi, Hyderabad, 
Bangalore and Kochi airports under 
public-private-participation (PPP). 
Now investors are looking at non- 
metro airports. In fact, we are also 
looking at some other non-metro 
airports," says Ghosh. 

Ghosh feels that most of the 35 
non-metro airports have the po- 
tential to be converted into aero- 
tropolises. It's a new concept in 
India but well recognised in the 
West, where airports are not con- 
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Mul a Qayma Ruas; ส อน น่ อ ล า ด่ 


Phoenix needed a refit so it could 
keep pace with the future. We've 
put in a lot of infrastructure by 
way of a new multiplex, and park- 
ing spaces; we've changed our 
shopping mall, and we're also put- 
ting up a hotel." The 25-acre (or 1 
million sq ft) space was shut down 
phase by phase to upgrade, refur- 
bish and relaunch. The hotel in 
question is a luxury-business 400- 
plus key room affair called the 
Shangri-La. Ruia surmises that by 
end-2009, 70 per cent of the High 
Street Phoenix-to-come will have 
risen (including the Shangri-La). 
The cost? Rs 800 crore, which is 
coming from internal accruals. 
DEEPTI KHANNA BOSE 


fined to just travel and transporta- 
tion but are also drivers of other 
businesses. “These aerotropolises, 
if planned properly, can decongest 
the metros and create regional ag- 
glomerations," adds Ghosh. 

The proposed airport in 
Durgapur will have a full-length 
runway (with provisions for more 
runways). The airport is expected to 
handle traffic of 400,000 passengers 
by 2010-11; by the third year of 
operation, it is expected to handle 
half a million passengers. 

RITWIK MUKHERJEE 
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ON THE MEND - 


The topline looks good once again... 
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..although the broader indices have 
done better. 
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Hindustan Unilever is on a roll again. But that 
doesn't make new CEO Nitin Paranjpe's mandate— 
to pump up HUL's mojo in highly competitive 
mar kets—any CASIET. BRIAN CARVALHO 


HEN 52-YEAR-OLD DOUGLAS BAILLIE 
heads for London in April, to as- 
sume charge of Unilever’s Western 
Europe region as President, he 
doubtless will be focussed on the 
task at hand—to keep the growth engine purring 
in a mature market. On Sunday, April 13, 9.45 
a.m. onwards, the MD & CEO (till end-March) of 
the Rs 13,718-crore Indian consumer goods giant 
Hindustan Unilever Ltd (HUL) would have his 
sights trained on a slightly different purpose: Of 
completing the 26 miles of the London 
Marathon—for the eighth time. His former col- 
leagues back in India would doubtless be keen to 
know how Baillie fared, particularly his fellow 


marathoners on the eight-member Management 
Committee (MC). These include Dhaval Buch, 
Executive Director (Supply Chain), Leena Nair, 
Executive Director (HR), and—the man to whom 
Baillie has, to mix athletic metaphors, passed on 
the baton—Nitin Paranjpe, who takes over as 
HUL’s youngest ever CEO from April 1. 

Buch, Nair and Paranjpe (who is also an active 
squash player) are perfect embodiments of a chang- 
ing HUL—of an organisation that’s not just young — 
the average age of the MC would be in the early 
40s—but vibrant, fit and flexible. That Hut. has 
been finally able to stoke up the growth embers, im- 
prove profitability, regain market shares, and grow 
fledgling markets in the past three years, are 
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significant indicators of its business 
success. If the maker of home & 
personal care (HPC) products and 
foods has been able to get back on 
the track of profitable, consistent 
and competitive growth, it is thanks 
largely to two main reasons. The 
first is the One Unilever exercise 
introduced a couple of years ago 
across the company, globally; the 
second significant contributor is the 
comprehensive organisational 
makeover that's taken place at 
Hindustan Lever House, the com- 
pany's South Mumbai headquar- 
ters. Exit the fuddy-duddy, conser- 
vative, and arrogant marketing jug- 
gernaut of yesteryear. Enter an HUL 
that's flexible, less hierarchical, hum- 
ble and uber-cool. 

Indeed, business success and an 
organisational revamp have dove- 
tailed in style at HUL to bring it 
back in the reckoning amongst var- 
ious stakeholders, including some 
4.000 stockists, 800 suppliers and 
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THE HR 
TURNAROUND 


How HUL got back to Day Zero on 
campuses after six years. 


@ Convinced grads that HUL is an FMCG 
company is incidental; its biggest 
proposition is that it produces leaders 


@ Played the global card to the hilt— 
global opportunities for posting and 

training are in plenty 

@ Highlighted its flexibility (in work-style, 
compensation) and choice-based 


propositions; for instance, you can 
now start your career in HUL from 


@ Showed its youthful side; the 
management committee is young and 
cool and structure less hierarchical 


@ Projected itself as a caring 
organisation; lights at HUL go out at 
8.30 p.m., and breaks & sabbaticals 
are encouraged 


@ Broke out of the ‘arrogant’ mould 
by encouraging 360-degree feedback 


400,000 investors. It wasn’t that 
way between 2001 and 2004, when 
the company’s topline just refused 
to budge, as consumers shied away 
from HUL products, often prefer- 
ring the cheaper alternatives in the 
market. Other new-found expenses 
like home loan installments and 
mobile phone bills ate into the con- 
sumer's wallet. Also, a haughty HUL, 
accustomed as it was to a decade of 
robust double-digit growth and 
high profitability, was finding it 
difficult to accept that it wasn’t in- 
novating fast enough, and was 
thereby drifting away from the con- 
sumer. Says Paranjpe, currently 
Executive Director, HPC, which is 
easily the largest portfolio at HUL: 
“Between 2001 and 2004, the con- 
sumer had a lot of things to spend 
on as interest rates were low. There 
was a competing demand on her 


funds. So, she compromised on 
things that didn’t really improve 
her quality of life.” Result? HUI 
wasn’t growing even as the rest of 
the fast-moving consumer goods 
(FMCG) market was, which, in turn, 
resulted in an erosion in market 
shares in key categories like deter- 
gents, soaps and shampoos. Clearly 
HUL, the undisputed overall leader in 
FMCG products in India, was begin- 
ning to become less relevant to con- 
sumers in one of the Anglo-Dutch 
giant’s largest global markets. 
Along with HUL, Unilever itself 
wasn’t having too happy a time, 
unable to meet its growth targets. 
This called for drastic action, and 
two years ago, the €40-billion con- 
sumer goods major adopted a new 
structure—a single top executive 
team into which the foods and 
home & personal care businesses 
were integrated. Called One 
Unilever, the programme also sim- 
plified the global business into three 
broad regions—Asia-Africa, Europe 
and the Americas. Recently, a new 
region of Central and Eastern 
Europe (CEE) was carved out as a 
part of Unilever’s sharp focus on 
the high-growth developing and 
emerging markets. Harish Manwani, 
Chairman, HUL, and President (Asia- 
Africa), Unilever, and who now also 
takes charge of the CEE region, says: 
“The idea behind the new struc- 
ture was to bring in the might of 
Unilever into every market we op- 
erate in, be it in terms of innovation, 
supply chain or best practices. We 
had to play our global scale with 
our regional might.” Adds Dhaval 
Buch, Executive Director (Supply 
Chain): “Our supply is organised 
on a regional and global basis. That 
scale helps us derive efficiencies in 
buying and sourcing.” Buch, who in- 
cidentally is HUL’s first ever supply 
chain ED, took over last year when 


“The war for talent is the biggest challenge in developing & 
emerging markets. But our talent pipeline is robust” 
Harish Manwani/ Chairman, HUL, & Head of Unilever (Asia, Africa & Central & Eastern Europe) 





"There is a thin line between puffery and trust. My job is to 
ensure that we never mislead consumers in our campaigns " 
Ashok Gupta Executive Director (Legal)/ HUL 


the company's entire supply chain 
was brought under one roof. 
Whilst it would be simplistic to 
credit the entire turnaround at HUI 
to the new structure—which has 
worked for Unilever too in kick- 
starting growth—it has played its 
part. Says Sanjiv Kakkar, Executive 
Director (Sales & Customer 
Development): “It has been a cru- 
cial factor (though not the only 
one) in our recent success. It has 
helped improve our execution at 
the front end, as today we have 
just two sales teams in the market 
(HPC and Foods) as against five ear- 
lier. Also, we are now able to gen- 
erate scale at the distributor end as 
we have a common channel pro- 
gramme across the companies. 
There's little room for duplication as 
we don't have separate teams for 
foods, beverages, detergents, ice 
creams, etc. Today, it's all one team." 
The numbers clearly tell the story 
(see On the Mend). As Manwani 
says: “Three years ago, the objective 
was to get profitable, consistent 
and competitive growth. We are 





not only growing in double digits, 
we are also witnessing accelerated 
growth (which has improved over 
the previous year for the last three 
years). Our operating margins are 
improving, despite higher adver- 
tising and promotional spends, 
which indicates we are achieving 
profitable growth. And as far as 
competitive growth goes, we have 
made solid gains in the laundry cat- 
egory in 2007. In others, we haven't 
lost share dramatically; on an ag- 
gregate basis, our market share has 
gone up in 2007." Adds D. 
Sundaram, Finance Director, HUL: 
“Between 2001 and 2004, (FMCG) 
markets were in a state of transition. 
The growth had to come, and our 
investment in those years on 
processes, efficiencies and brands is 
helping us grow ahead of the mar- 
ket, and develop it (in some cases)." 

To be sure, HuL has done well to 
claw back share in the markets that 
matter. In the largest FMCG cate- 
gory, the Rs 8,875-crore fabric wash 
segment, HUL has gained over 2 
percentage points in market share in 


CONSCIENCE 
KEEPER 


The legal head ensures that the 
mean marketing machine 
doesn't lose its soul. 


There's a thin line between puffery 
and trust. 

We don't seek information on the 
competition. 


OU WOULDN'T EXPECT SUCH STATEMENTS 

from the mouth of a senior director 
of HUL, long known for its high-profile 
advertising and promotional blitzes and 
bitter skirmishes in the market place. 
But then that's exactly why Ashok Gupta 
is a key protagonist on the eight-mem- 
ber HUL Management Committee. 

Indeed, at HUL, the legal function is 
taken very seriously. Gupta, who took up 
the reins from M.K. Sharma last June, 
has his hands full protecting the com- 
pany's brands, its shareholders (400,000 
of them), distributors, employees, and 
the millions of consumers of HUL prod- 
ucts. And it's on the last front that Gupta 
makes a crucial distinction between 
consumer needs and citizen expecta- 
tions. "Our product delivery has to meet 
both," says the self-styled "conscience 
keeper" of the company. So if a new 
product is launched (like Amaze snack 
food, for instance), it doesn't just have to 
make business sense, it also needs to 
tackle malnutrition 

It's easy to be cynical and look at 
HUL as a mean marketing machine with- 
out a soul. But when Gupta talks about 
the company s value system, you know 
he's very earnest about it. For instance, 
HUL doesn't frown on gifts (which 
mostly distributors tend to shower); 
that's because as a policy, gifts are col- 
lected and given to charity 

A fair bit of Gupta's time is devoted 
to protecting HUL brands in an industry 
that's plagued by counterfeits. Not just 
the brand, but even the packaging of 
products, is patented. But that doesn t 
stop the look-alikes from flooding the 
market. The favourite brands that are 
knocked off are Fair & Lovely, Clinic 
Plus and Vaseline. And, yes, Gupta's 
almost missionary zeal to ensure that 
consumers are never misled, leads to 
frequent run-ins with the unrelenting 
marketing folk. But HUL's conscience 
keeper invariably gets his way 
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WINNER IN THE MARKET? 


HUL as a whole has gained thanks to value share gains in key segments... 


CATEGORY: Fabric Wash 
MARKET SIZE: Rs 8,875 crore 


COMPANY ,——— QUARTER ENDED 2007 
MAR. JUNE SEPT. DEC. 
HUL 35.2 365 37 375 


P&G 715 14 7.7 7.4 


Nirma 13.4 131 132 136 


CATEGORY: Shampoo 
MARKET SIZE: Rs 2,141 crore 
COMPANY QUARTER ENDED 2007 

MAR. JUNE SEPT. ODEC 
HUL 469 475 477 478 
P&G 25 248 243 237 
CavinKare 12.6 12.4 12.1 12 


...it is still a leader by far in others, although shares haven't 


nudged upwards by much... 


CATEGORY: Personal Wash 
MARKET SIZE: Rs 6,553 crore 


COMPANY — QUARTER ENDED 2007 
MAR. JUNE SEPT. DEC. 


HL — 553 54 532 543 
Santoor 62 6.6 6.9 75 
Nirma 7 6.6 6.1 5 7 


LUA 


2007 (see Winner 
in the Market?). 
However, in 
many other cate- 
gories like skin 
care, soaps and pac- 
kaged tea, although 
HUL is the clear leader, it has its 
hands full clinging on to its share. 
And it lags leader Colgate in the 
important category of toothpaste 
(worth Rs 2,733 crore last year). 
What HUL is clear about is that it 
won't sacrifice profitability at the al- 
tar of market share. “As my CEO 
(Baillie) would say: “You’ve got to 
chew gum and walk at the same 
time.’ There can never be a trade off 
between market share and prof- 
itability. That’s why it’s important to 
drive the topline ahead of the mar- 
ket,” says Sundaram. So, despite 
an increase in advertising & pro- 
motional (A&P) expenditure—up by 
32.3 per cent in the fourth quarter 
of 2007 over the previous year’s 
corresponding period and higher 
by 11.8 per cent in 2007 over 2006 
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CATEGORY: Skin Care 
MARKET SIZE: Rs 2,758 crore 


COMPANY QUARTER ENDED 2007 
JUNE SEPT. DEC. 


HUL 548 551 55 
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Boroplus 5 5 5 5.1 


—————— —————— D 


Vicco 31 31 3.1 3.1 


Turmeric 
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—HUL has been able to up its mar- 
gins. Margins on the earnings before 
interest & tax (EBIT) front are up 
from 13.3 per cent in 2005 to 14.1 
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CATEGORY: Packaged Tea 
MARKET SIZE: Rs 4,396 crore 


COMPANY QUARTER ENDED 2007 
MAR. JUNE SEPT DEC. 


21.9 223 234 227 


HUL 


Tata Tea 18.9 19 20.2 208 


—- -- — 


Wah 4 38 36 42 
Bakri 














per cent in 2006 to 14.4 per cent in 
2007. “The competitive battle that 
began a few years ago called for 
unblinking defence. That has paid 
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“The success we enjoyed for 10-12 years did breed arrogance. 
We have now learnt the virtues of humility” 


Leena Nair / Executive Director (HR)/ HUL 
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...although it's second-best in a couple of segments. 


CATEGORY: Toothpaste 
MARKET SIZE: Rs 2,733 crore 


COMPANY QUARTER ENDED 2007 


MAR. JUNE SEPT. DEC. 


——Á—Ó— 


Colgate 48.2 485 482 488 


HUL 30 30 30 . 495 


off in terms of mar- 
ket share and mar- 

gins, although our 
margins are 

still not as 
high as in the 
good times. They're 

half the level they were 

then," adds Sundaram. 

The *unblinking defence" 
Sundaram talks about was—and still 
is—against competition from global 
rival Procter & Gamble (P&G) in 
detergents and shampoos, ITC in 
foods (and now in soaps), local play- 
ers like Tata, Marico, Godrej and 
Cavin Kare and Nirma, as well as bit 
players like Vicco, Wagh Bakri, 
Boroplus and Santoor, to name just 
a few. That competition isn’t going 
away in a hurry. In fact, it just keeps 









CATEGORY: Ketchups 
MARKET SIZE: Rs 271 crore 











COMPANY QUARTER ENDED 2007 

ndm MAR, . JUNE SEPT. = DEC. - 
Maggi 322 309 309 303 
HUL 26 255 269 281 


Figures in % Source: Nielsen, company, industry 


getting more intense. 
Recently, ITC got into an 
already crowded personal 
care business. "Our ap- 
proach has always been to 
provide consumers with an 
exciting portfolio of world-class 
products; we will continue with this 
strategy in the categories that we 





"Our growth has been competitive and sustainable for the 
past three years. The trend and the trajectory are upward" 
Sanjiv Kakkar/ Executive Director (Sales & Customer Development)/ HUL 


have (recently) entered—viz. soaps, 
shampoos, shower gel and condi- 
tioners," says Sandeep Kaul, General 
Manager & Head of ITC’s Personal 
Care business. 

Battling competition will always 


"Our supply is organised on a regional and global basis. That 
scale helps us derive efficiencies in buying and sourcing" 
Dhaval Buch/ Executive Director (Supply Chain)/ HUL 
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be a given for HUL, but the trick in 
actually hitting another level may lie 
beyond the competition, and in 
finding more consumers and in- 
creasing usage. As Manwani says: 
“In categories like foods and skin 
care, there is a huge opportunity 
for market development, penetra- 
tion and conversion. Don’t forget, 
we are the guys who built the de- 
tergent and shampoo markets. We 
want to do the same with pack- 
aged foods, where it’s not a fight for 
market share, but for conversion 
(from home-made foods to ready- 
to-cook). But we have to get the 
product right to suit local tastes.” 
Adds Baillie: “In five years, I see 
HUL maintaining its market shares— 
but doubling and trebling the sizes 
of some markets.” 

For some time foods was an 
area of worry for HUL. Baillie points 
out that one of his three briefs when 
he was sent to India was to “lay 
the foundation for a sizeable foods 
business (the other briefs were to 
grow ahead of the market, and to 
create a simplified organisation)”. 
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Says Baillie: “Foods is reaching a 
tipping point. And Unilever has a 
huge foods toolbox that has not 
yet been unleashed on India." A 
few of those products are begin- 
ning to roll in quietly—like 
Bertolli olive oil and Skippy 
peanut butter. New launches, 
brand extensions and innova- 
tions have been steadily hitting 
shop shelves. These include a 
Chinese meal maker, a ready- 
to-cook offering within the Knorr 
brand, Kissan Chatak Daar 
ketchup, Amaze milkfood and 
snack food, under the Kissan 
brand, Moo ice cream, dessert 
teas (butter scotch flavour, any- 
body?) and Brooke Bond Mind 
Sharp (with almond and brahmi). 
Says Shrijeet Mishra, Executive 
Director (Foods): “ไท the last 
two years, we have had consis- 
tent growth in double digits every 
quarter. Over the last three years, 
our margins have improved, the 
topline has too, and we are at the 
best profitable level in many 
years—even though we are in- 
vesting. And as far as the market 


"Over the last three years, our margins (on foods) have impr 


EAT MORE, BATHE MORE 


More important than gaining market share 
for HUL would be increasing consumption... 
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we are at the best profitable level in many years” 
Shrijeet Mishra/ Executive Director (Foods)/ HUL 
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vs HUL is concerned, our growth 
is way higher." Yet, there's little 
doubt that the big break for Hui 
(and for all other foods players) 
will come when more consumers 
opt for the convenience of pack- 
aged foods. “Today, packaged 
foods are still just 5 per cent of 
fresh foods," shrugs Mishra. 

When Mishra admits to los- 
ing out in volumes to Tata in 
tea (or that Nestle is gaining in 
the faster-growing instant cof- 
fee segment), his candour isn't an 
isolated case. Sundaram will tell 
you that although margins have 
expanded, they're still half the 
level they were in the good times; 
and that although investors are 
delighted with the new-found 
momentum, they'll be convinced 
only if this momentum shows 
more signs of sustaining. And 
Leena Nair, Executive Director 
(HR), will tell you that over the 
past four-five years, HUL’s edge 
on campus had got blunted. 
From Day Zero, the company 
plummeted to #15 early last 
year. The good news, however, is 
that the company clawed back to 
Day Zero on the campuses that 
matter early this year. 

Nair will also tell you that 
what was going against the com- 
pany on campus was its fuddy- 
duddy, traditional and hierarchi- 
cal perception. *We (the young 
MC) broke that perception by just 
being ourselves," says Nair. At 
the heart of turning around that 
image was HUL’s ability to break 
out of the sector clutter. “We 
positioned ourselves as a com- 
pany that produces leaders. That 
we are an FMCG company, is in- 
cidental. Along with that, we 
leveraged the global brand in a 
big way." Playing the global card 
involved telling people that at 
last count, CEOs and people on 
global boards who had at some 
point in time been with HUL to- 
talled 440; that globally Unilever 
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VISIT 2 AUSTRALIAN CITIES FOR THE PRICE OF 1 


Now Qantas takes you to any two out of eight popular cities for as little as Rs. 34,300". 
With an extensive 58-destination network in Australia, no airline lets you explore more 
of the country than Oantas. To book your trip, visit www.qantas.co.in or contact your 
nearest travel agent. 


"Fares available for travel between 1 March and 21 November 2008. Prices exclude airport taxes, service fees, insurance and 


QANTAS 


fuel surcharges. Flights are for return economy on selected Oantas flights. Other terms and conditions apply 





For reservations, call Qantas at: Ahmedabad 079 2644 7235/48 * Bangalore 080 2225 8594 * Chennai 044 2827 8680 * Delhi 011 2332 1344/5/8 
* Goa 0832 242 6584, 222 0364 * Hyderabad 040 2329 8498, 6610 2781/2 * Jaipur 0141 238 9038/9 » Jallandar 0181 508 2071/2 * Kochi 09846318009 
* Kolkata 033 2280 7777 * Mumbai 022 2200 7440 * Nagpur 0712 254 1800 * Pune 020 2613 4295/3801 * Vadodara 0265 235 5542/547 
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D. Sundaram Finance Director/ HUL 


had 150 people from HUL at last 
count; that last year, 30 left India for 
various global and regional post- 
ings; and that India is the biggest 
exporter of people to Unilever. 

Nair doesn't mince words when 

she says that HUL’s rah-rah growth in 
the '90s did bring with it some 
problems. *The success we en- 
joyed for 10-12 years did breed 
arrogance. We have paid the 
price for it, and the tough years 
between 2001 and 2004 have 
taught us the virtues of humility." 
A 360-degree feedback policy 
amongst the top 150 personnel 
also does its bit to break down 
arrogance. 

As Manwani puts it: "The 
war for talent is the most im- 
portant challenge in D&E mar- 
kets." Nair is using every war- 
head in her armoury to win that 
war. Flexibility is a key mantra 
today at HUL—be it in terms of 
sabbaticals, working out of home, 
or compensation. And whilst 
compensation packages are being 
revisted, HUL knows the most 
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"The competitive battle that began a few 
years ago called for unblinking defence. It has 
paid off in terms of market share and margins" 





“In five years, the challenge for HUL is to 
maintain market shares, but double and triple 
the sizes of some markets" 


Doug Baillie/ former MD & CEO/ HUL 


crucial role it has to play to moti- 
vate, attract and retain people is 
to, as Nair says, “excite people 
about the future". The company 
seems to be getting it right, what 
with attrition hovering around 8-9 
per cent, as against the FMCG in- 
dustry norm of 14-15 per cent. 


...AND REACHING 
MORE CONSUMERS 

















CATEGORY ALL INDIA Su EAN, ML 
Deodorants 2.1 5.5 0.6 
Toothpaste 48.6 74.9 37.6 
Skin Cream 22 31.5 17.8 
Shampoo 38 52.1 31.9 
Utensil Cleaner 28 59.9 14.6 
Instant Coffee 6.6 15.5 28. 
Washing Powder 86.1 90.7 84.1 
Detergent Bar 88.6 91.4 87.4 
Toilet Soap 91.5 97.4 88.9 


Penetration numbers are based on a study conducted by the 
Indian Readership Survey on a sample size of roughly 250,000 
based on usage in six months 

Source; MRUC, Hansa Research 


Convincing people to ride the 
long haul at HUL—like most of the 
MC members have done—may not 
be easy. But where HUL has it 
pretty well figured out is on succ- 
ession planning. At the CEO level, 
there is at any time a 300 per cent 
cover (three people in line), and 

for most other critical jobs, the 

cover is 200 per cent. With 
such planning, it wasn’t surpr- 
ising that when Baillie had to 
go—some would say a bit too 

early and abruptly—there was a 

robust succession plan in place. 

Baillie will continue running 

his marathons (not just in 

London but perhaps in New 

York and in South Africa, like 

before); back home Paranjpe 

has many miles to go. “In 2008, 

we have to further grow ahead 

of the market, the bottom line 

needs to grow faster than the 

topline, and margins have to 

expand further.” The HUL 
marathon is far from over. 8i 

ADDITIONAL REPORTING 
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THE COLD 





Jain Irrigation Systems is the second-largest drip irrigation company 
in the world and one of the largest suppliers of ducting to telcos 
globally. Now, it's eyeing revenues of $1 billion. แผ น ร ห พ ล GoraLan 


INANCE MINISTER P. 
Chidambaram's new- 
found love for the farm 
sector—he mentioned the 
words “farm”, “farmer” 
and “agriculture” dozens of times in 
his last two Budgets—has had an 
unintended beneficiary. The stock of 
Jain Irrigation Systems (JISL), the 
world's second-largest drip irrigation 
company, has risen from Rs 411.10 
on February 28, 2007, when 
Chidambaram presented his first 
*pro-farmer" Budget, to Rs 612.8 
on March 13, 2008, a fortnight 
after the second such Budget. 

But, JISL is more than just ล 
company focussed on the agri sec- 
tor, and micro-irrigation, in 
particular. It is also a big player in 


Investors Are Happy ©“ 


The stock has risen 11-fold 
over the last five years. 
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piping systems and plastic sheets. 
These three businesses account for 
more than 80 per cent of the com- 
pany's turnover. Says Bhavarlal H. 
Jain, Chairman, JISL: "We expect 
to end this year with a topline of Rs 
2.000 crore and hope to double 
this to Rs 4,000 crore by 2012." 


Aiming High 

Almost all of JISL’s businesses have 
achieved critical mass. In drip irri- 
gation, it is now eyeing the numero 
uno spot globally (Netafim of Israel 
is the largest player with annual 
sales of $450 million, or Rs 1,800 
crore). This is JISL’s main business 
segment, and it is obviously banking 
on the government's increased em- 
phasis on irrigation to deliver the 


Growth Spurt 


Top and bottom lines have been 
growing at close to 50 per cent 
over the last three years. 
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numbers. “ไท five years, micro- 
irrigation will be the biggest business 
and will account for 35-40 per cent 
of our topline,” says JISL’s Chairman. 
Analysts point out that areas like 
irrigation and fruit processing are 
priority areas for the government. 
*Land on a per capita basis has 
been reducing and to that extent, 
the existing land will receive pri- 
ority," says V.K. Sharma, Director 
and Head of Research, Anagram 
Stock Broking. 

Its other divisions are also jog- 
ging along. “I expect each of our 
businesses to grow at least 25 per 
cent per annum over the next few 
years," says Jain. JISL will invest Rs 
200 crore across its businesses over 
the next 2-3 years to grow both 








2005-06 


Figures in Rs crore 


PHOTOGRAPHS BY NISHIKANT GAMRE 


top- and bottom lines. While that 
may not seem large, it is important 
to note that the company operates 
on the philosophy that every rupee 
Invested should generate revenues of 
Rs 5. “We expect our investment to 
generate revenues of Rs 1,000 
crore," says Anil Jain, second son of 
Bhavarlal and MD, JISL. 

ไท piping, it is the largest player 
in India, but the fact that JISL is the 
preferred supplier of telecom duct- 
ing Alcatel globally is not very wid- 
ely known. Optic fibre cables requ- 
ire polyethylene ducts to protect 
them. “Alcatel has bought such 
pipes from us for its projects in 
Algeria, Mozambique, Libya, Bots- 
wana, Peru and Greece,” says Ajit B. 
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Jain, Joint MD, JISL, and Anil's 
younger brother. In India, its cus- 
tomers include Bharti Airtel, Reliance 
Communications, Tata Teleservices, 
Vodafone-Essar and BSNL. 

Another emerging line of busi- 
ness is piped gas. “We are looking at 
sewerage systems and desalination 
plants also. Overall, infrastructure 
will be a huge business opportunity 
for us. This will include irrigation, 
potable water and telecom. All these 
sectors need pipes,” says Ajit. 

Then, JISL sees food processing as 
a growth area. In fact, its annual 
report claims that it is the world’s 
largest processor of mangoes and 
pomegranates. “We are looking for 
buyouts in North India to process 





THE JISL PORTFOLIO 
High-Tech Agri Products 
29.70 


Drip irrigation 
Sprinkler irrigation 

Plastic Piping Products 
PVC & fittings 

Agri Processed Products 
Dehydrated vegetables 
Processed fruit purees, 
concentrates, frozen fruits 


Plastic Sheet Products 
PVC sheets 


13.80 


Other Products and Services 
Tissue culture, hybrid and grafted plants 
Solar water heaters, PV* appliances 


Education and training 
2.40 


Turnkey and consultancy 
Figures in per cent show contribution to top line 


services 
* Photovoltaic Source: Company data 





Ajit Jain 

Joint MD, JISL 

“Alcatel has bought polyethylene 
pipes from us for its projects in 
Algeria, Libya and Greece" 





fruits in that part of the country. 
Setting up a greenfield project will 
take time and an acquisition will be 
a faster way of going about it," 
says Rajnikant B. Jain, Director 
(Technical), ]151 , adding that mango 
pulp of good quality is not available 
once the mango season ends. “If 
the pulp is made available at a rea- 
sonable price through the year, it 
will have a huge market," he says. 
He is examining options like 
mango or banana milk shake. His 
target customer segment: school- 
children; and the target MRP: Rs 
5-7. *The eventual goal is to “อ อ ท - 
sumerise’ these products. 
Maharashtra alone offers a Rs 
2.000-crore market for such prod- 
ucts," he adds. JISL is also trying to 
figure out the logistics of sourcing 
milk. *Quite a few dairies are avail- 
able for sale and we are looking at 
them," says Rajnikant. 


Growing Inorganically 

JISL has acquired 10 companies, al- 
beit small ones, in India and abroad 
over the last three years. But in 
keeping with its investment philos- 
ophy, it extracts more bang for its 
buck than usual. The group prides 
itself on low-cost, high-value buy- 
outs that deliver results quickly. 
The buyout of Pricol Group's agri- 
culture and dehydration facility 
near Coimbatore in April 2005 is a 
case in point. “We bought this unit, 
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Anil Jain 
Managing Director, JISL 
"We expect our Rs 200-crore 


investment to generate revenues 
of Rs 1,000 crore" 


which had 1,250 acres of irrigated 
land and Rs 100 crore in accumu- 
lated losses, for Rs 17 crore," says 
Ashok Jain, Vice Chairman, JISL. 
This deal saved the company over 
Rs 30 crore in taxes. “Today, the 
acquisition is worth over Rs 100 
crore,” he adds. 

Likewise, the 2006 buyout of 
the Us-based Cascade Specialities’ 
vegetable dehydration facility in 
Oregon cost $4.75 million (Rs 
21.85 crore then). The unit, which 
had been losing money for five years 
prior to that, ended 2007 with a 
profit of $8 million (Rs 32 crore). 
“We put in another production line 
and bought a second hard drier 
from a company that was closing 
down. Eventually, capacity was dou- 
bled,” explains Ashok. 

The acquisition strategy is sim- 
ple. “We look at parameters like 
quality of management, the extent 
to which the product line is com- 
patible with ours and finally, the 
technology that an acquisition will 
bring us,” says Anil, who has over- 
seen all the acquisitions. 


Betting on Water 

Water is likely to emerge as JISL’s 
biggest bet going forward. 
Chairman Jain is palpably excited at 
the sector’s potential. “Countries 
are considered water-scarce if 
availability falls to 1,000 cubic me- 
tre per person per annum. In India, 





Budget announcement: Accelerated 
Irrigation Benefit Programme (AIBP) 
SALIENT FEATURES: 24 major and medium 
irrigation projects and 753 minor 
irrigation schemes to be 

completed in 2007-08. Outlay for 
2008-09 increased to Rs 20,000 crore 
from Rs 11,000 crore in 2007-08 
IMPACT: Should augur well for the 
company given that irrigation will 
continue to be a huge focus area 

for the government 


Budget announcement: Irrigation 
and Water Resources Finance 
Corporation (IWRFC) to be set up 
SALIENT FEATURES: IWRFC will be set up 
with an initial capital of 

Rs 100 crore 

IMPACT: This will also include 14 


irrigation projects. That's good news 
for Jain Irrigation 


Budget announcement: Rajiv 
Gandhi Drinking Water Mission 


SALIENT FEATURES: The allocation for this 
has been enhanced to Rs 7,300 crore 
in 2008-09 compared to Rs 6,500 
crore in 2007-08 


iMPACT: Water is likely to be a big story 
for the company. Could be beneficial 
in the long term 


the figure is at 1,250 cubic metre 
per person per annum levels, down 
from 6,000 in 1947," he says. His 
youngest son, Atul, is overseeing 
the project which has four com- 
ponents—water conservation, 
water distribution, water treatment 
and water creation. 

JISL has conducted a pilot study 
across five urban centres in 
Karnataka on water management— 
that includes delivering clean, 
drinking water to households (the 
company’s role here is limited since 
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Equity funds are best judged by their performance over a longer time horizon. 


uti eee Ranked Top Performing Infrastructure Fund-Income, in the 


| World, over the three year period ended December 2007 
Turning the wheels of prosperity” 











The Good News: UTI Infrastructure Fund - Income which emerged as the Top 
Performer among all Infrastructure Funds in the World has generated a Compounded 
Annualised Return of *63.29 % over the 3-year period ended 2007 (Dec. 31, 04 to Dec. 
31,07) and secured the first rank as per Lipper Global Data. The ranking was across 
funds worldwide. "Past performance is no guarantee of future results. UTI Mutual Fund 
1800 22 1230 ‘INFRA’ to 5676756 infra@uti.co.in www.utimf.com 
Methodology & Disclaimer: World Ranking over three- year period ended Dec 2007 UTI Infrastructure Fund-Income has also secured the first rank (three-year compounded annualised retur 
of 63.29 % in INR as on 31st Dec 07) and emerged as the top performing infrastructure fund in the world over 3-year period (31st Dec 04 to 31s! Dec 07) ended 2007. as per Lipper Globa 
Data. "The customized report, highlighting the top performing Infrastructure funds in the world during the year 2007, is based on the study of all funds flagged as" Infrastructure Funds" as per 


Lipper Global Fund Data, having a minimum track record of at least 3-years as of December 2007 end. In total, 11 Infrastructure funds (primary) qualified for the study for 3-year period. Ranking is 
based on 3-year annual compounded returns, denominated in INR for the period ended 31st December 2007. Data Source: Lipper, a Reuters Company (www.lipperweb.com)" 

UTI Infrastructure Fund: An open-ended equity fund Investment Objective: To provide capital appreciation by investing in the companies engaged in the sectors like Metals, Building Materials 
Oil & Gas, Power, Chemicals, Engineering etc. The fund will invest in the stocks of the companies which form part of Infrastructure Industries. Load Structure For Regular & SIP Applications 
Entry Load for Investments < Rs. 2 crores - 2.25%, for Investments > = Rs. 2 crores - Nil; Exit Load for investments < Rs. 2 crores - 1% for < = 180 days. for Investments >= Rs. 2 crores - 0.50 
and for investments held >= 180 days - Nil. Direct Applications: With effect from January 4, 2008, no entry load shall be charged for direct applications received by the Asset Managemen! 
Company i.e. applications received through intemet, submitted to AMC or Collection Centre / Investor Service Centre that are not routed through any distributor / agent / broker (including 
applications for additional purchases received directly from an investor under the same folio and switch-in to a scheme from other schemes, if such a transaction is done directly by the Investor 
Registered Office: UT! Tower, ‘Gn’ Block, Bandra Kurla Complex, Bandra (E), Mumbai 400051. Phone: 022 - 66786666. Statutory Details: UTI Mutual Fund has been set up as a trust under the 


Indian Trusts Act, 1882. Sponsors: State Bank of India, Punjab National Bank, Bank of Baroda and Life Insurance Corporation of India (liability of sponsors limited to Rs. 10,000/-). Trustee: UT 
Trustee Co.(P) Ltd. (Incorporated under the Companies Act, 1956). Investment Manager: UTI Asset Management Co. Ltd. (Incorporated under the Companies Act, 1956) Risk Factors: A 
investments in mutual funds and securities are subject to market risks and the NAV of the fund may go up or down depending upon the factors and forces affecting the securities markets. There 
can be no assurance that the scheme objectives will be achieved. Past performance of the Sponsors/ Mutual Fund/ Scheme(s)/Asset Management Company (AMC) is not necessarily indicative 
of future results. UTI Infrastructure Fund is only the name of the scheme and does not in any manner indicate either the quality of the scheme, its future prospects or returns The mutual fund does 
not guarantee or assure any dividend under the scheme and the same is subject to availability of distributable surplus. Realization of all the assurances and promises made, if any, are subject! 
the laws of the land as they exist at any relevant point of time. The scheme is subject to risks relating to Credit, Interest Rates, Liquidity, Securities Lending, and Investment in Overseas Markets 


Trading in debt and equity derivatives (the specific risk could be Credit, Market, Iiliquidity, Reinvestment risk, Interest rate swaps and Forward rate agreements). Please contact the nearest UT 
Financial Centre, Chief Representative or AMFI certified UTI Agent for a copy of the Key Information Memorandum cum Application Form and Offer Document. Please read the offer document 
carefully before investing. 

UTI Asset Management Company Ltd is proposing, subject to market conditions and other considerations, a public issue of its equity shares and has filed a Draft Red Herring Prospectus wit! 


SEBI. The Draft Red Herring Prospectus is available on the website of SEB! at www.sebi.gov.in and the respective websites of the BRLMs at www.imfinancial in, www.citibank.cc 
www.enam.com, www.gs.com/country pages/india, www.ibb.ubs.com / Corporates / indianipo, www.icicisecurities.com, www.sbicaps.com and www india.cisa.com. Potential investors should 
refer to the DRHP for Risk Factors and other information. This advertisement is restricted and not for publication or distribution in or into the United States. This advertisement is not for offer or sale 
in or into the United States of any equity shares or any other security of the company. The securities of the company have not been and will not be registered under the US Securities Act of 1933, a 
amended from time to time and may not be sold in the United States absent registration under US securities laws or an exemption from such registration. There will be no public offering of any 


equity shares or any other security of the company in the United States." 
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BIG ON DEALS 


Jain Irrigation has been very active on the M&A front over the last three years, but the ticket sizes have been small. 


DOMESTIC ACQUISITIONSIMERGERS 





*Figures in Rs crore 


this is still largely a state govern- 
ment initiative). But the market is ex- 
pected to open up now that ten- 
ders have been invited for supplying 
water in 12 cities, including Mysore, 
Chandigarh, Hyderabad, Bangalore, 
Pune and Nagpur. A clearer picture 
about the potential of this sector is 
expected to emerge over the coming 
months. *We will be present across 
the entire spectrum of the water 
vertical and position ourselves as 
an end-to-end solutions provider in 
this segment," says Atul Jain. 

In fact, this links up very well 
and offers synergies with its bread 
and butter drip irrigation business. 
Chairman Jain points out that drip 
irrigation is prevalent across Israel; 
in India, it enjoys a penetration of 
just about 2 per cent. “I am con- 
vinced that our water business can 
grow to a size of about $1 billion 
(Rs 4,000 crore at current exchange 
rates) in 4-5 years," he says cate- 
gorically. 


Other Businesses 

Alternative energy is yet another 
area that the company is betting 
on. According to Rajnikant, JISL will 
shortly take up a solar heating proj- 
ect. The company has also done 
some work in the areas of bio- 
etahanol and bio-gas. *Earlier, the 
economics was not in our favour. 
Now, with a barrel of oil ruling at 
$105, many things are looking fea- 
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OVERSEAS ACQUISITIONS/MERGERS 


# Figures in $ million 


N.A.: Not available 


sible. Bio-gas, for instance, is a viable 
alternative," he says. The idea is to 
provide a viable form of renewable 
energy. With its experience in agri- 
culture, ]151 thinks it has acquired a 
lot of expertise in the areas of bio- 
ethanol and bio-gas. It is currently 
looking at options in this segment, 
but has not yet drawn up concrete 
plans for any projects in this sector. 


The Early Days 

All the Jains are looking at the fu- 
ture with confidence, but the going 
wasn't always this smooth. JISL went 
through a really rough patch in the 
'90s. A number of expensive 





Atul Jain 
Director (Marketing), JISL 


"We will position ourselves as an 
end-to-end solutions provider in 
the water segment" 





Source: Company data 


diversification projects in IT, tele- 
com, finance and granites failed to 
take off and the company ran into 
problems. Says Bhavarlal: *We used 
to take inter-corporate deposits at 
very competitive rates of about 12 
per cent. As the risk perception 
(about jis) increased, that figure 
shot up to 22 per cent.” 

Over the next five years, nothing 
seemed to go right for it. “We took 
on 12 projects at the same time. It 
was a mistake and the company 
suffered immeasurably,” he admits 
candidly. Eventually, all these new 
businesses were either sold or shut 
down. This cost the company over 
Rs 200 crore. Worse followed. JISL, 
which had clocked sales of Rs 440 
crore in 1996, saw that number 
drop by more than half to Rs 190 
crore in 2000. The stock, too, was 
down sharply from Rs 460 to Rs 9 
during the period. 

But those dark days are now 
firmly behind it. As JISL looks at 
carving out a larger global pres- 
ence, the Chairman is clear about 
how he sees the group. “We want 
to be a global company with an 
Indian touch,” he says. Exports 
and foreign sales currently acco- 
unt for 30 per cent of its topline. 
“In five years, Í see about 50 per 
cent of our revenues coming from 
abroad,” he adds. 

JISL’s global journey ahead 
promises to be interesting. 8 
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Savannah GRAND 


SAROVAR PREMIERE SAROVAR PREMIERE 


mumbai 
bengaluru 
A SAROVAR HOTEL 
A SAROVAR HOTEL 


The signature Sarovar Premiere experience never fails to delight you, with the sheer thoughtfulness 


that goes into every service, every gesture. Come, discover the welcome difference with us. 


Elegantly appointed rooms and suites * In-room dining service * A choice of Indian and international dining * State-of-the-art 
meeting, conferencing and banqueting facilities * Business centre * Swimming pool and health club * Wi-fi connectivity 
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Coffee is fast emerging ล ร the beverage of choice 
for a larger number of the GenNext consumers, and a 
number of home-grown entrepreneurs is riding this 


trend to fame and fortune. x x. ¿u susRAMANYAN 


NDIA HAS TRADITIONALLY BEEN A TEA DRINKING 
market. But over the last decade, coffee has 
made steady inroads into the popular con- 
sciousness. Driving this trend are MNCs like 
HUL and Nestle, domestic biggies like Tata 
Coffee—and a band of relatively small companies 
like Coffee Day and Barista that have braved the 
odds and positioned coffee as an aspirational 
product, so much so, that a large number of 
India's GenNext swear by it. 
Till they came along, India's 
200,000-plus coffee growers largely 
depended on the volatile export mar- 


Coffee Man 






ket, where margins were thin and the risks im- 
mense. Even today, only about 30 per cent of 
India's total production of 300,000 tonne per an- 
num is consumed domestically, but in value terms, 
the Indian market, at Rs 2,000 crore, now equals 
the export market. In this report, Business Today 
has consciously handpicked only those brands built 
by individual entrepreneurs. Thus, big do- 

mestic corporations and MNCs don't fig- 
ure in this feature. Barista is not featured 
here, either. Though founded in 1997 by 
Ravi Deol and Sandeep Vyas, it is now 
owned by Italy's Lavazza. 


VG. Siddhartha (left) of Coffee Day is the man who has created India's biggest home-grown coffee brand. 


HEN CAFÉ COFFEE DAY OPENED 
X its first outlet on Bangalore's 
upscale Brigade Road in 1996, it 
priced a cup of cappuccino at Rs 20. 
In 12 years, that price has only dou- 
bled, but Coffee Day's business has 
multiplied many times over. India's 
preeminent coffee chain has 547 
outlets in the country, besides three 
in Vienna and two in Pakistan. Its 
goal: to own 1,000 cafes in India 
over the next two years. 

The interesting twist to the 
Coffee Day story is that it almost 
didn't happen. V.G. Siddhartha, 
the man behind the chain, comes 
from a family that has a 135-year 
history of growing coffee. Despite 
this, he was a reluctant entrant into 
this industry, preferring, instead, 
to work as an investment banker 
in Mumbai after completing his 
Master's degree in Economics from 
Mangalore University . 

Two years later, in 1984, he 
launched his own investment and 
venture capital firm, Sivan Securities, 
in Bangalore, and began investing 


the profits from his start-up to buy 
coffee plantations in Karnataka's 
Chikmagalur district. Around this 
time, he also began taking an in- 
terest in his family's coffee busi- 
ness. That, however, was confined 
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to growing coffee and selling it in 
the domestic market through the 
Coffee Board. 

The time: the early '90s. The 
P.V Narasimha Rao-Manmohan 
Singh duo was just charting out the 
liberalisation agenda. The old order 


was changing, but no one yet had 
any definite clue about the new or- 
der that would emerge. It was 
around this time that the pashas of 
economic reforms freed coffee 
growers from the so-called “pool- 
ing” regulations that forced planters 
to hand over their entire produce to 
the Coffee Board for marketing. It 
was, clearly, a bad idea whose time 
was up. But only a handful of peo- 
ple saw coffee retailing as an idea 
whose time had come. 
Siddhartha was among that 
handful. He opened his first café at 
a time when Bangalore was on the 
cusp of a transformation from a 
pensioners' paradise to an IT and 
lifestyle haven. It was a gamble— 
Coffee Day was entering a market 
that had been traditionally domi- 
nated by tea—but it paid off. 
Between 1998 and 2008, domestic 
coffee consumption went up from 
55,000 tonnes to 90,000 tonnes 
per annum. "We contributed to 
(and rode that) that growth," says 
A.Venu Madhav, Head of 
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Operations, Coffee Day. Siddhartha 
proudly points out that his chain 
serves more than 600.000 cus- 
tomers per day. “We serve the 
finest Indian coffee. Before 1994, 
good coffee was available in only a 
few places. Today, Coffee Day has 
operations in 100 cities and towns 
across India," he adds. 

Siddhartha was driven by the 
passion of developing a brand, says 
Madhav. “Also, what strikes me is 
his ability to spot opportunities 
ahead of others," he says of his 
boss. The industry vouches for that. 
Coffee Day was among the top 
three exporters of green coffee 
beans in the mid-' 90s, but has since 
moved down the ladder—deliber- 
ately. Siddhartha realised that rather 
than bet on the volatile global mar- 

kets, he was better off investing 
his resources on the vast but 
virtually untapped Indian 
market. Incidentally, all the 
coffee served at Coffee Day 

outlets comes from the 

10,000 acres of plantations 
that Siddhartha owns. "This gives us 
control over quality from the bean 
stage itself and makes value addition 
easier," Venu Madhav says. 

The recent growth in domestic 
consumption augurs well for small 
coffee growers as well. Siddhartha, 
who is the son-in-law of former 
Karnataka Chief Minister S.M. 
Krishna, says: “I believe we still 
have not done anything great for 
coffee growers, but we can proudly 
say that we have already laid the 
foundation that will help growers 
and the coffee industry in the long 
run." It's not just in the café segment 
that Coffee Day dominates. It also 
sells coffee powder through Coffee 
Day Fresh & Ground outlets and 
provides takeaway coffee at Coffee 
Day Xpress kiosks. “This way, we 
can reach out to different segments 
of consumers—both in-home and 
out-of-home—at price points they 
can afford,” says Madhav. 

K.R.BALASUBRAMANYAM 
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Eyeing the World 
C.R. Prasad wants to become 
numero uno globally. 


E IS ALREADY ASIA'S LARGEST 

private label instant coffee 
manufacturer. Now, he has set his 
sights far higher—his goal is to 
emerge as the world's largest private 
label instant coffee maker in three 
years. That's a long, long journey 
from the time 20 years ago, when 
he refused two lucrative job offers 
and entered an industry he knew 
nothing about. Prasad set up the 
country's first 100 per cent export- 
oriented unit for instant coffee in 
1988. Called Asian Coffee, it was 
the first recipient of assistance in 
India from the Commonwealth 
Development Corporation (CDC) 
of the UK and was taken over by 
Tata Tea in 1993. Prasad, a me- 
chanical engineer by training, then 
set up Continental Coffee, now 
called CCL Products, which today 
exports 10,000 tonnes of instant 
coffee a year. CCL is present in 
49 countries as a private label 
product. “Our manufactured pri- 
vate labels are #2 coffee brands, 
after Nestle, in several of these 
markets," says Prasad. 

CCL Products supplies coffee to 
several private labels across the 
world. Its USP is its technology, 
which it acquired from Brazil, that 
allows it to use low grades of green 
(or raw) coffee to produce very 
high quality instant coffee. "Our 
cost of converting green coffee to 
instant coffee is the cheapest in 
the world and at least 20 per cent 
cheaper than the competition 
abroad," he says. 

Why did he enter the industry 
that he then knew so little about? 
"All | knew was that 75 per cent of 
India's coffee production was being 
exported as raw material. | sensed 
an opportunity for value addition," 
he says. The fact that this space 


A. PRABHAKAR RAO 
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was dominated by MNCs like 
Nestle and Brooke Bond did not 
deter him. Today, his company 
has also emerged as a major im- 
porter of green coffee from 
Vietnam, Indonesia and from sev- 
eral countries in Africa such as 
Kenya, Uganda and lvory Coast 
for re-exports. However, on an 
average, 50 per cent of the green 
coffee that CCL uses today is 
sourced from India. This widely 
dispersed sourcing enables him to 
create a wider range of blends 
tailored to the tastes of various 
countries around the world. 
So, what's next on his agenda? 
It is to manufacture instant cof- 
fee in green coffee producing coun- 
tries and value-added finished 
products in coffee consuming 
markets like Europe and the US. 
E. KUMAR SHARMA 
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enterprise 


BREWING GROWTH 


P Sivanantham is focussing on building brands and launching new products. 


HE NARASU'S COFFEE BRAND HAS 

been around in Tamil Nadu 
for decades, but it is only over the 
last year that it has started posting 
steroid-charged growth rates. P. 
Sivanantham, a second-generation 
scion of the promoter family, took 
charge as MD earlier this financial 
year, and has set a blistering pace, 
expanding Narasu's top line from Rs 
70 crore in 2006-07 to a projected 
Rs 125 crore this year. “I’m confi- 
dent of clocking revenues of 
Rs 200 crore by 2008-09," he says. 

In the first three months after 
taking over, Sivanantham carefully 
assessed existing conditions, trav- 
elled abroad to learn about the lat- 
est machinery available in the 
global market and invested in up- 
grading his equipment. Simul- 
taneously, he embarked on pro- 
fessionalising Narasu's, which now 
has a professional CEO and CFO, 


HEN HIS FATHER'S DEATH FORCED 

Cothas Prakas to take over his 
family's coffee business, along with 
his brother Sreenathan (58), in 1969, 
it comprised all of four retail outlets in 
Bangalore. Thirty-nine years later, that 
number has not changed, but the pro- 
file of Brand Cothas has risen several- 
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independent directors and lots of 
fresh, young, talent. *Without this, 
we will not be able to take the 
next big leap," he says, adding: 
“The quality of our coffee is good, 
but that is not enough to catch a 
customer's eye." Sivanantham will 
soon launch the instant coffee that 
he exports to over 20 countries in 
India. On the retail front, he al- 
ready has 70 stores in Tamil Nadu 


CATERING TO EVOLVED TASTES 





G. KESHAV แล | 


and is planning to expand into the 
markets of Kerala, Andhra Pradesh 
and Karnataka. He has big plans in 
this segment: he is planning a chain 
of smart-looking retail kiosks that 
will sell coffee, masalas and 
processed food products that he 
soon plans to launch under the 
Narasu's umbrella. 

NITYA VARADARAJAN 


Cothas Prakas has carved a niche for himself among coffee connoisseurs. 
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fold among connoisseurs, especially 
in South India. “Our model does not de- 
pend on owned or franchised outlets. 
Instead, we make our brand available 
from roadside kirana stores to hyper- 
markets,” says Prakas. His model 
works. Today, Bangalore is his largest 
market, followed by Chennai. Prakas 


owns two factories in Bangalore, and 
extensive mechanisation allows him 
to run these operations with a small 
workforce of only 60. This also en- 
ables him to maintain a consistent 
quality. “There are extremely evolved 
consumers who are steadfastly loyal 
to the distinctive tastes they enjoy. 
They can make out immediately if 
there is any variation.” 

Prakas expects the next phase of 
growth to come from his expansion 
into the smaller towns in Karnataka. 
Simultaneously, he also handles back- 
end operations like roasting, blend- 
ing and processing for a global coffee 
chain (he declines to disclose the 
name), which will shortly launch retail 
operations in India. Once that happens, 
new opportunities will open up for 
exponential growth. 

K.R. BALASUBRAMANYAM 





www.tajhotels.com 


Business across borders. 
Rooms with a view. 





We have laid it all out for you. Our designer rooms combine stunning design with the smartest 


features. Iconic food and beverage options by Chef Ananda, a full suite of business facilities 


and carefully thought of services, all conceived to leave you fresh to do what you came for. 


Taj President 


Mumbai 
Because we understand business can be demanding. 


90, Cuffe Parade, Mumbai - 400 005. Reservations +91 -22-66650808. 





THE G0 GETTER 


N. Srinivasan wants to teach people how to make filter 
coffee and then ride that market. 


E INHERITED TWO SMALL RETAIL OUTLETS IN 

Chennai from his father in 2001. In the seven 
years since, N. Srinivasan, a Bachelor of Commerce 
from Loyola College, has grown his revenues from 
a few lakh to Rs 15 crore, and is aiming higher still. 
“My target is to double this by 2010," he says. 

From the outset, Srinivasan realised the impor- 
tance of marketing and branding. *We promote 
the brand, but we also believe in building relation- 
ships," says 
Srinivasan. Value 
addition is an- 
other mantra he 
follows reli- 
giously. *I don't 
sell seeds; coffee 
processing pro- 
vides reasonable 
margins," he 
says. While Viv- 
ekananda Coffee 
(to be sold as 
Madras Coffee in 
the north) prepares blends in accordance with cus- 
tomer preferences, the company also has its other 
coffee mixes, which are quite popular. 

Srinivasan is now planning to open outlets in 
Delhi, Mumbai and Singapore. For this, 
Vivekananda Coffee will shortly launch an adver- 
tising campaign "to teach people how to make 
filter coffee". A net worth of Rs 250 crore (cour- 
tesy a thriving construction business that he owns) 
ensures that money is not a constraint. 

His office staff point out that he doesn't stand 
on ceremony. Despite owning a Mercedes Benz M 
Class, he often jumps onto his two-wheeler to 
attend to urgent business calls if his more luxurious 
wheels aren't at hand. It is this go-getting atti- 
tude that makes him a man to watch. 

NITYA VARADARAJAN 


Designation: MD, Vivekananda Coffee 
Revenues: Rs 15 cr 
Employees: 100 
Specialisation: Roasted and ground 
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Rs 5 crore, exports processed 
filter coffee 

Owns: 5 stori 

Future plans: To become a pan-India 
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R. Srikanth Rao has taken his father's home-grown 
coffee recipe and turned it into a multi-crore brand. 


AMACHANDRA RAO, 
How 71, left his 
home in Karnataka's 
Udipi district about 55 
years ago and reached 
Bangalore in search of 
fortune. After a brief 
stint at a hotel, he set 
up a small grocery shop 
in the then pensioner's 
paradise. Among the 
items he sold was a 
filter-coffee powder he 
blended himself that 
soon became extremely 
popular. So, in 1971, 
he decided to focus ex- 
clusively on roasted and 
ground coffee. By the 
late '80s, his sons, R. 
Nagaraj Rao (42), R. 
Srikanth Rao (40) and 
R.Umesh Rao (38) 
joined the business. In 
1992, they registered 
Bayar's brand and be- 
gan selling their coffee 
powder under this 
brand name. "We 
process our coffee using hot-air roasting German 
machines. This ensures that the seeds retain their 
aroma," says Srikanth Rao, Director. 

Initially, the company focussed mainly on the 
hotel segment. “Hoteliers are quality-conscious and 
not easily lured by promotional schemes," says 
Srikanth. This allowed Bayar's to bypass the cutthroat 
competition of the open market and build critical 
mass. Having achieved that, it has recently ex- 
panded its footprint to the home-consumer segment. 
Bayar's has opened eight retail outlets in Bangalore 
over the last three years and 20 more are in the 
pipeline. It has also closed a deal with a UK coffee 
major for supplying roasted bean to its Indian retail 
chain. Srikanth Rao is now planning to move out 
of his comfort zone in Karnataka and has identified 
the popularity of espresso blends in North India as the 
opportunity he wants to ride. How he handles this 
move will determine whether Bayar's can become 
a national brand. 


PAWAR 
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Designation: Direct 
Revenues: Rs 5 crore 
Employees: 4! 

Specialisation: Roasted and grt 
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Quietly, GE's decade-old John F. Welch Technology Centre in Bangalore is 
making breakthrough innovations in everything from wind turbines to 
X-ray machines to new-age locomotives. RAHUL SACHITANAND 


" NTIL RECENTLY, FOR THE 


residents of Wolf 


Ridge, Texas, a town 
of some 250,000 peo- 
ple, the nearby wind 
farm of around 100 windmills was 
quite a bother, notwithstanding the 
150 Mw of "green" electricity that it 
generated. Reason: the windmills 
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can be disturbingly loud and, 
according to some estimates, gen- 
erate up to 85 decibels (think of a jet 
engine screaming overhead) when in 
full flow. To try to find a way 
around this rather noisy problem, GE 


turned to engineers thousands of 


kilometres to the east at the John F. 


Welch Technology Centre, 


in Bangalore. 

After working on this issue for a 
few months, engineers at the centre 
reduced the noise generated by the 
wing tips from an ear-splitting 85 
decibels to a more manageable 80 
dp. While a 5 dB reduction may 
seem small, experts say this reduc- 
tion represents a "quantum change" 


เท technology in the field. Such break- 
through innovation is hardly new to this 
centre, which is GE's largest multi-disci- 
plinary facility in the world. In its decade- 
long existence, JFWTC's engineers have 
been at the forefront of innovation for all 
of GE's business units. *The centre has 
shaped up beyond our expectations," 
gushes T.P. Chopra, Chief Executive 
Officer and President, GE India. *All our 
businesses are asking us to do more high- 
end work and they are quite happy to 
allocate the funds." 

GE's energy business is hardly the only 
one to make a beeline for India; across 
JFWTC’s verdant 50-acre campus, engi- 
neers are busy working on a range of 
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breakthrough innovations for the 
corporation’s global units and have re- 
cently expanded their ambit to include the 
domestic market too. When Guillermo 
Wille, JFwrc’s Managing Director, first 
relocated to India back in 2000 to man- 
age the centre, it had just 300 scientists 
and engineers and focussed primarily 
on plastics research. Since then, the head- 
count has grown to over 2,500 and over 
$120 million has been invested by GE 
to help fuel this facility's innovation. 
The results of these investments are vis- 
ible in several high-profile areas, ranging 
from the Dreamliner from Boeing to a 
made-for-India ECG machine (see Ter 
Innovations at ]FWTC). 
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FACT BOX 
John F. Welch 
Technology Centre 


Dr Guillermo 
Wille, Managing Director 
$1 20 million 


50 acres 


Whitefield, Bangalore 
3,500 


More than 680 


Basic research, 
engineering and R&D 
for GE infrastructure, 
healthcare and 
industrial businesses 


20 per cent of workforce 


Healthcare, 
energy, oil & gas, 
commercial finance, 
consumer and industrial, 
aviation, transportation, 
water and process 
technologies 


400,000 sq. ft, and 10,000 
employees 
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Upender Nanda/ General Manager/ JFWTC 


Nanda returned to India from the US after 40 years to lead the growth 
of one of JFWTC’s emerging research units, the transportation business 


Enhanced Focus 

Over the last few years, GE has 
made a conscious effort to up the 
ante on the R&D front as it seeks to 
be seen as a more agile company 
and not wallow in its 130-year her- 
itage. Already, companies such as 
Apple and Google have been ranked 
ahead of the industrial behemoth 
in terms of innovation and now the 
conglomerate believes that R&D, 
and critically JFWTC, will play a crit- 
ical role in this overhaul. “Starting 
with Thomas Alva Edison, innova- 
tion is a big deal for us,” says Wille. 
And, GE's latest focus in this area is 
its ecomagination products, from 
which the company expects to get 
around $25 billion in revenues by 
2010. GE had invested $700 mil- 
lion in product development in 
2005 and upped this to $1.5 billion 
last year, with India and JFWTC at 
the centre of many initiatives. “This 
is all about less pollution, more ef- 
ficiency and more power in smaller 
packages,” says Wille, “we under- 
take core research in all our 
product-based businesses.” 

The prospect of doing the cut- 
ting-edge research back home has 
drawn several expat Indian engi- 
neers to JFWTC. Take the case of 
Upender Nanda. Forty years after 
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moving to the Us, Nanda returned 
home and to the rarefied confines 
of JFWTC to lead the growth of one 
of its emerging research units, the 
transportation business. As JFWTC's 
General Manager, GE Transp- 
ortation-India, Engineering Design 
and Development Centre, Nanda 
oversees some key developments 
specifically in the railroads and sig- 
nalling business. He leads a team 
that is working on the develop- 
ment of a lighter 5,000 horsepower 
locomotive that will bear only 22.5 
tonnes per axle compared to 32.5 
tonnes borne by those run in the us. 
“We had to make this reduction 


through reducing the number of 


fans from three to two (despite 
high ambient temperature) and re- 
ducing the number of cylinders to 
save weight," says Nanda. Else- 
where, his team is working on a 
hybrid locomotive that will reuse 
the energy generated by a machine 
going downstream to recharge bat- 
teries and increase efficiency. 
“Building the locomotive is sim- 
ple; getting the battery to absorb 
and discharge this energy quickly 
continues to be a challenge," says 
Nanda. Aside from locomotive en- 
gineering, his unit has become a 
global hub for train signalling or 
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INNOVATIONS 
AT JFWTC 


Pedestrian Safety Bumper: It has 
collapsible energy absorber made of 
Xenoy resin and is positioned behind a 
vehicle's fascia. It collapses on impact, 
thus, saving the pedestrian 
Advanced Combustor System: 
Reduces NOx emission and increases 
efficiency of fuel burn by 20 per cent, 
for GE's GEnx aircraft engine 


. HF X-ray: Developed for the Indian 


market, it uses a high frequency X-ray 


. generator to offer high quality X-ray 


images at low cost — — 


GE Evolution Series Locomotives: 
It is one of the cleanest diesel-electric 
locomotives ever built. It generates 16 
cylinders’ worth of power with only 
12, and cuts emissions by 40 per cent 


Smart Axle Counter System: 
Developed for Indian Railways, it helps 
tell whether a trolley or a train has 
been stationed at the platform 


. MAC 400 ECG: It can take 100 ECGs 


with a completely charged battery 
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efficient gas turbine 


Xpress: An image analy- 
sis software that helps doctors get a 
better 3-D image of bony structures 


Dual-flame Stacked Burner: The 

design incorporates 2 layers of flames 
having 2 rings one above the other, 
ring more heating capacity with- 

out increasing the size of the burners 


Wind Farm Design and 

This is called micrositing. It is a ci 
software tool developed to help 
customers optimise the output 

from windmills 
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simply put “developing algorithms 
that allow coaches and trains to be 
as close together as possible without 
touching each other.” 


Breakneck Growth 


[n early February this year, Wille 
surprised some villagers Just out- 
side of Bangalore when he rode up 
on his Bullet motorbike on a Sunday 
afternoon. He has had few oppor- 
tunities to ride his bike, hamstrung 
by Bangalore's ever-increasing traf- 
fic and the responsibility for man- 
aging one of GE's most high-pro- 
file research centres. Since his arrival 
in Bangalore eight years ago, JFWTC 
has expanded rapidly at its 50-acre 
campus, with the centre housing 
multiple global centres of excel- 
lence covering water, automotive 
and healthcare. When Wille first 
started work in Bangalore, the city 
had around two million inhabitants 
and Whitefield was yet a budding 
technology hub with just this centre 
and International Tech Park some 
two km away as the only noticeable 
occupants. In the intervening eight 
years, not only has Whitefield 
become Bangalore's rr hub, JFWTC 
has become the flag-bearer for high- 
end research in India. 

JFWTC contributes to new 
product development (and critical 
enhancements to existing lines) for 
many business units. Employees at 
the centre have filed 680 patents 
since its inception and have made 
breakthroughs in everything from 
wind turbine blades to X-ray ma- 
chines to new-age locomotives. 
Globally, GE made nearly 3,000 
patent filings in 2007. From just 
one building when it first started 
off a decade ago, this centre is today 
spread across 7,80,000 sq. ft of 
built-up space, with another 
4,00,000 sq. ft under construction. 
“We barely have enough space to 
keep pace with our growth; all our 
research teams are growing their 
headcount," says Wille. At GE's 
global leadership summit in Boca 
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GE'S OTHER GLOBAL 
R&D CENTRES 


The John F. Welch Technology Centre 
is GE's largest multi-disciplinary unit in 
the world, but it collaborates with 
many of the corporation's other 
worldwide centres on its R&D initia- 
tives. Here are the key sites across 
which such collaboration 


happens: 


Niskayuna, New York, is a 525-acre 
site with 1,900 employees and 
focusses on a variety of areas ranging 
from biosciences to ceramics & metal- 
lurgy technologies to computing & 
decision sciences to polymer & 
chemical technologies 


Shanghai, China (China Technology 
Center), has 1,200 employees, and 
focusses on areas such as power 
electronics, real-time/power controls, 
advanced manufacturing technologies, 
process sensing & control, medical 
imaging technologies, materials 
science, chemical sciences, and 
materials characterisation/analysis 


Munich, Germany (GE Global 
Research-Europe)—just 80 employees 
and a technology hub specialising in 
energy, oil & gas, sensor, and 
healthcare technologies 


Ranton earlier this year, another 
top executive, Damodhar Padhi, 
General Manager, India Engineering 
Operations, Bangalore Engineering 
Centre, was in the spotlight as he 
displayed his team's capabilities. 
His showcase this time around was 
critical research in seemingly "quiet" 





wind power, specifically in reducing 
the noise made by the fan blades at 
wind farms. 

India and JFWTC also have a key 
role to play in Boeing 787 Dream- 
liner getting airborne. Its focus is on 
designing and building high-strength 
fan blades for the GE 90 engine that 
powers the plane. Engineers at the 
unit faced two challenges: making 
sure that the engine could run at full 
thrust for long periods and as part 
of its green focus, decrease the fuel 
it consumes. “We have flown one 
million hours of safe flight and 
weathered 16 bird hits, too," says 
Padhi, pointing out that “we helped 
decrease fuel consumption by at 
least 20 per cent". Engineers at an- 
other unit next door have been 
working on key innovations in gasi- 
fication, to enhance the production 
of clean power from coal, a key 
energy source for much of the de- 
veloping world. *We are working 
on large-scale gasification that will 
be a game changer technology for 
developing markets," says Padhi, 
*given the enhanced focus on going 
green, companies and governments 
are showing keen interest in this 
market." Engineers at the unit have 
been able to reduce product devel- 
opment time by 66 per cent and 
in just 18 months since its inception, 
have been declared a centre of ex- 
cellence in gasification. 


Developing Focus 

While JFWTC’s focus has been on 
working with GE businesses in de- 
veloped markets, Wille has since 
expanded its scope to produce 
products and solutions for emerging 
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economies, too. For instance, C. 
Maltesh, Technology and 
Engineering Lead, Water and 
Process Technology, has led the 
team that developed molecules to 
separate fat and water when meat is 
processed. There's a double advan- 
tage here: you can recover meat 
and fat and sell it and the water 
recovered can be reused. At the 
other extreme, water is a pollu- 
tant in crude oil refining and 
Maltesh's engineers have been 
able to develop chemicals that 
can separate water from the oil. 
*We have been able to get two 
patents for our technology and 
bagged customers in the Us and 
India,” he says. Although water 
and process purification is among 
the newest businesses to be added 
to GE's portfolio, Maltesh's team 
has already grown to 545 and 
is expected to add another 100- 
200 scientists as more units 
clamour for his attention. 

Wille is perhaps most proud 
of the development being un- 
dertaken in the healthcare busi- 
ness at JFWTC, where scientists 
are reinventing existing diagnos- 
tic tools such as X-ray and ECG to 
suit developing markets. 
According to him, engineers in 
Bangalore have been able to de- 
velop ECG units (called MAC 400) 
that are smaller than an average 
laptop and work on battery 
power, can be handled by a med- 
ical rep (not necessarily a doc- 
tor) and even diagnose images 
on their own. Then there is the bat- 
tery powered X-ray machine that 
can take 100 images per charge and 
can, therefore, be deployed in re- 
mote rural areas. “Existing solutions 
in healthcare will have limited suc- 
cess in emerging economies. We 
need to look to new ways of deliv- 
ering these diagnostic solutions," 
says Wille. Then there is the *cool" 
technology that is being developed 
that allows doctors to eliminate mul- 
tiple layers of body structure (skin, 
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bones and nerves, and focus just on 
one specific area, say, arteries) to 
quickly locate a potentially deadly 
health problem. “This is not just 
more efficient, but also less inva- 
sive for the patient," says Wille. 


Future Focus 
To attract the best and brightest 
minds to the centre, Wille has been 





Damodhar Padhi 
GM, India Engineering Operations 


"We are working on large-scale gasi- 


fication that will be a game changer 
technology for developing markets " 


unafraid to look for talent overseas 
and to scout top-tier academic in- 
stitutes here. He estimates that 
around 60 per cent of his staff at 
JFWTC have an advanced degree 
(masters or higher) and around ล 
fifth have some sort of “global work 
experience". According to man- 
agers at the centre, GE prefers to 
look out for specific skill sets in 
each location (mechanical 
engineering, software and design 
in India) and not duplicate these 





C. Maltesh 
Technology and Engineering Lead 


"We have got two patents for 


our technology and ba 
customers in the US and India" 


skill sets in other countries with 
similar research centres. *GE has set 
up its R&D facilities based on a cen- 
tre of excellence. Since the nature of 
the projects that the centre under- 
takes is complex, it is most likely 
that the work is carried out in col- 
laboration with other units. This is 
where the challenge lies—the time 
zone differences, cultural differ- 
ences and language," says Chopra, 
GE's India boss. 

While Wille may have a seem- 
ingly massive pool to choose from 
(over 200,000 engineers graduate 
annually and 5,000 are conferred a 
PhD), he knows that the centre's 
popularity will attract other global 
giants to set up similar units in 
India or Bangalore. “Already com- 
panies like Shell, GM and Pratt & 
Whitney (GE's arch rival in aircraft 
engines) have set up shop here and 
| am sure more will follow," he 
says. That means he'll have to push 
the centre to achieve even more 
exciting breakthroughs to attract 
the best talent. 8 
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With global beer brands 
making a strong pitch in 
India, the longstandin 
domination of Vijay Mallya s 
UB Group is under serious 
threat. KUSHAN MITRA 


ACK IN DECEMBER, SITTING 

on a beach in the And- 

amans while supervising 

the last leg of the 

Kingfisher Calendar 
shoot, Vijay Mallya, Chairman, uB 
Group, is asked by this reporter 
what he thinks of the several well- 
funded new players entering the 
Indian beer market. Mallya pon- 
ders for ล while and says: “Let them 
come, this is a market where we 
have the distribution, the brand and 
the knowledge. This is my market." 
Indeed, it is, with United Breweries 
(UB) enjoying a near 50 per cent 
market share. 

Barely three months later, with 
the northern plains betraying the 
first signs of an impending hot sum- 
mer, a liquor vend at the Galleria 
shopping complex in Gurgaon 
showcases the challenge Mallya 
faces. In the beer freezer, several 
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AMIT KUMAR 


imported brands jostle for space 
with the locally-produced ones. And 
it is the newer brands, particularly 
Danish brand Carlsberg, which are 
flying off the shelves. In the southern 
and western markets, American beer 
Budweiser is grabbing away share. 

However, while the burgeoning 
beer market—155 million cases (each 
case consists of a dozen 650ml bot- 
tles) as of 2007-end, up from around 
110 million cases at the end of 
2005—has attracted new breweries 
to India, the market still remains a 
duopoly between UB and SABMiller 
India, which has a 38 per cent share. 
The newcomers have a battle on 
their hands. But they are more than 
willing to fight it out. 


| "This is a market where we have the distribution, 
the brand and the knowledge. This is my market" 


| CHAIRMAN/ UB GROUP 
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“Admittedly the duopoly has 
huge advantages in terms of distri- 
bution and geographical location,” 
says Pradeep Gidwani, Managing 
Director, South Asia Breweries 
Limited (SABL), the Indian joint- 
venture company of Danish brewer 
Carlsberg A/s. The problem, he main- 
tains, lies in Indian laws that actually 
tax brewers for exporting beer out of 
one state to another, as well as creak- 
ing infrastructure, which makes 
transportation difficult. Having a 
network of breweries becomes a 
necessity then. 

“India has 65 breweries produc- 
ing the amount of beer that it does. 
ไท South Africa, our largest brew- 
ery produces 11 million hectolitres 
(one hectolitre=100 litres) alone. 
You can never get those economies 
of scale in India," Sundeep Kumar, 
Director, Corporate Affairs, SAB- 
Miller India points out. 


BEER FACTS 
The beer market is booming... 





Figures in million cases 





...and two top players control 
86 per cent of the market... 


United Breweries 48 
Rest 14 
SAB Miller 38 


Figures in per cent 








...yet, India has the lowest per 
capita consumption of beer in 
the non-Islamic world... 

|India 0.9 

Global Avg. 22.1 

China 274 
Japan — 476 
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Figures in litres per annum/adult are for 2006 





...partly because the state 
governments guzzle half the 
price of a bottle of beer. 


Govt Taxes 49 
Trade Margins 16 ——- 
Manufacturers 35 — ---- ™ 






Figures in per cent 
Source: Manufacturers 


SABL is, therefore, basing its 
India strategy around multiple brew- 
eries rather than flood the market 
with tens of brands. And, like all 
the new entrants—Crown Beers, 
the Anheuser-Busch joint venture 


WHO'S IN? 


Almost all the well-known international beer 
brands have set up shop in India. 


South Asia Breweries 

It is a joint venture between Carlsberg A/S 
and Lion Brewery Ceylon of Sri Lanka. 

Has one operational brewery with another 
coming up. 

CURRENT BRANDS: Carlsberg and Palone 
AVAILABILITY: Northern India 


Asia-Pacific Breweries* 

It is a joint venture between Singapore-based 
Heineken B.V—Fraser and Neave on one side 
and Jaipurias on the other. 

Has two breweries in India. 

CURRENT BRANDS: Baron's Strong Brew 
(Heineken and Tiger planned) 

AVAILABILITY: Northem/Westem India 





Anheuser-Busch 

It is a joint venture with Crown Breweries. 
Started sales in mid-2007. 

CURRENT BRANDS: Budweiser 
AVAILABILITY: Southern/Westem India 


*APB might pose a serious conflict of interest for Heineken 
since Heineken B.V inherited the 37.5 per cent stake that 
Scottish & Newcastle had in United Breweries (see: À Global 
Headache for UB. 


and Asia-Pacific Breweries Limited 
(APBL)—SABL is also either establish- 
ing or has already set up new green- 
field breweries, since most of India's 
65 breweries, particularly those that 
are still independent of large beer 
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bt, corporate 
A GLOBAL HEADACHE FOR UB? 


| 


trange are the ways of globalisation. 
When Danish brewer Carlsberg A/S 


. and Dutch brewer Heineken B.V bought 


out British brewer Scottish & Newcastle 
(S&N) for £7.8 billion, they also landed 
37.49 per cent of United Breweries, 
India's largest brewer, which S&N ac- 


. quired in 2004. When the assets of S&N 


were split, Heineken B.V ended up with 
the UB stake. This has led to complica- 
tions for both Heineken and UB. 
Heineken's joint venture partner in 
Asia, Asia-Pacific Breweries Limited 
(APBL), recently stated operations in 


brands, fall woefully short of inter- 
national standards. 

And, unlike in the past, most new 
entrants this time have entered with 
‘strong’ beer brands: sABL has Palone, 
a Polish brand; Crown Beers entered 
with Armstrong; while Asia-Pacific 
breweries have launched with Baron's 
Strong Brew, a South-East Asian 
brand—APBL was initially marketing a 
‘super strong’ beer called Cannon 
10000 before launching the interna- 
tional Baron's Strong Brew. "Strong 
beers sell because it is maximum bang 
for the buck, since there is no price 
differential between strong and mild 
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š Strong beers sel because 
it is maximum bang for 
the buck" 


PRADEEP GIDWANI 
Managing Director/ South Asia Breweries 
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India. According to Vivek Chhabra, 
Regional Director, South Asia, APBL has 
plans of rapidly expanding its brand port- 
folio, which could soon include Heineken 
(which is currently imported). Heineken 
owns 42 per cent of APBL's India sub- 
sidiary. United Breweries, on the other 
hand, has welcomed the deal, but it is re- 
portedly not happy with Heineken being 
in India through two separate ventures. 
The ball is clearly in Heineken's court, 
and they responded to a BT questionnaire 
with the comment, "The proposed S&N ac- 
quisition offers a compelling opportunity to 


beers," Gidwani says. 

Most of the new entrants are 
playing for the fastest growing seg- 
ment of high-end ‘premium’ beers 
that account for around 2 per cent 
of the market at present. "This is a 
very attractive segment," says Vivek 
Chhabra, Regional Director, South 
Asia, APBL. *Look at the market, 
there are rising disposable incomes 
and an energetic young population 
for whom drinking is not seen as a 
taboo." Chhabra says once APBL has 
operations running smoothly they 
would like to bring in brands such as 
Tiger and Heineken (see: A Global 





"Our la 
11 million hectolitres. You can't 
get that scale in India" 


rgest brewery produces 


SUNDEEP KUMAR Director, 
Corporate/ SABMiller India 
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but also Tiger and Anchor. 


own a significant stake in the number one 
brewer in India. We believe it is an exciting 
opportunity but we are too early in discus- 
sions with the various parties to make any 
substantive comment." 

One industry veteran, however, told 
BT: "| am pretty sure that Mallya will get 
his way on this. India is too important a 
market for Heineken to mess up." So, the 
possibility of APBL merging its India opera- 
tions with UB is on the cards, and this will 
give UB the India rights to a whole host of 
international brands, not just Heineken 





Headache for UB?). 

But UB isn't too perturbed— 
Kingfisher is still by far the best-sell- 
ing beer brand in the country. In 
the high-end segment, ub has al- 
ready launched Draught canned beer 
and plans to launch an “extra pre- 
mium’ beer called Kingfisher Ultra. 
Shekhar Ramamurthy, Executive 
Vice-President (Sales and Marketing), 
UB, says because of Kingfisher's dom- 
inant position, "the onus is on them 
(the new entrants) to sell their 
brands, not on us to compete against 
them". UB also has several smaller 
brands in its portfolio such as Kalyani 
Black Label, Sandpiper and Zingaro. 
Ramamurthy acknowledges that 
along with the brand, UB’s core 
strength lies in its distribution and 
manufacturing base, which, he 
believes, would be impossible for 
any new entrant to replicate. 

Despite the additional compe- 
tition, United Breweries and the 
Indian beer market remain extre- 
mely small on the global scale (see: 
Beer Facts). *The problem is that 
state governments see beer as a cash 
cow and don't try and encourage 
people to consume lighter drinks, 
and that drives people to drink more 
spirits," says Gidwani. In fact, in 
India people drink more hard spirits 
(1 litre per capita) than beer (0.9 
litres per capita). Competition or 
not, while the beer market stays 
chained by the last vestiges of 
Licence Raj, the market is not going 
to go anywhere in a hurry, and 
United Breweries needn't worry. & 
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Reported farmer suicides in the six districts of western Vidarbha—Amaravati, Akola, Yavatmal, Buldana, Washim, Wardha 
TOTAL 49 104 144 441 431 1,4481,241 71 3,929 


UMESH GOSWAMI 





Source: Vasantrao Naik Sheti Swaviamban Mission, Govt. of Maharashtra 


Finance Minister P. Chidambaram’s populist scheme will 
not make much difference to farmers in the suicide-prone 
districts of Maharashtra and Andhra Pradesh. rv. manauincam 


OLA IS THE HARVEST FESTI- 
val in Maharashtra. On 
this day every August, 
farmers in the agricultural 
belts of the state bathe 
their buffaloes, paint their horns 
and parade them around their vil- 
lages. As the villagers of Bhadumri 
(in western Vidarbha) were busy 
sprucing up their cattle in August 
2006, 35-year-old Anil Shende, a 
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marginal farmer, staggered out of 
his two-room mud hut and col- 
lapsed. The father of two toddlers, 
Shende had gulped down a bottle of 
pesticide. He owed about Rs 70,000 
to moneylenders and another 
Rs 15,000 to the local co-opera- 
tive bank. His 24-year-old wife, 
Vandana, was away at her mother's 
house in Adilabad to celebrate 
Rakhsa Bandhan. By the time she 


rushed back to Bhadumri, her hus- 
band was no more. Her woes were 
just beginning. 

Like many poor people, 
Vandana could not afford to grieve 
for long. She had four mouths to 
feed, including her ageing mother-in- 
law and the two children. Vandana 
began to do rounds of the local 
tehsil office to get "relief". After 
seven months and several trips to the 


nearest town, she received ล cheque 
for Rs 10,000 from the Prime 
Minister's National Relief fund. 

That cheque, she claims. 
bounced. 

The Government of India, 
which presides over a trillion-dollar 
economy and plays proud landlord 
to 53 greenback billionaires, could 
not honour a cheque for a little 
over $250 (Rs 10,000). A few more 


trips and lots of outrage from local 
NGOS and the media later, she finally 
got "relief". Last fortnight, Union 
Minister for Panchayat Raj, Youth 
Welfare and Sports Mani Shankar 
Atyar visited her. “He asked ques- 
tions and took notes... like you," 
says Vandana, with an ironic smile. 
She now works at a cotton farm, 
earning a little over Rs 20 a day. 
Two lanes away, 27-year-old 
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Activists say farmers in Vidarbha will not gain as the average 
land holding here is above the stipulated two hectares 


Sunanda Bhindare continues to 
work on her nine-acre plot sowing 
cotton. Her husband committed 
suicide in early 2006. When mon- 
eylenders began to land up at home 
demanding the money he owed 
them (close to Rs 50,000), he killed 
himself. His wife used most of the 
cash she received as relief to square 
off the debts. 

Bhadumri is not the only vil- 
lage with such hard-luck stories. 
Hundreds of villages in the 
Vidarbha region of Maharashtra 
have reported cases of multiple sui- 
cides. Between 2001 and the end of 
January 2008, close to 4,000 
farmer suicides were reported in 
the western Vidarbha region, which 
includes Amaravati, Akola, 
Yavatmal, Buldana, Washim and 
Wardha districts. Most of these 
suicides—nearly 2,700— were 
reported over the last two years. 

Given this context, will Finance 
Minister P. Chidambaram's 
Rs 60,000-crore loan waiver stop, 
or even stem, the wave of farmer 
suicides in Vidarbha? If body count 
was the only barometer for the suc- 
cess of the loan waiver, the answer 
is a resounding no. The day the 
Finance Minister announced the 
Budget, six farmer suicides were 
reported. Thirty-four farmer sui- 
cides were reported in the 10 days 
following the Budget. 


"A Giant Hoax" 
"The waiver is a giant hoax played 
on the people of Vidarbha," says 
Kishore Tiwari, who spearheads 
the Vidarbha Jan Andolan Samiti, a 
farmers' advocacy body. *Farmers 
in Vidarbha will not gain as the 
average land holding here is above 
the stipulated two hectares. 
Agriculture Minister Sharad Pawar's 
bastion in western Maharashtra 
will gain, not the farmers in 
Vidarbha who are killing them- 
selves," he adds. 

Farm activist Vijay Jawandhia 
agrees with Tiwari, pointing out 
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that the average land holding in 
the region is about 7.5 acres. In 
districts like Yavatmal, where farmer 
suicides are peaking, almost 54 per 
cent of farmers are not eligible for 
the waiver. The state government, 
meanwhile, has been placing ad- 
vertisements in newspapers claiming 
that Rs 9,310 crore in loans to 3.3 
million farmers in the state will be 
waived. How much of this will 
come to Vidarbha, which is the 
epicentre of the state's agrarian cri- 
sis, is not clear. Some estimates put 
the number at less than Rs 1,700 
crore. “There are cases in western 
Maharashtra of rich farmers—with 
computerised drip irrigation facili- 
ties on two-hectare plots—getting 
waivers of over Rs 20 lakh. But 
poor cotton farmers, with seven 
acres of land in Vidarbha and 
Rs 30,000 in debts, get nothing. Is 
that just?" asks a livid Tiwari. At 
Tiwari's office in Pandharkawada, 
a queue of farmers patiently awaits 
its turn to air its problems. Among 
them is 58-year-old Ganganna 
Thotavar, who owns four hectares 
of land and owes nearly Rs 2 lakh 
to a local urban bank. With a 
daughter's marriage around the 
corner and a handicapped son, 
Thotavar's hands were already 
full—or so he thought. Last fort- 
night, he was served a notice by 
the bank to cough up the amount 
or face seizure of his land. The 
barefoot Thotavar is not eligible 
for a waiver under the Budget 
announcement. 


The Real Problems 

“The suicides are just the tip of 
the iceberg. The dead are better 
off... those still living are around 
only because they are not dying," 
says Jawandhia. “The per capita 
debt here is far lower than in west- 
ern Maharashtra and the land hold- 


UMESH GOSWAMI 


BOGUS RELIEF 


Why the Rs 60,000-crore loan waiver will not change much in Vidarbha. 


> The average land holding in western Vidarbha is 7.5 acres and, hence, 
a majority of farmers will remain outside the purview of the scheme 


> An estimated 65-75 per cent of farmers borrow money from “informal 
sources” like moneylenders and relatives at interest rates as high as 
65 per cent per annum 


> The problems that Vidarbha face are more basic in nature—absence of 
irrigation, poor institutional farm credit infrastructure, lack of a robust 
support mechanism for cotton prices, a mono-crop system, etc. 
The loan waiver is just a temporary measure that does not address 
any of these problems 


Body bags: They tell 





ings much higher. The 
Budget package will not 
work because it does not 
consider the socio-economic 
realities of the region.” 
Jawandhia could not 
have put it better. The agrar- 
ian crisis is a hydra-headed 
problem that cannot be 
tacked by a quick-fix solu- 
tion like a loan waiver. 
Vidarbha’s farmers face chal- 
lenges on several fronts. 
According to government 
data, of the 1.76 million 
farmers in six districts in 





Vandana Shende's husband committed suicide in August 2006. western Vidarbha, only 25.3 
Today, Vandana works in the fields for Rs 20 a day per cent availed of institu- 
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Yield of Bt cotton has been better than non-Bt cotton overall, 
even though Bt cotton yield in rainfed areas is lower 


tional credit in 2005-06. That num- 
ber will probably have declined 
considerably since a majority of 
them have defaulted on repayments 
over the last two years. 

A fact-finding team of the 
Planning Commission observed in 
May 2006: “ไท Vidarbha, out of 
3.2 million cotton growers, 2.8 
million are old defaulters of bank 
loans and not eligible for fresh in- 
stitutional credit. Hence, taking 
loans from private money lenders 
and falling into a debt trap is in- 
evitable for them." However, if 
the loan waivers make them credit 
worthy, then things may change. 

The escalating suicide count in 
Maharashtra tells its own 
story. In 2003, 144 farmers 
committed suicide. By 2005, 
43] cases were reported. 
The next year that number 
tripled to 1,448. Observers 
recall that a couple of key 
changes happened between 
2003 and 2006. First, the 
Maharashtra government 
withdrew the “advance 
bonus" of Rs 500 per quintal 
for cotton in May 2005, cit- 
ing accumulated losses of 
over Rs 4,000 crore to the 
state exchequer. "Cotton 
farmers in Maharashtra were 
protected by the Cotton 
Monopoly Scheme in the 
state. Under that scheme, 
farmers used to get Rs 500 
more than what was declared 
as the minimum support 
price by the Government of 
India. When the government 
withdrew the bonus in 2005, 
farmers who had received 
Rs 2,500 per quintal in 2000 


A. PRABHAKAR RAO 


Bt cotton farmer Gurram Adi Reddy from Magdoompuram village in 
Warangal says the scheme will benefit some willful defaulters 


90 BUSINESS TODAY APRIL 6 2008 


were forced to sell cotton at 
Rs 1,900. Given the rising costs of 
inputs like seeds, pesticides and fer- 
tilisers, most farmers went into 
debt,” says Jawandhia. 

The other big change was the 
introduction of Bt cotton in the re- 
gion. Government reports ac- 
knowledge that Bt cotton yields 
have been higher than non-Bt vari- 
eties. However, in rain-fed regions 
like Vidarbha, Bt cotton faces prob- 
lems of yield and attacks from cer- 
tain pests. Also, the cost of Bt cotton 
seeds is far higher than that of non- 
Bt cotton seeds. “Farmer advisory 
and extension services in the region 
were found to be extremely poor... 


A. PRABHAKAR RAO 








Farmers need to be well informed 
about the technological factors and 
risks pertaining to growing Bt cot- 
ton, particularly in low-productivity 
rain-fed regions, its suscep- 
tibility to certain types of in- 
sects and its market 
prospects,” reads the report 
by the Planning Commiss- 
ion’s fact finding team. 


The Social Angle 
Prolonged and pervasive in- 
debtedness have wreaked 
havoc on the social fabric 
of the region. About 50 per 
cent of farmers kill them- 
selves during the festival and 
marriage season which falls 
between August and 
December. A government 
study found that nearly 
92.000 farmer families had 
one very ill person who does 
not have access to a doctor. 
Till basic problems like these 
are addressed, loan waivers 
will remain akin to offering 
mouth fresheners to some- 
body with a bloody jaw. 
Activists like Tiwari feel 
that the loan waiver could 
have been structured more 
effectively. “The government 
should have just waived the 
loans of all farmers with Rs 
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40,000 or Rs 50,000 in debts. That 
would have been more effective in 
Vidarbha," says Tiwari. In fact, a 
2006 study by Indira Gandhi 
[Institute of Development Research 
found that 86.5 per cent of farmers 
who killed themselves were indebted 
and the average debt size was Rs 
38,444. For now, the Maharashtra 





V. A 
Farm activist Vijay Jawandhia 
says the Budget package will 
not work hecause it does not 
consider the socio-economic 
realities of the region 


government has said that it is work- 
ing on a package tailored especially 
for the Vidarbha region. But given 
the fact that two earlier packages— 
one announced by the Prime 
Minister (Rs 3,750 crore) and an- 
other by the state government (Rs 
1,200 crore)—have failed to change 
ground realities, it remains highly 
unlikely that this package will suc- 
ceed in providing any long-term, 
or even significant, relief. 8i 
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THE PROBLEM LIES ELSEWHERE 


Adequate water, power, credit, timely inputs and remuneralive 
prices, more than loan waivers, are what farmers want 





URRAM ADI REDDY, A BT COTTON FARMER IN MAQDOOMPURAM VILLAGE IN 
Andhra Pradesh's Warangal district is angry, and with good reason. 
He is a model borrower—he pays back his bank loans on time and 
took his last loan in July 2007, three months after the cut-off date set by 
Finance Minister P. Chidambaram for his Rs 60,000-crore farm loan waiver 
scheme. Hence, he is not eligible for any benefit under the scheme. 

Then, his borrowings from banks are not enough for him, or for others in 
his village. Reddy owns five acres of farmland; he grows Bt cotton on four acres 
and turmeric on the remaining one acre. He has taken nearly Rs 30,000 from 
the Primary Agricultural Cooperative Society, which gets the money from pub- 
lic sector banks and Rs 50,000 from local moneylenders to finance his farm- 
ing activities. Typically, he says, he and his friends receive less than 40 per 
cent of their loans from official sources and the rest from private lenders. "The 
loan waiver scheme will not help me, though it will benefit some willful de- 
faulters," he says bitterly. This is also true of most other villagers in the region. 

His main problems lie elsewhere. "The real issues are lack of adequate 
water, power, the timely availability of inputs and fair, remunerative and con- 
sistent prices for my produce," he says. The entire region is rain-fed, and there 
have been no new investments in irrigation; and the power supply is totally 
inadequate. When this correspondent visited him, there was no power 
supply. "And worst of all," he says, "despite paying back loans on time, | still 
find it difficult to access new loans." 

“The root of the crisis lies in the increasing cost of cultivation," says G.V. 
Ramanjaneyulu, Executive Director, Centre for Sustainable Agriculture (CSA), 
a technology and policy research organisation. Typically, he says, the cost 
of purchasing primary inputs for one quintal of cotton (excluding the cost 
of land, water and power) is less than its selling price. Quoting figures from 
the National Sample Survey Organisation (NSSO), he points out that: "About 
82 per cent of all farm housenolds in Andhra Pradesh are indebted; of this 
about 60 per cent are indebted to local moneylenders." 

At the very best, Reddy's fields will fetch him Rs 1,20,000 per annum 
(Rs 1 lakh from cotton and Rs 20,000 from turmeric). His annual expenditure 
on servicing his loans to the bank and moneylenders, and on the living ex- 
penses of his family—comprising himself, his wife, son, daughter-in-law and 
two school-going grandchildren—is around Rs 1.4 lakh every year. Result: 
this annual deficit of about Rs 20,000 has landed him with accumulated 
debts of about Rs 1.5 lakh. "Farming is becoming unsustainable," he 
says. According to local estimates, close to 1,500 indebted farmers have com- 
mitted suicide in Warangal over the past 10 years. 

Reddy and others like him are now pinning their hopes on state 
Finance Minister K. Rosaiah's announcement that the state government 
is planning to launch some schemes of its own to include farmers not cov- 
ered by Chidambaram's scheme. “But the long-term answer still lies in giv- 
ing farmers access to the basics—adequate water, power, credit, timely 
inputs and remunerative prices. Unfortunately, India's politicians aren't ready 
to deliver on those. 








E. KUMAR SHARMA 
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How close are we, really, to the era 
that brings the end of cheap food? 





The Truth About | Seeds | Money 
Dearer Food of Change to Feed 
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The Truth Abou 


Deare 
ood 


Global food prices are on a boil as 
biofuels and freak weather play havoc with 
the demand-supply equation. Though not 
for the same reasons, food prices in India 
too have been inching upwards. How 
vulnerable are we to food price shocks? 
SHAMNI PANDE AND SHALINI S. DAGAR 





ISING FOOD PRICES 
across the world are 
generating a great deal 
of heat and dust. Some 
of that high-decibel de- 
bate about food versus fuel and end 
of an era when food prices were 
declining, has found its way into 
India as well. 

The worst hit here is, of course, 
the common man, who suddenly 
finds that his food bill has bloated 
over the last one year. A quick 
check at the retail end reveals that 
wheat flour is up Rs 2 ล kg, rice is 
dearer by at least Rs 32 at Rs 75 a 
kg, prices of pulses like tuvar dal 
have risen by Rs 10 a kg, and even 
edible oils such as mustard oil are 
more expensive by Rs 21 a litre. 
Ghee is up by Rs 35 a kg. 

In a country where 80 per cent 
of India's 1.1 billion population 
earn less than $2 (Rs 80) a day, 
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soaring food prices is not just a 
serious economic and social issue, 
but also a political hot potato. No 
wonder, everyone from the Prime 
Minister to the Finance Minister to 
the central bank governor says that 
curbing food inflation is as much, if 
not far more important, than fu- 
elling growth. So, just how vulner- 
able are we to food price shocks? 
It’s early March and at Ashok 





^ Diversion of food for fuel 
is pushing food prices higher 


^ Increased meat production 
adds its own stress as 2 kg 
of grain is needed to produce 
1 kg of poultry meat 


^ Climate change and global 
warming may lead to a dip of 20% 
in grain production by 2080 





Gulati's office at the International 
Food Policy Research Institute (IFPRI) 
in Delhi, there's little sign of the 
furore elsewhere in the world. 
Gulati, who is Director (Asia), IFPRI, 
and a top food economist, is hardly 
perturbed by the dire forecast in 
Indian media. There's news of de- 
clining food supplies, rising prices 
and increasing hunger—mirroring 
the international discussion pre- 
dicting the end of cheap food. 
"Where are the riots in India? 
Where are the protests? The year- 
on-year variation in inflation of es- 
sential commodities in India in the 
last year has been less than 5 per 
cent. If anything, inflation has come 
down last year," he says. Sure, there's 
none of that in India yet (however, 
let's not forget that Mexico did wit- 
ness rioting last year when corn 
flour prices shot up), but, as we all 
know, there are many ways of splic- 


Ing statistics. 

Economists argue that wpi Index 
is an inappropriate measure to cap- 
ture the increase in food prices. 
The Consumer Price Index (CP) is a 
better measure of retail food prices 
as it captures mark-ups at various 
points in the supply chain. This has 
certainly been above the average 
WPI numbers of less than 5 per cent, 
mainly due to higher food prices 
(see: In India, the CPI bas been 
Declining). It is another matter that 
for the past two weeks, WPI, too, has 
been climbing over the generally 
perceived ‘tolerance’ level of 5 per 
cent. And the Reserve Bank in its re- 
cent outlook on the price situation 
has probably mentioned food as 
many times as crude oil. 

The clear and present danger is 
the fact that food prices, in the 
medium term, are heading north: 
"Food prices will harden at least 





in the next five years or so before 
they show any signs of stabilising,” 
says Anil Sharma, Senior Fellow, 
National Council of Applied 


Economic Research (NCAER). "It's 
imperative to put things in per- 
spective," he adds quickly. 


Worldwide Concern 

International organisations such as 
United Nations' Food and Agri- 
culture Organisation (FAO) predict 
tougher times ahead, with the prices 
of all essential commodities likely to 
continue rising for the next few 
years at least. Although there are 
variations in their long-term pre- 
dictions based on the assumptions 
made, the consensus is that the 
agflation (that is, agricultural infla- 
tion) of the past few years will 
continue for some time to come. 
The FAO Food Price Index rose on 
an average by 23 per cent in 2007 
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Global Food Prices are Soaring... 
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compared to 2006, while it in- 
creased by only 9 per cent in 2006 
compared to 2005. 

Much of these price increases 
can be explained by global dynam- 
ics that are playing themselves out 
over a long term. They involve stag- 
nant arable land in the world cou- 
pled with rising population. The 
rising prosperity in Asia and Africa 
Is also intensifying the pressure on 
food supplies. In 2004-06, accord- 
ing to IFPRI, Asia and Africa grew by 
9 and 6 per cent, respectively, as 
against the 2 per cent growth in 
industrialised nations. The per capita 
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income in [ndia too doubled from 
Rs 11,535 in 1991 to Rs 22,553 
in 2006-07. 


What's on the Plate? 


Rising incomes, changing diets. 


Around the same time, there ณะ 
have been supply shocks in the us "re 


and the European Union due 
to freak weather that have , 
added to the firming trend. | 
Australia, too, has had two 
consecutive years of drought. 
No wonder, the world's 
cereal stocks have declined 
substantially. 
However, these rea- , 
sons alone cannot ex- / 
plain the dizzying rise 
in global food prices. | 
In recent times, there is 
a new factor upsetting ` 
the existing equations, | 
at least, globally, if not im- ง 
mediately in India—biofu- 
els, which in effect 
means converting 2 ๕ 
food into fuel. g 
The us diverted 
20 per cent of | 
its corn crop in T 
2006-07 to | 
ethanol produc- *% 
tion. The EU is also 8 
moving towards pro- ~ 
duction of biodisesel, 
though from a different feedstock— 
edible oils—whose prices too have 
soared. In 2005, only 3-4 per cent 
of edible oil was going for biodiesel 
production, this is expected to in- 
crease to 15 per cent by 2010. 
That, coupled with dire predic- 
tion of climate change affecting 
food production, is the template 
for the current food debate globally. 


High price events, however, are 
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Monthly Wholesale Price Indices for different food categories 
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Food Inflation is Certainly up, but the Situation is not Alarming just yet 




















not unusual for agri-markets. 
Temporary spikes in prices due to 
demand-supply mismatches are 
common. Yet, what has been un- 
usual about the current situation is 


Base year 1993-1994 — 100 


Rural consumer m Urban consumer 
Source: Gol, NSSO, YES Bank 


Source: Government data 


the sustained rise in prices across vir- 
tually all commodities. Added to 
this is the high volatility in prices. 
And the belief that these price in- 
creases are not merely short-term 
blips but may be sustained over a 
period of time. How much of what 
is happening in the world is affect- 
ing us in India? The story broadly is 
nearly the same—limited agricul- 
tural land, rising population, stag- 
nating yields but increasing demand 
thanks to improving incomes. 


Word on the Street 
Companies and retailers in India do 
admit to a hardening trend: *Given 
what we see of global trends, prices 
of essential food items would in- 
crease by at least 15 per cent per 
annum on an average going for- 
ward," says R. Subramanian, 
founder of the retail chain, 
Subhiksha. Biscuit manufacturer 
Britannia Industries finds itself on 
a tight leash as well. *The prices of 
key agri-commodities have con- 
tinuously risen for the past two 
years. This has 
impacted the in- 
dustry due to an 
immoderate and 
concurrent in- 
crease of approx- 
imately 20-25 per 
cent in the mar- 
ket prices of all 
key commodities 
like flour, refined 
palm oil, skimmed milk powder... 
though, for over ล year now we 
have not increased our prices," 
says Vinita Bali, MD, Britannia. The 
northward movement in prices is 






PRABHAKAR RAO 


confirmed by S. Sivakumar, Chief 


Executive (Agri Businesses), ITC, 
who says: “This trend will 
last for another two years, 
by which time the supply 
response (more acreage f 
and higher productiv- 
ity) will kick in." 

Given this frame- 
work, Gulati's views may %& 
appear tangential to the de- — ^* 
bate. Yet, he has a valid point: 
India's food inflation story is cer- 
tainly playing out differently. For 
one, India produces most of what it 
consumes, barring edible oils, which 
constitute significant imports, and 
more recently wheat. Naturally, 
then the dynamics are more inter- 
nal and can be much more tightly 
controlled. Pulses, which are unique 
to the Indian food basket and pretty 
much the only source of proteins 
for India's large vegetarian popu- 
lation, however, present a chal- 
lenge. They are not grown in large 
quantities elsewhere and rising con- 
sumption is certainly straining their 
supply and price situation. 

It is not just population but 


S. Sivakumar 


. CONSUMPTION OF CEREALS - 


Fewer Grains 
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changing consumption pat- 
terns too which are leading to 
such high demand. As the benefits 
of consistent economic growth 
percolate down, Indians are con- 
suming more non-cereal items such 
as fruits and vegetables, pulses, 
milk, meat, eggs, fish and 
processed food, even as their 
consumption of cereals declines 
(see: What’s on tbe Plate?). “Our 
food basket is changing as more 
people are eating out, consuming 
more processed foods and there's 
greater dairy and meat consump- 
tion," says NCAER's Sharma. This is 
in line with worldwide trends. 
(Meat may come from animals, but 
what animals eat is foodgrain!) It is 


Ashok Gulati 


crops such as pulses where greater 
investments and technological in- 
puts becomes so critical (see Seeds 
of Change on page 102). 


Point Counterpoint 

As mentioned earlier, food infla- 
tion is not just an economic con- 
cern but also a political hot potato 
that can cost politicians their jobs. 
Not surprisingly, then, policy mak- 
ers have ushered in measures such 
as setting up the National Food 
Security Mission or the reduction 
in import duty on edible oils. Not 
completely passing on the impact 
of high global crude prices into 
the economy has, in fact, insu- 
lated the Indian economy from 
global impact. 

And if Gulati is to be believed, 
then even global food prices will 
ease off their highs in the next three 
years or so. He adds though: “I am 
in a minority in IFPRI and in the 
world at present." He buttresses his 
somewhat unusual stance by point- 
ing out to major flaws in the food 
price assessment. “Food price in- 
creases are at present being measured 





Chief Executive (Agri Businesses), ITC 


"This trend (price rise) will last for another 
two years, by which time the supply 
response of higher productivity will kick in" 


Director (Asia), IFPRI 


"The year-on-year variation in inflation of 
essential commodities in India in the last 
year has been less than 5 per cent’ 
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LIMITS TO GROWTH 
Arable land continues 
to be in short supply. 





Water, input and transport 
costs are rising. 


e The Indian basket for crude has 
moved from $32 a barrel in April 
2004 to over $100 a barrel recently, 
affecting transportation costs 


e Plant nutrient consumption per 
hectare of agricultural land has increased 
even as prices are on an upward trend 
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e Water availability has declined 
over the years 
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in current US dollars. That really vi- 
olates the basic economic principle 
of calculating increases in constant 
terms." Moreover, the steady de- 
cline of the us currency further 
skews the argument. *Look at con- 
stant euros, and then one will see 
that food prices in 1996 and 2007 
were the same," he argues. His final 
grouse against the food-price hype 
brigade is that it chooses 2000-2001 
as the benchmark against which to 
measure food price increases. "At 
that time, global price of agri-com- 
modities had hit rock bottom and 
nobody expected them to stay 
there." And now when the agri- 
commodity prices are heading north, 
they are probably swinging to the 
other extreme. 

And, what about India? “] expect 
the worst is over or will be in the 
next 6-12 months," Gulati adds. 


Know Your Beans 
What happens if food inflation 
does not taper off as predicted? 
Well, then Indian consumers, long 
the beneficiaries of the existing sys- 
tem, should prepare themselves to 
fork out more for their food. Is 
that such a wrong thing in an econ- 
omy growing at 9 per cent? Maybe, 
it is time that the farmer got better 
prices for his produce. In fact, 
Prime Minister Manmohan Singh 
said as much in Parliament. "We 
are committed to reasonable price 
stability but we will not be a party 
to maintain so-called price stability 
by neglecting the prices that ought 
to be paid to our farmers," he told 
Lok Sabha recently. *Besides, ineff- 
iciencies in the system lead to 
higher costs at present," says 
NCAER's Sharma, adding that the 
companies who are holding the 
price line in the processed food 
sector will enforce efficiencies at 
their end before they pass on the 
increases to their customers. 

For instance, Agrotech Foods, 
an affiliate of ConAgra Food Inc, 
which owns edible oil brands like 
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Vinita Bali 
MD, Britannia 


“The prices of key agri-com- 
modities have continuously 
risen for the past two years” 


Sundrop, Crystal and Rath, chose 
to increase its capacity by consoli- 
dating its manufacturing units, and 
uses larger trucks to eliminate the 
cost of inventory. “We are also 
making our warehouse system 
more efficient to quickly turn- 
around stocks. Manufacturing ef- 
ficiency holds the key,” says Utpal 
Sen Gupta, President and CEO, 
Agro Tech Foods. 

Ditto for retailers. “Irrespective 
of the price situation, the reality 
so far has been that we have not 
passed on increases to the cus- 
tomers due to the combination of 
promotional offers that we pass 
on and creating enough scope of 
value in the overall ticket price,” 
says Sadashiv Nayak, CEO, Food 
Bazaar. At Britannia, this has trans- 
lated into a structured cost reduc- 
tion initiatives including packag- 
ing optimisation, logistics savings, 
energy conservation and material 
usage efficiency. 

In any case, higher prices can 
be a good excuse to drive the much 
needed reforms into the sector. 
When growth is the all-consuming 
story for India, which is already the 
largest producer of pulses, milk, tea 
and jute in the world and in the 
top five producers for most other 
agri-commodities, it should take 
little to give the farmer his due. 
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Seeds of Change 


Cotton's resurgence signals the path ahead for meeting 
rising food demand. Adoption of simple farm technologies 


too can fetch higher yields. 


HE COTTON FARMER, IN 
India, particularly in 
Vidarbha, is renowned for 


his despair and for his alarming 
propensity to suicide. Yet, last fort- 
night, even as the “farm loan 
waivers” were making headlines 
(see Rs 60,000-crore Loan Waiver 
for Whom? on page 86), the cotton 
farmer in India had some cause to 
celebrate quietly away from the flag 
wavers. India had overtaken the us 
as the second-largest producer of 
cotton. Significantly, India also is 
now the third-largest exporter of 
cotton. And somewhat ironically, 
the driver of this turnaround has 
been the much-maligned Bt cotton. 
Within six years of the launch of 
Bollgard (Bt) cotton, India's cotton 
production has doubled from 158 
lakh bales in 2002 to 310 lakh bales 
for 2007. "Increase in acreage (14.4 
million or 63 per cent of cotton 
acres) and the number of farmers (4 
million) adopting Bollgard (Bt) cot- 
ton is the farmers' testament to the 
value they derive from crop biotech- 
nology and their green signal to 
explore future potential," says 
Sekhar Natarjan, Lead (India 
Region), Monsanto, the company 
that brought Bt cotton to India. 
However, cotton is not the only 
genetically modified (GM) crop that 
holds out hope for Indian agricul- 
ture. It has been the first transgenic 
crop to have been approved for 
commercial cultivation and, as ล 
Department of Biotechnology (DBT) 
official says, it has been the easiest to 
commercialise. Currently several 
others are in field trials. *Bt eggplant 
is expected to be the next to get 
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Cotton's Changing Story 


Declining area, rising productivity. 





Growth in area (95) 
4.04 -1.26 1.26 
Growth in production (96) 
4.88 -5.79 20.22 
Growth in yield (%) 
0.77 -4.56 18.48 
Source: Government data 
Bt Cotton all the Way 


Farmers have been quick to adopt Bt. 














Source: Department of Biotechnology 


commercialised, hopefully by the 
end of 2008," says the DBT official. 
The results from the field again are 
as interesting as in the case of cot- 
ton. "As against a 40-80 pesticide 
sprays required for a conventional 


SATISH KAUSHIK 





Deepak Pental 
Vice Chancellor, Delhi University 


“The success of Bt cotton 
encourages us to invest in 
R&D and to properly plan 
such research ” 


eggplant crop, Bt eggplant requires 
only 1-2 sprays," he says. There 
are, however, some reservations 
about GM cabbage within the gov- 
ernment, too. That apart, the clear 
message from the success is to look 
towards technology for solutions. 
Farm productivity has been al- 
most stagnant since the '90s, and 
quite low relative to world aver- 
ages. Professor Deepak Pental, Vice 
Chancellor, Delhi University, and 
specialist in transgenic crops, says: 
"The success of Bt cotton encour- 
ages us to invest in research and 
development and to properly plan 
such research and not just leave it to 


Meri mummy ke paas hai 6,890 Medical Officers ka saath 
Meri mummy ko di ESIC ne 


chinta se mukti 


Ensuring Indian Employees' well being and health, 
with small contribution from the employees and the 
employers, ESIC offers unheard of medical 
benefits. For the insured and the dependents, for 
life. Be a part of the ESIC family and benefit from 
the country's largest medical infrastructure. 


More than 1 crore insured persons (1,01,57,573) 
No. of employees — 92,38,530 

No. of beneficiaries — Appox. 4 crore 

No. of employers — 3,31,744 

Branch Offices/ Pay Offices — 620/ 193 

ESI hospitals — 144 

ESI Annexes - 42 

ESI Dispensaries — 1,388 

Insurance Medical Officers — 6,890 

Insurance Medical Practitioners — 1,942 


For more information contact concerned regional office or call 
1800112526 (Tollfree) on all working days from 9.30 a.m. to 5.00 p.m 
or log on to : www.esic.nic.in 


SPAN 





made rov: ciem Íerorer 
Employees' State Insurance Corporation 


Benni fiume Cif hae MA. Malki T^ nn 





bt, special 


the private sector.” That feeling 
probably comes from the fact 
that the private sector chases re- 
search in crops that have global 
markets, and not just the crops 
most critical for Indian food se- 
curity. Pental, who has worked 
on the mustard crop, also cites 
the urgency of more funds for re- 
search. “Our entire expenditure 
for the project on the mustard 
hybrid was probably equal to 
what Monsanto spends in a week 
on R&D.” 

However, lower down the 
value chain there are simpler 
things that can be done to im- 
prove yields, or indeed im- 
prove the food supply 
in the country. 
Provision of qual- 
ity, certified seeds 
to the farmers is a 
case in point. 
Kalyan Chakra- 
varthy, Country Head 
(Food and Agri Strategic 
Advisory Research), yes Bank, 
says that this is true for cereals 
such as rice and wheat as well, 
which show deterioration when 
the farmer retains the seed and 
replants it next year. “The seeds 
that are scientifically produced in 
the seed villages and properly 
certified can lead to a 10 to 15 per 
cent enhancement in yield in cere- 
als," says Chakravarthy. 

Another simple, low-hanging 
fruit could well be adoption of mod- 
ern farm practices and techniques. 
An interesting example is the vari- 
ation in sugarcane recovery in India 
and Brazil. At around 13 per cent, 
sugarcane recovery in Brazil is, at 
least, a percentage point higher than 
in India, simply because the for- 
mer uses mechanical harvesters. On 
the other hand, in India, manual 
labour is the norm as a result of 
which the Indian farmer tends to 
leave the juiciest and, therefore, the 
most profitable bottom portions of 
the cane in the field. “That 
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CROP 
RESEARCH AGENCY + 


Bt eggplant: IARI*, 
Sungro, Mahyco 
Tomato: Delhi University, IARI, 
Indian Institute of Horticultural 


Research, Indo-American Hybrid Seeds, 
Proagro PGS 


Potato: Central Potato Research 
Institute, IARI, JNU 


Rice: Centre for Cellular and Molecular 
Biology, Central Rice Research Institute, 
Delhi University, Hybrid Rice 
International, Mahyco 


Wheat: Delhi University, 
South Campus 


Cabbage: Nunhems India 


Castor: Directorate of Oilseeds 
Research 


Cauliflower: Sungro “ 
Seeds, Nunhems India 


Groundnut : ICRISAT 
Okra: Mahyco 


*|ndian Agricultural 
Research Institute; Source: 
Rabobank International 


+ Not a complete list 


straightaway translates 
Into a 7-8 per cent impact 
on the bottom line of sugar 
companies,” says Rajesh Srivastava, 
Managing Director (Corporate and 
Commercial Banking), Rabo India 
Finance, adding that the usage of 
modern agricultural equipment by 
itself can improve yields by around 
85-86 per cent. He recounts how 
the usage of a laser leveller by farm- 
ers in Punjab to level the fields be- 
fore sowing has reduced water con- 
sumption by half. 

However, what seems to be 
lacking is an overall policy vision for 
food security in the country. Not all 
crops are affected by the same set of 
problems, whether that is pest 









* 
control, water scarcity 
or other issues. 
Delhi University's 
Pental favours a 
cropwise plan- 
ning that may 
include trans- 
genics as well as 
conventional 
methods to improve 
yields. 

And sometimes yields them- 
selves may not give the complete 
picture. He points out that a 
sugarcane crop in Maharashtra 
shows good yields but needs 
more irrigation (25-30 rounds) 
over a 14 month period as 
against 8-9 rounds of irrigation 
needed over eight months for a 
crop in Uttar Pradesh. 

Others such as Amir Ullah 
Khan, Director, India 
Development Foundation, be- 
lieve that the way forward in- 
cludes correct price sig- 
nals for cost-effec- 
tive production of 
food. *There 

should be a 
long-term mov- 
ement towards 
producing com- 
modities where 
India has a com- 
parative 
advantage." 
Ashok Gulati, Director 
(Asia), International Food Policy 
Research Institute (IFPRI), too be- 
lieves that the kernel lies in letting 
the producer have the best price 
for his produce, wherever he gets it, 
whether in India or overseas. “That 
will encourage him to invest more," 
he says. Incidentally, four-fifths of 
the investment in agriculture comes 
from the private sector, essentially 
the farmers. And investment—both 
public and private—is crucial for 
the development of Indian agricul- 
ture. And certainly, the sector has 
started attracting investors now (see: 
Money to Feed on page 107). 
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' Money to Feed 


Investments are flowing into the food and agri-business 
sector. Good news: this is just the beginning. 


SATISH KAUSHIK 


HEN LEADING PRIVATE 

equity fund SAIF Partners 

invested $8 million in 
Tamil Nadu-based food processing 
company Asian Dhall Industries 
(now known as Asian Health & 
Nutri Foods) early last vear, it sent 
hopes soaring of many entrepre- 
neurs in the agri-foods business. 
Most could easily dismiss this com- 
modity-plus, region-specific com- 
pany worth around Rs 100 crore, 
which sells varieties of pulses under 
the brand name Jeyyam, but there's 
a story here. That innovative value- 
adds and small scale food businesses 
have a chance of making it big. 
Given the context, it's not surprising 
that small businessmen such as 
Sandeep Gogia, owner of The Fresh 
Produce Shoppe in Gurgaon that 
sells imported fruits and processed 
food and grocery brands, is con- 
sidering private equity to fund his 
expansion plan. He's got two outlets 
and is planning to open 10 more in 
the same region. 

These examples point to the big 
difference today for a relatively fi- 
nance-starved food and agri-business 
segment—that there's a bail-out of 





a different kind at hand. Just con- 
sider the pace of this ascent: 
According to a Venture Intelligence 
Report, the food and beverage sec- 
tor that witnessed PE investments 
of a mere €4.2 million in two deals 
in 2006, has seen 11 deals worth 
€106.4 million in 2007. *We are 
aware of many PE deals being ne- 
gotiated in the food and agri-busi- 
ness space in the current year," says 
Rajesh Srivastava, Managing 
Director (Corporate & Commercial 
Banking), Rabo India Finance. He 
should know. Evidently, Srivastava 
15 spearheading a move to set up a 
sector-specific agri-fund. And he's 
not alone. YES Bank, which was the 
first off the block, has already an- 
nounced its decision to set up the 
country's first food and agri-business 
fund. Both these are estimated to be 
around $100 million. 

Fuelling this interest are the 
changes in the industry's funda- 
mentals. For one, the news of excise 
duty reduction in food processing 
and the reduction in customs duty 
on the import of machinery required 
for the industry have enthused in- 
vestors. For another, the economy— 


Size Does Matter 


How much are these segments worth? 


lui up. ERE TS A 
Non-food |^ | à ( 36,400 


Food (unprocessed)* _ 4,39,200 
Food (processed) ` 3,20,600 
Food (value added) 2,42,200 





Food Services 1 _ 48,400 
Total Market Size  10,86,800 


Source: YES Bank 
* such as wheat flour and nce 


Figures in Rs crore 
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Rajesh Srivastava 
MD, Rabo India Finance 


“We are aware of many 
PE deals being negotiated 
in the food and 
agri-business space 

in the current year" 


never mind the stock markets—is 
still humming along nicely, and that's 
virtually pushing entrepreneurs to 
scale up operations to meet demand. 
"We estimate that the investment 
requirement for the food suppl 
chain will be $30 billion through 
to 2015," says Sonal Shah, CEO, YES 
Food & Agri-business India Fund. 

The economic progress is evi- 
dent in the value addition to food 
that is taking place. Kalyan Chakra- 
varthy, Country Head (Food and 
Agri Strategic Advisory Research), 
YES Bank, says: “Research has 
proved that irrespective of whether 
they are urban or rural consumers, 
as the per capita income increases 
above $2 per day, people start eat- 
ing meat and when it crosses $10, 
they start consuming processed 
food." Not without reason, a KPMG- 
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Kalyan Chakaravarthy 
Country Head (Food and Agri Strategy 
Advisory Research), YES Bank 


“Scientifically produced 
and certified seeds can 
leadto a 10-15 per cent 
increase in yield" 


FICCI report estimates that the food 
processing and agri-business is set to 
grow up to 12 per cent a year in the 
near future. Indeed, fruit and veg- 
etable processing that today stands 
at a meagre 2 per cent, is expected 
to shoot up to 10 per cent by 2010. 
Today, the total food processing 
market accounts for 32 per cent of 
the total food market. The advent of 
organised retail will lend a hand 
too. According to Gurgaon-based 
consulting firm, Technopak, the or- 
ganised food and grocery segment is 
worth $1 billion and represents just 
0.6 per cent of total food sales. 
That means there's plenty of room 
for growth. *Modern retails for- 
mats are a big positive as they offer 
an environment where new players 
have a chance to ride on them and 
offer products that fill need gaps," 
says Avnish Bajaj, Co-founder & 
MD, Matrix Partners India. 

But there are challenges. 
"Manufacturers have to identify 
the right need-gaps and product 
differentiation that have a pull," he 
adds. *They then must create the 
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Investors are looking at 
opportunities across the food 
chain. Here are some of the deals: 


© Manufacturing: Belgium-based 
food major Puratos is setting up a 
manufacturing facility in Mumbai 
to make pastries and chocolates. 
Danisco, a food ingredients com- 
pany, has invested $6 million in 
both manufacturing and R&D 


* Retail: A consortium led by 
media group Dainik Bhaskar has 
made a Rs 325-crore offer for 
reviving the Super Bazar in New 
Delhi. Future Group is investing in 
"fair price" stores and "value" stores 


* Logistics: Apollo LogiSolutions 
(part of Apollo Tyres Group) has 
signed a $250-million JV with 
Toronto-based Spire Group to con- 
struct and operate temperature-con- 
trolled warehouses in India 


* Exports: United Phosphorus has 
acquired Colombian marketing firm 
Evofarms; earlier it acquired 
Argentina's ICONA for $10 million. 


* IT: Pune-based Temptation 
Foods has bought a 70 per 
cent-stake in Aptsource Software, 
a high-end enterprise solution 
consulting firm 


^ Know-how: Russell Credit, a 
wholly owned subsidiary of ITC, has 
purchased agri-biotech company 
Technico Pty, Australia, from the 
K.K. Birla Group 


© Trading: The New York Stock 
Exchange has acquired a 5 per 
cent-stake in Multi Commodity 
Exchange—the maximum foreign 
equity investment permitted in 
derivative exchanges 


distribution network, which should 
precede any brand-building activity." 
Also, according to another private 
equity fund head, most investors 
in the FMCG/branded food business 
need to understand that compa- 
nies here face a genuine challenge in 
growing the scale of their business 


beyond a certain size and geography 
to achieve critical mass. "Players 
in this space have to first build 
‘brand-ability’ and then think of 
investing huge sums on advertis- 
ing and marketing to push their 
market size," he says. 

While it's not entirely a bad 
thing for a company to continue 
being a regional player or make 
moderate gains, the investor will 
always want introduction of more 
progressive ways and considerable 
expansion in market reach, and 
therefore, consumption. Added to 
this, investors will have to neces- 
sarily look at a long window on in- 
vestment of at least eight years. 
Hence, it's not surprising that most 
of the investors are looking first at 
specific areas in the value chain. “I 
see the supply chain side of the me- 
chanics attracting funds. That's the 
hard part of infrastructure that needs 
to be coming in. Also, deliveries of 
infrastructure is exciting to a fund 
manager," says Harish Bijoor of 
Harish Bijoor Consults. To be sure, 
the country's third-party logistics is 
set for explosive organic growth. 
The current market is valued at over 
$90 billion. This is set to grow to 
$125 billion by 2010, according to 
Datamonitor report. At another end, 
the cold chain industry, currently 
estimated to have annual revenues of 
$2. billion, is set to boom, although 
it is already growing at 20 per cent a 
year. ไท fact, the market expects 
$300-billion worth of investments to 
flow into food infrastructure. 

And it's not private equity alone 
that's driving the gravy train. Many 
food transnationals and Indian com- 
panies are driving the change as 
well (see Big Food Investments). 
Even as players are looking to set up 
shop in India, companies here are 
acquiring business in the segment in- 
ternationally to add to the value 
chain. ^You will witness many com- 
panies of unconventional origin 
wanting to come in," predicts 
Bijoor. Let's hope he’s right. 8i 
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E. NEVILLE ISDELL Chairman & CEO The Coca-Cola Company 





N JUNE 2004, WHEN THE COCA- 
Cola board picked Edward 
Neville Isdell to become its 
12th Chairman, the 60-year- 
old was already into his re- 
tirement. A little over two years ear- 
lier, Isdell, a native of Ireland who 
moved to Zambia at age 10, had 
retired as the Vice Chairman of the 


Coca-Cola Hellenic Bottling 
Company and the parent company 
had re-engaged him as an interna- 


tional consultant. Coming out of 


retirement to rescue a company 
where one has worked nearly four 
decades may not have been the eas- 
iest of things to do, but Isdell, 64, 
without doubt has the juices flowing 





once again at the Atlanta-head- 
quartered "sparkling" (read: car- 
bonated) beverages giant. Since bis 
arrival at the corner room at Coke, 
the stock bas risen from $40 or so to 
about $60. Come end of June, Isdell, 
who also bas his own investment 
company (currently in a blind trust), 
will step down as the CEO and be 


gm Out of the Ditch, 


Now It Needs , 
ato Go Faster’ | 
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replaced by bis band-picked succes- 
sor, Mubtar Kent. Isdell, who will 
continue to be the Chairman till 
April 2009, was recently in India 
on à pleasure-cum-business trip, 
hoping to shoot tigers (he’s an avid 
wildlife photographer, thanks to bis 
long stint in Africa) at the 
Bandhavgar National Park in 





Rajasthan. He squeezed some time 
out to speak with BT’s Sanjoy 
Narayan and R. Sridharan or 
Coke's turnaround and the chal- 
lenges ahead. Excerpts: 


End of June this year, you'll be com- 
pleting four years as Coca-Cola’s CEO 
and handing over the reins to Mr 
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Muhtar Kent. Coke appears to have 
turned around in this period. What is 
your assessment of this turnaround 
and how did it happen? 

l'm going to use the analogy that 
Muhtar actually uses and I think 
it's a good one. He says the car is 
out of the ditch, it's back on the 
road, it's moving forward, but now 
it needs to go faster. That's about 
what I thought I could do in four 
years, because, given my age, | 
wasn't going to be around for 10-15 
years as was Roberto Goizueta 
(Chairman & CEO of the company 
between 1980 and 1997). So I set 
myself the goal of doing just that, 
and also, having the right succession 
to come in. That was the other 
piece, and I worked on that from 
Day One. I absolutely believe | have 
got the right succession in place. | 
believe we've got our winning cul- 
ture back, I think we're on the right 
track. I do not believe we are where 
we need to be vet; there's still an 
awful lot that needs to be done. 
But I think I’ve achieved pretty 
much what I set out to do. 


What was the challenge and how did 
you attempt to address it? 

What did I inherit, if you want to 
put it that way? A company that 
essentially had stopped growing—it 
was still growing, but modestly, it 
had lost its momentum. That's one. 
Two, we were 10 points below the 
engagement (read: employee 
morale) score of our peer FMCG 
companies, and way below high- 
performing companies in a whole 
range of areas. Then, we had a 
number of issues around court cases. 
So, there was that black cloud that 
had to be erased, and our brand 
scores were going down, which was 
as bad as not having the morale. 
We didn't have advertising that was 
working, (partly) because we were 
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significantly under-investing be- 
hind our brands and under-in- 
vesting behind innovation. 

[t was a situation where if you 
take a little bit off, you say ‘it did- 
n't make a difference, did it? So we 
can take a little bit more’. The 
other (problem) was, I think, in- 
dustry self-inflicted. I believe that 
sparkling beverages were in secular 
decline. And (Coca-Cola’s) stock 
price was headed south as a result 
of that. That’s just the product of 
all the rest. I was asked in one of 
my early meetings, *what are you 
doing about the stock price?’ and | 
said ‘nothing. I am paid to run the 
company, not to manage the stock 
price. You run the company well, 
the stock price will look after itself. 


Getting the morale back up must have 
been quite a challenge. 

What I did was I got the top 150 
managers and we took a three-day 
session and Atul (Singh, President 
& CEO, Coca-Cola India) was part 
of that. I played back the research, 
essentially went into a big ball- 
room, posters around, cartoon 
characters, speak bubbles that said 
exactly what the people had said in 
their own words. Direct quotes, 
and (to Singh) you can add them if 
you remember, “we’re arrogant”, 
“we don’t believe in management”, 
“we've lost the will to win”, “our 
brands are not performing any- 
more...” any others? 

Atul Singh: There were lots and 
lots. 

Isdell: It wasn’t pretty. 

Singh: No, it wasn’t pretty at all. 
And I think, to me, on the other 
side coming in, it was the first time 
we said, well, at least, we’re being 
truthful to each other. Because, 
we were living in this cocoon, 
where, for several years, things 
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were not going well and nobody 
was talking about it. And this was 
the first time the Chairman of the 
board was... you know, getting 
people to open up. Put it up on the 
wall, and talk about it. And we 
spent three days. 

Isdell: Over about a six-month pe- 
riod came what we called “the 
manifesto for growth”, which is a 
10-year plan, 2015, about how 
we're going to run the business, 
what the revised mission is, what 
the values are and, by the way, 
the values aren't very different 
from what the core values were. 
And fortunately, I think, coming 
from retirement gives you more 
confidence, but also, agreeing to 
a long-term objective with the 
board was very, very important in 
terms of getting through this here. 


You mentioned that you're not there 
yet, there's distance to be covered. 
What exactly do you mean by that? 

Our goal is to be, once again, the 
world's most (admired) company. 
That's a long way to go. We've 
moved up in the Fortune global. 
It’s just come out; we've moved 
from #24 to #19, from 2007 to 





2008. But we're still only #19 and 
[ wouldn't use Fortune as the only 
measure, but as one of the meas- 
ures. And we're not always gonna 
be #1. I mean, we actually define 
it as being in the top 3, but the 
aspiration is, once again, to be the 
most respected company. I also 
have a belief that the reputation 
side of a company, in the 21st cen- 
tury, is going to be very impor- 
tant to its so-called valuation, be- 
cause then the long term is more 
assured than just short-term re- 
sults. So, that's why I don't think 
we're there yet. 


But has Pepsi (which ranks three 
places higher than Coke on Fortune's 
Most Admired Companies list) stolen a 
march over Coke as the more respon- 
sible cola company? (Pepsi ceo) Indra 
Nooyi does get a lot of positive press. 
I would not agree with that. I think 
it's a neck-and-neck race. Take the 
momentum we have, and it's going 
to be a good race. Indra Nooyi... Í 
don't think that running a busi- 
ness is necessarily about person- 
ality, it’s about success. She's been 
very successful, she deserves to be 
seen as a personality. It's all about 


CAN'T PRESERVING THE EARTH 
BE PROFITABLE AS WELL? 


It can be, when you partner with a company that has the expertise and experience 
needed to deliver profitable wind energy solutions worldwide. At Suzlon, we serve your 
energy needs by providing dependable wind energy solutions backed by a fully integrated 
and secure supply chain, which delivers customised solutions to ensure project 
performance globally. We also pride ourselves in meeting customers' needs by using the 
power ๐ 1 the wind to increase return on investment, freeze power costs and improve 
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the business, and I intend to keep 
making this business successful. 
But you mustn't personalise it. It’s 
the worst thing you can do—to 
believe your own good media. 
And, I probably don't get enough 
of it to have to do that (laughs), but 
| work hard at it all the time. But, 
yeah, you mentioned snack foods, 
they run a great business, they run 
it very well, it’s very profitable. 
It’s not one we're going into, we're 
going to stay in beverages. 


Going back to the challenges you had 
to deal with, one hears that one of the 
major things you did was to get the 
board to look beyond colas. 

The challenge actually was the op- 
posite. The challenge was con- 
vincing people that there was 
growth left in sparkling beverages, 
more than actually the diversifi- 
cation. Call from the investors was 
diversification and the fact is that 
80 per cent of our business is 
sparkling beverages, and unless we 
get that growing, we can't diversify 
fast enough to get the growth that 
we need. And anyway, I had a fun- 
damental belief that there's nothing 


wrong with sparkling beverages. 
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The core of the health and wellness 
debate is about calories, it's about 
obesity. We've got a zero-calorie 
soft drink. You name me any food 
product that can do zero calories. 
That was one of the real successes, 
Coke Zero. Coke Zero is our most 
successful launch in 25 years. And 
that has re-energised the whole 
cola category for sparkling bever- 
ages. I really did not have any dif- 
ficulty in convincing the board 
that we needed to build in the 
other area, it was how we were 
going to do it. 


And acquisitions? 

My view was that we didn't need 
any major acquisition, that we 
would have bolt-on acquisitions 
because we could grow organi- 
cally. Yes, there were times when 
we needed to make reasonably 
substantial ones; we spent $501 
million buying the Multon juice 
company in Russia, $4.1 billion 
for Glaceau, we had Jugos del 
Valle in Mexico. Quite a few soft- 
water acquisitions in Europe, be- 
cause that's quite important, but 
those are normally country-spe- 
cific. But organically, Minute Maid 


Pulpy, which you see as being suc- 
cessful here, has been hugely suc- 
cessful in China, where it actually 
originated. There are other brands, 
such as in the energy segment, 
where we've done very well, you 
know, Full Throttle, Burn. 


If you look at beverage servings world- 
wide, 53 billion of them are sold an- 
nually. Coke and all its brands would 
still form a very small percentage of 
that. So there's huge room to grow. 
Where do you see future growth 
coming for Coca-Cola? 

You're absolutely right about the 
overall opportunities. (Growing 
urbanisation, and) the number of 
people coming out of poverty in de- 
veloping countries are all oppor- 
tunities for FMCG companies. Then, 
of course, the tailwind is what we 
do. More brands, better brands, 
we've got better advertising, we 
have immensely strong cash 
flows... so we're able to invest be- 
hind it. By the way, the data does 
indicate that the fastest growing 
category in FMCG is non-alcoholic, 
ready-to-drink beverages. So that's 
where we need to focus. 


What's driving Coke is its non-US 
business. Do you think, as these mar- 
kets mature, a slowdown may happen 
as more and more consumers veer 
towards the view that maybe colas 
aren't good for you? 

You could argue at high per capita 
markets that growth is going to 
slow. Well, our highest per cap 
per bottle growth was in Mexico 
last year, which was our highest per 
capita in the world. Now you're 
talking about developed markets. 
So, some of our strongest growing 
markets were Spain, France, Italy 
last year. We've regenerated 
growth in developed markets, 
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they're actually not that high per 
capita, so there's still growth that's 
left. Part of that was Coke Zero, our 
most successful launch in 25 years. 


Coke Zero is now a billion-dollar brand 
in terms of revenues... 

Yeah... we now have 14 billion- 
dollar brands. But you also have to 
modernise, Coke Zero is part of 
that. I don't believe this one's going 
to be that major one. But Diet Coke 
Plus, where we got 14 vitamins and 
minerals than Diet Coke. The one 
that's going to be very important is 
something that's probably 3-4 years 
down the pipeline, you will see it 
coming out, other than Coca-Cola, 
primarily because of just quantities. 
But we're working with Cargill on a 
natural zero-calorie sweetener. | 
think in the next 12 months, you'll 
actually see it coming to market. 
That then, is going take the negative 
halo effect of artificial sweetness 
from Diet products. 

We brought our group Presi- 
dents in, six people who run our 
business around the world, and we 
showed them some of what we 
have...deep research, and all I can tell 
you is that one of them who is 56-57 
says, “I wish I was 20 years younger.” 
That's what we've got coming. And 
yes, it's not all gonna be sparkling, it's 
gonna be still (read: non-carbon- 
ated) as well. If you take what we're 
doing with particular additives that 
help cognition, that will be across 
all the platforms. So health and well- 
ness is going to be a major piece of it. 
Health and wellness is not a category, 
it’s a need state. A lot of people de- 
fine it as a category, we see it as a 
need state and, therefore, we can 
use it in various categories. 


You brought Coke back to India in 
1993. How do you think the Indian 





market has moved, as well as Coke's 
fortunes in India? 

I think there are a couple of dif- 
ferent phases. I think we had a 
pretty good start. Obviously, a big 
chunk of that was the acquisition of 
brands from Ramesh Chauhan (of 
Parle) that I was involved in nego- 
tiating. Then, probably going back 
until about two years ago, we had a 
number of problems and issues. 
And you can debate whether they 
were self-inflicted or whether we 
were unlucky or whatever. We lost 
momentum, there's no question. 
But if you see the last seven quarters 
(at Coca-Cola India), we're talking 
double-digit growth. We're back 
on track. And if you ask me, part of 
what went wrong (is that) we had- 
n't created around us a legitimacy... 
a level of confidence in us as a busi- 
ness system in India. If I think of 
where we need to be, we need to be 
almost perceptually Indian. We need 
to be an inherent part of every com- 
munity in which we operate. 


Finally, as you said, you've taken care 
of succession planning. But there's one 
thing that seems to be bothering some 


institutional investors and that is the old 
insider trading allegation against 
Mr Muhtar Kent. What would you like 
to say to such investors? 

Well, I think we've already told the 
investors and the investors have ac- 
cepted what we have told them be- 
cause it was raised at the time I ap- 
pointed him international President, 
and it was raised when I appointed 
him President. And the interesting 
thing is it was not raised when 1 
appointed him CEO. It has been 
recorded as a codicil in press articles 
as recording the past. But it has not 
become an investor issue at all. I 
have no major investor who has 
expressed any concern whatsoever. 
So I think that's something the 
board has looked at, it is ancient his- 
tory and I think it has been con- 
signed to that. I have absolutely no 
doubts about his integrity. I’ve 
known and worked with him very 
closely for 20 years. There's an- 
other dimension to the formal in- 
vestigation piece and there's also 
my own belief in his integrity. 8 


(To listen to tbe unabridged interview, 
log on to www.businesstoday.in) 
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Chennai just got cooler. ETA Engineering Pvt. Limited 
(EEPL)'s air-conditioning division is setting up a 100,000 sq. 
feet manufacturing plant at Sriperumbadur, Chennai. "This 
state-of -the art plant will integrate the manufacturing ac- 
tivities of ETA Engineering and is being set up to keep pace 
with our phenomenal growth and to serve as an international 
manufacturing base from where we can export to different 
countries." says Abdul Cader, Director of EEPL. ETA already 
has two manufacturing facilities at present, situated at Pu- 
ducherry and Ambattur for a wide range of air-conditioning 
products. The new plant is being set up to meet the increasing 
demands of the international market, with a special focus on 
quality enhancement and brand building. "In order to match 
international quality standards, we are seeking European and 
American certification for our products. We strive for perfec- 
tion not only in our testing labs but also in civil infrastructure 
which are designed according to international consultants re- 
quirements and we're confident that this will ensure the meet- 
ing of international standards.” explains Abdul Cader. 

The company's R&D centre at Ambattur will supply the 
new plant with the necessary data for product enhancement. 
"Our Products are designed to meet the ambient conditions 
of 52? C. While we draw on the expertise and resources of the 
parent company ETA M&E (mechanical and Electrical) - Du- 
bai, the market leaders in their region, we modify our products 
to suit the conditions in India." says Mr. Cader. 

From case study analyses the group has discovered that 
the major problem with Air- conditioning contracting that is 
faced everywhere is not deterioration due to longevity as much 
as the installation itself. Imported chillers with the very best 
features are moved often on a makeshift wooden board with 
wheels, often injuring the appliance as well as the workers in 
the process. ETA's solution to this is the construction of spe- 
cial equipment for the moving of these heavy air-conditioners 





ETA Engineering Pvt. Limited 


within the site until they are fixed. 
"In the service industry, organizations often boast about how 


they have the cream of the cream at the top level and wax on 





about the extensive training they have offered their managers. 
We have decided to go beyond merely sculpting the top and mid- 
dle order and are concentrating on training the technicians." says 
Mr.Cader. The group believes that the man who is going to in- 
stall the systems needs training as much as managers, because 
he is as key a player. Star HR and Training is going to train 
the workers, with five training centres spread across Ramanath- 
apuram, Trichy, Chennai, Hyderabad & Delhi." 

ETA Engineering is one of the first to introduce the “de- 
sign and built" concept in India. Ascendas IT Park/ Nokia was 
executed by the group as a design and build package. More 
recently, the ‘District cooling concept’ has been brought in by 
EEPL. This is the management of the central air-conditioning 
of a considerable large building such as a Technopark, large 
housing complex. EEPL provides the vast amount of chilled 
water that is needed for air-conditioning the area. Along with 
the promoter/developer, the engineering group 
invests on machinery, and designs a system. 
which gives optimum usage. The contract cov- 
ers installation, to the operation of equipment 
and service- 24/7, 365 days a vear. 

"We at EEPL are at a very advantageous po- 
sition because we have the capability to imple- 
ment projects of large sizes such as the District 
cooling concepts, Tidel Park, Chennai and the 
Delhi Metro Railway Corporation (DMRC 
because of the resources that are available tc 
us from the parent company in the Middle 
East. As part of the ETA Star Ascon group, we 
have a great deal of international exposure.’ 
In a country like India, with the expansion ol 
the IT Industry/ SEZ/ Integrated Townships € 





Abdul Cader is the Director of ETA 
Engineering Pvt Ltd since it's inception 
in India. Presently he is looking after the 
company's Pan India Electro-mechanical 
business. ETA Engineering is one of the 
first to introduce the *design and built" 
concept in India and is supervising the 
setting up of the Sriperumbadur plant. 


host of skyscrapers are coming up. However most of the high 
rise buildings are being contracted to international architects. 
EEPL are comfortable with the international consulting com- 
panies because of the aforementioned international exposure. 

Mr. Abdul Cader explains that their unique selling propo- 
sition Is the fact that the company follows a system of entre- 
preneurial style. "In the service industry the contact points 
between the clients and operation is important. We provide 
the best service empowered with operation and authority," 
elaborates Mr. Cader. 

The Air-conditioning division is confident of capturing a 
larger market because of their constant improvisation of the 
products. Ducts have conventionally been hung by means of 








| hooks. EEPL revolutionized the structure of the ducts by intro- 
ducing threaded rods and upgrading from hand-made to ma- 
chine made ducts. In lieu of their competitors following suit, 
EEPL set itself apart by manufacturing these ducts on Swiss 
made duct machines. 

Overall booking projected to reach this year for Indian op- 
eration is Rs. 1000 crores. Having initiated trade operations in 
India, the company has witnessed a growth of 20-22% above 
the Industry's standards and anticipates a C.A.G.R of 45% in 
the next three to five years. 

ETA Group has been the leading electromechanical en- 
gineers in the Middle East for the past 35 years. EEPL was 
formed towards end of 1994, 

One of the largest turnkey contractors in India, ETA (EEPL) 
has a wide array of projects that include hotels, hospitals, 
commercial complexes, industries, clean room applications 
etc which have been successfully supported and executed 

It is an ISO 9001 certified company with 1300 employees in 
full fledged offices in 11 electronically connected cities: New 
Delhi, Chennai, Mumbai, Kolkatta, Bangalooru, Hyderabad, 
Pune, Noida, Chandigarh, Ahmedbad, Cochin, Coimbatore. 
Jaipur and Bhopal. Apart from their own offices the group has 
250 dealers in other cities and also offers air conditioning and 


electrical contracting services. The company has an extensive 








team of engineers, supervisors and draftsmen working on the 
latest CAD software in all their branches. 

EEPL has provided electrical- mechanical services for a 
number of prestigious projects such as the Nokia Manufactur 
ing Facility, Delhi Metro Railway Corporation (DMRC), Yashraj 
Studios, HSBC, Apollo Hospitals, NSE, Ascendas IT Park etc 

The group's manufacturing facility at Pondicherry and Am- 
to 25 


battur produces a wide range (3 tons) of ductable split 
units, floor mounted packaged units & unitary typesSelf con 
tained packaged air conditioners, roof top air-conditioners, air 
cooled scrolled chillers, fan coil units, air handling units under 


the brand name of “ETA”. These are ready for installation in 








applications such as banks, hospitals, office premises, shop- 
ping / commercial complexes, restaurants, retail outlets etc 
They also manufacture O General Window and split air- 


conditioners at pondicherry in association with the group com 


| pany ETA General Private Limited. 


GROUP 
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Funds for Growth 


As equity markets become cheaper, it's the perfect opportunity to grab 


a few growth funds for the long term. MAHESH NAYAK 


months were easily the worst 
in a long time. The BSE Sensex 
lost 26 per cent from its peak of 
21,207 as more than half the stocks 
traded on the BSE are close to their 
or at 52-week lows. But given the 
recent carnage, many stocks have 
started looking attractive once more, 
particularly if you look at them as a 
long-term investment. 
So, isn't this a good time to take 
a look at equities? “Yes, indeed. 
This is as good a time to buy," says 
Manish Mehrotra, vP (Wealth 
Management), Religare Securities. 
“The subprime woes have impacted 
markets globally, but Indian mark- 
ets will recover faster than others. At 
a price-to-earning multiple (P-E) of 
14-15 times 2008-09 earnings, the 
market looks fairly valued now. 
And investors looking at a long- 
term horizon can take this oppor- 
tunity to invest money in equities.” 
But bad news on subprime con- 
tinues to haunt the market, so you 
may not want to put all your eggs in 
the market right now. Says Hemant 
Rustagi, CEO, Wiseinvest Advisors: 
“You can invest half your invest- 
ing surplus in this market. And the 
best way out for investors (espe- 
cially retail) would be to come 
through mutual funds.” 
Mutual funds returns over the 
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last two months have mimicked the 
market. But long-term returns are 
still positive. Diversified equity 
funds, on average, registered a 
4 per cent gain over the last six 
months. Over the last one and two 
years, however, the returns stood at 
33.4 and 18.5 per cent, respec- 
tively, suggesting that long-term in- 
vestors definitely gain compared to 
those who look for quick returns. 


The Blue-Chip Funds 


In fact, this is a good time to accu- 
mulate units in diversified equity 
funds whose assets comprise beaten- 
down-growth stocks. You can in- 
vest in them slowly for the long 


Experts recommend a diverse range of funds that you can choose from. 





haul so as to have a sizeable chunk 
of units when the next up-tick 
comes. The funds that are poised to 
do well have good portfolios of 
large-cap stocks as they are the 
larger, well-entrenched companies 
with good market shares. Says R. 
Swaminathan, VP, IDBI Capital 
Market: “Invest in funds that have a 
good amount of large-cap expo- 
sure. Once the market recovers, 
large-cap stocks will be the first to 
move up followed by mid- and 
small-caps.” Besides, some sectors 
posting strong growth—infrastruc- 
ture, commodities and consump- 
tion—should also be on your in- 
vestment radar. Adds Rustagi: 


Hemant Rustagi, R. Swaminathan, Amit Majumdar, Manish Mehrotra, 

CEO, Wiseinvest Advisors Vice President, IDBI Captial Executive Director, Angel Broking VP (Wealth Management), 

e DSPML Top 100 Equity Fund — @ ICICI Prudential Infra. Fund ๑ Reliance Pharma enm 

e Kotak 30 e Sundaram BNP Paribas e JM Auto e HSBC Equity 

e ICICI Prudential Infra. Fund Select Focus ๑ Tata Select Equity e DSPML Top 100 

๑ Reliance Growth ๑ Reliance Vision ๑ Sundaram BNP Paribas ๑ Reliance Banking 

e Sundaram BNP Paribas ๑ Franklin Templeton Prima Plus Focus ๑ Reliance Diversified Power 
Select Focus ๑ Tata Infrastructure ๑ ICICI Prudential Infra. Fund ๑ Reliance Growth 
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“Invest in funds that have huge 
growth potential as well as those 
that will outperform the benchmark 
in times of recovery.” 

Among the top equity picks, 
experts feel that investors should 
look at ICICI Infrastructure Fund, 
Sundaram BNP Paribas Select Focus 
and DSPML Top 100. Apart from 
their large-cap focus, these funds 
have cash to capitalise on buying 
opportunities during corrections. 
The market has pounded the in- 
frastructure stocks recently, but 
that has made them more attractive. 
Says Rustagi: "India's growth story 
is still intact. And if our GDP is to 
grow at 8 per cent, spending on 
infrastructure is inevitable. There- 
fore, it's necessary to have an in- 
frastructure exposure in the port- 
folio." Even short-term investors 
can consider infrastructure and 
large-cap funds as safe as these 
stocks have been battered. But 
when the market bounces back, 
they are the ones that are expected 
to do well. Among infrastructure 
funds, experts prefer ICICI 
Infrastructure Fund, DSPML TIGER 
Fund and Tata Infrastructure Fund. 
But for conservative investors, a 
DSPML TIGER Fund scores over the 
ICICI Infrastructure Fund, as the 
latter is more aggressive. 

Among large-cap funds, 
Sundaram BNP Paribas Select Focus 
Fund and DSPML Top 100 Equity 
Fund are among the funds that are 
ripe for investment. On the other 
hand, banks were under selling 
pressure on account of the debt 
waiver to farmers as well as over 
subprime losses. But their stocks 
have come down significantly and 
they have turned good value buys. 
Sundaram BNP Paribas Select Focus 
Fund and DSPML Top 100 Equity 
Fund have about 11.5 per cent and 
11 per cent exposures, respectively, 
in banking stocks. Says Mehrotra: 
"Banking stocks have been battered 
lately. Following the correction, 
these are now attractively priced 


AHEAD OF THE CURVE 


These equity funds have a promising long-term future. 


ICICI INFRASTRUCTURE FUND 
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and investors can value pick at 
these levels.” Mehrotra is willing to 
take a concentrated bet on banking 
stock and is recommending 
Reliance Banking Fund. Among 
other large-cap funds that have the 
eye of the mutual fund experts are 
Kotak 30 and HSBC Equity, which 
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are also expected to gain from the 
rebound. 

Then, the massive meltdown in 
the market has presented investors 
with an opportunity to enter 
growth sectors that have turned 
cheaper, and where the business 
conditions have turned favourable. 
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“We are recommending auto and 
pharma funds to our investors as a 
cut in excise duties will benefit 
them," says Amit Majumdar, 
Executive Director, Angel Broking, 
whose top picks include Reliance 
Pharma and JM Auto Fund. 

Apart from sectoral bet, experts 
also recommend the Reliance 
Growth Fund, which is diversified 
fund with a focus on mid-caps. The 
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Returns as on March 10, 2008 


"ee PHARMA 


 3months -19.73 
lyear 1646 
Top 5 Investments Net Assets (%) 
Divis Laboratories 12.62 


= Cash & money market instruments 

Source: Mutualfundsindia.com 
fund has a tidy cash reserve to buy 
on declines. Says Mehrotra: “We 
have been recommending Reliance 
Diversified Power and Reliance 
Growth Fund. They are sitting on 
cash, which will allow them to pick 
good stocks. Besides, they are 
growth-oriented funds.” 

Further, experts are recom- 
mending that investors treat the re- 
cent fall in prices as an opportu- 


THE NEXT ROUND 


AFTER DOING AWAY WITH ENTRY LOADS 
for direct investors, the Securities 
and Exchange Board of India (SEBI) 
has further sweetened mutual fund 
investments by abolishing issue ex- 
penses that close-ended funds 
charged investors and amortised 
over the tenure of the scheme. 
With this, fund houses are likely to 
start actively marketing older 
schemes, instead of launching new 
ones. Says R. Rajagopal, ClO, DBS 
Chola Mutual Fund: “The initia- 
tives (removing initial issue ex- 
penses and entry loads for direct in- 
vestments) will increase the cost 
of launching NFOs (new fund offers) 
and this could lead a slowdown in 
NFOs. It will also result in funds 
houses concentrating more on sell- 
ing existing funds." 

The pace of NFO launches may 
have already started to slacken. 
Only two open ended funds were 
launched since February 2008. 
By comparison, the same period 
last year saw the launch of 10 
NFOs, half of them close ended. 
Over the last three years, there has 
been a gradual increase in the pop- 
ularity of close ended funds. While 
calendar year 2005 saw two close- 
ended fund launches, 2006 had 
18 and in 2007 a whopping 31. 
Over the coming years, the number 
of close ended fund launches could 
decline. And as fund houses re- 
focus on existing schernes to attract 
investments, the onus will be back 
on performance and on track 
record. At last. 





nity to build a good portfolio by 
using the systematic investment plan 
(SIP). Says Rustagi: “If investment 
is through sip, then greater weigh- 
tage should be given to infrastruc- 
ture and power funds." There's no 
better time to add more mutual 
fund units than now. Blue chip 
funds are available cheaper and, 
given sufficient time, the returns 
will definitely show. 





You gift her chocolates. 
She is on a diet! 


You gift him flowers. 


He is allergic to pollen! 


You gift the newly-weds a dinner set 


It's the fourth one they get! 


Why choose a gift when you can gift them a choice? 


Presenting SBI Gift Card 





SBI Gift Card gives your loved ones the 
freedom to choose their Gift. It is a Prepaid * Available at over 7500 Core Banking Branches 
VISA Card accepted at over 300,000 VISA * Balance Enquiry at ATMs and over Internet 
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The Business Today - Honda Pro-Am of Champions 2008 was a great success. Exciting rounds 
were played in 4 cities by a record 400 corporate golfers along with Top-20 Indian Pros. All good 
things come to an end, but we look forward to the next time when the who's who of the corporate 
world will stake their claim on new turf again. Till then, we thank everyone for the memories 
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A Time to Balance 





The market's unpredictability can completely skew your asset allocation. 
That's why you must rebalance your portfolio regularly. MANU KAUSHIK 


AS THE VOLATILITY 
H: the past two 
months altered 


your risk tolerance level? 
Has the value of your stock 
portfolio declined alarm- 
ingly and been overtaken 
by bond assets, which have 
increased in size? [n either 
case, your asset allocation 
needs a makeover. The 
main challenge investors 
face is to earn a reasonable 
return while managing risk 
appetite. And maintaining 
your risk appetite means 
rebalancing your portfolio 
towards the desired asset 
allocation. 

As things stand today, 
should you choose more 
of debt or equity? That 
depends on your risk tol- 
erance levels. Market con- 
ditions have changed in the 
past few weeks. But a 
good asset allocation strat- 
egy can help you make prudent in- 
vesting decisions. “The first step 
towards rebalancing your portfo- 
lio is to review what you expect 
by way of returns and weigh that 
against your tolerance for risk. The 
state of markets (equity and debt) 


RAMEN SARKAR 





also decide where you invest and 
how much," says Prateek Agarwal, 
vP & Head (Equities), Bharti AXA 
Investment Managers. 


Balancing It Right 


Keeping a diverse portfolio means 


Steady, Don't Lose Balance 
This is an illustrative example on how to keep your portfolio in perfect shape. 


The Original Portfolio 





Your allocation to debt and equity 


© Equity 88 Debt ไพ Debt to equity — Figures in per cent 
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The Market's Effect 





If equity prices fall 40 per cent and debt 
rises by 7 per cent, this is how your debt 
equity mix looks like 


spreading your investments 
among different classes of 
assets (e.g., stocks, debt 
and liquid assets) so that 
they work together to build 
your wealth, while afford- 
ing you some protection 
from downturns in any 
specific asset class. Says 
Arpit Agrawal, MD & 
Group CEO, Dawnay Day 
AV Financial Services: "Any 
asset class is impacted by 
three basic things— 
momentum, liquidity and 
fundamentals. In the 
short term, momentum 
and liquidity play a major 
role, but over the long 
term, fundamentals are 
more important." 

In times of volatility, 
especially when the mar- 
kets are shrinking, savvy 
investors who stick to their 
asset allocation make the 
best of a disciplined ap- 
proach. During boom times, these 
investors book partial profits and 
add on debt, and during bad times 
in the equity market, they sell debt 
and add on equities to maintain 
the asset allocation equilibrium. 
"The idea behind this rule is to 


The Rebalanced Portfolio 





How to rebalance: Sell the excess 13 per cent 
of debt and invest it in equities to wind back 
your allocation to the original level 


YUSUF KHAN 


“Debt funds help counter 
volatility and provide a certain 
degree of stability” 

Sanjay Matai, 

Promoter/ Wealtharchitects in 


keep your asset allocation within 
the desired risk profile. During 
booming markets, most investors 
are tempted to add more to 
equities, rather than book gradual 
profits, leading to an asset allocation 
mismatch. This rule brings a 
greater sense of discipline for an 
investor and provides much needed 
guidelines for resisting greed and 
temptation in rising markets," 
adds Ambareesh Baliga, vp, Karvy 
Stock Broking. 

On the other hand, when the 
markets are booming, adding debt 
by sticking to your original asset 
allocation can reduce the volatil- 
ity. Says Sanjay Matai, Promoter, 
Wealtharchitects.in: “Debt funds 
can help you counter volatility in the 
markets and provide a certain de- 
gree of stability to your holdings.” 


When and Why 


Knowing how to rebalance your 
portfolio is half the battle; knowing 
when to rebalance is the other. One 
way to rebalance is to increase your 
investment in asset categories that 
have fallen below your original al- 
location percentages. Another is to 
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During boom times, most 
investors get tempted to 
add more to equities” 


Ambareesh Baliga, 
Vice-President/ Karvy Stock Broking 


sell assets in one category and use 
that money to increase your invest- 
ment in categories that have be- 
come underweight. Says Agarwal: “I 
recommend that you take a look 
at your portfolio at least once a 
year and think about pruning any 
asset class that has moved beyond its 


A BALANCING ACT 


How to construct a portfolio 
according to your age, risk and 
portfolio size. 


ว An asset allocation plan between 
equity and debt should ideally 
factor in your age—the younger 
you are, the more you should 
allocate to equity. According 
to a thumb rule, if you are 
30, allocate at least 70 per 
cent to equity and vice versa 


a If your equity portion has gone 
too high, shift some of it to 
debt according to your original 
asset allocation 


The market influences your asset 
allocation. Hence, rebalance 
your portfolio every year to 

avoid losses 





Any asset class is impacted by 
three basic things— momentum, 
liquidity and fundamentals” 


Arpit Agrawal, 
MD & Group CE0/ Dawnay Day AV Financial Services 


target by more than 5 per cent." 

Let us assume that an investor 
buys units in various equity funds 
for Rs 7 lakh, and invests Rs 3 lakh 
in debt funds. The objective is to 
maintain a constant asset mix of 
70-30 through the investment hori- 
zon. The problem starts when stock 
and bond prices change. The reason 
is that movements in these asset 
prices will change the net asset value 
of the funds, and that, in turn, will 
change the investor’s desired mix. If 
the equity portion of the portfo- 
lio, for instance, increases from Rs 7 
lakh to Rs 8.5 lakh, while the bond 
portion moves to Rs 1.5 lakh, the 
total equity exposure will be 85 per 
cent. This is clearly in excess of the 
investor's desired equity exposure. 
Under such circumstances, the in- 
vestor must cut equity in the port- 
folio by Rs 1.5 lakh to maintain 
the ideal mix. 

Once you get started, it’s not a 
difficult thing to follow. But the 
best part is that you will, by de- 
fault, add equity to your portfolio 
when the times are bad and, thus, 
buy stocks at cheap prices, and book 
profits when the times are good. 
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Enchanting Gold 


Gold has been flirting with the $1,000 per troy ounce mark in the 
international markets. Will it continue to shine? sHALINI s. DAGAR 


T'S A COMMODITY THAT HAS RE- 

acquired its lustre as a financial 

asset. And how? Gold's price in 
dollar terms has run up by nearly 50 
per cent over the last six months. 
Last fortnight, it was nudging the 
psychological $1,000 (Rs 40,000) a 
troy ounce mark, up from $689 
(Rs 27,560) in May 2007. But at 
such high prices, Indians, renowned 
for their appetite for gold, are turn- 
ing chary and forecasts point to 
flagging demand. Doubts have be- 
gun to arise about whether the price 
will sustain. Should you still invest in 
gold? Is it still a good buy given its 
sky-high price? What is the long- 
term outlook on gold? 

Gold has run up in the wake of 
the slide in the global financial sys- 
tem's universal currency. Now that 
the dollar is showing enormous 
weakness, gold—a traditional hedge 
against currency—is on an upward 
march. *Gold is a better store of 
value than other currencies or com- 
modities," says V. Shunmugam, 
Chief Economist, MCX or Multi 
Commodity Exchange, pointing out 
how gold has emerged as the safe 
haven for investors in these uncer- 
tain times as the full impact of the 
credit crisis is felt globally. 

Moreover, the dollar's weak- 
ness has other consequences. The 
oil-rich West Asian countries are 
trying to shrug off the dollar price 
peg for crude oil prices. Their re- 
serves are slowly being converted 
into either gold or the euro. Added 
to these anxieties, South Africa's 
gold producers are facing a reduc- 
tion in reserves and gold mines are 
digging deeper, making it more ex- 
pensive to retrieve gold, which is 
pushing up production costs, says 
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THE STORY OF GOLD 


Gold is must-have in your 
portfolio now. 


3 Investors have been flocking 
to gold to hedge against the 
weakening dollar 


3 Demand for gold from 
exchange-traded funds 
has increased 


3 Gold has been a traditional 
store of value 


ว Gold prices are likely to 
remain firm in the long haul 


ว Investors must diversify their 
portfolios to include gold 
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Raghavan Sundararajan, Research 
Analyst, Kotak Commodity Services. 
According to a February 28, 
2008, CLSA report, Greed C Fear, in- 
vestors should remain long on gold 
and add to their portfolios on dips. 
What they should definitely not do 
Is sell in anticipation of technical 
corrections. Trying to “time” gold is 
a mug’s game. The long-term trend 
for gold is up against all paper cur- 
rencies as securitised debt peddlers 
and structured finance geeks are fi- 
nally marked to market. Greed & 
Fear’s long-standing $3,360 
(Rs 1,34,400) per ounce target by 
the end of 2010 is maintained. 
But over the short-term, as the 


All that Glitters 


Domestic gold prices are rising 
following international cues. 


12,855 
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price increase has been sharp, a cor- 
rection seems to be in the offing. 
And as the US recession is likely to 
lead to a lower demand for com- 
modities, analysts expect the up- 
ward price pressure on commodities 
to ease, which is likely to lead to a 
let-up in the price of gold for now. 
Also, investors tend to book profits 
at higher levels, which could lead to 
lower prices. 

Further, as gold approaches 
$1,000 a troy ounce, gold ex- 
change-traded funds may slow 
down their purchases. *The run 
has been quite fast and steep, so a 
correction will come sooner rather 
than later," says Kotak's 
Sundararajan, adding that *one 
should not increase one's 
allocation to gold at this point. 
Investors must wait till June-July to 
increase their allocation to gold". 


Besides, the International . 


Monetary Fund's (IMF) proposed 
sale of its gold reserves may also 
tilt gold prices. Yet, another variable 
is the buying behaviour of Indian 
consumers, who exercise signifi- 
cant influence on global gold prices. 
Indian investors are long-term buy- 
ers of gold and the demand from 
Indians is certainly weakening at 
current prices. 

But, are the prices likely to re- 
verse as they did in the 1980s? 
Back then, gold had reached a high 


NISHIKANT GAMRE 
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"Gold is a better store of value than other currencies or | 
commodities. It has emerged as safe haven for investors' 
V. Shunmugam, Chief Economist, Multi Commodity Exchange (MCX) 


of $830 (Rs 34,000) a troy ounce 
on speculative buying. Yet, several 
analysts believe that the similarity 
ends there. Joydeep Sen, Vice 
President (Advisory Desk, Fixed 
Income), BNP Paribas, says: “Gold 
prices currently are nowhere near 
the peak prices that were achieved 
in 1980 when adjusted for infla- 
tion." Today, that speculative high 
translates to $2,250 (Rs 90,000) a 


“Investors must wait till 
June-July to increase their 
allocation to gold" 


Raghavan Sundararajan, 
Research Analyst, Kotak Commodity Services 


troy ounce. Hence, even if there 
is a pullback it will be temporary. 


An Evergreen Asset Class 
However, as can be obvious from a 
recent post on bullionvault.com, 
globally, many analysts believe that 
Indian consumers’ resistance to buy- 
ing will peter out once the $1,000 
mark becomes an established price 
point. "The bulk of Indian retail 
buyers need to be convinced that 
these prices will hold before they re- 
enter the market. You can be sure 
they will be back, as they have been 
all the way up from $275 
(Rs 11,000) per troy ounce to the 
current levels," says Julian D.W. 
Phillips of Gold Forecaster on 
bullionvault.com. 

Whether retail buyers will make 
some big purchases remain to be 
seen, but the fact is that gold is 
making deeper inroads into 
investors' portfolio. So, if you hold 
gold, don't sell. BNP Paribas’ Sen 
says: "It is an evergreen asset class 
and with the bellwether us econ- 
omy heading for a recession, there is 
all the more reason to have some 
allocation to gold." 

But if you haven't bought it 
yet, the good news is that the 
price could ease in the short-term. 
If you missed the bus, there may 
still be another boarding oppor- 
tunity. Watch this space. 
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The Last Minute Tax Guide 


Before the financial year ends, here is a checklist to keep 
your tax outgo to the minimum. NITYA VARADARAJAN 


S THE FINANCIAL 
year draws to a 
close, investors 


have very little time to 
plan their tax savings in- 
struments afresh. But if 
you haven't done so yet, a 
few last minute moves can 
still cut your income tax 
bill. From the next year 
onwards, investors will 
have more avenues, like 
post office schemes that 
qualify for income tax re- 
bates and even an en- 
hanced deduction on med- 
ical insurance premium if 
you pay for your parents. 

If you haven't done it 
so far, max out your 
Section 80C investment 
limit. The law provides 
that an investment of up to 
Rs 1 lakh in any of the 
notified schemes like the 
Public Provident Fund 
(PPF), National Savings 
Certificate (NSC) and Equity 
Linked Savings Scheme 
(ELSS) qualify for this de- 
duction. Your insurance 4 
premium, too, qualifies for 
this deduction. 

An exception is the PPF 
account managed by the 
post office and some PSU 
banks like the State Bank 
of India. Here, the invest- 
ment is restricted to 
Rs 70,000. The advantage here is 
that the income accrued in your 
PPF account, at 8 per cent per an- 
num, is tax-free. While the returns 
may not be as exciting as in à 
mutual fund, the money is very 
secure. Schemes like the Nsc offer 
returns of 8 per cent per annum, are 
secure, but the income is taxable. 


RAMEH SARKAR 
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THE FINAL CUT 





Four steps to a quick check on your tax status. 


a Prioritise your tax investments according to your 
risk profile. If safety is paramount, go for PPF 


3 For stock investors, it's time to calculate the 
short- and long-term capital gains or losses first. 
If you have some short-term capital losses, it can 
be set off against your short-term capital gains 


Organise your paper work. You will need to 
provide all documents and investment proof 
to your employers to reduce your tax deducted 
at source 


ว Don't forget to maximise the Section 80C tax 
investments. It helps save a bundle and 
fosters a savings habit 


That apart, investments in term 
deposits for a minimum of five years 
also qualifies for exemption—but 
the interest income is taxable. 
Premiums paid on life insurance 
policies are also tax-deductible 
under Section 80C. For aggressive 
investors, ELSSes are an option. With 
the stock markets correcting, these 


funds are ripe for invest- 
ment now. And as the 
money is locked-in for ล 
period of three years, it 
gives sufficient time for 
the portfolio to perform. 

Out of the purview of 
80C, but an equally pow- 
erful tax-saver is your 
home loan interest pay- 
ment. Section 24 (b) al- 
lows you to deduct interest 
on borrowed capital up to 
a limit of Rs 1.5 lakh for 
purchase or construction. 
Your principal payment is 
also deductible from your 
income up to Rs 1 lakh 
under Section 80C. If you 
are unlucky enough to 
have suffered short-term 
equity losses, you can off- 
set the same against your 
short-term capital gains. 
Alternatively, if you are 
still heavy on losses after 
covering all your capital 
gains, you can carry for- 
ward the excess losses for 
eight years. It can be set 
off against future short- 
term capital gains. Your 
gains and losses must be 
computed before the 
financial year (2007-08) 
ends. *This is handy with 
reference to market losses, 
though, the carry forward 
happens on ล case-to-case 
basis," says R. Sundar, Chartered 
Accountant, Sundar Associates. 

When you make investments, 
factor in your risk profile. If security 
is a concern, use more debt tax- 
saver schemes. If you are an aggres- 
sive investor, consider ELSS. As the 
final date looms large, hurry—and 
save a bundle. 





Collateral-free Credit for 
Micro and Small Enterprises. 


Be it start ups, expansion plans, technology upgradation, 
working capital requirements or diversification, all you need is a feasible 
business plan and you could fund your enterprise up to Rs. 50 lakh. 
Ask your local bank today". It's a small step towards growing big. 
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Credit Guarantee Fund Trust 
For more details log on to: www.cgtmse.in For Micro & Small Enterprises 


Contact: 022-2654 1803/4/7 GTMS ( Set up by Govt. of India & SIDBI ) 





*Member Lending Institutions of CGTMSE: 

Allahabad Bank, Andhra Bank, Andhra Pragathi GB, Bank of Baroda, Axis Bank Ltd, Bank of India, Bank of Maharashtra, Baroda Eastern Uttar Pradesh GB, Canara Bank, 
Central Bank of India, Chaitanya Godavari GB, Chikmagalur-Kodagu GB, Corporation Bank, Dena Bank, Durg Rajnandgaon GB, Haryana GB, HDFC Bank Ltd., ICICI Bank Ltd. 
IDBI Limited, Indian Bank, Indian Overseas Bank, Indusind Bank Ltd.. ING Vysya Bank Ltd. Karnataka Bank Ltd. Karnataka Vikas GB, Kotak Mahindra Bank Ltd. 
Nainital - Almora Kshetriya GB, NSIC Ltd., NEDFi Ltd. Oriental Bank of Commerce, Pragathi GB, Prathama Bank, Punjab & Sind Bank, Punjab National Bank, Purvanchal GB. 
Saptagir GB, SIDBI, South Malabar GB, State Bank of Bikaner & Jaipur, State Bank of Hyderabad, State Bank of India, State Bank of Indore, State Bank of Mysore, 
State Bank of Patiala, State Bank of Saurashtra, State Bank of Travancore. Syndicate Bank, Tamilnad Mercantile Bank Ltd., The Bank of Rajasthan Ltd. The Federal Bank Ltd. 
The Jammu & Kashmir Bank Ltd, The Nainital Bank Ltd. The South Indian Bank Ltd, UCO Bank, Union Bank of India, United Bank of India, Vijaya Bank. 
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NEWS ROUND-UP 


Bollywood Calling? 


A new fund seeks to invest in films, and will benchmark returns against equities. NITYA VARADARAJAN 


INALLY, INVESTORS MAY SOON GET 
EF; new sector to invest in: films. 
Recently, Vistaar Religare Capital 
Advisors filed for a film venture 
fund with the regulator, the 
Securities and Exchange Board of 
India (SEBI), to fund new films. As 
there are no comparable funds, it 
will measure its performance against 
the stock market and try to beat 
the major indices. “We currently 
have no benchmarks to measure 
the fund’s performance. We will 
equate the fund with the best of 
equity funds,” says Sheetal Talwar, 
Chairman and Managing Director 
of this asset management company. 
The fund will target high net worth 
individuals and institutions and aim 
for a corpus of Rs 200 crore. 

Talwar is looking at investors 
who have an inkling of the risks of 
funding films. The fund will aim 
for a high degree of transparency 
and will monitor the earnings from 
films as the final realisations could 
take time to trickle in as it depends 
on a film’s success. “Quite often, 
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producers are in a hurry to sell all 
the rights before the release because 
they have financiers breathing down 
their necks—and sometimes they 
lose money, as a result. Our fund 
will ensure a better price discovery 
mechanism and revenues will be 
made transparent,” he says. 

The fund will invest in special 
purpose vehicles created separately 
for each film it selects. The in- 
volvement will start at the devel- 
opment and preproduction stage. 
All revenues will accrue to this SPV, 
which will also hold the rights to the 
film. Producers will get sweat equity 
in the venture while its profits will 
be distributed among investor share- 
holders. While the outlay for the 
films will be immediate, realisations 
could take up to 18 months by 
which time most films run out of 
steam. “Usually, a film gets most 
of its revenues within a year of re- 
lease. We will not amortise the costs 
over years as some companies do. 
We'll start with a clean slate each 
year," he says. 


STAND BY FOR ACTION 





What the new funds will do and 
how they will work. 


ง The funds are close-ended—at 
the end of five years investors 
get their returns benchmarked 
against the riskiest asset 
class: equities 


3 They provide transparency of 
revenues through the formation 
of an SPV, which is jointly 
owned by the investors of 
the fund and the producer 


3 The funds will look for new 
talent, new scrips, instead of 
following the ‘Star-studded’ 
formula and get involved at 
the development or 
pre-production stage 





Pyramid Saimira, a company 
that produces, distributes and ex- 
hibits films, is also planning to 
launch two funds, each with a cor- 
pus of Rs 100 crore. The first will 
be a low-risk fund, and the second, 
a high-risk one. The first fund will 
finance a producer, who, in return, 
will sell the film back to Pyramid 
Saimira for distribution and exhi- 
bition. In effect, Pyramid Saimira 
will pay the producer a fee for the 
production and pay the fund back 
the capital invested with a slight 
profit. But the risks associated with 
a movie and its success will not 
go into the fund. On the other 
hand, its high-risk fund will not 
only finance the film, but also share 
in its distribution profits or losses. 
The returns will take about six- 
to-nine months to materialise, un- 
like the low risk fund where the 
financial rewards are negotiated 
before release. 

As always, the risks associated 
with film funds are unpredictable— 
much like the box office. 8 


Jobs 1 oday 


Take the lead. Engineer success at Firepro. 





FIREPRO - Indias leading provider of completely integrated Fire Protection, Security & Building Management Solutions 
believes in a clear business vision combined with innovative strategies and strong emphasis on customer orientation 
We are headquartered in Bangalore with 14 offices in India and an international presence in Australia, UAE and 
Singapore. Our culture and work ethic has led us to excel, time after time, which is why today after 15 years, we have 
over 1200 dynamic employees and 1000 successfully completed projects. Without resting on our laurels, it is our aim 
however to stay on the cutting edge while staying ahead. As a result, we have engineers who constantly anticipate and 
adapt new technologies, processes and methodologies as a way of life. 


We are looking for Engineering graduates specialised in Mechanical, Electrical and Safety, across India. 


Head - Projects 

You will be responsible for building and mentoring teams 
comprising Project Managers. Meeting project delivery deadlines, 
achieving customer satisfaction, excellent crisis management and 
trouble shooting skills are a must. As a team leader you are also 
expected to nurture, develop and retain high performers. Prior 
experience in handling large complex projects with 
electro-mechanical background will be an added advantage. 
Head - Quality 

In your role as a ‘Firepro Ambassador’, you will be ensuring that 
global quality systems and procedures are implemented in every 
project through all stages of delivery - be it design, installation or 
commissioning. You are expected to maintain and review records 
related to quality supervision / train Firepro personnel to ensure 
quality standards are always 'above par' 


You may e-mail your resumés to talent@fireprosystems.com 


www.fireprosystems.com 


Head - Safety 
You will be responsible for implementing global safety standards 
on all project sites. It is a role that requires you to have the 
technical skills to understand the methods, the ability to monitor 
the team and thereby ensure safety standards are implemented 
and documented 


Head - Design 

You should be well versed in NFPA, NBC and FM standards and 
will be responsible for developing and implementing processes 
that will enhance productivity and deliverables. Excellent 
interpersonal skills are essential as you will work closely with 
consultants, architects, clients and internal departments. You are 
expected to motivate, delegate and inspire your team 
Proficiency in AUTOCAD is a must 


fir@ro 


* Bangalore * Chennai * Hyderabad * Kolkata * Mumbai * New Delhi * Ahmedabad * Kochi * Guwahati * Jaipur * Jamshedpur * Pune * Visakhapatnam * Ludhiana 


RACHIT GOS 





obs | oday 


SETTING ENTERPRISE 


How to Make It as a VG 


For all the wannabe partners vying the VC and PE Fund space, 
here's the mantra for SUCCESS. PALLAVI SRIVASTAVA 


ARISH GANDHI, 37, NURTURED 
a dream for 16 years—the 
dream of being a part of 


the venture capital (vc) industry. 
An MBA from the Wharton Business 
School, Gandhi has worked in the us 
for over 12 years with LCC Intern- 
ational and Bain & Company. In 
2004, he decided to relocate to India 
to pursue his vC ambitions. That, 
however, didn't materialise for an- 
other four years. During this time, 
Gandhi first worked as Director, 
Marketing and Technology, at 





Avnish Bajaj, 37 
Co-founder and Managing Director, Matrix India 


HIS BAKER SCHOLAR FROM HARVARD BUSINESS SCHOOL STARTED HIS CAREER 

with Apple Computer in the Bay Area. Avnish Bajaj worked as an in- 
vestment banker with the Hi-Tech Group at Goldman Sachs in New York 
and San Francisco before he founded baazee.com, India's largest 
online marketplace, which was later acquired by eBay. Bajaj has 
been an angel investor and mentor and is on the board of Cleartrip, 
Pangea3, Pinstorm and Indus Biotech. No wonder then in 2006, Bajaj 
decided to partner with ex-Sequoia Capital India honcho Rishi Navani 
to set up Matrix India. "| had followed the path of an angel investor and 
that's what sparked the idea. | asked myself if | wanted a career out of 
this and | realised | had the necessary skill-sets and acumen to add 
value to more companies and, thus, Matrix was born." 


A good network in industry makes a big difference, 


138 BUSINESS TODAY APRIL 6 


Nokia, and later headed the Value- 
added Services Business and the 
New Product Development team at 
Bharti Airtel. Finally, in January this 
year, Gandhi joined Canaan Partners 
as Executive Director. “All my life, I 
have been involved with entrepre- 
neurs, be it a start-up stage, mid- 
level or in big set-ups. I shifted to 
India with the idea of entering this 
space as I could see a lot of innova- 
tion happening here," he says. 

Not just Gandhi, many others, 
too, want to be in the vc and private 
equity (PE) space in India. Here's 
why: VC and PE investments into 
India touched $14.2 billion in 2007, 
almost double the $7.5 billion 
clocked in 2006. The number of 
deals in 2007 stood at 390, com- 
pared to 299 deals in 2006. 
According to advisory firm Grant 
Thornton, in January this year, there 
were 56 M&A deals worth $3.01 
billion and 60 rr deals worth $2.05 
billion. In volume terms, this was the 
biggest month for PE funds in India. 
À recent KPMG survey on the sector 





“| shifted to India with the idea of 
becoming a VC as | could see a 
lot of innovation happening" 


Harish Gandhi 


Executive Director, Canaan Partners 


says: “This is an exciting time to be 
involved in private equity in India." 
It's ‘exciting’ not just for the firms or 
the cash-strapped but innovative 
start-ups in India, but also for people 
with an entrepreneurial streak, who 
want to enter the space as partners 
or directors. 

“I think there are enough quali- 
fied people. There is a large pool to 
choose from. In this model, we hire 
very few quality people but all of 
them are senior. Even the largest 
firms will not comprise more than 8- 
10 people," says Avnish Bajaj, Co- 
founder and Managing Director of 
Matrix India. His thoughts are 
echoed by Helion Venture Partners 
Managing Director Sanjeev 
Aggarwal, who feels that India has a 
huge talent pool to select from, even 
though the industry itself is quite 
small. The demand for vc jobs is 
way in excess of the supply and, 
probably, will always be. However, 
not everyone is the perfect fit. In 
the KPMG survey, 21 per cent of the 
respondents listed management qual- 
ity as a barrier to investment. Indeed, 
the perfect fit in this space depends 
on the strategy of various firms. 
There are, however, other factors 
that carry a lot of weight. 


What It Takes 


So, what does it take to be a suc- 
cessful venturepreneur? First and 
foremost, a word of caution from 
Bajaj: "Enter the industry recog- 
nising where you want to be. Don't 
enter with rose-tinted glasses. If 
you are a failure as an investor, 
you lose all your credibility. You 
should evaluate your readiness for 
this job—do you have the ability 
and the networking skills?” The 
latter resonates as the requisite trait 
both according to the existing play- 
ers as well as recruiters as “a good 
network in the industry makes a 
big difference”. Sanjiv Kaul, 


while an eye for detail also helps 


SATISH KAUSHIK 


Sanjiv Kaul, so 


Managing Director, ChrysCapital 
Investment Advisors 

PHARMACY GRADUATE WITH AN MBA 

from IIM Ahmedabad, and an AMP 
(Advanced Management Program) from 
the Harvard Business School, Sanjiv 
Kaul seems to have the right prescrip- 
tion for the PE space. He has 25 years 
of management experience in the phar- 
maceuticals industry of which the last 
two decades were spent with Ranbaxy. 
In 1994, he served as the Managing 
Director of Ranbaxy, China, and after a 
successful tenure, he was appointed 
Regional Director, India and West Asia, 
in 1996. When his friend Ashish 
Dhawan, Senior Managing Director 
and Co-founder, ChrysCapital, told Kaul 
of his plans to make investments in the 
pharma space in 2004, he readily 
agreed to be a part of it. 

Kaul says his years in Ranbaxy, 
spearheading the company's various 
initiatives in different geographies, 
had given him an idea about what it 
would mean to work for a venture 
firm like ChrysCapital. 
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A Day in the Life of a VC 


t 


Helion Venture Partners 


Sanjeev Aggarwal, MD; 


NEAK A QUICK LOOK AT A VC'S CALENDAR AND NOT SURPRISINGLY, IT IS MOSTLY 
So portfolio development. Says Sanjeev Aggarwal, MD, Helion Venture 
Partners: “My time is mainly divided into four buckets.” While portfolio man- 
agement takes up a major chunk of his time, deal making and sectoral assess- 
ments also need daily attention. Add to it the task of evangelising entrepreneurs, 
mentoring start-ups and what have you—that in a nutshell is the choc-a- 
block schedule of a VC partner. Aggarwal, 47, was the founder-CEO of Daksh, 
which was acquired by IBM in 2004. He ran the company as its CEO till June 
2006, after which he decided to switch tracks. Aggarwal had three choices then: 
work at IBM as a senior executive, start another company and become a serial 
entrepreneur or start a VC firm. "| decided to become a venturepreneur, as it gave 
me complete freedom to be involved with lots of start-ups, instead of being con- 
fined to a single one," he says. It's all in a day's work for him now. 





Managing Director, ChrysCapital 
India, agrees: “Networking is ex- 
tremely important here." 

Says E. Balaji, coo, Ma Foi 
Management Consultants: “We have 
seen top management leaders from 
large companies taking up the role of 
a partner as they have had the ex- 
perience of leading large operations, 
closing large international deals, 
turning around businesses, han- 
dling teams, developing market 
strategies, organising funds, han- 
dling investor relations and balanc- 
ing value creation from both short- 
and long-term perspectives—all at 
the same time." 


Beyond Finance 

If Bipaschit Bose, Chief Executive, 
Prospect, a Delhi-based recruit- 
ment firm, is to be believed, PE and 
vC firms look for strong business 
experience, particularly experience 
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in turnarounds or M&As, and an 
excellent track record of hiring, 
retaining, training and enthusing 
people. “PE and vc firms rarely look 
for expertise in finance. They have 
that in abundance,” says Bose. 
Agrees Balaji: “PE and vc firms are 
beyond comprehending financials. 
It involves working closely with the 
invested firms. A partner is expected 
to have senior managerial abilities 
to make the firm’s investments 
work.” Agrees Bajaj, who says the 
formula is not same for everyone. “I 
will put 50 per cent emphasis on 
skill sets and another 50 per cent 
on values and culture.” 

And skill sets in this space mean 
mainly two things—the person 
must either come from an opera- 
tional background or must have 
been an investor in a personal ca- 
pacity. He should be involved in 
this ecosystem in some way, says 


Bajaj, adding: “I don’t care if that 
person didn’t work for too many 
years; but the quality of his work 
should come across. For an oper- 
ational person, there are three sig- 
nificant skills—significant domain 
experience, networking in that 
domain and sourcing and win- 
ning deals.” 


People Skills 
An eye for detail helps by all ac- 


counts; so do the following set of 
traits: Extreme patience, to be able 
to sit through the articulation of 
business plans, great perception and 
the ability to see into the future 
with little data at hand, strong un- 
derstanding of the fundamentals of 
the business, and great people abil- 
ity to bring out subtle behaviour 
patterns in the investee company, 
points out Bose. 

According to Venkatesh Shastry, 
Partner, Stanton Chase, all 
aspiring CEOs and CFOs (in the 
space) should initially assess if they 
can work in multiple client con- 
texts, with little or no operating 
or administrative support. Shastry 
expects the candidate to possess 
wisdom and experience to help 
portfolio companies to succeed in 
strategy and execution. “He should 
have good operating experience 
across functionalities combined with 
a flair for advisory business,” Shastry 
points out. 

And before you decide to take 
the plunge, it will surely help to ac- 
quire an iron fist. You will need 
this to take hard business and peo- 
ple-related decisions when neces- 
sary. Also, those who are an astute 
judge of people have a headstart. 
“It’s a very people-centric role—it's 
more about building relationships 
and dealing with people than any- 
thing else,” says Gandhi. For Bajaj, 
one of the two key soft skills in the 
business is people evaluation and 
presence (read positive influence). 
But ultimately, he says, it boils down 
to your gut instinct. 





Jobs Today 


Cultivate a Sound Career Path 


Agriculture is offering unlimited opportunities on the back of retail. MANU KAUSHIK 


T`S RAINING JOBS FOR AGRICULTURE 
 -: in the country. À num- 
ber of retail players are getting into 
packaged food, fresh produce, and 
dairy products. So, naturally they 
are making a beeline for various 
agricultural universities and spe- 
cialised educational institutions to 
hire fresh graduates. Says Shiv 
Aggarwal, CEO, ABC Consultants: 
"Graduates with technical know- 
ledge on agri-sourcing are the most 
preferred ones as retailers look to 
streamline the procurement of pro- 
duce, ensure quality and have an 
efficient back-end.” 

"Over the last three years, job 
opportunities for people with an 
agricultural background have mul- 
tiplied in this sector. Apart from 
knowing how to source commodi- 
ties, the professionals are required to 
have a good understanding of cate- 
gory management. Given their tech- 
nical background, they play an im- 
portant role in ensuring an efficient 
back-end," says Sanjay Jog, Head 
(HR), Pantaloon Retail, adding that 
salaries across levels have grown 2-3- 
fold over the last 3-4 years. *For 
freshers, annual packages have shot 
up from Rs 1.5-3 lakh in 2003-2004 
to Rs 4-6 lakh now,” says Jog. The 
institutes and universities catering 
to this demand include Institute of 


UMESH GOSWAMI 
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Opportunities are multiplying: Says 
Sanjay Jog, Head (HR), Pantaloon Retail 


Rural Management (Anand), Indian 
Institute of Plantation Management 
(Hyderabad), G.B. Pant University 
of Agriculture and Technology 
(Pantnagar), and National Institute of 
Agriculture Marketing (Jaipur). 








[t is not that retailers are just 
picking up fresh graduates from 
universities and putting them 
straight into jobs. They are also 
training them to understand the 
functioning of local agri bodies, 
consolidators and farmer commu- 
nities, thus, helping them align their 
classroom learning with the techni- 
cal knowhow retailers have acquired 
from running operations. 

Explains Jog: “The new recruits 
bring with them knowledge of the 
segments; retailers are training them 
to understand and integrate the back- 
end with the front-end of retailing. 
Additionally, understanding price 
movements of commodities and 
the vagaries of the business are of 
utmost importance to them." 8i 


WHO'S HIRING: Some of the more active recruiters are Reliance 
Fresh, Subhiksha, Wal-Mart, Spencer's, Food Bazaar and Spinach. 


WHO'RE THEY HIRING: MBAs (Agri Business), Graduates and Post- 
graduates in Agriculture. Graduates in Science and related subjects 
and B.Techs in Agriculture Engineering are also in demand. 


AT WHAT LEVELS: At all levels. Junior, middle (with six or more years of experi- 
ence), and senior level (10 or more years of work experience). However, 
there's greater demand for entry level/senior executives. 


AT WHAT SALARIES: Rs 4-6 lakh p.a. at junior levels; Rs 8-10 lakh p.a. at middle 
levels; and Rs 30-50 lakh p.a. plus perks and other benefits at senior levels. 


WHAT ARE THE NUMBERS LIKE: The top 10 retailers have hired around 1,500 
professionals over the last three to four years. The number is likely to grow 


25-30 per cent per annum. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. - 


3J Tech, Chief Manger / DGM, 
Chennai, 12-18 years, Job ID: 5171002 
Responsibilities include Strategic Financial 
Planning, Fund Management & Budgeting, 
Consolidation of Accounts for finalisation of 
results & MIS, Systems development and 
implementation, Taxation - Direct & Indirect, 
Statutory compliance and liasioning. 


Emptoris, Development Manager, 
Pune, 10-15 years, Job ID: 3868599 
Candidates should have minimum 10 to 12 
years of IT experience including experience in 
Object-Oriented technologies and in 
implementing Web-based applications. 

FTK Technologies, Senior Vice 
President Marketing & Sales, Delhi, 
8-14 Years, Job ID: 4791596 

Entrant should be able to create and execute 
channel marketing activities for FTK 
Technologies in the Indian retail market in 
order to meet the company's monthly and 
quarterly sales goals. 


Galaxy Surfactants Ltd., Leader, 
Innovation Process, Scientist 
(Analytical Chemistry), Mumbai, 
7-10 Years, Job ID: 5112100 

The Scientist would have rich hands-on 
experience in Analytical Chemistry and would 
head the Instrumentation Lab. The person 
would have significant experience in 
instruments like HPLC, GLC, UV-VIS, IR, 
GPC, TGA-DSC, etc. 

HCL Technologies, Business 
Manager, Chennai, 10 - 16 Years, Job 
ID: 5106175 

He should be able to enable the sales funtion 
to get NN and EN goals- cordinate with 
various LOBs and verticals to enable growth 
in gaming business - build IPs and solution 
accelerators - build collaterals and participate 
in customer discussions, seminars and events. 
Hector & Streak, GM IT 
(Infrastructure), Mumbai, 8 - 12 Years, 
Job ID: 5171078 

Applicant should be graduate Engineer 
having 8-12 years of experience. He should be 
responsible for the uptime - IT Infrastructure, 
LAN/ WAN / telecom / voice/ dialer network 
connectivity and applications. Ensuring high 
level of operations performance in terms of 
availability, reliability, security etc. 





LIFEGUARD 


Hub Soft Solutions Pvt. Ltd., 
VP/CEO, Hyderabad, 14 - 18 Years, 
Job ID: 5156585 

He should be accountable profit center head 
with senior level experience in Logistic/ 
Transport/cargo Industry. He will in-charge 
of driving entire systems and operation 
procedures for achieving sustained growth 


Jaksons Limited, Vice President - 
Project Marketing, Delhi, Noida, 
15-20 Years, Job ID: 5151654 

You will be responsible for business objectives 
of Project Marketing Division, identifying 
major projects and ensuring favorable 
specifications, knowledge of tendering and 
negotiating for concluding of orders. 
Mantri Group, CEO-PAN India, 
Mumbai, 20 - 25 Years, Job ID: 
5083915 

Desired profile should be strong in 
Liasioning, PR, Corporate Comm. and can 
organise meetings at different level of 
Burecrats. He should have good contacts with 
land brokers/owners to identify good land 
parcels. 

Meinhardt (Singapore) Pte. Ltd., 
Project Manager, Noida, 12 - 20 Years, 
Job ID: 5164309 

Candidate should be BE Civil preferably Post 
Graduation in Construction Management 
from reputed University. He should have Post 
Graduation with 12 years for experience or 
Graduation with 15 years Experience. 


Moolchand Medcity, Manager - 
Quality & Systemsr, Delhi, 6 - 8 Years, 
Job ID: 4999664 

Applicant should be able to improve quality of 
in-coming products & services by 
implementing six sigma techniques, 
implement quality improvement projects, 
Organize/ conduct awareness programs on 
TOM etc. 

SAP Labs India Pvt. Ltd., SCM project 
Manager, Bangalore, 6 - 11 Years, Job 
ID: 4835319 

Entrant should be B.Tech/M.Tech/MCA 
with an aggregate score of 65% or above from 
HT/NIT/any Premium Institute with 6+ 
years of relevant industry experience (with 
minimum 4 years of SAP experience) of 
which at least 2 years of project management. 


To know how to apply for these jobs, go to finance jobs listing page. 


Tata Autocomp Systems Ltd., Head 
Training and Career Developmen 
Pune, 25 - 30 Years, Job ID: 4654775 
Ideal candidates from reputed institut 
having 25 plus years of. working experience 
Manufacturing Industry, Training ar 
Devclopment and Capabilities Building firn 
who works with the Senior Leadership Tea 
of the organisation. 

Tata Chemicals Ltd., Gener: 
Manager Operations, Mumba 
12-15 Years, Job ID: 5153148 

This involves complete responsibility 
efficient running of the entire value cha 
involving demand forecasting, plannin 
budgeting, pricing, procuremen 
transportation, storage, distribution etc. 
UBS India Service Centre, Produ: 
Lead - Transition, Hyderabad, 8 - | 
Years, Job ID: 5160033 

This role is primarily responsible for close 
interacting with Client / Business Dev. Tea 
so as to understand clients business, work wt: 
Client / Business Dev. team for demar 
estimation and arriving at portfolio of hi; 
potential products, 

Wings Pharmaceuticals Pvt. Ltd., S 
Manager HR, Delhi, 12 - 14 Years, Jo 
ID: 5169500 

Incumbent should be Graduate with, MBA: 
P.G diploma in HR in the age group of 36 Ph 
years with minimum 10 years of experience í 
performing HR responsibilities as Assista 
Manager HR or Manager HR like recruitme 
& Selection etc. 


Vice-President (IT), W T India Pv 
Ltd., Mumbai, 12 - 20 Years, Job II 
5168508 

The individual will manage the team, provi 
technical leadership to them for developit 
new Java applications and services, as well 
integrating with existing applications. 
Layam Inc., Financial Controlle 
Chennai, 10 - 15 Years, Job ID: 515328 
You would be able to Manage Team membe 
contribute towards achievement of Compat 
objectives and its plan. Bring systems ar 
control for Finance activities and motivate tl 
team to delivery to its potentials. Preparatic 
of Budgets and have effective control « 
Actual. 
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tead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


CEI India Pvt Ltd, Microsoft Dotnet 
Developers, Chennai, 3 - 7 Years, Job 
(D: 5102151 

candidate should have 4 years Bachelor's 
legree in any specialization OR MCA, 4+ yrs 
Microsoft development experience including 
NET framework, C#, ASP.NET, ADO.NET, 
VB.NET. 

ZBT Infotech Pvt. Ltd., Sr. Lotus 
Notes Developer, Mumbai, 5 - 8 Years, 
obID: 5167885 

lesponsible for building WEB based 
rorkflow application in Lotus Domino 
t6/R7. Managing Implementation, testing 
nd ongoing support of Lotus domino WEB 
ased application. 

serillion Technologies India Pvt. 
td., Build Engineers, Pune, 3 - 8 
'ears, Job ID: 5166315 

he candidate will have at least 3 years of 
kperience in software development with the 
st2 years working in build management. The 
jle will involve building software releases for 
elivery both to external customers and 
ternally to Cerillion, keeping all parties 
ivolved & updated with build progress. 

VY Comptech, Sr. Software Engineer 
Java, Hyderabad, 3 - 5 Years, Job ID: 
182462 


iccessful candidate would be self-motivated 
chnical professional to work on our 
‘oducts using Java, JSP, Servlet and other 
ternet technologies. The candidate will have 
ceptional technical and problem solving 
ills, with a results-oriented attitude. 

isco Systems (India) Pvt. Ltd., 
ustomer Operation Engineer, 
angalore, 4 - 6 Years, Job ID: 4877408 
n ideal candidate will be performing 
lowing functions: provide second line 
10ne/email/fax consultation to debug 
'ad, complex & unique networks with 
ixed media & protocols independently. 
omputech Enterprise Solutions, 
4S Programmer, Hyderabad, 2 - 6 
ears, Job ID: 5165816 

*sponsibilities include analyze, develop and 
iplement databases with new technologies, 
aluate data with identifiable factors, and 
ork on problem resolution with diverse 
ope, analyze business systems etc. 


To know how to apply for these jobs, go to finance jobs 


Concept & Solutions Inc., ASP.NET 
Developer, Mumbai, 2 - 5 Years, Job 
10:5169582 
The candidate should have min. 2 years exp.in 
developing web based applications. He should 
have knowledge of ASP.NET C#, 
MSSQL server 2005-SQL Queries, SSIS 
packages, knowledge of AJAX, JavaScript. 
Ellipse Software Development Pvt. 
Ltd., Software Developer / 
er Analyst, Mumbai, 1 - 4 
Years, Job ID: 5170620 
Aspirant should be responsible for system 
analysis and design, writing clear and concise 
code, translating business models and system 
documentation into complete and accurate 
system requirements and desi 
Makro Technologies Pvt. Ltd., Oracle 
Clinical DBA, Hyderabad, 6 - 12 Years, 
Job ID: 3773971 
The primary responsibility of this position is 
to optimize functionality of Oracle-based 
systems, including Oracle Clinical. The 
position includes database design and 
architecture; conducting PL/SQL queries; 
performance tuning; and installations and 
configuration of software. 
Mobe Technologies, Data Architect, 
Hyderabad, 6 - 10 Years, Job ID: 
5165608 
Aspirant should have min 6 to 8 yrs of exp 
working on business objects, crystal, web 
intelligence. He should have good 
programming exp on .Net or Visual Basic with 
excellent communication skills. 
Praxis Technologies Pvt. Ltd., 
Software Quality Analyst, Mumbai, 
1-4 Years, Job ID: 5165740 
The ideal candidate would have the knowledge 
of software dev. life cycle and mgmt. of 
quality assurance within a software dev. and 
electronic publishing org. Knowledge of ISO 
9001:2000 standards, knowledge of CMMi 
standards would be an added advantage. 
Procentris India Pvt. Ltd., Team 
Leader - Dotnet, Mumbai, 6 - 9 Years, 
Job ID: 2588362 
Required skills are ASP.Net 2.0, VB.Net, 
ADO.NET, Ajax 1.0 ver, Web Services, COM, 
COM+, SQL Server (DB Administration and 
SQL Programming), OOP, UML etc. 


SIEMENS, ModuleLead / Architect 
/ UML Modeller , Bangalore, 7 - 12 
Years, Job ID: 5024830 

Applicant must have rich experience in 
product architectures like WBEM / 
Manageability products, NMS architectures 
on C++/JAVA/C# implementations. 
Varite India Pvt. Ltd., Sr. 
Gurgaon, 4 - 6 Years, Job ID: 5170875 
The Data Analysts will be responsible for the 
administration and delivery of accurate and 
timely reporting to assist the business in 
achieving its goals, as well as working with 
project teams and key stakeholders in 
improving central reporting, 

Vmoksha Tecnologies Pvt. Ltd., Sr. 
SQL Server Database Engineer, 


Bangalore, 4 - 10 Years, Job ID: 
5082008 


Responsible for database design, stored 
procedure development, ad-hoc query 
development, data analysis and query 
performance tuning, as well as the database 
maintenance. 

CEI India Pvt Ltd, C++ Developers 
/Sr.Developers, Chennai, 3-10 Years, 
Job ID: 5101902 

The individual, as a C++ professional you will 
be part of a team which will develop systems 
to help the rail-based freight, passenger, and 
metropolitan rail transit customers increase 
the safety, capacity, reliability, and efficiency 
of their operations. 


Years, Job ID: 5170941 
Entrant should have 8-10 Years experience 
out of which 4 yrs in implementation of large 
scale project, should i 
sound with good 
solution ค ด แล ้ ง ร อ ภา (both ETLand OLAP) 
Zenta Group, Software 
Chennai, 6-8 Years, Job ID: 5166180 
Entrant should have 2+ ycars of experience 
designing/developing object-oriented 
software in a commercial software 
development environment. Overall 6+ years 
of Technology experience. Excellent object 
oriented programming skills and 
accomplished performance in .NET on 
Windows platforms is required. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Alkraft Thermo Technologies Pvt. 
Ltd., SALES EXECUTIVE - 
KERALA, Ernakulam, 6 - 10 Years, 
Job ID: 5161116 

Skills required achieving sales target assigned 
for the territory through the dealers, 
implementing sales promotional programs 
(campaigns, exhibitions, shows etc. 


Bajaj Allianz General Insurance Co 
Ltd, State Head - Sr.Manager Level / 
AVP Level, Srinagar, 8 - 15 Years, Job 
ID: 5165643 

Appropriate candidate should be Graduate / 
Post Graduate with total Experience of 8yrs 
to 15yrs , atleast 5- 6 Yrs in General Insurance 
with good experience in relationship 


Management. 


Bajaj Capital Ltd, Client Relationship 
Executive/Sales Executive, Chennai, 
0-2 Years, Job ID: 4217001 

Person should be able to handle selling of 
mutual funds and insurance on provided Data 
base/ Leads. 


Cisco Systems (India) Pvt. Ltd., 
Assistant Manager - Corporate Sales 
(Mumbai/ Delhi/ Bangalore), 
Mumbai, 3 - 5 Years, Job ID: 4870181 
Candidate should have about 3-5 yrs IT 
Software/ IT Services Corporate Sales 
experience rush your updated profiles at the 
earliest to Seema (Mumbai)/ Divya (Delhi)/ 
Kannan (Bangalore). 


Compare Infobase Ltd, Assistant 
Manager - Media- Mumbai, Mumbai, 
3-5 Years, Job ID: 4898927 

Aspirant should be able to build, groom and 
handle sales team, to achieve team targets, to 
supervise the data collection process at the 
stauon. 


Concept Hydro Pneumatic Pvt. Ltd, 
Sales Engineer, Bangalore, 1 - 6 Years, 
Job ID: 5160373 

Prefered experience in industrial hydraulics, 
pneumatics, automation etc. Should have 
basic knowledge in Autocad. Prior sales 
experience is a must. You should be Flexible, 
Customer oriented, good Communication 
skills. 


HDFC Standard Life Insurance 
Company Ltds., Sales Development 
Manager, Ajmer, Jaipur, 1 - 5 Years, 
Job ID: 5160489 

Require Financial Consultants and to 
complete recruitment of the financial 
consultants as expected and communicated by 
the management, within the given time frame. 


Infocom Network Ltd, Executive - 
Business Development {B2B 
Marketing], Pune, 0 - 2 Years, Job ID: 
5171122 

Require dynamic individuals with 0 to 1.5 yrs 
experience for Marketing of Web/ Internet 
based Business Promotions Solutions (Web 
Advertising/ Space Selling). 


Infotech Enterprises Ltd., Practice 


Head - Aerospace, Bangalore, 
Hyderabad, 15 - 25 Years, Job ID: 
5169793 


Profile is responsible to manage Aerospace 
market strategies, service offering, sales 
forecast, Marketing, proposal preparation, 
sales cycle, business development. 


Makro Technologies Pvt Ltd, Tele 
Sales Manager, Hyderabad, 4 - 6 
Years, Job ID: 5166324 

Position requires highly energetic individual 
with good sales acumen from Call 
center/ BPO. Should possess atleast 4+yrs of 
experience with strong sales acumen and 
people management skills. 


Okaya Infocom, Area Sales Manager, 
Delhi, 5 - 7 Years, Job ID: 5164432 
Candidate should have 5 to 7 years of sales 
experience in the FMCG Sales / Consumer 
Durable Sales / Inverter / UPS / Battery Sales 
with a proven track record 


Orchid Hotel, Asst. Sales Manager / 
Sales Executive, Mumbai, 2 - 3 Years, 
Job ID: 4441355 

Candidate with pleasent personality, good 
communication skill, excellent leadership 
qualities, pref. experience in hospitality or 
worked with 4/5 star hotel in sales, 
MBA/PGDBM with specialization in 
Marketing would be an added advantage. 


PCS Industries Ltd, Busines 
Development US Staf 
Augmentation, Mumbai, 1 - 5 Year 
Job ID: 5121065 

Business Development Executive / Manag 
Mapping, Developing, Maintaining ar 
Managing US based client, for staffing ( on! 
opp. You also need to be a team player ai 
with excellent communication skills. 

Peak XV Networks Pvt Ltd, Busine 
Development Executive / Enginec 
Bangalore, 0 - 1 Years, Job ID: 516824 
Candidates should have technic 
background. They should have got 
communication and interpersonal skil 
Candidates from Bangalore will be preferred 
Realtime Systems Ltd, Salı 
Coordinator, Delhi, 2 - 4 Years, Job IJ 
5167794 

The incumbent would be required to hane 
sales coordination on all India bas 
Monitoring of back office, Scheduling 
demo's to new customer, Generating 
monthly performance of entire Sales Team 
Sales projections etc. 

Reliance Industries Ltd, He: 
Business Development - Logist 
Infrastructure, Mumbai, 15 - 20 Yeai 
Job ID: 5169305 

You should have ability to manage Sa 
Process design & implementation, Sa 
Planning & Budgeting, Sales for 
Management, Contract negotiatic 
finalization, management & review a 
achieve Sales & collection targets. 

Six Sigma Gases India Pvt Li 
General Manager — Welding goo 
and accessories, Mumbai, 15 - 
Years, Job ID: 5167828 

Successful candidate will be expected to st 
and manage the welding business division : 
drive sales to Rs. 20 crores in the first year. 
TATA Interactive Systems, Sales 
Marketing, Mumbai, 5 - 8 Years, J 
ID: 4859827 

Job requires dynamic professionals w 
experience in setting up new busin 
initiatives and product developme 
Incumbent would have to build and man: 
Simulation programs as per the Cli 
specifications. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Corporate Executive Board India Pvt. 
Ltd., Associate Director - Finance, 
Gurgaon, 6 - 10 Years, Job ID: 5160037 

The functions of this position will include 
planning and directing financial activities, and 
typically includes managing and leading a large 
team of people within more than one 
functional area (for example, payroll, 


Eros Group, Assistant manager 
Commercial, Nagpur, 3 - 10 Years, Job 
ID: 5172834 

Entrant should be B.Com / M.Com preferred 
with hands on experience in Comm. / Purchase 
function with min. 3 to 7 yrs of exp. in 
manufacturing industry preferably from Tower 
manufacturing plant. 

Firstsource Solutions Limited, 
Manager - Business Analysis, 
Bangalore, 4 - 6 Years, Job ID: 5169708 
Responsible for providing carly warning 
signals to Business Unit heads of slips in 
performance, and identifying the root-cause 
and determining corrective actions to restore 
to target, planning and conducting complex 
studies to determine cost of business 
activities. 

Genpact, Analyst/ Senior Analyst, 
Delhi, 0 - 3 Years, Job ID: 4861869 
Candidate must be responsible for all finance 
and accounts rclated functions such as 
Wholesale Banking and Cash Management. 
He should be able to coordinate and resolve 
issues with excellent customer service with 
internal & external customers 

Hexaware Technologies Ltd., 
Account Manager, Mumbai, 7 - 13 
Years, Job ID: 5125756 

Account Manager will be responsible for 
maintaining Sales tax, professional tax, 
income tax, PE& ROC filing, Generating 
Balance sheet, Profit & Loss 
Statement,preparation of all kinds of 
Budgeting Reports ctc. 





Jobseekers - To apply for above jobs 
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Hindustan Construction Co. Ltd., 
Finance Controller, Mumbai, 8 - 15 
Years, Job ID: 5142510 


Candidate should have exp. in constructing 
complex financial models from raw data for 
decision making (Business Plan & Financial 
analysis), Banking & Treasury Operations, 
Exposure to project financing etc. 

Imaje India Pvt. Ltd., Accounts 
Manager, Noida, 4 - 7 Years, Job ID: 
5113897 

Responsible for accounting of Sales, Cash and 
Bank transactions within the ambit of 
Statutory regulations and Accounting 
Standards in a computerized environment. 
Able to manage basic banking activities etc. 
CentrumDirect Ltd., Manager 
\Senior Manager, Kolkata, 4 - 8 Years, 
Job ID: 5079344 

You would be responsible to liason with banks 
for identifying NPAs which can be resolved. 
Negotiate and structure the settlement with 
banks, involving the customer or by 
identifying a buyer. Conduct title search, 
verification etc 

Leighton Delhi, Assistant Manager 
Treasury, Delhi, Gurgaon, 4 - 6 Years, 
Job ID: 4668228 

Responsibilities include liaison with banks on 
day to day basis, preparation of CMA, 
understanding of the documentation required 
with regard to the credit facilities, Co- 
ordinating with the Secretarial Department to 
ensure timely filing of Charges etc. 

Ikya Human Capital Solutions Pvt. 
Ltd., Manager/ Sr. Manager F & A, 
Mumbai, 6 - 14 Years, Job ID: 5145296 
The Operations Manager will be responsible 
for smooth delivery of the Entire F & A 
process, including Developing and Managing 
SLA/Metrics, Driving Process 
Improvements, Understand and Manage 
Client Requirements and Relationship. 


or 


Now Search jobs on mobile, SMS jobs «keyword»? to 53030 


search fdr a job with Monster 


by 


Max Retail Division, Lifestyle 
International Pvt. Ltd., Executive - 
Commercial & Legal, Bangalore, 2 - 5 
Years, Job ID: 5118911 

Responsible for documentation on all 
properties including stores, warehouse, 
maintenance of letter of indent and 
agreements, monitor VAT returns on a 
monthly basis, VAT Assessment process and 
maintenance of records. 

Mbaf Tax Services Pvt. Ltd., Senior 
Corporate Finance & Business 
Valuation Consultant, Ahmedabad, 
3-9 Years, Job ID: 5137796 

Candidates will have an MBA in Finance with 
at least three years experience in Corporate 
Finance /Project Finance/Mergers & 
Acquisitions/ Business Research. Candidates 
will be performing Business Valuations. 

Miot Hospitals Ltd., Internal Auditor, 
Chennai, 5-7 Years, Job ID: 5168105 
Aspirant should be able to audit records of 
various deparments and interview workers to 
ensure recording of transcations and 
compliance with applicable laws and 
regulations. 

Tesco India, Assistant Mana 
Bangalore, 3-7 Years, Job ID:5135528 
The role is expected to be responsible for the 
service delivered by a team of officers (led by 
Team Leads for cach stream) to the US 
Finance Team. He should have at least 3-4 
years of experience in the field of financial 
accounting,particularly in General Ledger, 
Cash & Bank. 


WLC College India, Faculty - 
Finance, Lucknow, 8 - 15 Years, Job 
ID: 4351693 

Applicant will be responsible for teaching 
finance subjects, Course upgradation, 
revamping, working on industry assignments 
and projects with students, grading 
assignments, mentoring students, etc. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 








Visit: mobile.monsterindia.com 





your side 


[| I 


believe tt or not. 


YOU WILL FIND DIAMONDS 


in the latest issue of 


MONEY TODAY. 





INDIA 


TODAY 


GROUP 


loda 








Ticket to Ride 


The innovative Golden Chariot will need to quickly 
iron out some operating niggles if it is to be a 
successful luxury train. RAHUL SACHITANAND 


I 


IN L I 


Bangalore 


IHE GOLDEN CHARIOT, A 

luxury train run by the 

Government of Karnataka, 

runs into controversy be- 
fore it can even get started from 
Bangalore's suburban Yeshvanthpur 
railway station. À group, calling 
itself (rather wordily) the Karnataka 
State Committee Against Alcohol 
Consumption, protests at the main 
entrance against alcohol being 
served on board in a special com- 
partment aptly named Madira 
(meaning alcohol in Hindi). “We 
are ruining the country's and the 


lifetime: (L to R) Boarding the trai 





state's culture by promoting alcohol 
consumption," screams an ex- 
tremely vocal A.T. Babu, Convener 
of this until recently unheard of 
forum. Ten minutes after he and 
around 20 of his cohorts stage their 
very vocal protests, calling for 
Karnataka Tourism Secretary I.M. 
Vittala Murthy’s head, they quickly 
disperse as the last passengers climb 
aboard the Golden Chariot. 

The latest addition to India’s 
luxury train circuit has been in the 
works for a couple of years now, but 
its launch has been delayed from 
the beginning of the tourist season 
(September) last year to March, just 
when summer is beginning to set 
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in and foreign tourist arrivals are 
beginning to taper off. On board 
the Adilshahi coach (there are 11 
coaches on this train, each named 
after a different dynasty that ruled 
the region), the amenities are much 
like a five-star room on rails. Each 
(admittedly cramped) cabin has a 
comfortable double bed (or twin 
beds), a flat-screen TV and ensuite 
bathroom packed with the usual 
collection of toiletries. There are 
around 80 people on the Golden 
Chariot's first commercial run, 
including 15 paid guests and an 
assortment of travel and trade ex- 
ecutives and media personnel. 
“Travelling by rail and staying in 
such luxury will allow travellers 
avoid a lot of the hassles associated 
with poor roads and multiple hotel 
check-ins at each destination," says 
Sanjay Chhabra, Chairman and MD, 
Mapple Hotels, the hospitality 
partner for this project. 
Karnataka's Tourism Depart- 
ment seems to have gone out of its 
way to make guests welcome on 
this train. At the start of the journey, 
they are welcomed with a song and 
dance performance, bouquets of 
pink roses and a lemon for good 
luck. On board the train, guests 
quickly head for Madira, the at- 
tached bar to unwind after battling 
through Bangalore's evening rush 
hour to reach the train. Madira itself 
has a bar at one end and comfort- 
able chairs and tables across its 
length for passengers to relax. The 
service is achingly slow, with the 
waiters initially taking 20 minutes to 
notice us sitting at one of the tables 
and another 45 minutes to serve 
us a couple of beers. However, few 








Title ofthe Programme 


GMP for Senior Executives-Session -111 2608 — 27-6-08 — Raj VPonnoluri 
Advanced Management Progromme 18-8-08 2 8-08 Usha Ramachandra 
(Study Tour to France, Switzerland, /Prabhati Pati 
Netherlands & Belgium) (15-9-08 to 27-9-08) 
Programme for Young Managers 17-11-08 28-11-08 Ashita Allamraju 
MDP for Women Executives 05-1-09  09-1-09  Prabhati Poti 
GMP for Senior Executives - Session - 112 12-1-09  06-2-09 — Raj V Ponnaluri 
New Tax Regime and its Implications 
(Fringe Benefit Tax, Service Tax and VAT) 21-7-08 — 23-7-08 Ashita Allamroju 
Economic Anolysis for Business Decisions 15-12-08 17-12-08 Ashita Allomroju 
Administrative Law for Senior Level 
Educational Managers 01-5-08 — 03-5-08 ป ล ่ า ง V. Reddi 
Educational Leadership for Vice Chancellors 12-5-08 14-5-08 Usha V. Reddi 
Gender Sensitization 21-7-08 23-7-08 — Usha V Reddi 
Specialised Programme on Educational Admin. 
for Middle Level Educational Managers 11-98-08 15-8-08 Usha V Reddi 
Energy Manogement 30-6-08 04-7-08 Vilas Shah 
Climate change and (DM 16-2-09  18-2-09 Volli Manickam 
i. 
Managing Costs to Enhance Profitability 15-9-08 17-9-08 Mubeen Rafat 
Strategic Financial Management 26-1-09 28-1-09 Mubeen Rofot 
Finance for Non-Finance Executives 09-2-09 13-2-09 Mubeen Rafat 
HUMAN RESOURCE 
HR Audit 02-6-08 04-6-08 UPandey 
Communication Skills for Managers 23-6-08 — 27-6-08 — Probhoti Pati 
Personality Development 23-6-08 27-6-08 RN Saxena 
Leadership through Self Discovery 14-7-08 16-7-08 Prabhati Pati / 
VK Talithaya 
Developing Emotionally Intelligent Leadership 21-7-08 — 25-7-08 RN Saxena 
Strategic Human Resource Management 28-7-08 01-68-08 UPandey 
Leadership and Organization Development 04-8-08 08-8-08 RNSoxeno 
Negotiation Skills 11-8-08 13-8-08 AAFirdousi 
Leadership Skills Development 25-8-08 2938408 RNSoxeno 
Mentoring and Career Development 22-9-08 — 24-9-08 Somnath Ghosh 
Effective Humon Resource Training & 13-10-08 17-10-08 U Pandey 
Development 
Managing Creativity 20-10-08 22-10-08 Prabhati Poti 
Leadership for Managing Change 20-10-08 24-10-08 AAFirdousi 
Managing Performance 03-11-08 05-11-08 Somnath Ghosh 
Personal Growth for Effective Leadership 03-11-08 07-11-08 RN Saxena 
Managing HR in Organizations 17-11-08 21-11-08 Probhati Pati 
Personality Development 24-11-08 28-11-08 RN Saxena 
HRM for Line Managers 01-12-08 05-12-08 U Pandey 
Transactional Analysis for Interpersonal 15-12-08 17-12-08 AAFirdausi / 
Effectiveness VK Talithayo 
Improving Work Culture 15-12-08 17-12-08 Somnath Ghosh 
Leadership and Organization Development 05-1-09  09-1-09 RNSaxeno 
Strategic Human Resource Management 19-1-09  23-1-09  UPandey 
Team Building and Conflict Management 02-2-09 06-2-09 AAFirdausi 
Building Learning Organisation 09-2-09 11-2-09 AAFirdousi/ 
VK Tolithaya 
Personal Growth for Effective Leadership 09-2-09  13-2-09 RNSoxena 
Enhancing Managerial Effectiveness 16-2-09 20-2-09 AAFirdousi 
Communication Skills for Managers 23-2-09  27-2-09  Prabhati Pati 
Effective Trade Union Management 09-3-09 13-3-09 U Pandey 
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Start 
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Programme 
Director/s 


Title of the Programme 


HEALTH STUDIES 

Health Insurance for CEOs and CAOs of TPAs 
Marketing for Hospitals & Healthcare Professionals 03-11-08 
Using Dato for Programme Monitoring and Evaluation 01-12-08 


25-9-08 


Health Insurance for CEOs and CAOs of TPAs 16-3-09 
Electricity Tariff & Related Issues under 

Regulated Regime 08-12-08 
Electricity Distribution Management 26-1-09 
Public Private Partnership 02-3-09 
e-Procurement 28-4-08 
e-Procurement 11-8-08 
e-Procurement 01-12-08 
Business Intelligence with Data 

Warehousing and Data Mining 15-12-08 
Management of IT 02-2-09 
IT Enabled Knowledge Management 23-2-09 
INNOVATION & TECHNOLOGY 

Data Analysis for Business Research 08-9-08 
Market Analytics 17-11-08 
Sales Management 07-7-08 
Strategic Marketing 04-8-08 
Corporate Communication 29-9-08 
Product Strategies & New Product Development 13-10-08 
Customer Relationship Marketing 08-12-08 
Sales Management 05-1-09 
Inventory Management 09-6-08 
Project and Contract Management 16-6-08 
Procurement Procedures for 07-7-08 
World Bank Aided Projects 

Materials and Supply Chain Management 25-8-08 
Six Sigma for Operational Excellence 20-10-08 
Procurement Procedures for 03-11-08 
World Bank Aided Projects 

Project and Contract Management 01-12-08 
Total Productive Maintenance 19-1-09 
Procurement Procedures for 09-2-09 
World Bank Aided Projects 

Leon Manufacturing 23-2-09 
Management Audit 01-9-08 
Strategic Management 23-2-09 
URBAN 3 f ง GOVERNANCE 

ASCI-WBI Certification Programme in 07-4-08 
Urban Management in India: 2008 

Change Management for Achieving Continuous 12-5-08 
Water Supply (24/7) for All in Urban Areas 

ASCI-SUI, 2008 International Programmeon 13-10-08 
Continuous Water Suply in Cities 

(Study Tour to Singapore) 

Strengthening Urban Management in India 19-1-09 
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BVN Sochendro 
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Running into controversy: The aptly named Madira compartment (l) and the protest against alcohol being served on board 


people at the bar (and at the restau- 
rant car next door) are fazed, put- 
ting it down to the staff taking time 
to find their bearings on the first 
commercial run. "We're not too 
worried about the slow service; it's 
their first day and I am sure it will 
get a lot better," says seasoned trav- 
eller Nigel Triffitt, an Australian 
who works in theatre. 

While the first night of the jour- 
ney is spent getting a leisurely drink 
and dinner (much like Bangalore, 
last orders on the train is at 10.45 
p.m.) and then hitting the sack. 
While the beds are extremely com- 
fortable, some guests have to put up 
with temperamental air-condition- 
ing in some coupes, but few com- 
plain, since the staff is working 
feverishly on this first run to try 
and sort out these niggles. “We will 
need two or three months to 
resolve all these issues, but should be 
smoothly operational before the 
tourist season this year," says 
S. Pradeep, a freelancer tour guide 
aboard the train. There are other 
shortcomings too; the wireless 
internet is not yet operational, a 
conference car will only be added in 
May and food service and quality 
oscillate alarmingly between sensa- 
tional and pedestrian. Despite these 


Sheer joy: A boat ride on the Kabini 





issues, my fellow travellers appear 
nonplussed. “This is an all new ex- 
perience for us and we have no 
complaints," says Matthias Liese, 
a German tourist. 

While the Golden Chariot is 
priced from $240 (Rs 9,600) per 
person per night for a three-bed 
unit during the off-season (it costs 
$395 or Rs 15,800 for single oc- 
cupancy during March-September) 
and up to $285 or Rs 11,400 and 
$485 or Rs 19,400 during peak 
season (October-February), offi- 
cials say that these rates are rea- 
sonable, given the ambience and 
facilities on board. Aside from lux- 
urious living quarters, the train 
has a compartment with a mini- 
gym, sauna and a masseur. These 
come at an extra cost. "This is a 
much more varied tour than the 
Palace on Wheels, which offers 
an overdose of palaces and forts," 
says Triffitt. The seven-day tour, 
starting in Bangalore, covers 
Mysore, the wildlife sanctuary at 
Kabini, the renowned temples at 
Belur and Halebid in south 
Karnataka and Badami and Hampi 
in the north. At Mysore, the tour 
begins with the historic town of 
Srirangapatna and then heads back 
to town to see Palace, Museum, 
Philomena's Church and a cul- 
tural performance at Rangayana, a 
local theatre. The cultural per- 
formance proves to be a big hit 
with foreign tourists. 

Unlike other luxury trains such 
as the Palace on Wheels and the 


Deccan Odyssey in Maharashtra, 
Karnataka’s Golden Chariot will 
run all through the year and will 
look to domestic leisure and busi- 
ness travellers, too, especially when 
the conference coach is added. 
While tourist spots next door like 
Goa and Kerala are much visited 
by domestic tourists, most places 
in Karnataka remain off the radar. 
“The domestic market is taking 
off... tourists now want and will 
pay for luxury,” says Chhabra. At 
the same time, he’s also working 
with the state government to 
attract the meeting, incentive, con- 
vention and exhibition (MICE) seg- 
ment to this train. 

Day 2 proves to be more re- 
laxed as guests head out of Mysore 
and drive for a couple of hours to 
the Kabini Sanctuary to get a 
glimpse of Asiatic elephants, gaur, 
sambar, an elusive sloth bear and an 
assortment of peacocks. Like other 
parts of this schedule, the train itself 
is split on scheduling, with veterans 
like Triffitt (who has been to game 
parks across the world) not overly 
enthused by the animals we see, 
but others leaning out of the safari 
jeep at the sight of an elephant fam- 
ily. “We will need to work on the 
schedule,” admits tourist guide 
Pradeep. Minor hiccups notwith- 
standing, with over five million for- 
eign tourists coming to India and 
well-heeled domestic tourists, too, 
loosening their purse strings, the 
Golden Chariot may have got chug- 
ging at just the right time. B 
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| The Shrink's Perspective 


Family businesses are families first and businesses 
thereafter, argue two Insead professors. n. SRIDHARAN 


FAMILY BUSINESS 5 CORPORATE INDIA'S MOST HIGH PROFILE FAM- 
ON THE COUCH A: drama in recent times, the Ambani feud, 
Manfred F.R. Kets de unfolded over a nearly two-year period, busi- 
Vries & Randel S. ness media faithfully reported every move and 
Carlock with Elizabeth counter move from the two camps. What almost no 
เก ร So one bothered to investigate was the underlying rea- 
Pp. 207 ^ " son for the two brothers' estrangement. That the 
Price: € 29.99 fight was over control of companies, the wives 
(Rs 1,853) could not see eye to eye or that there were power- 


ful and ambitious executives on both sides egging on 
the protagonists, etc., were duly reported. But those 
were the manifestations of a problem that had long 
been simmering. So, what did the media miss about 
the sibling feud at India's largest family-owned- 
and-managed business empire? Apparently, the 
shrink's perspective. 

In Family Business on the Couch, two Insead 
professors argue that it's not sufficient to apply 
traditional measures of business performance to 
family businesses. Instead, a psychological per- 
spective is necessary to understand how and why 
es work the way they do. “When insight into individual 
combined with a family systemic view, we arrive at a 
Punderstanding of what makes business families such powerful 
- Creative and destructive forces,” they write in the preface to the book. 

Let's take a quick look at their psychoanalysis of the Ambani wrangle be- 
fore we move on: “Probably, underlying the brothers’ problems may have 
been the absence of a safe ‘holding environment’ provided by the par- 
ents, resulting in feelings of not having received a fair share of attention 
from one or both of them. It may have accentuated the rivalrous feel- 
ings between the brothers that remained submerged as long as the father 
was alive. With his death, the ‘containment’ provided by the father was 
no longer there and the submerged conflicts came to the surface". 

The Ambani brothers are hardly the only business family scions to have 
fought over control. Be it India or any other part of the world, family busi- 
nesses inevitably end up getting fragmented as they move from one gen- 
eration to another. As the size of the family grows, the number of claimants 
who want to control things increases. A split, then, is the way families tend 
to deal with such situations. In Family Business, the authors begin by offering 
a psychological perspective on business families, their weaknesses and 
strengths and go on to offer two conceptual tools—the genogram and the 
Circumplex model—to diagnose “family entanglements”. 

The book is fascinating simply because few management thinkers have 
tried to put family businesses on the couch; to understand them and their 
successes and failures through the complex human dynamics that lurk be- 
hind their every move. Not just business families, but even professionals, 
shareholders, and vendors would benefit from recognising family businesses 
for what they are: families first, a business thereafter. 











Harvard Business School Press 
Pp: 210 
Price: $26.95 (Rs 1,078) 


EST DECISIONS ARE CHILDREN OF 

careful consideration. It's when 
one has weighed all options and 
reconciled some conflicting ideas as 
well that one arrives at the best 
possible decision. It is this abil- 
ity, “to hold two opposing ideas in 
their minds at once, and then 
reach a synthesis that contains el- 
ements of both but improves on 
each”, that separates the geniuses 
from the average Joe. And Martin, 
Dean of Rotman School of 
Management, University of 
Toronto, calls this process “inte- 
grative thinking”. This sort of think- 
ing, he argues, allows decision 
makers to go beyond either-or sit- 
uations, and come up with deci- 
sions that reduce trade-offs to a 
bare minimum. The best leaders 
are naturally good at such inte- 
grative thinking. In The Opposable 
Mind, Martin, a former Monitor 
Group consultant, delves into the 
minds of successful people to come 
up with an integrative thinking 
framework that other, more ordi- 
nary, mortals can employ. He offers 
three tools: generative reasoning, 
causal modelling, and assertive 
inquiry. It wouldn't be much fun if 
this review were to reveal what 
these tools entail, save to say that 
they'll almost certainly enable you 
to go beyond the sort of reasoning 
taught at most B-schools. In a 
world that's getting complex, inte- 
grative thinking may be something 
every manager needs to succeed. 
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T WAS A BIZARRE SIGHT BY ALI 
accounts. More than 50 for- 
eigners, expat executives to be 
precise, were zipping around 
Bangalore in autorickshaws as they 


tried to complete a long list of 


'tasks'—ranging from making a 
chain of flowers to hugging a goat. 
Inquisitive onlookers were told: 
"This is a scavenger hunt." The 
hunt and more such endeavours— 
including wine tours to the nearby 
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Expats in New India 


It's all about social bonding amidst a melting pot of cultures for expats across the country. 


- 
ร 


“Bangalore is an ideal destination for expats because of its climate and, of course, 
its cosmopolitan culture. After pub-hopping (till the government-imposed curfew of 
11.30 p.m.), we usually go to a friend's place to continue the party" 


Grover Vineyard—are part of the 
Bangalore Expatriate Club's idea 
of letting the good times roll in a 
foreign land. 

The club was started two-and-a- 
half years ago to ease the transi- 
tion experience of foreigners re- 
settling in India’s 11 capital and 
has, since, grown.into a 450-strong 
organisation that meets regularly 
every week. The average age of 
club members is 33 vears and it 
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includes members from as many 
as 58 nationalities. “Bangalore is 
an ideal destination for expats be- 
cause of its climate and, of course, 
its cosmopolitan culture," says 
Barbara Nolten Ifju, a 29-year-old 
Hunga-rian and club member who 
has been in Bangalore for a year, 
and will shortly take up assignment 
with a Big Four consultancy. 
Apart from offbeat interactions 
such as scavenger hunts, the club 








members meet regularly at the cof- 
fee shop of a five-star hotel. 
“Despite the 11.30 curfew in 
Bangalore (there is an 11.30 p.m. 
shutdown order for pubs), we like 
to have a good time. After pub- 
hopping, we usually go to a friend's 
place to continue the party," says 
Nolten Ifju. This party continues in 
some form or the other across the 
major cities of [India that have re- 
cently seen an influx of expatri- 
ate executives from across the 
world. While some nationalities 
do tend to stick together (think: 
Japanese and other Asian expats), 
most of them mix freely. 

While there are formal out- 
fits like the Overseas Wives Club 
in Bangalore (an 800-strong in- 
stitution) and the 'Twin-cities 
Expatriates Association (TEA) of 
Hyderabad and Secunderabad 
based in Hyderabad that provide 
a smooth changeover to the grow- 
ing number of expats, it is the 
informal networks that perk up 
their social lives. 


Putting It Right 

It's golf that makes Sujin Park, 48, 
Chief Marketing Officer of LG 
Electronics India, and fellow South 
Korean nationals bond. Park 
spends his morning hours (6-11 
a.m.) every Sunday with his three 
expat colleagues in LG Electronics 
India playing golf at the Jaypee 
Greens course in Greater Noida. 
“As soon as you go out to play 
golf together, you're bonding in a 
way that you just can't do other- 
wise. You're sharing a skill," adds 
Park as he sizes up the distance 
between the ball and the hole. 
Park's handicap of 19 is one of 
the best in his group. 

Like Park, three of his team 
members find the golf club a per- 
fect place to socialise with people 
from their own country. “I spend 
time hitting balls on the fairways, 
talking on anything but work. Since 
a round of golf easily takes up 
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Harriet Richards. 
44, Australian in Chennai 


four-to-five hours, all you need is 
to be proficient at driving and put- 
ting, while the long walk gives you 
enough exercise and time to 
socialise," says Hyun Chul Moon, 
VP (Finance & Accounting), LG 
Electronics India. Moon moved to 
India in January this year with his 
wife and two daughters. 

Fellow golfer S.K. Choi, 
General Manager (R&D), LG 
Electronics India, spends his free 
time with family members either at 
home or shopping at neighbour- 
hood malls. *Also, playing golf in 
South Korea is pretty expensive 
compared to India. That's why 
most expats take memberships of 
golf courses as a convenient way to 
catch up with their own people,’ 
says Dong Seong Shin, GM (Sales & 


Japanese township 
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Marketing), LG Electronics. 

It is the power oI sports that 
makes a community of Japanese 
connect in Haldia, 220 km off 
Kolkata. These Japanese, mostly 
engineers and top executives at 
Mitsubishi Chemicals Corpor- 
ation's (MCC) PTA (Purified Tere- 
phthalic Acid) plant in Haldia, 
have been living in the mini 
called Sataku 
(meaning company residence or 
community living in Japanese) for 
the last two years. The commis- 
sioning of the plant and subse- 
quent expansions have seen the 
arrival of many Japanese execu- 
tives. While a few have returned, 
many—41 at present—stayed back 
in this quaint township, thousands 
of miles away from their home- 








land. The next phase of expan- 
sion promises to bring in more 
Japanese to this new industrial 
hub in West Bengal. 

These Japanese, aged between 
40 and 50 years, are working with 
MCC in various capacities—DGM, 
GM, VP and Director. While they 
do socialise with their office col- 
leagues and associates, beyond of- 
fice hours and over the weekends, 
they prefer being amongst their 
own community. *Fishing, playing 
soccer, tennis, golf, volleyball, bad- 
minton, eating Japanese delicacies, 
watching Japanese movies and news 
channel—that's how they want to 
enjoy their leisurely hours and 
Sataku has all these facilities," says 
an MCC official. A few of them 
move out of Sataku and go over to 
Kolkata over the weekend to play 
golf; that's because Sataku doesn't 
have a full-fledged golf course, but 
a mini golf course. 


The Ties That Bind 
When 37-year-old Hyeong Deug 
Kim, Director at Daibeck India 
Materials, Chennai, is not working, 
he heads to Pondicherry's beaches 
with wife Seong Hee Lee, son Inho 
Kim and daughter Inkyeong Kim. 
Kim has been in India since 
1996—among the earliest Koreans. 
“I came here as a student under a 





much later” 
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48, (foreground) and fellow 
South Koreans in Noida —— 


scholarship programme and stayed 
on buoyed by the demand for 
Koreans who understand India bet- 
ter than Koreans who came in 
much later," he says. Today, the 
Korean community in Chennai is 
close to 2,000 and Kim is plan- 
ning some organised activities for 
this "huge" population. He is put- 
ting together a plan of action for 
social interactions. While Kim 


“| came here as a student under a scholarship programme 


. and stayed on buoyed by the demand for Koreans 
who understand India better than Koreans who came in 


"As soon as you're out to play golf together, you're 
bonding in a way that you just can't do otherwise. 
You're sharing a skill" 


*) 
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could take ล leaf out of his 
Bangalore counterparts’ book, he 
has the right credentials of his own. 
Kim is doing a PhD at irr Madras 
on Cross Cultural Management 
and how *Koreans Can Motivate 
Indians", and has a wealth of ex- 
perience that he is sharing with 
other Koreans to make them feel at 
home in India. Kim "plans to stay 
on for another decade at least." 

For Korean expats in Chennai, 
there are frequent lunch and dinner 
parties; small parties are held in 
the three Korean restaurants in 
Chennai in typical Korean style. 
The food and the service are rem- 
iniscent of home—here, the young- 
sters grill the meat, layer the sauce 
and serve the elders first. Another 
favourite haunt for Kim and his 
family is the desi Chettinad 
Karaikudi restaurant. 


A Home Away from Home 

Home is where the heart is for 
Quentin Staes-Polet, 40, a Belgian 
in Mumbai, who considers him- 
self an economic migrant. After 


five years of regular business visits 
to India while he was with IBM 
Digital, Staes-Polet has made 
Mumbai his permanent residence 
for the past two years. 

A technology geek, he has 
started his own venture Kreeda 
Games, a gaming company in 
India. “I am comfortable here than 
anywhere else now," he says, 
adding: “I started my career in 
Hong Kong and stayed there for 
eight years. But [ made only three 
friends. Today in Mumbai and 
across India, | have more Indian 
friends than I ever had before. 
They are like the friends I had in 
my childhood. I am a citizen of 
the world and not a citizen of any 
country. Indians are very hospitable 
unlike in Hong Kong where you 
are either a local or you are an 
expat," he explains. Asked whether 
he mingles with his own Belgian 
community in India, he replies 
with a vehement no—*I have my 
own set of friends with whom I 
go out." He enjoys inviting friends 
over and cooking for them. *I do 
that quite often," he says. 

On his favourite subject India, 
he says that the most interesting as- 
pect of the country right now is its 
booming economy. “One of the 
reasons why I started my career 
in Hong Kong first was its boom- 
ing economy and the fact that peo- 
ple there were willing to listen to 
you and you could dream of doing 
what you wanted to do. It is a sim- 
ilar situation now in India, which is 
what makes it such an interesting 
place," says Staes-Polet. 

In Chennai, 44-year-old 
Australian Harriet Richards found 
India so interesting that she de- 
cided to take a break from her 
travel job and take a permanent 
posting with a corporate house in 
Chennai. She had pursued a 
Masters of Asian Studies with a 
focus on Indian philosophy where 
she studied and still continues to 


study Vedas, Ashokan Buddhism 
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and the Upanishads. She learnt 
Hindi and is currently learning 
Tamil (as she is based in Chennai). 
Richards was in India between 
1990 and 1992 as a diplomat and 
later visited the country frequently. 
From 2004, she held positions of 
market research and consultancy, 
and joined Amoha Education last 
September as General Manager 
(Corporate Training). 

Richards loves the exposure to a 
foreign culture and the challenges of 
living in one. She has settled down 
in Chennai to expose herself to 
temples, sculpture, architecture, the 
fine arts (classical dance and music). 
An avid Bollywood buff—more for 
the dance and music routine and 
costumes—Richards likes watch- 
ing old classics like Do Bbeega 
Zameen. Her next project: learning 
Sanskrit. “I find Indians very wel- 
coming,” she says. So, while she 
interacts with others in her com- 
munity, she is currently more pre- 
occupied with her interactions with 
Indians—whether in office or in 
her frequent “Discover India” trips. 

“During Pongal (in January), | 
went to a village. Every household 
welcomed me so profusely and 
treated me to mountains of Pongal 


that it was not possible to refuse,” 
she says, laughing. Richards is a 
vegetarian, makes filter coffee at 
her apartment and is planning to 
learn from her neighbours and 
Indian friends the “art” of mak- 
ing idlis and dosas. 

The social life of these expats is 
not without its fair share of chal- 
lenges. “Bangalore’s chaotic traffic 
is a major challenge for expats and 
very few members drive themselves 
to meetings,” says Nolten Ifju. But 
that hasn’t stopped some members 
from taking the odd chance; while 
50 of them may have braved the 
odds and hailed unreliable autos 
for their scavenger hunts, others 
have braved the elements by trav- 
elling to Ladakh, boogeyed to 
Bollywood hits and taken walking 
tours in Bangalore. The language, 
weather, food and the innate 
diversity of India—all pose a social 
challenge for the expats. That, how- 
ever, has not stopped them from 
living it up while making the most 
of the potpourri of cultures. 

REPORTING BY MANU KAUSHIK, 
ANUSHA SUBRAMANIAN, RAHUI 
SACHITANAND, E. KUMAR 
SHARMA, RITWIK MUKHERJEE 
AND NITYA VARADARAJAN 
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Firefox Gets Better, Opera Hits Back 


Microsoft's Internet Explorer now has to face two serious rivals. 















NE OF THE MORE REM- 
arkable things about 
the internet is the 


speed at which it evolves, 
but when in late Februa 
AOL announced t 
would stop supp 


sad moment, particular 
those who had experience 
bad old days of the internet, before 

broadband, and when access cost Rs 15,000 for 500 
hours. But once Microsoft muscled its way in with 
Internet Explorer, Navigator was doomed. 

The browser wars of Web 1.0 have given way to the 
browser wars of Web 2.0, which has spawned several 
new browsers. A part of the reason is that Microsoft 
Internet Explorer had become a big, bloated and un- 
wieldy browser, epitomised by Version 6. An ad-sup- 
ported alternative browser from Swedish company 
Opera had been around for a while, but the big, garish 
adverts made it un-aesthetic. And then came Firefox, 
an open-source, community-designed browser. 

Now, a quick word of warning before we carry on. 
Some Indian e-commerce sites do not tend to work too 
well with Firefox or Opera, for reasons that only they 
understand. Internet Explorer 7 is a much-improved 
browser from its previous iterations even though the 
‘Windows Genuine Advantage’ check you need to 
undergo to install is irritating. 

But first, let’s talk about Firefox. We downloaded 
and used the beta trial of Version 3. While with all beta 
versions there are still some kinks, none became ap- 
parent over a few days of surfing. If you do like to em- 


YouTube Gets Better 






bellish your Firefox with 
add-ons such as the 
Google toolbar and on- 
line book-marking 
tools, those will not 
work on this beta. But, 
the layout is clean, the 
browser has a memory, 
so it can predict where 
you want to go as you type 
into the address-bar and the 

download tool has the ability to pause downloads. 

And what about Opera? We were using Opera 
Version 9.26 and were impressed with the browser. 
Pages mostly loaded well, the layout was clean and it is 
quick and easy to install. We really loved the Quick Dial 
feature, which allows you to access your favourite sites 
by pressing a Control+ the designated number. 

The problem with Opera is that several sites do not 
support the browser any more, because as one site- 
admin put it: “It wasn’t worth it. Since Internet 
Explorer 7 was so problematic to support, all our re- 
sources went there." And going to your favourite site 
to find nothing but gibberish could be a problem. 

So, at the end of the day what would we suggest? 
Well, if you are stuck with Internet Explorer 6, switch 
over to Firefox 2, since it is easy to install and use. If 
you are already using Firefox, give beta 3 a whirl, 
we're pretty sure you will like it. As for Opera, it's an 
interesting browser, just like different food is interesting. 
But if some of the sites you like are not supported, 
Opera is always going to be the browser you use for a 
change, rather than the one you use by choice. 
KUSHAN MITRA 


HEN TIME MAGAZINE DE- 
WN ciarea ‘You’ as the 
person of the year, they re- 
ally didn't mean you, they 
meant user-generated con- 
tent as epitomised by YouTube. The 
problem with YouTube, however, 
was simple: the quality of most of the 
videos was atrocious because of the 
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need to compromise old 320x240 definition. You can go 

Youll upe be quality for fast load to your YouTube accounts page and 

times. However, as the select the better video quality, but if 

zast Yourself | internet gets faster for you are not logged onto YouTube, all 

everybody, even you need to do is add the string 

YouTube has started offering a higher &fmt=18 to the end of the YouTube 

quality version now. Sure, it isn’t URL and if there is a higher quality 
High-Definition, but at a resolution of video, it will load. 

480x360 pixels, it's better than the KM 


bt treadmill 


The Road to Rippled Abs 


OME OF THE BEST EXERCISES ARE ALSO THE SIMPLEST. WALK INTO ANY 
S modern gym and you're likely to see machines that promise to help 

you do abdominal crunches, some of them adjustable for targeting 
either your lower, upper or middle abs. Yet, the most effective equipment 
for abs training is probably a mat (on which you lie down) and a Swiss ball 
(that you use to perform the exercises). Swiss balls, available at most 
leading sports good shops, keep the body in a natural position during 
exercise and actually provide far greater stability while allowing the 
muscles to stretch fully. Here are a few abs exercises that use Swiss balls. 

The first of these is the oblique crunch, meant for strengthening and 
defining the oblique (or side) abdominal muscles. Sit on a Swiss ball and take 
a step forward, first with your left foot and then with your right foot. 
Continue till your back leans on the ball. Keep your feet shoulder-width apart 
and rotate your hips to the right so that your feet now face that direction 
but your torso is twisted. With your hands clasped behind your neck 
contract your muscles on the left side of your 
abs while you breathe out, curling your upper 
body towards your left hip (pic. 1). That's one 
repetition. Do 10-12 and then switch sides. 

The second exercise is the scissor leg 
reverse crunch. With your back on a mat 
on the floor, hold the ball in a scissor grip 
with your legs (pic. 2), one heel touching 
the ground while the other heel is on top of 
the ball. Rest your hands on the mat on the 
sides of your torso to provide support. Now, 
using your legs and contracting your abs, lift 
the ball as high as you can. Hold that position 
for a moment before returning to the initial 
position. That's one repetition. Do 10-12 
and then change the configuration of your 
legs—interchange the left and right heels— 
and repeat the reverse crunches. The scis- 
sor leg reverse crunch is a tough exercise 
even though it may seem easy but once you 
master it the benefits are immense: it is a 
move that shapes and strengthens the entire 
lower abs area. 

Both these exercises are good for your abs muscles but do remember 
that crunches alone don't get rid of the flab that you may have 
covering your abs region. To burn the fat you need to complement your 
crunches and other abs exercises with regular cardiovascular exercise 
and a sensible diet. Cut down on fats and regulate your intake of alcohol; 
eat well-balanced meals. And build into your workout schedule a 30-minute 
intensive cardio training (run, cycle or use an elliptical cross-trainer) at least 
thrice a week. Stick to these and your six-pack will gratefully emerge. 
MUSCLES MANI 








write to musclesmani@intoday.com and read the Treadmill blog 

at www. businesstoday. in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 


FIVE FOODS TO KEEP 





YOU HEALTHY 


BUSY DAY DOESN'T HAVE TO STAND IN 

the way of great health. Eat these 
five healthy foods to keep your energy 
levels up. 


Citrus Fruits: Says Dr Puja Tewari, 
Consultant, Fortis Hospital, Noida: 
"Citrus contains flavonoids, an es- 
sential nutrient that lowers the body's 
production of cholesterol, and in- 
hibits blood clot formation." Lemons 
and grapes are especially welcome 
during summer. 


Salmon: They are a rich source of es- 
sential Omega-3 fatty acids. Says 
Dr Aruna Gaur, Consultant, Rockland 
Hospital, New Delhi: "These are fats 
our bodies can't produce, so it's es- 
sential we include them in our diet." 
Some of the benefits of Omega-3 
include reducing the risk of heart 
disease and easing the symptoms 
of arthritis and inflammatory diseases. 
Legumes: Compared to grains, the 
family of legumes, which includes 
beans, peas, peanuts and lentils, 
supply about the same number of to- 
tal calories, but usually provide three- 
to-four times as much protein. Says 
Dr Tewari: "In addition to lowering 
cholesterol, the high fibre content 
of legumes prevents blood sugar lev- 
els from rising too rapidly after a 
meal, making them a good choice for 
individuals suffering with diabetes, 
and insulin resistance." 


Lean Meat: Says Dr Gaur: "These are 
not only essential for building bones, 
and forming and maintaining nerve 
function, but also for fighting cancer, 
forming blood cells and keeping im- 
mune systems robust." Lean pro- 
teins can be found in skinless chicken 
and turkey. 


Eggs: Although they contain fats, 
yolk contains Vitamin A, some 
Vitamin B and also Vitamins D and 
E. Says Dr Gaur: "Egg white does not 
contain fat; it contains only 20 per 
cent whole egg calories and potas- 
sium. It is recommended that you eat 
three-to-four eggs a week." 

MANU KAUSHIK 
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Business Today honours the winners of the BT-E&Y study of 
India's best managed companies at a glittering awards gala. 


HE MOMENT OF RECKONING 

had come. 

collating and analysing data 
by scores of researchers, it was time 
to declare and fete India's Best 
Managed Companies, the winners 
thrown up by the Business Today 
and Ernst & Young survey of Indian 
companies and their business prac- 
tices. An aura of power and pelf per- 
vaded the ballroom at the rrc Grand 
Central hotel in Mumbai, as the big 
barons of Indian industry and busi- 
ness gathered at the glittering venue 
to applaud the winners. 


After months of 


DEEPTI KHANNA BOSE 


Quite appropriately, Kamal Nath, 
the Minister for Commerce and 
Industry and the man who has pas- 
sionately espoused the cause of Indian 
industry at various international trade 
forums, was the Chief Guest for the 
function that was attended, among 
others, by Harsh Goenka, Chairman 
of RPG Group; Jalaj Dani, President, 
International, Asian Paints; Jim James, 
Director, Haymarket India; Hital R. 
Meswani, Executive Director, 
Reliance Industries; Kaushik 
Chatterjee, Vice President, Finance, 
Tata Steel; Chanda Kochhar, Joint 


Managing Director, icici Bank; 
Sangram Tambe, Vice President 
(HR), Tata Motors; Brahm 
Vasudeva, Chairman, Hawkins 


Cookers; and Subir Raha, 
Executive Vice Chairman, Hinduja 
Group, who was on the eminent 
panel of jurists that included Bakul 
Dholakia, former Director of IIM 
Ahmedabad and Amal Ganguli, a 


leading independent director. 
Kamal Nath's trademark pep 
and good humour was in evidence 
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‘Oe Manta 


as he addressed the gathering. He 
talked about, among other inter- 
esting things, a queer paradox that 
taced him now. Recalling how 
tough it used to be in the “old 
days” to convince foreign compa- 
nies to invest in India, he said today 
there were so many coming into 
the country that it was becoming 
difficult for him to identify enough 
areas for them to invest in. 
Business Today Editor Sanjoy 
Narayan, in his welcome address, 


10 13 ก 13 


| 1. Rajiv Memani, CEO and Country Managing Partner, Ernst & Young India 2. Prabhu 
Chawla, Editor, India Today & Group Editorial Director 3. R Srinivasan, Member. 
| Corporate Management Committee, ITC 4. Ravi Sheth, Executive Director, Great Eastern 


Shipping 5. Jayant Khosla, Executive Director (North), Bharti Airtel 6 


Kamal Nath, Union 


Minister of Commerce and Industry, 7. Chanda Kochhar, Joint Managing Director, ICICI 


Bank 8. Ashish Bagga, CEO, Living Media India 9. Sangram J Tambe, VP (HR), 


, 
| ata 


| Motors 10. AM Naik, CMD, Larsen & Toubro 11. Hital Meswani, Executive Director. 
| Reliance Industries 12. Koushik Chatterjee, VP (Finance), Tata Steel 13. D D Rathi 


Wholetime Director and CFO, Grasim 


INVASO 





Pep talk: Commerce minister Kamal 


Nath addressing the function 
extolled the efficacy of these 
awards, saying they serve a two-fold 
purpose. They not only acknowl- 
edge and salute excellence but also 
help in unearthing and creating 
role models for others to emulate. 

Prabhu Chawla, Editor, India 
Today and Group Editorial 
Director, noted that Indian indus 
try was moving out of the com- 
fort zone, adding that it was time 
for it to develop its own manage- 
ment practices. 

Kamal Nath presented th« 
awards to nine companies that 
won from each of the nine industry 
sectors (See: The Winning Nine). 
However, the top honours went to 
Larsen & 


was adjudged the best of India’s 


[oubro (L&T), which 
jest Managed Companies. 
Speaking after receiving the award, 
A. M. Naik, CMD of L&T, 


a tribute to the professional man 


said: "It is 
agement team at L&T, where em 
powerment and accountability are 
of paramount importance. In 70 


I 


years of its existence, L&T has cre- 
ated a management culture that is 
rooted in ethics, integrity and ล 
deep sense of patriotism. We sin- 
cerely believe that nation-building 
is at the core of all our activities." 

The awards function, which 
was conducted charmingly by em 
cee Shefali Talwar, was followed by 
cocktails and dinner, where the 
guests mingled and networked with 
each other freely. Ashish Bagga, 
CEC ). | iving Media Gri up, pro 
pi sed the vote of thanks. 8i 


bt event 


BUSINESS TODAY-HONDA PRO-AM OF CHAMPIONS 


LORDS OF THE GREENS 


The cream of India Inc. came together to play golf at the 13th Business 
Today-Honda Pro-Am of Champions 2008. sHARAD KOHLI 


IMAR 


PHOTOGRAPHS BY SATISHKAUSHIK, RAJKI 





FTER WHAT SEEMED AN 
interminably long win- 
ter, the summer has 
made a brutally swift 
appearance this year. 
Not that it deterred the movers 
and shakers of India Inc. from 
teeing off at the Grand Finale of 
the country's only stand alone 
Pro-Am. The rrc Classic Golf 
Resort, a half-hour's drive from 
the mall-dominated skyline of 
Gurgaon, and the event's home 
for all but one year, looked pic- 
ture-postcard pretty, and provided 
the wonderful (and challenging) 


backdrop for the two-day event. 


The BT-Honda Pro-Am is 
never less than enjoyable for the 
recreational golfers, but once on 
the golf course, these men are 
loath to give an inch to each 
other. They're competitive, often 
fiercely so, yet more than happy 
to be the target of merciless but 
good-natured ribbing about their 
golfing skills (or the lack thereof). 
And walking towards their golf 
balls on the fairway, or over a 
post-round glass of chilled beer, 
these men might be talking golf, 
business or money—and life (not 
necessarily in that order). Golf, 
after all, is just an extended male- 
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Big boys play: 1. Andrew Horne, MD, Xerox, Modicorp., Winner of Longest Drive on Day 1 2. Anup Singh, Director, ITC 3. 
Hardeep Singh, Chairman & Managing Director, Cargill India 
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Professional touch : Business Today Editor-in-Chief Aroon Purie with the overall winner for Day 1 and Day 2—pro 


Sanjay Kumar (L); and with the overall runner-up for Day 1 and Day 2—pro Ashok Kumar (R) 


bonding session; it begins in the 
clubhouse and ends there, too. 

"It's a good day out," says 
Akshay Kilachand, Director, Kesar 
Enterprises. “This is an event that’s 
always organised well.” Kilachand, 
winner of the Mumbai leg (0-8 
handicap category), is a 5-handi- 
capper who plays at the Willingdon 
Sports Club in Mumbai. He has 
become a familiar face at the 
BT-Pro-Am—“I have played five 
Or six times." 

The tournament is great for 
picking up tips from the pros. 
Kaushik Dutta, Partner, Pricewater- 
houseCoopers, was playing the BT- 





4. Kensaku Konishi, CEO, Canon India 5. Vikram Mehta, Chairman, Shell India 
6. Lam Chih Bing, pro golfer from Singapore 


Pro-Am for the third time. *I had a 
lot of fun," he admits. “The pro in 
my foursome was very good and 
friendly, too." For Gaurav Seth. 
MD, Standard & Poor's, it was both 
a learning experience and an eye- 
opener. Seth is also a three-time 
participant. "It reminds us ama- 
teurs how long we have to go, lit- 
erally, to reach the level of the pros. 
But it was great fun being out there 
playing with the pros." 

"The event is phenomenal, and 
BT is doing a great job," lauds Rahul 
Khanna of Cleveland, the golf 
equipment maker. There were 
plenty of thoughts flying around 
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On the podium: (L) Masahiro Takedagawa, President & CEO, Honda Siel Cars India, with the winning 
pro of Day 1, Sanjay Kumar; (R) Takedagawa with the winning pro of Day 2, Ashok Kumar 


on how Indian golf, riding the crest 
of a wave following the successes of 
S.S.P. Chowrasia and Arjun Atwal in 
the European Tour events this year, 
can maintain its upward swing. “Get 
industry to interact with the pros on 
a regular basis, so that there is an in- 
crease in sponsorship," says 
Cleveland's Khanna. *We should 
have more such events; industry 
should help out golf and golfers 
more." The Br-Pro-Am, believes 
Khanna, can be a perfect platform 
for Indian corporates and profes- 
sional golfers to meet. 

So, does the well-worn cliché 
fairways and greens dot 
as places for netwo 
hold true? “I 
immediate fdiilome," says Mukul 
Bahri, JointWifanaging Director, 
Jaipur Golden. *Not really," feels 
Khanna. The golf course is more a 


up 
g actually 
e so in one's 











place for hooking up with new 
buddies or renewing old acquain- 
tances. “It is a great way to make 
friends," seconds Bahri. 

The Pro-Am's second and final 
day coincided with the International 
Women's Day, and it was fitting 
that the 13th edition saw the par- 
ticipation of a woman professional 













for the first time. Shalini Malik, 
pro, got the chance to pit her game 
against the men. “I loved playing 
the BT-Pro-Am," says Malik, who 
was a special invitee. 

Malik, who played the Emaar 
MGF Ladies Indian Masters in 
December 2007, an event on the 
Ladies European Tour, adds that 
the only downside of an otherwise 
memorable experience was that she 
had to play off the men's tees. That 
left her at quite a disadvantage. 
Not that the amateurs minded 
much. *The guys were thrilled 
when they hit their golf balls past 
mine. And they also enjoyed it 
when they beat me on the *beat 
the pro' (the second) hole!" 

For the record, journeyman golfer 
Sanjay Kumar took the honours 
amongst the professionals. Kumar 
got drunk on birdies on the first day, 
firing 12 of them in a 12-under-par 
60, and followed that up with a 68 
for a 36-hole total of 16-under-par 
128. The stocky pro from Lucknow 
ended the event richer by Rs 
1,75,000—he won Rs 1.2 lakh for the 
best score and an additional Rs 55,000 
for his first-day fireworks—the best 
round over the two days. Ashok 
Kumar, the leading money winner 
on tour during the 2006-07 do- 
mestic season, took home Rs 55,000 
courtesy his nine-under 63, the low- 
est card on Day 2, and Rs 80,000 
for finishing overall runner-up. 

In the team event, Naman 


Steely resolve: 1. Siddharth Shriram, Chairman, Mawana Sugars 2. Simon Y.S. Shim, CEO & MD, LG Life Sciences India 
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Take a bow: Rekha Purie with winners (L to R) Deepak Talwar, Nikhil 
Chopra, Naman Dawar and Vijay Dhawan 


Dawar, pro, led his foursome of 
Nikhil Chopra, former Indian crick- 
eter; Vijay Dhawan, Partner, S.N. 
Dhawan & Co; and Deepak Talwar, 
Chairman, DTA Consulting, to vic- 
tory. They finished on 124 
Stableford points, with Dawar earn- 
ing Rs 70,000 for his winning ef- 
forts. In second place, four points be- 
hind, was Shamim Khan’s team of 
Ravinder Saroop, Director, Ministry 
of Finance; Arvind Sethi, Managing 
Partner, Cap M Consulting; and 
Raj Verma, Vice President, Reliance 
Energy. The pro, Khan, won Rs 
40,000. The lucky amateurs from 


both the winning and runner-up 
teams got an all-expenses-paid trip to 
South Africa, courtesy Sun 
International; the winning trio will 
be flown there by South African 
Airways, and their stay will be taken 
care of by ITC. 

Meanwhile, Andrew Horne 
(Day 1) and Harinder Sikka, Senior 
President, Nicholas Piramal, (Day 2) 
walked away with the Honda 
Longest Drive Prize; Sandeep 
Malhotra, 16161 Venture, (Day 1) 
and Deepak Verma, Mp, Sheffield 
Vermark, (Day 2) bagged the rrc 
Straightest Drive award; while Upen 


Roop Rai of Indiatimes (Day 1) 
and Ashok Jaidka, CEO, South- 
Asia Hellmann Logistics India, (Day 
2), took home the Avaya Closest 
to the Pin prize. 

But, for the 13" successive year, 
the sexy and much-desired Honda 
CR-V car had no takers. But that 
wasn't so, one can be assured, for 
any want of effort on the part of the 
competitors. The car was the prize 
on offer, for the amateurs, on the 
par-3 fifth hole at the Jack Nicklaus- 
designed golf course. Instead, Arvind 
Wable, Executive Director & CEO, 
FCB-Ulka Advertising, (Day 1), and 
Gen. J.J. Singh (Day 2) walked away 
with the Honda Hole-in-One 
‘Almost Made It!’ prize. 

The Br-Honda Pro-Am keeps on 
growing every year, and the busi- 
ness fraternity looks forward to its 
springtime date with the pros. Once 
the day is done, they swap stories and 
reminisce on what was, and also 
what could have been, at the prize 
ceremony and dinner. And as ever, 
this was held at rrc The Maurya, 
and was a corporate-starred and 
glittering occasion. 

The Br-Pro-Am is sponsored by 
Honda Siel Cars India and co- 
sponsored by Avaya Global 
Connect, rrc Hotels. ColorPlus is 
the styling partner. 8 





ISTE af today ` 


PRO-AM OF CHAMPIONS 20028 
PRO-AM OF CHAMPIONS 20028 


acer D 


เง 
| wL (— (TOWELCOMGROUP 
<4 — e- 3 0 


D ou. 
| 


e 





Picture perfect: Rekha Purie with the runner-up team (L to R) Arvind Sethi, Ravinder Saroop, Shamim Khan and 
Raj Verma; Sanjay Diwan of Avaya Global Connect, Jnaneswar Sen of Honda Siel Cars India, Vandana Mathur oí 
sun International with amateur members of the winning team Vijay Dhawan, Deepak Talwar and Nikhil Chopra 
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6 ธิ ล ห ' ร Hot Pick 


HE CLOSELY FOLLOWS FOOTBALL, LOVES TO READ 
and is taking his baby steps towards becoming a 
collector of Discworld memorabilia. AMBAREESH 
MURTY, an alumnus of Delhi College of 
Engineering and iM Calcutta, replaces Rajan 
Mehra as Country Manager of eBay India. Mehra 
is moving out to pursue an entrepreneurial role in 
venture capital space. Murty, who was Director 
(Marketing & Operations), before his elevation to 
the top, has in the last two-and-a-half years been 
involved with key eBay functions like category 
management, user experience, payments, cus- 
tomer support, global trade, seller acquisition 
and marketing. “While this promotion was on the 
roadmap, it is a great honour and l look forward 
to leading the talented eBay team in India," says 
the 35-year-old. As for the Discworld memorabilia, 
no prize for guessing which portal does he log on 


tO for the collectibles. 


RACHIT GOSWAMI 


Steadfast Ally 


WHEN RELIANCE POWER LIMITED (RPL) CAME UP WITH ITS 
IPO in January this year, it did not have a CEO except 
Reliance Energy man K.H. Mankad as its Whole- 
Time Director. In the absence of a CEO, Non-Executive 
Chairman Anil Ambani himself handled all the fire- 
fighting that followed the miserable performance of 
Reliance Power stock on its debut on stock exchanges. 
Now, RPL has got an executive head in J.P. CHALASANI, 
49. The new CEO has been on the board of Reliance 
Energy since January 2003 after the group's takeover 
of BsES. At the time, he was a Director with BSES 
Infrastructure Finance. Chalasani, an engineering grad- 
uate, has about 26 years of experience in power. He be- 
gan his career with the power giant NIPC before switch- 
ing to the private sector. Time for him to deliver 
another power-packed performance. 





Calling the Shots 


RAVI SHARMA, 46, FACES A FORM 
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The Rich Kid 


HIS ICON DURING THE STUDENT DAYS AT IIT DELHI IN 
the mid-90s was Microsoft Chairman Bill Gates. 
SAMEER GEHLAUT, 34, makes his entry into the 
Forbes list of billionaires as the youngest self-made 
Indian billionaire in 2008—the same year when 
Gates loses the honour of being the richest man in 
the world after 13 years on top. Says Gehlaut: 
“Since my IIT days, I always aspired to build some- 
thing from scratch. If it wasn’t Indiabulls, I would 
still be doing business in some part of India.” The 
Chairman and Co-Founder of Indiabulls Group 
has built an empire with two pals from irr, Saurabh 
Mittal and Rajiv Rattan, in less than 10 years. This 
business now has a networth of Rs 8,000 crore. 
“Wherever we see opportunity, we grab it at the very 
first instance. We have just got warmed up before the 
race and there's a lot to come,” insists Gehlaut, 
who feels today the greatest advantage he has is his 
age. Few can dispute that. 


Still Flying Solo 
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Iconic Advisor 


INFOSYS CHIEF MENTOR N.R. NARAYANA MURTHY, 61, 
is not heard these days. He is keeping a very low 
profile since the national anthem controversy en- 
snared him and took him through difficult times. 
At the end, though, he emerged unscathed. Now, 
Murthy is in the news again—this time for playing 
the role he plays with finesse. Global banking giant 
HSBC has appointed him as an 

Independent Non-Executive 
Director on its board with 
effect from May 1, 2008. 
He will receive a remuner- 
ation of £65,000 (about Rs 
52 lakh) per annum. The 
unassuming Murthy is also 
an Independent Non- 
Executive Director on the 
boards of FMCG giant 
Unilever and NDTV, and a 
director of the UN 
Foundation. Murthy, 
who co-founded Infosys 
in 1981 and functioned 
as its CEO for 21 years, is 
known for his 
corporate philan- 
thropy. He is associ- 
ated with institu- 
tions like INSEAD, 
Stanford and 
Yale. Multi- 
pronged role in- 
deed for the 
man with the 
Midas 
touch. 





























AMIT KUMAR 


SIDDHANTA SHARMA, EXECUTIVE CHAIRMAN, SPICEJET, HAS SPENT A LOT OF TIME 
over the past month explaining that he did not exactly mean something he 
said in an interview. “Would | like the Tatas to join the SpiceJet board? 
Obviously | would, because the โล ใส ร would bring in a lot of management 
depth and resources," he says. But the Tatas, who own 7 per cent of SpiceJet 
equity via Ewart Investments, are not coming on board just yet. "The Tatas 
are furiously expanding across the world and have indicated to us that they 
will not be able to spare resources," Sharma, 48, says. But that has never 
stopped talk of the Tatas re-entering Indian skies through SpiceJet. 
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gus The Alchemist 


ICHOLAS PIRAMAL INDIA (NPIL), ONE OF INDIA'S LEADING PHARMACEUTICAL COMPANIES, 

is going through a major makeover. And the man steering the transformation is 

Chairman Ajay G. Piramal, who has not only given NPIL a new corporate identity, 

complete with new names for the firm and its group companies as well as a new logo, but 
also announced ambitious expansion plans for its venture capital business. 

While NPIL will be rechristened as Piramal Healthcare, group companies NPII 
Laboratories and Diagnostics and Gujarat Glass will be known as Piramal Diagnostic Services 
and Piramal Glass, respectively. The group has also adopted the ancient yogic posture of 
Gyan Mudra as its new logo, which, according to Piramal, is in line with his idea of craft- 
ing an identity to unify the diverse companies of the group. “It epitomises knowledge, 
action and care, which are the core values of the group." 

That's not all. Indiareit Fund Advisors, the real estate venture capital fund pro- 
moted by the Piramal Group, has announced plans to launch an offshore fund. *This will 

be an international fund of $700-800 million (Rs 2,800-3,200 crore). We already have a 
commitment of $250 million or Rs 1,000 crore (from 3i Plc)," says Piramal. 

Farlier, the group successfully hived off its R&D arm into an independent entity called NPIL 
Research & Development, which has now been renamed Piramal Life Sciences. Analysts have 
valued the pipeline of drugs under development at the firm at $480-540 million 
(Rs 1,920-2,160 crore) and now Piramal plans to list it on the stock exchanges in June. 

| In 2008, all eyes will be on Piramal, an alumnus of Mumbai's Jamnalal Bajaj Institute 
of Management Studies, under whose stewardship the group's revenues crossed Rs 3,000 
| crore in 2006-07. But given the deteriorating global and domestic sentiments, it will be 
Ai rie | interesting to see how his plans unfold. m 
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from anywhere. 


Jet Airways introduces Mobile Ticketing. Now book air tickets from your mobile phone no matter where you are. What's mor 
you can cancel as well as avail refunds through this secure service. To start booking, simply SMS 'JetWallet' to 56388 f 


your GPRS enabled phone or log on to www.jetairways.com/mobileticketing/ and download the application now! 
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JK TYRE 
DRIVES TECHNOLOGY 


All THREE NEW “WORLD CARS" 
DRIVE EXCLUSIVELY ON JK TYRE 











Maruti Suzuki SX4 Zxi on 205/60 R16 Vectra, Mahindra Renault LOGAN & Swift Zxi 







on 185/70 R14 Vectra, Maruti Suzuki Swift (Lxi & Vxi) on 165/80 R14 Tornado 
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50 Minutes: 


Authofized BMW Dealers in India: 
Bangalore: Navnit Motors +91 80 
Delhi and Gurgaon: Deutsc 

Kochi: Koyenco Prestige +91 

infinity Cars +91 22 6714 510 
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' 000 Chennai: KUN Exclusive +97 44 4291 1111 
7 Hyderabad: Delta Motors +91 40 3028 2900 


1 7010 Mumbai: Navnit Motors +91 22 2625 3333, 
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ITC's WILLS LIFESTYLE at:Delhi South Ex.-1 | G.K.-1 | C.P. | Karol Bagh | TDI Mall, Rajouri Garden | Select Citywalk, Saket | Noi 
The Great India Place | Gurgaon The Metropolitan Mall | AMBI Mall, NH8 | Chandigarh Sec.-17 | Ludhiana The Mall | The Weste 
Mall | Lucknow Fun Republic, Gomti Nagar | Sahara Ganj | Kanpur Rave | Jaipur M.I. Rd. | Dehradun Rajpur Rd. | Jammu Residency 
| Bengaluru Brigade Rd. | Indiranagar 100 feet Road | Total Mall, Sarjapur | Chennai Khader Nawaz Khan Rd. | Chennai Citi Cent 
Hyderabad Panjagutta | Ernakulum M.G. Rd. | Vishakhapatnam Dwarka Nagar | Thiruvananthapuram M.G. Rd. | Kolkata Shakespe 
Sarani £t Camac Street Crossing | City Centre, Salt Lake | South City Mall | Bhubaneshwar Janpath | Ranchi GEL Church Comple 
Siliguri Cosmos Shopping Mall | Mumbai High Street Phoenix | Linking Rd. | Mega Mall, Andheri | Inorbit Mall, Malad | Nir 
Lifestyle, Mulund | Colaba Causeway | Pune J.M. Rd. | East Street | Ahmedabad C.G. Rd. | Iscon Mega Mall | Raipur City Mall 
Baroda Alkapuri | Surat Parle Point Circle | Iscon Prozone Mall | Goa M.G. Rd., Panjim | 





From The Editor 


OOK AT SOME OF THE MOST SUCCESSFUL CORPORA- 
[ around the world, and you'll find one thing 
that's common to them: they are innovative. 
They have not just survived in their industries but 
risen to leadership positions simply because they have 
Seles: SHE TUA been smarter than their competitors. They manage 





Executive Editor Ah Peri their product pipelines better, their supply chains are 
Deputy Editor: Arnab Mitra leaner and more effective, their people processes attract 


and retain the best talent, and even in accounting and 
financing they are innovative without being inventive! 
In India, innovation is a relatively new concern. The 





Assistant Editors: K.R. Balasubramanyam (Bangalore), Tejeesh {Jigpun Singh Behi fact that Indian companies now compete against the 
ซะ eer E Kama Sm rs best of global rivals is, of course, one reason why 

Anusha Subramanian they are taking innovation much more seriously. The 
เล ร ค t Daten, other reason for that is even more significant. A lot of 
Principal Ce Anumeha Chaturvedi (Delhi), Deepti ค่า แร น Boss the products and services that are sold elsewhere in the 
EA RDC (ON PNG SO (ON world—and even how they are sold—are not ‘India 


Senior Correspondents: SN OC OS Pe ere ND, ready’. They need a lot of tweaking and sometimes 


wholescale low-cost reinvention to be locally rele- 
vant. The point: India is your market only as long as 
you are able to customise products for it. 

To find out the state of innovation in India, Business 
Today tied up with the Monitor 





ณะ ล ners (Chet Vibe Vin G Vikas Gupta, Anita อ ลา ตก, Group, founded in 1983 by Harvard 
Business School’s strategy don 
Infographics: Kapil Kashyap (Deputy Art Director) Mich : 

Production Department: Dinesh Sachdeva (Chief of Production), ichael Porter and his colleague 
Narendra Singh, Rajesh Verma Mark Fuller. The results of our study 
ฒ (see page 55) are fascinating. For 
Associate Publisher (Impact): Raaju Sarin instance, the companies that have 

c ` . 
AR emerged as the most innovative have 





a totally different approach to in- 
novation. As the experts at Monitor write, “the most 
innovative companies have realised that innovation is 
not about developing new products and services but, 
more fundamentally, about discovering new ways to 
create value". In other words, it's great if you can 
I ซ้ o come up with a breakthrough product like the Tata 
o ME =f Nano, but if you can’t, then you can still be a Cipla or 
a Ranbaxy, which didn't invent the AIDS drug but 
used their skills in chemistry to come up with generic 
copies that dramatically lowered the cost of therapy for 
poor patients. Or you can be an Airtel that is so 
focussed on its “least-cost business model” that it out- 
sources almost every bit of its operations. 

Innovativeness is something Tata Motors will have 
to turn to once again as it brings to its fold two iconic 
car brands, Jaguar and Land Rover. Bought for $2.3 
billion (Rs 9,200 crore), JLR gives Tata Motors ac- 
cess to the top end of the global car market and the 
know-how that goes into engineering such fine cars (see 
page 88). There are several challenges the acquisition 
poses for the Indian car maker, but, then, the company 
that made the Nano probably has challenges for 
breakfast, lunch and dinner. 


Sanjoy haragan 
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The Business of Innovation 

Costs are soaring, the market is becoming in- 
creasingly cluttered, and customers are Decom- 
ing ever more demanding. The only way compa- 
nies can survive and prosper in this market is by 
internalising innovation in their DNA. Who are 
India's leading innovators? Our cover story this 
time, in collaboration with the Monitor Group, 
founded in 1983 by Harvard Business School's 
strategy don Michael Porter and his colleague 
Mark Fuller, tells you, for the first time in India. 
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HUL Makeover 

THE COVER STORY ON HUL SHOW- 
cases the comeback of the consumer 
goods giant after a period of sluggish 
growth. When Nitin Paranjpe takes 
over the mantle as the new CEO in 
April, he will have a tough job on his 
hand. Retaining Hut s market share 
and increasing profitability are going 
to be some of the critical challenges 
for Paranjpe. One hopes that he is 


able to expand HUL’s bottom line 


faster than the FMCG industry 














Questionable Concessions 
THE CONCERNS RAISED IN RS 60,000- 
crore Waiver for Whom? (Br April 6, 
2008) are pertinent. Budget 2008 is 
a populist one and seems to have 
been presented with an eye on the 
elections. There is something for 
everyone but the quantum of total 
concessions is questionable. Such 
concessions will lead to a surge in the 
fiscal deficit, which the government 
has been trying to bring under con- 
trol. But there is no effort to in- 
crease farmers' incomes and to make 
them financially self-sufficient. All 
benefits should actually reach the 
persons for whom those are meant. 
MAHESH KAPASI, through e-mail 


Going Strong 

THE INTERVIEW WITH E. NEVILLE 
Isdell, Chairman & CEO, Coca-Cola 
(BT April 6, 2008), shows his cher- 
ished values and unshakeable com- 
mitment in building the Coke brand 
in India. Isdell's initiatives to make 
a difference in corporate gover- 
nance and brand management 
demonstrate his zeal even in his 
post-retirement period. The suc- 
cessful launch of the low-calorie 
Coke is a case in point. It is en- 
couraging that a person's age is 
irrelevant for entrepreneurial success 
and growth as long as sound prin- 
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average. 


JACOB SAHAYAM, through e-mail 


ciples are adopted, focus is main- 
tained and one remains commited 
to growth. 

B. RAJASEKARAN, through e-mail 


Organic Growth Not Enough 
MERGING TO GROW (BT, MARCH 23, 
2008) was a good story. The Indian 
banking scenario is going to change 
after 2009. Full capital account con- 
vertibility will make the capital mar- 
ket more volatile. Basel II norms 
will require banks to have a much 
larger capital base, and the opening 
up of the sector is sure to have far- 
reaching consequences for Indian 
banks. Smaller banks will especially 
be in trouble unless they grow rap- 
idly. Growing organically will not be 
enough and banks will be com- 
pelled to take the inorganic route 
for faster growth. HDFC Bank has 
been quick to perceive the chal- 
lenges ahead, and the move to ac- 
quire Centurion Bank of Punjab 
(CBOP) will help it gain balance sheet 
size and reach considerably. 
SRINIVASAN UMASHANKAR, through e-mail 


Storm in a Coffee Cup 

YOU SAY, "INDIA HAS TRADITIONALLY 
been a tea-drinking market" 
(India's Coffee Barons, BT, April 
6, 2008). What piffle! The three 
states of Tamil Nadu, Karnataka, 


and Andhra Pradesh with a total 
population of almost 200 million 
have traditionally been coffee- 
consuming regions. Karnataka and 
Tamil Nadu are also the only 
states in the country where coffee 
is grown. I frequent many of the 
coffee shops you have mentioned 
in the story but still find my own 
filter-brewed coffee, made from 
unblended beans, leagues ahead in 
taste and smell. Fancy names do 
not inake a gourmet coffee. The 
rest of India, it would appear, 
has belatedly woken up to the 
charms of coffee. 

$.]. NATHAN, through e-mail 


Apathy Won't Do 
BT-E&Y study on "India's Best 
Managed Companies" (gr, March 
23, 2008) rightly considers emis- 
sion reduction as a parameter in 
CSR. But the stark reality is the lack 
of action among companies. Green 
technologies are available for iso- 
lating CO; from industrial emissions 
and can be gainfully utilised in other 
areas as well. Companies imple- 
menting such norms can help save 
the society at large from climatic 
catastrophes such as global warming. 
Y.R. KARNAD, through e-mail 
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FAWZAN HUSSAIN 


Low-cost Innovation 


F THERE'S ONE HUMAN TRAIT THAT HAS SEEN MANKIND 
Ti the Earth's tumultuous history, it is the 
ability to innovate. The ability to make fire ensured that 
man no more died of cold; the invention of wheel 
took him to safer and more bountiful places on the 
planet; and everything else that we see around us to- 
day—from the printing tech- 
nology that made this maga- 
zine possible to the computer 
on which the editorial was writ- 
ten to the jet engine to telecom- 
munications—has enriched our 
lives in one way or another. 
Yet, not everyone values inno- 
vation to the same extent or Is 
even capable of innovation to 
the same extent. India, for ex- 
ample, spends a mere 0.8 per 
cent of its gross domestic prod- 
uct (GDP) on research and de- 
velopment; Fortune 100 com- 
panies alone possibly spend 
more. Also, the bigger investor 
in R&D in India is the public 
sector, which accounts for Rs 8 
of every Rs 10, although it 15 
quite possible that the private sector, which accounts for 
the other Rs 2, gets more bang for the buck. 

We believe the private sector investment in R&D will 
rise in the years ahead. Yet, more than R&D budgets, it 
is the change in India Inc.’s mindset that reassures us 
about innovation within the country. The Tata Nano, 
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to be marketed at Rs 1 lakh, is perhaps the best example 
of it, but there are several other examples of break- 
through. Cipla and Ranbaxy’s low-cost AIDS therapy, 
Bharti’s outsourced “least-cost business model”, 
Citibank’s low-balance Suvidha savings account (now 
launched in several other countries), Icici Bank's *fac- 
tory’ model for banking, and 
Aravind Eye Care’s stunning 
success in ultra-low-cost cataract 
surgeries are all examples of 
those. There’s something com- 
mon to these innovations—they 
are all low cost, and meant to 
tap a consumer base that oth- 
erwise may be out of reach of 
marketers. Could India become 
the centre of low-cost innova- 
tion in the world? Yes, pro- 
vided companies become sys- 
tematic about innovation. 

Often, companies tend to 
view innovation from the nar- 
row sense of invention. They do 
so to their detriment. As the 
Business Today-Monitor Group 
study reveals, innovation can 
be anything as long as it is about new ways of creating 
value—value for your customers, vendors, employ- 
ees, shareholders, or even the society. Such innovations, 
when taken together in a company, can be extremely 
powerful. However, to do that, companies must make 
innovation a way of life. 
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Hobson’s Choice 


ESPITE ITS BEST EFFORTS AT KEEPING PRICES DOWN, 
Dire government is faced with an inflation fire that 
refuses to die out. The inflation rate based on the 
wholesale price index shot up to a 13-month high of 
6.68 per cent for the week ended March 15. Then, there 
have been ominous signs over the last few weeks that the 
growth engine—and, in particular, industrial and in- 
frastructure sector growth rates—is slowing down. 

The two trends together conjure up the spectre of 
a period of high inflation and slowing growth. Of the 
two, the former is likely to occupy the government 
and the central bank more. Prime Minister 
Manmohan Singh, Finance Minister P. Chidambaram 
and RBI Governor Y.V. Reddy have all said so, in so 
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many words. 

But the authorities are fast running out of soft op- 
tions. RBI's annual credit policy announcement is due on 
April 29, and it is widely expected that inflationary pres- 
sures will force the central bank to hold key rates 
and, maybe, even increase the Cash Reserve Ratio, 
to suck some more liquidity out of the system. Reddy 
had held on to rates in the previous quarterly review in 
January-end despite the Us Federal Reserve slashing in- 
terest rates. But this course of action is now a little more 
complicated than it was in the past. 

For one, this time around, the inflation is not de- 
mand-led and, hence, not so easily amenable to mon- 
etary tools. The main contributors to inflation over the 
past six months have been fuel, metals and edible oils 
& oil seeds. These commodity prices, influenced as they 
are by global prices, will ease only when the threat of 


a global economic slowdown becomes real and demand 
slackens. That's a long-drawn-out process. 

For another, continuing with higher rates will keep 
the interest rate arbitrage window between the devel- 
oped economies and India open for some more time, 
and lead to more foreign funds inflows, which, in 
turn, will push the rupee higher against the dollar. 
Exporters, already smarting from last year's 12 per cent 
appreciation, will be impacted even further. However, 
given the political imperatives—10 Assembly elections 
and the General Elections are due over the next 13 
months—RBI’s options are limited. 

It is a Hobson's choice for both the government and 
the central bank. But some good may yet come out of 
this mini-crisis. Tough times have forced governments 
in the past to press ahead with the reform agenda. 
Maybe this one will, too. 





It's Time to Rethink the Tibet Question 


T’S A PARADOX THAT INDIA S FOREIGN POLICY MANDARINS 

have to address. India harbours big power ambi- 
tions but is stuck with a strategic doctrine that re- 
mains mired in the Third World mindset. How else can 
one explain the diffident, even servile, Indian reaction 
to Chinese repression in Tibet? 

If this wasn't galling enough, the authorities in 
Beijing humiliated India further by 
summoning our Ambassador, 
Nirupama Rao, at 2 a.m. to hand 
over a letter protesting Delhi's han- 
dling of Tibetan protestors in the 
Indian capital. The Indian response: 
a postponement of Commerce 
Minister Kamal Nath's visit to 
China. Even here, it was clarified 
that the delay wasn't a diplomatic 
protest; just a rescheduling of the 
long-scheduled visit to cater to some 
last-minute changes in his Chinese 
counterpart's diary. 

This comes close on the heels 
of China's brazen reiteration of its so- 
called claims over Arunachal Pradesh 
and the transgressions of the international border by its 
armed forces. Significantly, Chinese claims over that state 
stem from the fact that at some distant point in history, 
the Tawang tract in Arunachal Pradesh was part of 
the Tibetan empire. India has, since the time of 
Jawaharlal Nehru, helped the Chinese case and cause by 
accepting Beijing's self-proclaimed rights over Tibet. 

Then, China has slowly expanded its influence in 
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Tibet unrest: Time to confront China? 





South Asia—by stoking insurgency in the North East, 
arming Nepal, Myanmar and Sri Lanka, and, of course, 
helping Pakistan acquire embargoed nuclear and missile 
technology. It has already built a large naval station in 
Myanmar's Coco Islands, barely 20 nautical miles from 
Andaman and Nicobar, and is building another deep wa- 
ter naval base in Gwadar in Pakistan. Simultaneously, it 
mouths platitudes about its relations 
with India and humours New Delhi 
by speaking the language of coop- 
eration. Geo-strategic experts call 
this a policy of “containment and co- 
operation". It's a trap and India is 
walking in with its eyes open. 
Foreign policy and the projection 
of sovereign power are as much 
about ground realities as about per- 
ceptions. By proving to the world 
that India is a weak, effete nation 
that cannot even stand up for its 
own self-respect, the Chinese lead- 
ership is sending across a strong 
message to the world. At a time 
when India is trying, after a fash- 
ion, to spread its influence in South East and Central 
Asia—both regions are critical to India's economic fu- 
ture—this may tilt the regional power balance quite de- 
cisively Beijing's way. India desperately, and immediately, 
needs a diplomatic tool that can put China on the de- 
fensive. The developments in Tibet offer just that op- 
portunity. But for that, the government will have to start 
thinking like an emerging big power. 8 
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Chidambaram’s 
Real Balance Sheet 


The real fiscal deficit is actually way beyond what 
the official numbers reveal. RISHI JOSHI 


M 





P. Chidambaram: The Finance Minister has his task cut out 


Rs 60,000-crore farm loan waiver package announced in the 

2008-09 Union Budget comes the recommendations of the Sixth Pay 
Commission, which are likely to be accepted. This will cost the central ex- 
chequer Rs 30,621 crore. Between now and May 2009, there are 10 
Assembly elections and the next General Elections to be won, so the po- 
litical imperatives behind the government's generosity are, perhaps, un- 
derstandable. But the question is: can it ensure that these “gifts” will not 
adversely impact the fiscal situation? Says D.K. Joshi, Principal Economist, 
CRISIL: "It's definitely going to hurt the fiscal consolidation process and make 
it difficult for the government to meet its FRBM targets." 

Finance Minister P. Chidambaram has emphasised several times that 
he has "enough head room" to fund the increased pay for civil servants and 
bankroll the farm loan waiver. He, too, is referring to provisions of the FRBM 
Act, which states that the government has to *reduce the fiscal deficit to 
not more than 3 per cent of GDP by March 31, 2009". The govern- 
ment's balance sheet shows that he is almost there (officially, the fiscal deficit 
is at 3.1 per cent). Chidambaram is now targeting a fiscal deficit of 2.5 per 
cent in 2008-09. This gives him a “head room” of 50 basis points (of GDP), 


F HE GOVERNMENT IS IN A GENEROUS MOOD. CLOSE ON THE HEELS OF THE 
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The fortnight's burning question. 


ISTHE INDIAN — — 
ECONOMY HEADING —— 
FOR A SLOWDOWN? ง 


Yes. D.K. Joshi, Principal 


| expect economy to slow down in 
the short-term. The high interest 
rate regime and fears of a global 
slowdown are likely to slow India’s a'S 
economic growth to about 8 per 
cent. But | think, even if the econ- 
continue especially in the infra- 


structure sector. 
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which comes to approximately Rs 26,500 crore. Says Finance 
Secretary D. Subba Rao: “The head room that the Finance Minister 
has spoken of should take care of the Pay Commission recom- 
mendations. And we expect the revenue buoyancy, beyond Budget 
estimates, to take care of the farm loan waiver." 

Now. let us do some math. Assuming that the government's reg- 
ular expenditure, plus the increased salary burden, results in a fiscal 
deficit of 3 per cent, as envisaged by Chidambaram, how will he ac- 
count for the first tranche of Rs 25,000 crore that the government 
will have to provide this year for the loan waiver? The economy is 
slowing down. The inflation rate is at a 59-week high of 6.68 per cent. 


THE PRESSURE POINTS 


Chidambaram hasn't accounted for several crucial heads of expenditure 
while calculating the “official” fiscal deficit figure. 





Pay Commision recommendations to result in additional payout of Rs 30,621 crore 
Farm loan waiver, too, will add significantly to the government's expenditure 

Oil and fertiliser subsidies have been artificially kept off the government's 

balance sheet 


State governments under pressure to increase the salaries of their employees; this 
will hurt fiscal consolidation further — 


So, the Reserve Bank of India is unlikely to ease up on interest rates, 
thus, impacting consumption, and, consequently, corporate prof- 
itability. In such a scenario, the expected tax buoyancy may not ma- 
terialise. Says Ajit Ranade, Chief Economist, Aditya Birla Group: 
“Taken together, the Pay Commission recommendations and the farm 
loan waiver will definitely result in a fiscal deficit of over 3 per cent.” 

Economists are also concerned that the Finance Ministry’s fiscal 
deficit estimates don’t factor in off-Budget items like oil and fertiliser 
subsidies. During 2007-08, special bonds, amounting to Rs 7,500 
crore and Rs 23.460 crore, were issued to fertiliser and oil marketing 
companies, respectively. Says Joshi: “The government is suppress- 
ing the fiscal deficit through off-balance sheet items. These, I expect, 
will push the figure up by at least another half a percentage point in 
2008-09." Already, Chidambaram's real balance sheet is looking a 
lot less impressive. 

Then, the Pay Commission Report is expected to put pressure on 
the state governments to follow suit with similar pay increases for 
their employees. If empirical evidence is any guide, politicians will 
find it difficult to resist this pressure, especially in an election year. 
According to some estimates by the Finance Ministry, even a 20 per 
cent increase in salaries of government employees in all 26 states will 
result in an additional outgo of over Rs 46,000 crore annually. This 
is expected to increase the consolidated fiscal deficit of the Central 
and state governments by about 1 per cent. 

The Finance Minister then has his task cut out as he seeks to keep 
fiscal deficit within FRBM limits. Net tax collections, economists 
estimate, will have to increase by 23-25 per cent if the government 
is to meet its budgeted deficit targets (the budget projects an increase 
of 18 per cent increase in net tax revenues). Will they? That's the 
multi-billion dollar question. 
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“We Will Launch Our 
Entire Range Here" 


IFFANY & CO. IS ALSO LOVINGLY 
jtm to as "Tbe most beauti- 
ful place on earth, where nothing bad 
ever takes place”. Matthew Abramo, 
Director (International Trade), at this 
iconic jewellery company, was recently 
in Mumbai for the brand’s imminent 
launch in India. He spoke to BT's 
Deepti Khanna Bose oz Tiffany s plans 
in this country. Excerpts: 


What products will you bring into India? 
Initially, we will test the waters to see 
what the market is most interested in, 
so we won't offer everything to be- 
gin with, but we will introduce our 
entire range over a period of time. 


Will you design anything specifically for the 
Indian market? 

We will not, but we do have a custom 
workshop, with our own jewellers; 
so, if we have a customer who wants 
something, it can be worked on. Also, 
we do have, and are constantly creat- 
ing, a number of pieces that evoke 
Indian culture and lend themselves to 
Indian tastes. 


Who is the typical customer for Tiffany & 
Co. in India? 

He is someone who is well-travelled, 
knows the brand, and knows what to 
expect of it and, possibly, belongs to an 
older demographic. We understand 
that women in India are the predomi- 
nant buyers of jewellery. What makes 
Tiffany so unique is the different price 
points that make it accessible to al- 
most every type of customer. 
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Rising Higher, Falling Harder 


GREAT FALL 
wees in India are among the bigpest losers this year. 





Hong Kong 
Korea 

Portugal 
Australia 
Hungary 


TOP GAINERS 


MARKET 
Morocco 
Peru 
Pakistan 
Argentina 
Egypt 
Chile 
Jordan 
Taiwan 
Thailand 


*Retums as on March 11, 2008 Figures in per cent 
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HE INDIAN EQUITY 
Tea has had a ter- 
rible beginning in 2008. 
The Morgan Stanley 
Capital International 
(MSCI) India Index has 
been the second biggest 
loser among all indices 
across the world. Till 
March 11, 2008, the 
MSCI India Index has lost 
nearly 25 per cent. But 
despite this, over a period 
of one year, the Indian 
index remains among 
the top performers, with a 
gain of 39 per cent. Only 
nine countries, including 
Egypt, Taiwan and 
Thailand, have gained in 
2008. Barring a 28.5 
per cent rise in the 
Moroccan index, the 
other eight countries reg- 
istered gains in the range 
of 2.3 per cent to 11.5 
per cent. 


Source: MSCI MAHESH NAYAK 





A Retail Boost to Mutual Funds 


HE INDIAN MUTUAL FUND (MF) 
pe is expected to witness 
explosive growth over the next 
five years. A study by McKinsey & 
Company projects the MF industry's 
assets under management (AUM) tO 
grow at a CAGR of 33 per cent over 
the next five years, taking the AUM 
of the overall industry to nearly 
Rs 16 lakh crore, a four-fold in- 
crease over current levels. 

The retail segment is pro- 
jected to grow at a CAGR of 36- 
42 per cent to Rs 6.5-8 lakh 
crore, increasing its share in the 


GREAT ASSETS 


The Indian mutual fund industry is expected to 
grow 4-fold over the next five years. 
42 
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Source: McKinsey 


overall AUM pie from 42 per cent at present to 46 per cent by 2012. 
However, the share of the institutional segment is expected to fall from 


46 per cent now to 39 per cent. 
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WHO'LL SHOOT 





N INCREASE IN THE PRICES OF 
consumer durables is immi- 


` nent, but companies are unwilling 


to make the first move. "Steel 
prices have gone up significantly 
and this has pushed up costs by 
almost 8 per cent. We are still 
working out exactly how much 
needs to be passed on to con- 


sumers," says Ravinder Zutshi, 


Deputy MD, Samsung India. 


In fact, the hike is imminent 
for other reasons as well. "Apart 


from higher steel and copper 
with Bureau of Energy Efficiency 
Standards, and that's going to 


affect the prices of players who 





| have to now invest in compres- 


sors that meet the norms. We 
already have products that are 
compliant with energy norms. 
We are weighing options and will 
try to absorb the increased costs 
as much as possible," says Jyoti 
Shekhar, VP (Marketing), 
Videocon Industries. 


Director (Sales & Marketing), LG 
Electronics India: "| do foresee a 
hike in the prices of washing 
machines, refrigerators and ACs, 
but it's an extremely competi- 
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Why IT Firms Love Doctors 


NEXT STOP HEALTHCARE 






FOCUS 


3,500 people focussing on areas like bio-informatics, clinical trials and 
HIPAA compliance 

Claims processing & management, data warehousing 
Care management, payer analytics, lab services, clinical data management 
Hospital information management systems, telemedicine solutions, master 
patient index ' J 
Graduated from building healthcare applications to hardware design 
Separate business that focusses on clinical trials 


LOMPANT 


NDIAN IT AND BPO COMPANIES ARE STEPPING UP THEIR FOCUS ON NEWER 
E and many of them have identified healthcare and life sciences as 
key growth drivers. Already, large firms such as 165, Wipro and Infosys 
Technologies have 3,500, 3,000 and 1,500 people, respectively, in their 
healthcare practices. The opportunity is massive; the global healthcare and 
life sciences industry is expected to spend $40 billion (Rs 1.6 lakh crore) on 
its IT requirements in 2008. *Healthcare providers are looking to modernise 
their legacy infrastructure and cut costs by outsourcing both their technology 
and BPO work to us," says V. Balakrishnan, CFO, Infosys Technologies. 

Apart from developing solutions and updating the technology platforms 
of foreign healthcare companies, tech companies like mid-tier vendor iGate 
Solutions have set up specialised clinical trials arms, while others such as 
Patni Computer Systems have graduated from developing applications for 
medical devices to actually developing the hardware itself. The BPO sector, 
too, is lining up for a bite of the healthcare industry. “We process over 21 
million medical clatms annually and process over $40 million in healthcare 
documents daily," says Neeraj Bhargava, CEO of WNs. 

RAHUL SACHITANAND 








Your SMS Bill Is a Rip-off 


T'S A RIP-OFF. MOBILE PHONE OPERATORS ARE MAKING A KILLING ON 
Leach SMS you send. The Re 1 that you pay for the standard 160-char- 
acter message is way too expensive. How? An SMS contains 140 
bytes of data; so, one MB of data contains close to 7,500 messages. In 
India, you can get a data-limited 
broadband connection of 500 MB 
a month for just Rs 500. If your 
broadband were to be charged 
at SMS rates, you would have to 
pay Rs 37.44 lakh for the 
connection. 

Still, Indians have it easy, 
since people in other parts of the 
world pay a lot more for SMS, 
both for sending and receiving 
(see Cheap, Yet Costly). 

KUSHAN MITRA 


CHEAP YET COSTLY 





Indians are better off than residents of most 
other countries. 


“w 7. 






*PPP figures converted from US dollar and calculated using the 
World Bank 2005 International Comparison Report 
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IT’S JUST 





E AIR-CONDITIONER MARKET IS 
witnessing an explosion of 
style and, with it, some new 
“odd” capacities are being un- 
leashed. Samsung has launched 
a new range of ACs of 0.8 tonne 
and 1.6 tonne capacities meant 
for new-age homes that require 
ACs for rooms of different sizes. 
These new ACs also consume 
less electricity. 

LG Electronics, too, has in- 
troduced ACs in higher capacities. 
Its floor-standing model, which 
can be moved around the house, 
costs Rs 49,000-1 lakh. 
However, the original innovator 
was Voltas, which came up with 
the 0.6-tonne AC for Rs 9,990 in 
2004 to counter the challenge 
from the Korean companies. More 


NEW SIZES 
Companies target customers with new 
capacities. 


BRAND CAPACITY 


5 tonne 


PRICE 
Rs 15,230 
Rs 54,000 


Samsung Ü) 
3 tonne 


0.75 tonne Rs 35,000 


recently, it has launched trian- 
gular ACs. 

It's only now that these new 
segments are gaining critical 
mass. Says Pradeep Bakshi, 
Vice President (Marketing & 
Sales), Voltas: "It was easier for 
traders to push a standard 1- 
1.5-tonne ACs, but now, with 
many middle-class families in 
Tier | and Tier I| towns upgrading 
from coolers and room-sizes get- 
ting smaller, or rooms having 
not the usual shapes, the de- 
mand for new varieties and ca- 
pacities is picking up." 

SHAMNI PANDE 


P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





INFLATION IS THE ENEMY #1 


ITH THE INFLATION RATE RISING, OFFICIALS IN 
North Block have gone into a firefighting 
mode. Finance Minister P. Chidambaram (right) 
has already indicated that he is willing to trade off 
higher economic growth in order to check prices (it 
almost certainly rules out a move to a softer interest 
rate regime anytime soon). Then, Finance Secretary D. Subba Rao told 
Br: "Imports of commodites will be considered wherever they're 
required. We will do whatever it takes to rein in inflation." Already, 
the government has reduced import duties on all edible oils and has dou- 
bled the minimum export price for basmati rice. More such measures are 
likely over the next few weeks. But will they have the desired impact 

when inflation is emerging as a global problem? Only time will tell. 
RISHI JOSHI 


SHORT SELLING IS BACK 


AX R DITHERING FOR A WHILE, SEBI 

(Securities & Exchange Board of India) 

m Tobe re-introduced from has finally decided to bite the bullet on short 

April 21, 2008 sales. A circular issued by the market regula- 

๒ To be limited to F&0 tor has clarified that from April 21. 2008, 

stocks initially both retail and Institutional Investors will be 

allowed to short sell in the cash market. SEBI 

พ Naked sales not permitted — will facilitate the process through a borrow- 

ing and lending module, and initially all F&o 

stocks will be brought under it. This will 

enable short sellers to borrow shares to meet the delivery requirements. 

Thereisa rider though: sEBI has ruled that naked short selling will not be 
permitted (delivery of shares will be mandatory). 

R] 


END TO ADC REGIME 


N A MOVE THAT WILL LEAD TO CHEAPER CALLS, TRAI HAS DECIDED TO 
LE the Access Deficit Charge (ADC) from April. Apc is the charge 
levied (0.75 per cent of revenues) on all telecom companies to support 
BSNL's fixed line services in rural India. The phasing out of ADC is 
expected to result in saving of about Rs 700 crore for the industry. This 
Is good news for subscribers as the telecom companies have promised, 
as mandated by TRAI, to pass on the benefits to end-users. 

As compensation to BSNL, TRAI has recommended to the govern- 
ment that a subsidy be paid to it from the Universal Obligation Fund 
(all telcos contribute to the fund for improving communication facili- 
ties in rural India). 

RJ 
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SLOWDOWN BLUES. 
NOT MUCH HAS BEEN HEARD OF THE 
$5-billion Blackstone-Citi infra- 
Structure fund that IDFC was 
to manage in recent times. The 
two foreign partners, in any 
case, are struggling with their 
global credit woes. And with 
the decline in risk appetite, 
funds may simply not be flow- 
ing. The tightening of the exter- 
nal commercial borrowing win- 
dow, too, seems to have played 
spoilsport. And that does not 
seem to be the only glitch for เท - 
frastructure investments. Higher 
interest rates are also delaying 
closure. As infrastructure fund 
requirements creep up, these 
are not very healthy signs. 
SHALINI S. DAGAR 
PSUWISHUST — — 
PSU EMPLOYEES, WHO ARE STILL 
awaiting their verdict from the 
second PSU Pay Revision 
Committee, expect to get a 50- 
60 per cent hike in salaries. 
That however, will still leave 
them earning only a fraction of 
what their counterparts in the 
private sector eam. Some, like 
ONGC, have made a recom- 
mendation to the oil ministry to 
allow it to fix its own pay scales. 
There have also been sugges- 
tions of giving ESOPS to em- 
ployees. For the moment, 
though, it seems unlikely that 
these demands will be met. 


TEJEESH N.S. BEHL 
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NEWS 


RAHUL BHASIN 


Rahul Bhasin: Chasing alpha returns 


AST FORTNIGHT, WHEN TALK OF A NEW INDIA-SPECIFIC 

fund being raised by Baring Private Equity Partners 
(India) surfaced, it brought into focus the firm's suc- 
cess and the man largely responsible for it, Managing 
Partner Rahul Bhasin. The fund, the third India- 
specific fund and believed to be over half a billion dol- 
lars in size, is expected to double Baring’s investments 
in India. Though Bhasin is tight-lipped about the is- 
sue, the market murmurs have coincided with the re- 
cent visit to India by Baring's investors for a meeting 
with the heads of the investee companies. Bhasin says 
it is a usual annual investor meet. 

The firm has investments in around 15 Indian 
companies at present, apart from its public investment 
portfolio. Bhasin, 43, who has led the Indian team for 
the last 10 years, is known for his conservative and 
cautious approach towards choosing opportunities. For 
instance, Baring in India has stayed clear of real 
estate. But it could equally be argued that Bhasin, an 
IIM-A graduate, is, in fact, quite aggressive in his in- 
vestment philosophy. After all, Baring follows a 
model where substantial stakes are picked up in 
the investee companies and repeat funding is the 
norm. Think BFL; think Jyothy Laboratories. 

“It is a track record we have built over many 
years. We really think of ourselves as partners in the 
businesses," says Bhasin. And if the business model 
means spurning some easy deals, so be it. “It is not 
part of our mandate to chase market beta retums. We 
are paid to create alpha," adds Bhasin. He believes 
that the impending downtum will test many private 
equity firms in India that have followed a passive in- 
vestment philosophy. Usually in office by 7:00 
a.m., Bhasin is surely in business for the long haul. 

SHALINI S. DAGAR 
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NUMBERS OF NOTE 
Rs 52,000 crore: The amount spent every 


year by about 450,000 Indian students on higher 
education abroad 


21 per cent: The growth in exports from the 
27-member European Union to India in 2007. 
In absolute terms, EU exports to India were at 
€29.4 billion (Rs 1.85 lakh crore) 


Rs 16,000 crore: The losses suffered by the 
Indian entertainment industry because of piracy and 
counterfeiting, according to an E&Y study 


Rs 12 , 561 crore: Amount the government will 
bear in 2008-09 if it revises the salary of government 
employees as per the Srikrishna Commission 
recommendations 


1 ,400. Number of petrol pumps that Reliance 
Industries will shut down as it moves out of the 
business. The shift of volumes from Reliance to PSUS 
is expected to increase the government's subsidy 
burden by Rs 4,000 crore. 


$ 1 2 billion (Rs 48,000 crore): Value of auto part 
exports from China last year, up from less than 

$2 billion (Rs 8,000 crore) in 2002. India's 2007- 
O8 export figures are estimated at Rs 15,172 crore 


Rs 32-35 crore: The amount of money paid by 
Vodafone to Sony, the official broadcaster, to be the 
presenting sponsor for the soon-to-debut Indian 
Premier League (IPL) 


42 AF 4 per cent: Percentage of retail losses of oil 
marketing companies that the government reimburses 
with oil bonds 


Rs 40,000 crore: The amount the 


government paid out as income tax refunds in the last 
financial year. This is 15 per cent of the income tax 
collected across the country in 2006-07 


$1.65 trillion (Rs 66 lakh crore): China's forex 
reserves in February 


2 50.93 million: Mobile telephone 


connections in India at the end of February, 

2008. China leads with 540.5 million users 
and the US is second with 256 million 
users. India is expected to overtake the 
US by next month 









SOMETIMES A SPLIT PERSONALITY 
ISN'T A BAD THING. 


THE SUMO GRANDE. THE FAMILY CAR THAT LOOKS LIKE AN SUV. 


If there's one word to describe the Sumo Grande, it's multifaceted. How else can you explain PRESENTING THE = 

striking butch looks, all the creature comforts of a family car, loads of space and best-in-class third a 

row seating? Besides, it's also got an unbelievable turning circle radius of a small car. Add the = เ ง ก ท า ร 

new generation Direct Injection Common Rail (DICOR) 2.2 L engine that delivers 120 PS of power, GRAm 

and you have an obedient beast on your hands. Come and discover the Sumo Grande for yourself. More than meets the eye 

WWW.SUMOGRANDE.COM š 
š 


TA MOTORS | NEW2.2LDICOR ENGINE | BEIGE INTERIORS | BESTIN-CLass THIRD ROW SEATING | ROOF INTEGRATED AC VENTS | 


YEARS/75,000 KMS. WARRANTY* | f SMALL CAR LIKE TURNING CIRCLE RADIUS | 16"WHEELS WITH TUBELESS TYRES | BEST-IN-CLASS FUELEFFICIENCY | 


9 contact the nearest Tata Motors dealer or call us Toll Free at 1800 225552 or email us at uvpmg@tatamotors.com. Prices start at Rs. 6.55 lacs(Ex showroom Del for the LX trim. Features 


d will vary across variants. Fitments/accessones shown may not be part of standard equipment. Sumo Grande conforms to Bharat Stage Ill norms. insist on 2 + 2 years*/1.50.0 
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FLAGSHIP STORES: C.Bhogilal West End, S.V. Road, Vile 
Ph. 24640324 * The FCML Store, G.K-2 M Block Market, Delhi 
Pune Satara Road, Pune Ph. 2422909 


Lamers 
4a ory 


Parle West. Mumbai Ph 26719224-26 * M.L. Roy & Co. Sanitations PVT. LTD. opposite Seimens (KASBA), | 
Ph. 40536612 * The FCML Store, Level Il, MGF Megacity Mall,Gurgaon. Ph: 4375465 / 66 * Sanghar Baths & C« 


SHOWROOMS: AGRA | iea ilsi Cinema Bye Pass Road. P! 1581 ๑ AHMEDABAD: Home Town, Acropolis Mall, S.SG. Highway, Ph.39870340 ๑ 

Mart. S.G. Highway, Ph. f 1312/14 BANGALORE: Sai GALLERIUM Road. Indiranagar. Ph. 25210333 e SUNRISE, Outer Ring Road Dodda Ba I 
Mart ast Hill. Kannur Road, Ph. 3205617 CHANDIGARH: Sehgal Sanitations (Tiles & More), NAC Manimaira, Ph. 5074440 CHENNAI: Bohra Sanitar i 

๑ โ | /aiaai Sanitatations Pvt. Ltd., Annanagar, Ph. 64543035 COIMBATORE: PAGO ESTYLE, RACI 


'313966 ERODE: Pago Lifest 


PI - ° i VE A CAIR $ 


LAIH 15. k Aana 


Road. Ph. 4272463 GUWAHATI: Bath & Sanitary, Christan Bast id, Ph. 234 5595 HYDE 
1111 e home T A ๑ r ri myat 4 117 VA 
017629 JALLANDHAR: ! 
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Dream in color. 


KOHLER 


KOHLER.co.in/contactus 


THE BOLD LOOK 
KOHLER 
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The WiMAX and HSPA systems are slu 
The goal: to become the wireless stan 
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What are they? And what do they have for you? BIBEK BHATTACHARYA 













Worldwide Interoperability for Microwave Access is the 
technology that allows you to surf the net wirelessly. It is a 
telecommunications technology that can carry data across 
long distances using either point-to-point links or full mobile 
access. It operates on the IEEE 802.16 standard, which is 
a working group on Broadband Wireless Access Standards 
set up in 1999. WiMAX is designed to extend local Wi-Fi 
networks over greater distances. 


High Speed Packet Access is a technology that is identical 
to WiMAX. It is, in effect, a collection of mobile telephony 
protocols that provide better performance over existing radio 
bandwidth. This is a 3.5G technology and facilitates download 
speeds of 3.6 Mbps or more, with a possible peak download 
speed of an astonishing 7.2 Mbps. 





WiMAX base stations are 
supposed to provide great 
wireless connectivity for up to 
50 km. This is one of its USPs. 


What’s so great 





about it? 


In one word—speed. HSPA 
technology offers great 
download speeds. Apart from 
that, thanks to wide-scale 
deployment across several 
countries, it comes with a 
proven ability to perform 
extremely well. 


it VC 


out in India. 
data carriage. 























Intel, which is backing WiMAX systen 
has deployed a pilot project for its 
“World Ahead” programme in Baram 
in Maharashtra. Commercially, Reliar 
Communications and VSNL have 
implemented WiMAX-based commert 
deployments in Bangalore. But WiM, 
services are not available in India fc 
telecom purposes. 


How is it doing on 
the ground? 


HSPA is backed heavily by leading 

equipment vendors like Ericsson, Noki 
Siemens Networks, Nortel, Alcatel a 
Lucent and also handset makers lik 
Nokia and Sony Ericsson, so, it wou 
seem to have more clout in the marl 
place. It is also the preferred technol 
of the GSM association. But the 3G 
imbroglio means HSPA networks cani 
be rolled out unless they are used fi 
broadband only and not for telephor 


What does this fight mean for consumers? 


Apart from high speed internet access, it substantially increases data speeds fo 
applications like online gaming, streaming video and video conferencing 


EMobility: What the Workforce Wants in the New Converged World 


The enterprise workforce is becoming the knowledge workforce—and being connected helps it deliver. A look at the trend. 


Average demand for mobile solutions by country 


เน p 


andjob | 
satisfaction as a result of the : 


The impact of age and gender on demand by region 








According to industry 
estimates, WiMAX is a 
— solution. 

Ser sr-end equipment 

seded for WiMAX 
^onnectivi (also known 
as Customer Premise 
Equipment) in India costs 
only Rs 1,600. 


WiMAX is facing problems in several 
countries. Australia's first WiMAX 





I How much 
does It cost? 


What is happening 
A elsewhere i in the world? v. 





This new world, in which business users can interact with customers, 
employees, assets, products, and other businesses in real time is 
defined as EMobility. The EMobility industry is on the cusp of a 
fundamental shift that will lower barriers to market entry, drive 
growth, and require innovation to retain and grow market share. 
Globally, almost 50 per cent of employees spend more than 
40 per cent of their time out of the office. A recent survey by the 
Economist Intelligence Unit showed that 20 per cent of employees 
in a wide variety of industries are mobile workers, defined as those 
who spend at least a day a week working away from their offices. 
corda ini d , security- 
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"Inflation is driven by high commodity prices 
and food prices; since we're importing 

commodities, we're actually importing inflation" 
P. Chidambaram, Finance Minister, to Bloomberg 


"Our plan is to retain the image and the touch 
and feel of Jaguar and Land Rover. We will 
not tinker with the brands in any way" 

Ratan Tata, Chairman, Tata Group, in BusinessWeek online 


"The online newspaper is the future. 
Whoever gets it right first, wins" 
S. Ramadorai, CEO and MD, TCS, in Business Standard 


"Ours is an ethical company. We will follow 
norms and if issues are addressed, I can tell 
you, no one can compete with NTPC" 

T. Sankaralingam, CMD, NTPC, in The Indian Express 


“In principle, I am against any exposure to 
very sophisticated instruments. Anything that 
does not make common sense may land 

you in trouble" 

Aditya Puri, MD, HDFC Bank, in Mint 


“I think it is time we take a rational attitude to 
these matters (paring the number of holidays). 
After all, to become #1 (as a country), we have 
to sacrifice something. The Pay Commisssion 
is not meant only for giving" 


Justice B.N. Srikrishna, Chairman, Sixth Pay Commission, 
in Business Standard 


“In emerging markets (such as India), designer 
brands are probably more of a proclamation, 
a way to set themselves apart or feel that 


they've arrived as part of the new economy" 
David Boyd, Vice-President, Nielsen Global Research, in Forbes.com 


"The operative word, particularly in emerging 
markets (like India), is never say never" 


Narayan Ramachandran, CEO, Morgan Stanley Investment 
Management, and Country Head, Morgan Stanley (India), to 
Times News Network 


“If you can't make it in India, you won't 
make it anywhere" 


Richard Branson, Chairman, Virgin Group, in BusinessWeek 
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PERMITTED: By 
RBI, DBS Bank, 
Singapore's largest 
bank, to open eight 
new branches across 
India. RBI has also is- 
sued a licence to 
United Overseas Bank of Singapore to 
set up shop in India. In turn, the 
Monetary Authority of Singapore has of- 
fered full bank status to SBI, which will 
allow it to operate in that country as a 
full-fledged bank. 





SOARED: To a 59-week high of 
6.68 per cent, the inflation rate meas- 
ured by wholesale price index (WPI), 
for the week ended March 15. The 
figure for the previous week was 5.9 
per cent. The steep rise was led by 
manufactured goods, unlike in previ- 
ous weeks, when it was led by food 
and fuel prices. 


CLEARED: By DoT, the Tata 
Teleservices-Virgin alliance. DoT said 
Virgin Mobile India, the operating com- 
pany set up as part of the agreement, 
was not operating as a Mobile Virtual 
Network Operator (MVNO) in India. 
Tata Teleservices had argued that the 
partnership was set up purely for non- 
licence activities. 


JUST WONDERING ... 
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BOUGHT: By Telco Construction 
Equipment Company, a subsidiary of 
Tata Motors, the majority holding in a 
European construction firm in Serviplem, 
one of the world's leading manufac- 
turers of transit mixers, dry bulk tankers 
and pumps. The company has a strong 
presence in China and the acquisition 
will give Tata an entry into the Chinese 
construction space. 


RANKED: By the Nielsen Global 
Luxury Brands Study, India, at #3 
among the most brand-conscious coun- 
tries in the world. According to the sur- 
vey, 35 per cent of respondents said 
they preferred designer brands. A total 
of 26,312 internet users in 48 countries 
were surveyed. Greece and Hong Kong 
occupied the top two positions. 


LAUNCHED: By 
Maruti-Suzuki 
India, Swift Dzire, 
a 1.3-litre sedan 
in petrol and diese! 
versions. The car 
replaces old 
warhorse Esteem, which was phased 
out six months ago. The Swift Dzire has 
been manufactured on the Swift plat- 
form, and will cost Rs 4.49-6.70 
lakh (ex-showroom Delhi). 





na. Hut Lodha won 
the Calcutta Higi 
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INCREDIBLE, 





HE RECENT SPURT IN CRIMES AGAINST 
IE tourists has seriously 

dented the image of "Incredible 
India" and led to a chorus of protests 
from industry representatives. Says 
Nancy Castelino, Head (Marketing), 
Mercury Travels: "Several women have 
been attacked in Goa, Kerala and 
Rajasthan. The poor law and order 
situation can drive tourists away. The 
government needs to make tourists 
feel secure again." 

Though the tourism industry has 
been booming, with increased for- 
eign tourist arrivals and greater foreign 
exchange earnings—it stood at nearly 
$6.5 billion (Rs 26,000 crore) in 
2007, up more than 25 per cent 
over the previous year—there has 
been a trend reversal in recent times. 
Already, countries such as the US, 
the UK, Australia, Canada and France 
have issued travel advisories to their 
citizens planning to visit India. Says 
Yogesh Selarka, COO, Raj Travel 
World: "If tourists begin choosing 
other Asian destinations like China 
and Singapore over India, the indus- 
try will be doomed." 

Tour operators say there are other 
issues as well. Says Castelino: "The 
stronger rupee has impacted profit 
margins and high room tariffs are driv- 
ing tourists out of the country." In 
fact, room tariffs in five-star hotels in 
India are double those in Thailand, 
Singapore, Malaysia, China, Cambodia 
and Vietnam, she says. 

MANU KAUSHIK 


Advice 


Financial solutions cut out for your financial goals 


We understand that your financial goals are not the same as your neighbour's. Which is why, 
we offer personalised financial advice that'll fulfil your specific financial dreams. With over 
20 years of experience in equity markets, we have seen the market at close quarters. This 
benefits us with a better perspective to share with our clients, keeping in mind the dynamic 
nature of the markets. With more than 700 funds from 32 different fund houses to choose 
from, Rs.10,000 crores of AUM and over 3.75 lakh satisfied customers, we pride ourselves in 
our ability to offer financial advice that best fits your specific needs, and offer you financial 
solutions that are cut out to meet your financial goals. 


€ 
Call toll free: 1800 425 5501 
Visit: www.geojit.com 


Visit: your nearest Geojit branch Ge. 0711 


driven by trust 


Mutual Funds | Full trading account * Demat * Online bank a/c | World class technology | Equities 
Commodities | Futures & Options | Margin funding | Life Insurance | Portfolio Management Services 


ir trade or investor queries, please mail us at customercare@geojit.com. For any grievances, please mail us at grievances@geojit.com. 
Registered Office: Geojit Financial Services Ltd., 5th Floor, Finance Towers, Kaloor, Kochi - 682 017, Kerala. 
BI Regn. Nos: NSE: INB/INF 230806739 | BSE:INB010806736 | NSDL:IN-DP-NSDL-24-97 | Portfolio Manager: INP00000316 





BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you ส listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in March 2008. 


Deal Particulars: Tata Motors has signed a definite agreement with Ford Motor Co. to acquire 
two of the world's most exclusive auto brands, Jaguar and Land Rover, along with their plants and 
intellectual property rights. The $2.3-billion (Rs 9,200 crore) deal is expected to close by the end of 
the next quarter after receiving all regulatory compliances. 


Impact Analysis: The deal gives Tata Motors access to the next level of technology, supe- 
rior products and two premium legacy brands with a strong presence in the international markets. 


It also opens up a huge opportunity for Tata Motors to strengthen its foothold in the developed 
DEALTRACKER automotive markets. Tata Motors will now have the world's cheapest car and some of the 
world's most expensive brands in its stable. 








TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 
(Rs crore) 

Jaguar and Land Rover Tata Motors Auto Acquisition 9,200 100%. 
(Ford Motor Co) ET 4 tag 

Cairn India Petroliam Nasional Bhd and Orient Oil & Gas Investment 2,535 6% 

Global Tamarind Fund 2 ว 

Sharekhan Baring Private Equity Asia Fund Financial Services Private Equity 2,400 12% 
My Home Industries ON Ra rey - Building Materials Acquisition 1,825 5076 
Greenfield Coal Mine Reliance Power 7 Energy Acquisition 1,000 10076 
Standard Chartered Asset Management IDFC Financial Services Acquisition 831 100% 


Company (SCAMC) and Standard 
Chartered Trustee Company (SCTCPL) 


Interglobe Technology Quotient PE arms of Standard Chartered Bank, Hospitality & Tourism Private Equity 583 36% 





Credit Suisse Group, and DBS 

Group Holdings — —— 
Elsamex SA IL&FS Transportation Networks Engineering & Construction Acquisition 317 100% 
Shriram Credit (NBFC arm of GS Strategic Investments Financial Services Private Equity 300 12% 
Shriram Group) (subsidiary of Goldman Sachs) —— 
CP Industries (Pressure Vessels Everest Kanto Cylinder Industrial Products Acquisition 260 100% 
Division Of Reunion Industries) 
Loxton Winery Champagne Indage 7 Food & Beverages Acquisition 226 100% 
Jass & Associates and 
SDG Corporation Mascon Global Software Acquisition 222 100% 
Systems Task Group International Mastek Limited — — § — Software Acquisition 100 85% 
Centrum Direct & Centrum Future Capital Holdings Financial Services Acquisition 100 50% each 
Wealth Managers r=) ER ERIS A: Ae 
Shriram Bioseeds DCM Shriram Consolidated Agriculture Acquisition 54 49% 


Affee Investments Corp., 
Bioseed Genetics International & 
Zeus Investments แร ่ ส % ด ง เซ ง U s: 


Acc Machinery Co HNG Group Building Materials Acquisition 45 100% 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. Includes only M&A, private equity and brand sale transactions 
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QUARRYING AND SANDBLASTING IN A MASSIVE 


CONSTRUCTION PROJECT IN MIDDLE EAST 


ELGI AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS | 


> Textiles » Power » Cement » Construction & Mining » Pharmaceuticals » Food & Beverages » Leather 
» Automotive » Engineering » Chemicals 


-10 0 
PUMPING CRUDE IN A NORTH AMERICAN OIL RIG 





Oil-free Rotary Compressors 

Oil-flooded Rotary Compressors 

Portable Rotary Compressors 

Oil-flooded & Oil-free Reciprocating Compressors 





ELGI EQUIPMENTS LIMITED 


Singanallur, Coimbatore - 641 005, India Tel: +91 422 2589555 Fax : +91 422 2573697 enquiryGelgi.com www.elgi.com 


Branch Offices: Ahmedabad - 26583736 Bangalore - 22240674 Bhopal - 257828! Chennai - 28586699 Hyderabad - 27768326 
Jaipur- 2375595 Kochi- 2360155 Kolkatta- 22834270 Mumbai- 28591905 New Delhi - 25153644 Pune- 27145288 Tiruchengode - 257137 


Overseas Offices: Bangladesh » China , Indonesia » Kenya » Malaysia » Middle East » South Africa » Sri Lanka » Thailand 


Toll Free Customer Care Number 1800 - 425 - 3544 
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A majority of executives across select countries, including India, now regard the 
environment as the socio-political issue that will attract the most attention. Highlights 
from a recent survey: 


Which issues will be most important over the next 5 years? 


% of respondents selecting given 
issues as one of the top three 2007 Change from 2006 


Environmental issues, 
including cimata change w mamn 2) 
Demand for healthier peo” 
or safer products 





Pension and 5 
Healthcare and other " 
baec imei 2 
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Job losses from moving 
jobs overseas 
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BW Consumers Bii Executives 


The Challenge Ahead 


Global retail consumers segmented by willingness to pay for products 
with environmental and social benefits. 
Willing to pay and does 


Willing to pay but 
doesn t currently 





Not concerned about 
the environment 


All figures in per cent for 2007 


Source: September 2007 McKinsey survey of 7,751 consumers in Brazil, Canada, China, France, Germany, 
India, United Kingdom, United States 


LESS POWER 
CONSUMPTION` 


DELL POWEREDGE M600 BLADE SERVER 


HP BLADE SYSTEM C-CLASS 


ENERGY EFFICIENCY 
HP CAN'T BEAT 


www.dell.co.in/efficiency 
FOR BUSINESS ENQUIRIES CALL 1800 209 3061 


TOLL-FREE Mon-Fri 9am-6pm (All Networks Except Spice Telecom) 





urdoch Takes Strike 


The one-time heir apparent to News Corp 


ILL A FEW YEARS AGO, 
Lachlan Murdoch was 
famous for his dashing 
looks, a tattoo on one of 
his forearms and a swimsuit model 
on the other (to whom he is mar- 
ried). Then, some time in mid- 
2005, the eldest son of global me- 
dia baron Rupert Murdoch, 
Chairman, News Corp., abruptly 
walked away from the integrated 
media conglomerate his father 
founded, and which he was tipped 
to head (he's still on the board, 
and a consultant to News Corp.). 
Early this year, Murdoch began 
plotting a re-entry into the media 
sector, along with James Packer 
(son of late media mogul Kerry 
Packer), by making a bid for 
Consolidated Media Holdings, an 
Australian media major. At the 
time of writing, Murdoch had 
suffered a setback, what with a 
major financial backer of the pro- 
posed $3.3-billion bid withdrawing 
support to the acquisition. 

The 37-year-old Murdoch 
clearly has ambitions of emerging as 
a media & entertainment baron in 
his own right, and he's going about 
it in his own quiet way. Those 
ambitions extend to India, too, 
where the Australian entrepreneur 
has joined hands with a London- 
based company called Emerging 
Media, and thrown his hat into the 
Indian Premier League (IPL). 
Emerging Media, which has won 
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Lachlan Murdoch: Trying to emerge 


his father's shadow 


from 





the Jaipur team, called the Rajasthan 
Royals, for $67 million (the lowest 
bid in IPL), is the only foreign team 
owner in the eight-team cricket car- 


. has India on his radar. ANUSHA SUBRAMANIAN 


nival. Murdoch’s contribution to 
the venture is undisclosed. 

“We were surprised to be the 
only foreign participant,” Murdoch 


told Business Today. “That said, 1 
think the global interest in IPL only 
took off after the bids, and perhaps 
the player auction. People across 
the world are sitting up and taking 
note of the event now. In Australia, 
the tournament is generating enor- 
mous interest.” 

Emerging Media hopes to be 
profitable in five years. Says Manoj 
K. Badale, Founder, Emerging 
Media: “We are investing a mini- 
mum of $15 million in building the 
franchise over the next two years, 
over and above the amount paid 
for the franchise.” 

Emerging Media, adds Badale, 
isn’t a stranger to cricket. The busi- 
ness was originally known as 
Investors in Cricket; three years ago, 
it acquired the rights to the 
Leicestershire County Cricket Club, 
to develop the club's commercial 
profile (especially amongst the local 
Asian community). The company 
also staged the first ever 20-20 club 
Champions League between the do- 
mestic 20-20 champions of England, 
South Africa, Sri Lanka and Pakistan. 

Last fortnight, Emerging Media 
unveiled the team logo for the Raja- 
sthan Royals, ahead of the League 
Championship that's slated to begin 
on April 18. “We are investing heav- 
ily in local marketing and local 
awareness. We are not just trying to 
mobilise a city or a state, but a 
global diaspora that is significant 
and far-reaching," informs Badale. 

Murdoch, for his part, is aware 
of the financial muscle behind some 
of the teams in PL, Mukesh Ambani 
and Vijay Mallya being the two 
moneybags that come first to mind. 
"The competition is formidable, and 
to be respected. Equally though, our 
consortium is a balanced one with an 
equally strong investor base. Perhaps 
our strength is that we are not tied to 
ล particular company or brand, and 
that our team has the best platform 
(given its team and investor base) 
for global awareness," says Murdoch. 
Let the games begin. 


CNS oen 
Good Luck 
of the | พ ร ท 


A little-known cement maker 
from AP strikes a big deal. 


10-FOLD GROWTH IN 10 YEARS IS 
A enough to attract all kinds of 
attention—even that of the acquisi- 
tive kind. The promoters of My 
Home Industries Ltd (MHIL), a Hyde- 
rabad-based cement company, have 
always shunned the limelight, but 
the company's financial perform- 
ance has been good enough to be 
noticed by CRH Plc, a well-known 
maker and distributor of building 


materials from Ireland, with opera- 
tions in 32 countries. CRH will pick 
up a 50 per cent stake in MHIL for 
€290 million (Rs 1,827 crore), mak- 
ing it one of the biggest acquisitions 
of cement equity in India. 

"We need this investment and 
the skills of a professional company 
like CRH to go beyond being a South 
India player," says J. Rameswar 
Rao, 52, Promoter, My Home 
Group, and Chairman & MD, MHIL, 
who made a foray into construc- 
tion 20 years ago. In 1997, he set up 
MHIL, which closed 2006-07 with a 
turnover of Rs 500 crore and a 
profit after tax of Rs 90.97 crore. 
According to Rao, the company 


Hot Off the Press! 


Andhra Chief Minister's son launches a newspaper. 


Dacos in Ten). These 
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a foray into media by Y. S. Jagan 


Mohan Reddy, the entrepreneur 
ister Y.S. Rajasekhara Reddy. 
Reddy, 35, stresses that the 
paper has nothing to do with the 
Congress, except for the father- 
son connection. But a new player 
should be a source of some relief 
been under attack from Eenadu, 
the Telugu daily promoted by the 
region’s media tycoon Ramoji Rao 
and a paper that has been a market 
leader for close to 30 years now. 
“The complacency of being a 
market leader coupled with its bi- 
ased reporting, created a vacuum 
for this paper to enter,” says 
Reddy. But then, will it be a 
mouthpiece for the Congress? “We 
have launched this paper with a 
clear goal to be #1 and when you 
talk about #1 status, you cannot 
afford to be biased,” he adds. — 
Sakshi is priced at Rs 2 per 





copy as against Rs 3 per copy of 
the market leader. Reddy is doubt- 


less hoping it could attract new 
readers in a market that already 
has some eight major dailies. 
“Growth of media and entry of 
new players is always welcome. 
It is even better if there are young 
eople entering this space and 
bringing in a new perspective,” 
says B. Ramalinga Raju, Chairman, 
Satyam Computer Services, who 
launched the web edition of the 
newspaper. Reddy, for his part, 
is clear on the way forward. “We 
want to be South India’s largest pa- 
per in the next six months!” 

E. KUMAR SHARMA 
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will close 2007-08 with Rs 900 
crore in turnover, as new capaci- 
ties kick in. The group, which also 
has a presence in construction and 
power, will close 2007-08 with sales 
of over Rs 1,200 crore (the group is 
now entering the power sector, for 
which a separate company, My 
Home Power, has been set up). 

Following the deal, in a media 
release put out last fortnight, Liam 
O'Mahony, Chief Executive, CRH, 
said: *MHIL is one of the most mod- 
ern cement producers in India with 
excellent reserves and a strong man- 
agement team, and is a market 
leader in the dynamic Andhra 
Pradesh market. As a first invest- 
ment in India, we are delighted to be 
associated with such a strong com- 
pany and look forward to develop- 
ing the business with our partner 
as the Indian economy expands." 

MHIL’s current annual cement 
production capacity is 3.2 million 
tonnes, which will increase to 4.2 
million tonnes in early 2009. The 
valuation, which according to Rao is 
among the best and in tune with 
the industry trends, is based on 4.2 
million tonnes. He may be right. 
The last big cement deal took place 
in December 2007 when A.V. Birla 
company Grasim Industries an- 
nounced the sale of its entire eq- 
uity stake in Shree Digvijay Cement 
Company Ltd (SDCCL) to Cimpor 
of Portugal for Rs 322 crore. SDCCL 
has a capacity of 1.07 million tonnes 
per annum; for the year ended 
March 31, 2007, it reported a 
turnover of Rs 260 crore and net 
profit of Rs 54 crore. 

Both partners will have equal 
board and management represen- 
tation once the transaction is com- 
pleted in the second quarter of 
2008. At the moment, MHIL's oper- 
ations consist of three units in 
Mellacheruvu village in central 
Andhra Pradesh with a separate 
grinding plant under construction 
near Visakhapatnam. 

E. KUMAR SHARMA 
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EGER ST SEE R. 
Keeping Up 
with the Dhonis 


Marketers are finding new 
havens in non-metro India. 


HE GROWING SHARE AND CLOUT 
Ta small-town India in market- 
ing budgets is staple conversation 
fodder at most marketing conven- 
tions. Last fortnight, consulting firm 
Ernst & Young released a report, 
Dhoni Effect: Rise of Small-Town 
India, in which it shed some more 
light on the subject. The study high- 
lighted the growing affluence levels, 
increased media penetration, im- 
proved physical connectivity and 
changes in consumption patterns 
that are compelling the marketers to 
take notice of the needs of this 
growing marketplace. 

To begin with, the study divided 
the country into three sections— 
the six metros (Mumbai, Delhi, 
Bangalore, Hyderabad, Chennai and 
Kolkata), the key urban towns (KUT), 
which are the 22 cities for the pur- 
pose of the study, and the rest of 
urban India (ROUD, which comprises 
urban cities other than KUTs. 

Marketers seem to be increas- 
ingly more aware of the growing 
affluence of non-metro towns. For 
example, according to E&Y, of the 
total print advertising spends of Rs 
7,700 crore in 100 cities in 2007, 
metros accounted for almost 60 
per cent. However, when compared 
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The changing face of Ranchi: Small towns are the new metros for marketers 


to the previous year, spends in KUTs 
and ROUIs grew by 50 per cent over 
the previous year, whereas spends in 
metros grew only 7 per cent. 

Another interesting insight the 
survey provided was the increas- 
ing spends on below-the-line (BTL) 
activities. According to E&Y, the av- 
erage BTL spends across marketers 
that the consulting firm spoke to 
had leapfrogged to 40 per cent as 
against 15 per cent of all marketing 
spends three years ago. "In met- 
ros, BTL is used to beat the clutter, 
while in ROUI, media options are 
comparatively limited. There is def- 
initely a skew towards BTL in mar- 
keting budgets in rest of urban 
India," says Ashok Rajagopal, 
Partner (Media and Entertainment 
Practice), E&Y. 

Big spending marketers like 
Hindustan Unilever (HUL) agree on 
the importance of customising strat- 
egy for various parts of the country. 
*Growth is not even across the 
country. There are many Indias 
and not one India—some parts are 
doing much better, and some are 
being left behind," says Sanjiv 
Kakkar, Ep (Sales & Customer 
Development), HUL. Kakkar cites 
the example of Madhya Pradesh, 
which has been traditionally off 
the radar of marketers. “Now it is 
exploding for a large number of 
our categories. So, localised pro- 
motions are something we rely on 
in such areas.” 

T.V. MAHALINGAM 
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The Security 
of Security 


The TOPSGRUP has its 
(safe) hands full. 


IWAN RAHUL NANDA CAN TAKE 
D credit for a lot of firsts (and he 
does): For organising and corpo- 
ratising the security sector in India; 
for helping shed the /aathi-bearing 
‘watchman’ image for a smarter, 


WiMAX Boom? 


cosmopolitan look; for the first 
public limited security company in 
India; and for easily being the largest 
security firm in the country, tow- 
ering over hundreds of other me- 
toos and pretenders. 

Nanda, to be sure, isn’t only in 
the business of security guards. Two 
years ago, he added Topsline, an 
emergency response service, to his 
bouquet of services. Topsline is 
available in all metros and promises 
to reach the caller within nine 


Yes, uam says Gartner. 
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NDIA IS LIKELY TO HAVE 6.9 MIL- 
lion mobile and fixed WiMAX 
connections by the end of 2011, 
says IT research and advisory firm 
Gartner. The firm estimates that 
currently there are about 35,000 
WiMAX connections in the coun- 
try. WiMAX, short for Worldwide 
Interoperability for Microwave 
Access, is a technology aimed at 
carrying wireless data over long 
distances in a variety of ways, 
from point-to-point links to full 
mobile cellular-type access. 
Gartner, however, believes that 
the major growth in WiMAX will 
happen only after 2009, According 
to the research agency, even 
though the Indian government is 
pushing for WiMAX as a technol- 
ogy for connecting rural areas 
with broadband services, the gov- 
ernment has failed to effectively 
motivate operators to roll out 
country-wide mobile broadband. 
“As a result, we believe that 
Wimax will largely be a niche 
technology and be restricted to 
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enterprise and high-end residential 
users in urban India," says Naresh- 
chandra Singh, Principal Research 


Analyst, Gartner. Gartner also 
blames low PC penetration for the 
limited demand for WiMAX serv- 
ices. India had only 3.4 million 
broadband subscribers, way below 
the 9 million target for 2007 set 
by the broadband policy. As mo- 
bile frequencies are not available 
in the short term, Gartner does 
not expect mobile WiMax roll- 
outs to be available on a large 
scale before 2009. 

“The ecosystem for WiMAX 
services is much poorer compared 
to competing technologies like 3G," 
says Singh. Gartner advises carri- 
ers to focus on the enterprise mar- 
ket and high-end residential sub- 
scribers. Overall, the long-term po- 
tential of the Indian WiMAX market 
heavily relies on spectrum allocation, 
WIMAX ecosystem maturation, and 
the timeliness of WiMAX and 3G 
licences, says Gartner. 

T.V. MAHALINGAM 





TOPSGRUP's Nanda: On guard 


minutes of placing the call. Boasts 
Nanda: *Today we have 700,000 
members, we've saved 9,000 lives, 
and we're reaching our callers 
within 6.42 minutes as opposed to 
the promised nine." 

Nanda also has Tailormade 
Management (housekeeping, front- 
end and back-end management) 
and Tops Investigations (which 
looks into a plethora of investiga- 
tions, from marital infidelity to.cor- 
porate background checks). In 
addition, Tops has just invested Rs 
12 crore in creating its very own 
chain of training academies. The 
first one is to open in Karjat (on the 
outskirts of Mumbai) on 40 acres of 
land, and will sport international, 
world-class standards and facilities, 
with kennels, obstacle courses, 
swimming pools, and the works. 
Nanda also has his own manufac- 
turing unit, which makes uniforms 
for all 55,000 of his employees; 
the company also manufactures 
uniforms for personnel of other 
companies, including airlines like 
Jet Airways and Kingfisher Airlines. 

He's got more coming up. In a 
bid to get fully integrated and be- 
come a full-service security provider, 
the TOPSGRUP is close to acquiring a 
Rs 30-crore company that manu- 
factures and distributes electronic 
security and access systems. “The 
one thing the world will always 
need is security," quips Nanda. And 
that should keep him and his share- 
holders secure. 

DEEPTI KHANNA BOSE 


Serving the 
Dark Continent 


Africa is turning out to be a 
services market for India. 


T SEEMS LIKE AFRICA, AFRICA EVERY- 

where. An India-Africa Summit is 
on the anvil in the next few days 
(April 8), even as there was a three- 
day CII-EXIM Bank Conclave on India- 
Africa Project Partnership 2008 last 
fortnight, where 131 deals worth 
$10 billion (Rs 40,000 crore) were 
on the table. The top discussion 





points were: technology, agriculture, 
human resources and energy. One 
would have imagined that energy 
security would top the discussions. 
After all, Africa is a key resource for 
satisfying India's growing energy 
needs. Nigeria alone accounted for 
over 12 per cent of India's global 
crude oil imports in 2006-07, second 
only to Saudi Arabia. 

Yet, these discussions on com- 
prehensive trade were perhaps a 
need of the times. The Chinese, the 
other big guzzlers of energy, miner- 
als and materials, can put billions 
of dollars of investments on the 


table when it goes out to woo the 
Africans seriously. The communist 
country is also known to offer mas- 
sive lines of credit to swing deals 
to its side. And India, too, seems 
to be getting into the act. Last fort- 
night's conclave drew 600 dele- 
gates, 30 ministers and 15 banks 
from Africa. Evidently, Africa no 
longer wants investors who just 
exploit its resources. 

Taking note recently, Minister of 
State for External Affairs Jairam 
Ramesh said before leaving for, 
where else but, Africa, *India must 
take care to see that it is not per- 
ceived as being interested only in 
Africa's raw materials and re- 
sources." Partnerships, not pro- 
curement should be our strategy, 
reiterated Ramesh. And India cer- 
tainly has much to offer. Indian 
businesses such as the Tata Group 
or the Kirloskars have been in Africa 
for close to three decades, if not 
more. While the Tata Group's in- 
terest in Africa spans automobiles to 
steel and software, Kirloskar 
Brothers’ water pumps have aided 
water management in several 
African countries. “Africa is the last 
frontier of opportunities. The grow- 
ing African economies and their 
‘Look East’ policy have focussed 
their attention towards India as a 
provider of Triple A technologies— 
adaptable, appropriate, affordable,” 
says Syamal Gupta, Chairman, Tata 
International, who is also Chairman 
of cn Africa Committee. 

Tata Africa alone, a subsidiary of 
Tata International, has a strong pres- 
ence in over 10 African countries 
with investments exceeding $100 
million (Rs 400 crore). Ranbaxy, 
another early entrant, has over $126 
million (Rs 504 crore) in sales and 
presence in 10 countries in Africa. 
Other companies have also made in- 
roads into Africa. Construction com- 
pany Shapoorji Pallonji, for instance, 
is building the Presidential Palace in 
Ghana. Infrastructure consultancy 
RITES is managing the Tanzanian 


railway system along with building 
roads in Ethiopia, selling locomo- 
tives to Senegal. IT firm Satyam 
Computer Services strengthened its 
South Africa operations. After the 
conclave, IL&FS, too, is planning 
an office in South Africa. As a re- 
sult, Tata International’s Gupta be- 
lieves: “the present day trade and 
investment should double in the 
next five years.” 

Moreover, these investments 
should be able to stitch larger en- 
ergy-related deals as well. However, 
for that a comprehensive, cohesive 
strategy needs to be adopted span- 
ning firms and sectors, believe ex- 
perts. Recently, energy-related pub- 
lic sector units sought the help of 
Ministry of External Affairs in dove- 
tailing such trade and investments 
into effective deals for energy, min- 
erals and resources. China, for in- 
stance, leverages aid and export 
credits for its energy investments. 
“There has to be a concerted ef- 
fort by Indian companies to tap this 
entire African opportunity,” says 
V. K. Agarwal, MD and CEO, RITES. 

SHALINI S. DAGAR 





Nine Yards to 
Turn Around 


Mysore saree maker KSIC pulls 
itself out of the red. 


HEN MYSORE SILK BRIDAL 

sarees priced at Rs 1.5 lakh 
apiece hit the market last year, af- 
fluent Bangaloreans grabbed them. 
They did not crib about the price. A 
Mysore Silk saree, after all, does 
not fade with time, instead, runs 
through generations. The oldest sa- 
ree in use was woven in 1948. But 
the story of the company making it, 
the state-owned Karnataka Silk 
Industries Corporation (KSIC), was 
not as glorious. It turned chroni- 
cally sick within five years of its 
launch in 1980 and showed major 
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KSIC's Vijayan: Steering a turnaround 


signs of recovery only in 2005-06 
when it reported a profit of Rs 1.73 
crore. After a profitable last year, the 
PSU hopes to end this year with a 
profit in excess of Rs 3 crore. "We 
are now a lean organisation and 
our products are trendy," says 
P. Vijayan, Chairman & Managing 
Director, KSIC. 

For more than two decades, 
KSIC withered under the weight of a 
bloated workforce, production-sale 
mismatch, and non-remunerative 
prices, among other things. A series 
of recent initiatives, including 
downsizing and ramp up in pro- 
duction and marketing has paid 
off. Between 2004-05 and now, 
KSIC sales have doubled to touch 
Rs 46 crore. That was an incredible 
turnaround for a PSU that every- 
one thought was headed for clo- 
sure. “We have increased produc- 
tion with our existing looms and 
produce according to the market re- 
quirement,” Vijayan says. 

The 12 Mysore Silk showrooms, 
including one each in Hyderabad, 
Chennai and Thiruvananthapuram, 
sell close to four lakh metres of 
fabric a year. The KSIC produced 
80,000 sarees last year, and almost 
all the stock was sold. The sarees are 
available in the price range of Rs 
3,350 to Rs 1.52 lakh. The price de- 
pends on the gold thread content, 
popularly called zari, and the cheap- 
est zari saree is priced Rs 5,200. 

The KSIC has gone trendy, too. 
According to Vijayan, earlier Ksic 
did not have wedding collections, 
but now it has them in an “awe- 
some range”. “We have also a range 
of women’s wear like silk tops, sal- 
war suits, kurtis, etc.” The brand, by 
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the way, is available only in Ksic 
showrooms and its franchisee shops 
in Mumbai and Delhi. “We 
cancelled private dealerships in April 
2004 after they were found to be 
misusing our brand. Many were 
cheating customers by selling them 
cheaper quality sarees as Mysore 
Silk," says Vijayan. He should know. 
His wife once ended up with a spu- 
rious saree from a dealer. 

The KSIC sarees are known for 
their colour and zari quality. 
Explains dyeing master M. R. 


Relative Haven 


Krishnakumar: *Our saree colour 
does not fade because, unlike others, 
we dye the yarn, not the fabric." As 
for zari, KSIC vouches for highest 
content of gold and silver—0.65 
per cent gold, 65 per cent silver 
and 34.35 per cent silk. KSIC's ex- 
clusive print collections are due for 
launch next month. The sarees, 
which sport designs drawn mainly 
from Karnataka's heritage, including 
temple architecture, may put some 
more wind behind KSIC`s sail. 

K. R. BALASUBRAMANYAM 


John Cushman is still bullish on Indian real estate. 


IVEN A CHOICE BETWEEN THE 
devil and the deep blue sea, 
John Cushman, the 60-something 
Chairman of real estate services 
firm Cushman & Wakefield, 
would rather choose the latter. “I 
don't care if there are subtle changes 
in the economic growth rates—it's 
still better to invest here when the 
economy's growing at 8 per cent 
than back home in the us, where 
growth rates hover between 1 and 
2 per cent," he contends. 
Unsurprisingly, then, Cushman 
is aggressively pushing to get more 
out of his firm's Indian operations, 
which currently accounts for less 
than 5 per cent of its total rev- 
enues of over $2 billion (projected 
for 2008). *Retail and commercial 
office space are going to be the 
growth drivers for the Indian realty 
market, with an expected 200 
million sq. ft of office space to be 
added in the next three years," 
says Cushman. Apart from trans- 
actional revenues, Cushman is 
banking on managing realty, retail 
and hospitality funds for India's 
real estate market. If things go as 
expected, Cushman sees Asia's 
share in total revenues going up 
from 15 per cent to 33 per cent in 
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Cushman: He wants more out of India 


another three years. 

Currently, he is in the process 
of finalising a billion-dollar fund 
for a US-based investor, who ap- 
parently is licking his chops at the 
Indian market's 40 per cent re- 
turn compared to Us’ 20 per cent. 
"India is among the most under- 
served retail markets in the world, 
with just 50 million sq. ft of retail 
space," says Cushman. This, he 
adds, will rise to 112 million sq. ft 
in the next three years. He's right 
about the lack of modern retail 
space, but whether supply will ac- 
tually more than double in an- 
other three years is a moot ques- 
tion—at least, in this environment. 

TEJEESH N. S. BEHL 
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Megacorps in 
Microfinance 


India Inc. wants to 
lend to the poor. 


N MARCH 3, TINA AMBANI, WIFE 
Oi Anil Ambani, Chairman, 
Reliance Anil Dhirubhai Ambani 
Group (R-ADAG), handed over a Rs 5 
crore cheque to Mukesh Gandhi, 
Co-founder and Director-Finance, of 
Ahmedabad-based Mas Financial 
Services Limited (MFSL), a specialised 
retail financing organisation. That 
marked the entry of R-ADAG into 
the Indian microfinance space. “Our 
vision is to provide access to finance 
at the grassroots level by partnering 
with MFIs (microfinance institutions) 
serving rural and semi-urban areas. 
This initiative is in line with the 
group's commitment to play a seri- 
ous role in bringing value to the 
lives of the underprivileged and the 
aged in India," says Tina Ambani 
in a release put out by the company 
after she handed over the cheque. 
The amount, which is the first of 
two Rs $-crore tranches, is in the 
form of a loan given away at a com- 
petitive interest rate (similar to that 
offered by the banks); but, more 
importantly, such loans given to or- 
ganisations like MFSL provide an 
added avenue to raise resources. 
Reliance Capital Ltd (RCL), a financial 
services company from the R-ADAG 
stable, has tied up with another MFI, 
Vardan Trust, also based in Gujarat; 
over time this could be RCL’s vehicle 
for a national rollout of its microfi- 
nance initiative. RCL plans to fund 
MFIs in Gujarat and Maharashtra in 
the first phase and subsequently 
have a national presence. 

Reliance is not the only biggie 
eyeing this space. Those in the 
Indian microfinance field talk of 
plans of others like Mukesh 
Ambani and Sunil Mittal of Bharti 
to enter this space. 

*Over the past nine months or 
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Tina Ambani: Philanthropic gesture 


so, we have been aware that some 
of the big players are planning to 
make an entry into the Indian mi- 
crofinance space as we could sense 
some aggressive recruiting and 
benchmarking salaries," says 
Vikram Akula, Founder and CEO, 
sks Microfinance. A clear indica- 
tion, at least in the case of 
Temasek’s Fullerton, came when 
last year it hired Brahmanand 
Hegde, Head-Rural and Micro 
Banking Group, at icici Bank. At 
the bank, he was the second-in- 
command in microfinance to 
Nachiket Mor (the former deputy 
MD at ICICI Bank and currently 
President, 10161 Foundation for 
Inclusive Growth) and is regarded as 
one who played an important role 
in the Indian microfinance space. 

Akula feels the entry of bigger 
players is a welcome development 
for the sector as borrowers will now 
get a greater choice. Also, the in- 
creased competition, coupled with 
the fact that many of the new en- 
trants will have access to lower-cost 
funds, will help in bringing down in- 
terest rates. He, however, does not 
see this as any threat to existing 
players as many of them, like SKS, 
have built and put systems in place 
over the past 10 years and continue 
to have low-cost structures that can- 
not be easily replicated. Also, this is 
one industry where borrowers tend 
to be quite loyal, but only if they are 
treated well. 

“The entry of big players like 
Reliance will provide an additional 
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important source of finance to MFIs 
and this can be used to reach out to 
borrowers more effectively," says 
Mukesh Gandhi. “MFIs often find 
raising capita! a difficult proposi- 
tion. This partnership will help us in 
optimally utilising our expertise in 
distribution of credit to tiny and 
small enterprises for income gener- 
ation activities, consumption and 
emergency needs," adds Gandhi. 
Since 2001, in microfinance alone, 
MFSL has made total disbursements of 
Rs 200 crore, has built a customer 
base of 1.5 lakh, 61 branches across 
1,400 locations in Gujarat and is 
now expanding to Mumbai. 

E. KUMAR SHARMA 





No Poverty of 
Ideas 


Relieving rural penury may 
not be a pipe dream. 


INANCIAL INCLUSION IS A FAV- 
Pos mantra with governments 
these days, but for T. Vijay Kumar 
it's much more than that. Kumar is 
the CEO of the Society for Elimina- 
tion of Rural Poverty (SERP) in 
Andhra Pradesh, an autonomous 
society registered under the 
Societies Act to implement a World 
Bank-supported project, which has 
the state Chief Minister as the 
Chairperson. 

Kumar's mandate, via SERP's 
work on ‘total financial inclusion,’ 
is to meet the credit requirements 
of self-help groups (SHGs). This is 
being done by providing income- 
generating activities, housing, 
education and, most importantly, 
debt-swapping. 

The programme was started in 
December 2006. In the first year 
of operations, it was implemented in 
323 villages, with disbursements to 
the tune of Rs 174 crore. By end- 
March 2008 (by which time the 
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An SERP beneficiary: Simple economics 


second year would be completed), 
SERP intends to reach out to 3,000 
villages, and disburse Rs 1,800 crore 
to some 3 lakh families (typically 
each village has about 100 to 120 
families). As of February 2008, the 
society had reached out to 2,185 
villages, and disbursed Rs 1,155 
crore. “Our aim is to add 8,000 
villages each year from next year 
(and disburse Rs 6,500 crore each 
year) to cover all villages in Andhra 
(around 27,000) in the next three 
years (that is by 2011). This will 
involve mobilising around 
Rs 20,000 crore from the banks 
for the SHGs under the total financial 
inclusion model. 

But how does this become sus- 
tainable? “It is simple economics. 
The person who was bleeding ear- 
lier paying annual interest rates of 
60-100 per cent in urban areas and 
between 36 and 60 per cent in rural 
areas has got down to paying just 3 
per cent per annum under the in- 
terest subsidy scheme of the state 
government in Andhra Pradesh,” 
says Kumar. This, he adds, not only 
helps him to pay back high-cost 
debt but also unleash entrepre- 
neurial abilities. 

In his recent Budget speech, 
Finance Minister P. Chidambaram 
said that banks will be encouraged 
to embrace the concept of total fi- 
nancial inclusion. Kumar points out 
that other states, including Tamil 
Nadu, Orissa and Bihar, are keen to 
follow the SERP model. 

E. KUMAR SHARMA 
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Vend It Like 
Beckham 


Out-of-home is a hot emerging 
growth area for F&B firms. 


EA IS ONE OF HINDUSTAN 

Unilever Ltd's (HUL s) main cat- 
egories, what with Brooke Bond 
figuring amongst its five biggest 
brands. Of late, a fair bit of HUL’s 
tea—and coffee, along with some 
soup—is being consumed out of 
homes. Result? A thriving out-of- 
home market. Nobody’s tracking 
it (ACNielsen ORG MARG’S retail au- 
dit tracks only retail stores), but 
HUL estimates that just the premium 
channel would be worth Rs 1,500 
crore, and is galloping at 23 per 
cent per annum. 

HUL’s out-of-home portfolio 
is driven by vending machines built 
in-house and configured to offer 
not just the customary cuppa. At 
the push of button, consumers can 
avail of tea bag-tea, ice-tea, car- 
damom tea, freshly-brewed cof- 
fee, cold coffee and soup. The 
brands in play in the out-of-home 
segment are Lipton (tea), Bru (cof- 
fee) and Knorr (soups). 


HUL's Mishra: He's looking beyond the customary cuppa 


If out-of-home is a big market 
for HUL (and other players like 
Nestle and Coke; Pepsi has an al- 
liance with Lipton), it’s simply be- 
cause consumers today are spending 
less and less time at home. If they 
aren’t at office, they could be at a 
restaurant or a multiplex or a mall. 
So, Lipton and Bru machines can be 
found at banks (Icici Bank, HSBC), 
IT/ITES companies (Infosys, Dell, 
Wipro), fast-food chains (KFC, 
McDonald’s) and multiplexes like 
PVR and Adlabs. What’s more, eat- 
ing out is a phenomenon that’s 
gaining ground; this, as Shrijeet 
Mishra, Executive Director, Foods, 
HUL, points out, opens up a slew of 
possibilities for his company. Just a 
few of these include cakes, cookies, 
jams, bread and sandwiches. 

In line with its segmentation 
strategy across its product cate- 
gories, HUL has broken down the 
out-of-home market into three seg- 
ments—the top-end (tea bags), the 
‘masstige’ segment (freshly brewed 
coffee, ice-tea, cold coffee) and the 
‘penetration’ segment (cardamom 
tea, Bru coffee). HUL claims to be 
serving up 1.7 billion cups annually. 
And it has only just begun. 

BRIAN CARVALHO 
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Qovative 
COMPANIES 


A BUSINESS TODAY-MONITOR GROUP STUDY 


UR BUSINESS IS INNOVATION." THAT IS A QUOTE 
from the CEO of a pharmaceutical company 
(G.V. Prasad of Dr Reddy's Laboratories, for the 
curious), where innovation is, indeed, the core 
business. But with costs soaring, the market 
place getting increasingly cluttered, and customers becoming 
more demanding, innovation is bound to become every com- 
pany's single-most important business. In India, where the 
investment in research & development (R&D) makes up a 
mere 0.8 per cent of the GDP (1.23 per cent for China), inno- 
vation is a relatively new concern—at least, in the private sec- 
tor, which accounts for just a fifth of the total R&D spend. What 
scares private enterprise away from R&D is, of course, the fact 
that returns don't just take a long while coming but sometimes 
don't come at all. Yet, the fact is, to compete in the new 
global economy, companies must constantly innovate in 
everything they do. The good news: Some of the companies in 
India have already adapted to the new reality, as the Monitor 
Group's lead article that follows reveals. Besides, innovation 
isn't as complex or difficult as it is made out to be. In fact, 
innovation isn't invention. To shatter the myths that sur- 
round the subject of innovation, we invited Vijay Govindarajan, 
who is a professor at Tuck School of Business, author of 
best-seller 10 Rules for Strategic Innovators, and GE's newly- 
appointed Chief Innovation Consultant, to write an article (see 
page 82). Last but not the least, we profile the Most Innovative 
Companies—in the alphabetical order of their industries. 
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` Barriers to innovation remain, but the most 



























ILLUSTRATYIONS BY 


innovative companies have realised that 
"innovation" is not just about developing 
new products and services but, more 
fundamentally, about discovering new ways 
to Create Value. By TEAM MONITOR 


NDIAN FIRMS FACE BOTH A 
domestic and a global en- 
vironment that is more 
competitive than ever be- 
fore. For years, these firms 
have focussed on reducing costs, 
increasing operational efficien- 
cies, and targeting their prod- 
ucts and services carefully at spe- 
cific customer segments. 
Increasingly, however, that is 
not enough. To remain com- 
petitive in today's business 

world, every firm must 
make innovation a central 
pillar of its strategy for differ- 
entiation and growth. But how 
ready are Indian firms to make 
innovation an integral part of 
their growth strategies? To find 
the answer, Business Today and 





Monitor Group jointly surveyed 
more than 75 senior executives 
across sectors (nearly half of 
them through in-depth inter- 
views) on their innovation-re- 
lated attitudes, beliefs and prac- 
tices. We also surveyed investors 
to find out how they view the 
state of innovation among Indian 
companies. The results show 
clearly that Indian firms recog- 
nise how critical innovation 15 to 
thriving (or even just surviving) 
in today's global market, and 
some have taken important steps 
towards building the kinds of 
leadership, strategy, systems, 
partnerships, and culture 
required for innovation. At the 
same time, senior executives also 
believe that their efforts to build 


truly innovative Indian firms con- 
front significant constraints. 

Many of our results are en- 
couraging. More than 90 per cent 
of CEOs surveyed said that innova- 
tion is *very important" to achiev- 
ing their organisations' goals and is 
an explicit part of their corporate 
strategies. Bharti Airtel, for one, 
has established the Future Factory— 
a “center of innovation" that aims 
to develop innovative applications 
specifically targeted at individual 
customer segments. Wipro has es- 
tablished an *Advisory Board" and 
“Innovation Council" to invest in 
and manage innovation projects. 
Tata Motors has initiated a "New 
Product Introduction" process that 
defines business processes for new 
products—tackling everything from 
understanding customer require- 
ments to commercialisation, and 
everything in between. 

The survey also revealed, how- 
ever, that more than 73 per cent 
of CEOs are unsatisfied with the cur- 
rent level of innovation in their or- 
ganisations. CEOs repeatedly said 
that their organisations had too 
many competing priorities, faced 
difficulty in cross-functional coor- 
dination, were overly focussed on 
short-term results, and faced re- 
source constraints that make inno- 
vation difficult. 

Interestingly, firms around the 
world routinely point to these same 
barriers to innovation. But those 
companies that lead the pack on 
innovation view it ล ร ล necessity 
rather than a choice—and fight to 
overcome these barriers. Google, 
for example, started as a search en- 
gine but realised that it had to do 
more than that or else risk falling be- 
hind some upstart company. Today, 


Google's leadership has ensured 


that innovation is an integral part of 


the company's strategy, systems, 
processes and culture. Marissa 
Mayer, Head, Google's Idea 
Factory, searches for the best ideas 
talent and resources and then drives 
them to commercialisation. The re- 
sult is visible to all: with remarkable 
products like AdSense, Google 
Earth, Google Checkout and Google 
Notebook, Google towers over its 
competitors. 


Innovation Leadership—CEOs 
with a Vision 

A successful, companywide culture 
of innovation starts with a rock- 
solid commitment by company 
leadership. Business leaders must 
lead the innovation agenda. They 
must define innovation broadly 
and build space for individuals to 
innovate. They must set "stretch" 
targets to encourage employees to 
look beyond the core business. 
They must assign a dedicated team 
to drive the firm's innovation 
agenda. And, finally, they must 
create a culture that inspires people 
to take risk. 

According to the BT-Monitor 
Group survey, most organisations 
in India rely on the CEO or a team of 
directors to drive innovation. Most 
CEOs also say that they spend more 
than 10 per cent of their time on in- 
novation-related projects. At com- 
panies like Tcs, Dr Reddy's 
Laboratories and Ranbaxy, the CEO 
spends more than 30 per cent of his 
time on innovation-related activities. 

The most innovative firms define 
“innovation” broadly. They believe 
that innovation is not just about de- 
veloping new products and services 
but, more fundamentally, about dis- 
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covering new ways to create value. 
At Marico, for example, innovation 
is referred to as “uncommon sense". 
According to Ameya Naniwadekar, 
Marico's Head of Strategy, 
“Uncommon sense is a mindset that 
seeks to create and unlock new value 
by challenging prevailing rules of 
the market." According to ICICI: 
*Innovation is the ability to iden- 
tifv opportunity and seek new 
growth horizons continually using 
people, processes and delivery 


How important is innovation in 
achieving your organisation's goals and 
aspirations? 


Not very 
important ] 
Very 
-- —923 93 


How How satisfied have you been in the 
past with the state of innovation in your 
organisation? 


cc NN 7 
m 27 


Figures in per cent 





mechanisms as the platform." À 
broad definition of innovation helps 
companies to think beyond R&D and 
to move to the next level of inno- 
vation: creating new processes, new 
distribution channels, new business 
models and new ventures (see 
Pathways for Innovation). 

But thinking broadly about 
innovation is not enough. A com- 
pany’s CEO and board of directors 
must set stretch growth targets to 
drive breakthrough innovation. 
Global innovation leader 3M has 
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HIGH PERFORMANCE INNOVATION FRAMEWORK 
ASED ON WORK OVER THE PAST DECADE WITH COMPANIES ACROSS 
B multiple sectors and geographies, Monitor Group has developed 
"High Performance Innovation" framework that outlines the key 
elements required to drive innovation leadership. In addition to innova- 
tion environment, the framework has four elements: leadership, strat- 
egy, structure/processes, and people. Since innovation is managed as a 
system, weaknesses in any one of these elements can result in poor in- 
novation performance. 
The external Environment of a company helps define the growth 


objectives of a company and intensity required to compete. These 
factors then translate to the urgency and importance of innovation 
as a pillar for survival, growth and leadership. 


Leadership is the clarity of 
the vision for driving innovation in 
the firm. It includes how commit- 
ted leadership is on the topic of 
innovation; how clearly and often 
the importance and urgency of in- 
novation is communicated to the 
organisation; and how it is linked 
to the strategic intent of the firm. 

The top half of the diamond 
represents the Strategy element of 
the framework and evaluates the 
sophistication of the innovation 


The HPI Framework 





strategy of a company. It tests questions like does the firm view innova- 
tion strategy as search for a silver bullet or as an organisational capabil- 
ity? How does the company manage risk, uncertainty and ambiguity? 
What is the role of partnerships? Are there notions about options 


and hedges? 


The bottom half of the diamond covers the hardware and linkages 
needed to allow ideas to move quickly and effectively from concept to 
commercialisation. Specifically, it covers issues with Organisation, 


Processes, Systems and Assets. 


The Culture and Metrics satellites spinning around the diamond 
represent the importance of people and culture in making innovation 
happen. This element helps reveal the propensity for an organisation 
and individuals to take risk, collaborate, and be entrepreneurial. 


the *35 per cent Rule": 35 per cent 
of the company's revenues must 
come from products and services 
that have been introduced in the last 
four years. Similarly, at the us 
aluminium giant Alcoa, stretched 
cost-reduction targets are used to 
drive out-of-the-box ideas and part- 
nerships, and employees are com- 
pensated far more handsomely for 
meeting stretch targets than they 
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are for meeting planned targets. 
Indian firms also need to create 
a role for individuals or teams to 
operationalise the innovation 
agenda, build innovation capabilities 
and support business units’ inno- 
vation efforts. All of these goals 
can be accomplished more readily 
when a firm designates one indi- 
vidual who is accountable for the 
company's innovation agenda. 


Global giants such as CEMEX, Frito- 
Lay and Hitachi have already cre- 
ated the Chief Innovation Officer 
(CIO) position, which reports di- 
rectly to the CEO. These officers 
ensure that there is enough focus on 
innovation programmes, and help 
link innovation efforts to the firm's 
strategy and growth. They ensure 
that innovation is an integral part of 
the company and get innovation 
projects executed to ensure that 
stretch targets are met. 

Finally, business leaders drive 
a company's innovation culture. 
They must encourage the company 
to experiment and create options. 
Business leaders should see failures 
as opportunities to learn and not 
opportunities to punish individuals 
and should help employees over- 
come or lower barriers to inno- 
vate, We explain this further to- 
wards the end of the article. 


Innovation S latforms, 
Partners and lios 


The sT-Monitor Group survey re- 
veals that a large number of or- 
ganisations believe they possess 
well-defined innovation platforms. 
As our in-depth interviews con- 
firmed, however, what Indian com- 
panies consider "innovation plat- 
forms" tend to be mere business 
initiatives. In most cases, these are 
not defined to create breakthrough 
innovations. Think about global 
platforms like Starbucks's “Third 
Place", the platform that led the 
company to move beyond coffee to 
products like Wi-Fi hot spots and 
in-store music downloads. Similarly, 
Mexican major Cemex introduced 
an *ease of owning a home" plat- 
form that has helped it broaden its 
business model from cement to 
construction finance and retail. 
Indian firms must likewise de- 
fine platforms that drive the firm's 
strategic agenda. Senior manage- 
ment must identify the platforms 
that will focus the organisation on 
where to innovate, unlock the latent 


creativity across all levels of the or- 
ganisation and harness the energy in 
a coordinated manner. 

While some Indian firms have 
started recognising innovation as 
more than new product develop- 
ment, the innovation portfolio of 
many companies still consists pri- 
marily of short- to medium-term 
projects focussed on new products, 
services or processes and less so 
around new growth engines, chan- 
nels or business models. In the BT- 
Monitor Group survey, firms stated 
that less than a quarter of their in- 
vestments are in new business mod- 
els or ventures. In terms of tenure, 
more than 75 per cent of their in- 
vestments are in short- to medium- 
term projects with tenures of fewer 
than three years. The specific pro- 
portion should depend on a given 
company's overall strategy and on 
its ability to take risk. 

Indian firms must work to re- 
balance their innovation portfolios 
by altering the current distribution 
across short-, medium-, and long- 
term investments, as well as across 
incremental versus breakthrough 
innovations. 


Partnering for Success 

Globally, companies have identi- 
fied strong partnering capabilities 
as an increasingly critical competitive 
competency. Companies are moving 
from ad hoc and opportunistic part- 
nering towards strategic and inno- 
vative partnering. Nokia, for ex- 
ample, collaborates with local uni- 
versities, institutes and companies to 
facilitate the exchange of ideas and 
to achieve collaboration among the 
mobile, wireless, software and 
electronics manufacturing commu- 
nities. This local cluster of innova- 


HOW DO WE DEFINE PLATFORMS? 


NNOVATION PLATFORMS ARE POWERFUL LAUNCHING PADS FOR NEW IDEAS, PROD- 

ucts, services and businesses. A platform should consist of a series of 

elements and a structured process that can transform ideas into value for 
the company. Innovation platforms should not be at an organisation's 
tactical level, but rather at its strategic level, generating focussed innovations 
that build competitive advantage. Innovation platforms should not be under- 
stood to serve only the core business, but should overlap into adjacencies 
and connect to the future. They should neither be viewed as a "technology 
push" nor a "market pull," but as tools to integrate both to drive technically 
actionable and market-meaningful innovations. Innovation platforms should 
not just leverage a single core competency, but rather a bundle of compe- 
tencies and assets—including those of partners, which make the platforms 
even more differentiated and difficult to replicate. 


tion has led to various innovative 
products at Nokia. Similarly, to 
manufacture its highly differenti- 
ated range of premium A8 cars, 
Audi worked closely with Alcoa to 
learn how to use aluminium instead 
of steel in its space frames. 

In India, most partnerships are 
used for transactional purposes, 
which means that partners are used 
for tasks such as information gath- 
ering for addressing short-term 
needs. In the recent BT-Monitor 
Group study, fewer than 25 per 
cent of companies stated that they 
have market-forming or innovative 
alliances. Even amongst the inno- 
vation leaders identified by our sur- 
vey, only 50 per cent of innovation 
leaders use partners for market- 
forming alliances. Companies like 
Infosys, TCS and Samsung Electronics 
(India) are among the few in India 
that have tied up with academic in- 
stitutions and universities for un- 
dertaking specific R&D initiatives. 

Moreover, our survey reveals 
that only about 34 per cent of a 
given Indian company’s ideas come 
from external sources. This com- 


pares somewhat poorly with global 
innovation leaders, which get nearly 
50 per cent of their ideas from ex- 
ternal sources. Indian companies 
should do more to get ideas from 
suppliers, partners, distributors and 
end-consumers, 

Indian firms need to assess their 
own strategic direction and the role 
of partnering in their competitive 
positioning. Partnerships should 
not be viewed simply as a means to 
closing capability gaps within a 
company. Rather, a company 
should think more broadly about 
what all it might be able do if it 
had Toyota, Google, Motorola or 
some other such company as a 
partner. With convergence in tele- 
com, electronics, media and finan- 
cial services, SK Telecom of Korea is 
leading the charge in setting part- 
nerships to create options to play in 
banking and retail. 

In addition, it is equally impor- 
tant to create a partnership-friendly 
culture, so that people across levels 
think about partnerships while 
thinking about growth. A small 
Korean team from LG Electronics 


Senior management must identify the platforms 


that will focus on where to innovate, unlock the 
latent creativity across levels 
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forged ล relationship with Sprint 
to make a camera phone that nei- 
ther Nokia nor Motorola was will- 
ing to make. As a result, LG became 
a major player in the us cell phone 
market. Even with all the cultural, 
linguistic and geographic barriers, 
the Koreans are teaching the world 
about partnering, whether it is 
Samsung and Sony in flat-panel tel- 
evisions, Hyundai and xM Satellite 
Radio, or sk Telecom and Google. 


Innovation Structure, 
Process and Systems 

Just as structures and processes are 
required to achieve any business 
goal, an organisation needs inno- 
vation processes to reach its in- 
novation goals. These structures 
help speed innovations from idea 
generation to commercialisation 
by improving the interfaces 
between functions for optimal re- 
source allocation, teaming and 
rapid decision making. 

It is well understood that struc- 
ture, systems, processes and capa- 
bilities must follow business strategy. 
The same goes for innovation. 
Processes and systems built in the 
absence of an innovation strategy 
will result in idea management and 
other knowledge management 
systems collecting dust and forgot- 
ten over time. Idea management 
system could be limited to a business 
unit or could invite externals into the 
process. This is a choice that is de- 
fined by the innovation strategy. 

A concept-to-commercialisation 
system can help build a culture that 
encourages innovation but also de- 
fines the strategic direction for in- 
novation. The system should be 
able to support a range of activities 
from understanding market and 
technology trends and consumer 
needs, leading ideation processes 
to build concepts, ranking and pri- 
oritisation, allocating resources, de- 
veloping and managing projects and 
partners and various other activities. 
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To generate a sustained pipeline of 
innovation, the challenge for firms 
is to have disciplined systems and 
processes that are flexible enough to 
allow management of a range of 
projects of varying risk and invest- 
ment size, different stages of de- 
velopment, and benefits. 

The Br-Monitor Group survey 
shows that around 80 per cent of 
senior executives believe that they 
have the systems, processes and 
physical assets to drive and manage 
innovation projects. They also state 
that they have world-class assets and 
facilities to drive innovation. But 
they believe they suffer from a talent 


Pathways for Innovation 


How is the 
offering produced? 


What financial 
model do we use? 
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Senior executives are also un- 
satisfied with the quantity and qual- 
ity of ideas generated—only 30 per 
cent of respondents were completely 
satisfied with the quantity and qual- 
ity of ideas generated. Do firms 
have the right systems to permit 
the flow of ideas across functions 
and with external sources? Perhaps 
not. Indian firms must have the 
right idea-management systems to 
ensure this happens. Looking at the 
survey results closely, firms that 
claimed to have ongoing idea-man- 
agement processes across their or- 
ganisations were more satisfied than 
others on both the quantity as well 
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Which network and 
partner should we use? 


crunch and lack the discipline to 
follow-through on innovation proj- 
ects. Indeed a common complaint 
was that the best people repeatedly 
get pulled out for short-term rev- 
enue-generating projects. For in- 
stance, Ananth Krishnan, Chief 
Technology Officer, TCS says that 
it is a part of his responsibility that 
20 per cent of the organisation time 
Is spent on disruptive innovation. 
According to him, this is a huge 
commitment to innovation, as this 
implies dealing with short-term pri- 
orities. Krishnan admits that it is 
tough to meet this target on a weekly 
or monthly basis, but TCS meets 
these targets on a quarterly basis. 





as quality of ideas. This included 
companies such as Airtel, Citibank 
and IBM Daksh, all of whom have 
already introduced various idea- 
management systems. 

As we mentioned earlier, Indian 
firms source about 70 per cent of 
their ideas from internal sources 
(spread across the organisation) and 
the remainder from external sources 
(consisting primarily of consumers 
and partners). Indian firms must 
leverage external sources more and 
increase the percentage of idea con- 
tribution from customer-facing func- 
tions such as the sales department; 
sales currently contributes only 
about 10 per cent of internally 
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INNOVATIVE 
COMPANIES 


generated ideas. 

Companies like Nestle, BMW and 
3M have these systems globally. 
For instance, Nestle has a struc- 
tured process to capture information 
needs from the company, gather 
this Information and spread it out to 
the appropriate people or areas. 
Similarly, BMW has committed to 
maintain its leadership in technol- 
ogy—it has created an internet por- 
tal where others can contact BMW 
with suggestions for innovation 
projects. 3M, too, creates cross- 
functional teams for innovation 
projects, and makes its lead users a 
part of the ideation process and 
sessions. Indian firms must soon 
initiate such processes to use their 
employees and partners effectively 
for innovative ideas. 


Innovation Culture and 
Metrics 

Today, the majority of Indian com- 
panies say they believe in promot- 
ing an open, entrepreneurial cul- 
ture. In fact, 35 per cent of the or- 
ganisations surveyed, including LG 
India, Wipro and icici Bank, said 
that they have an energised and 
innovative culture, and that their 
employees drive change. A similar 
number of companies have already 
introduced balanced scorecards to 
evaluate their employees on inno- 
vation-related activities. 

But creating such a culture does 
not come easily to Indian companies. 
The Indian education system fo- 
cusses more on theory than on ex- 
periential learning, which tends to 
generate inherently risk-averse stu- 
dents. Until recently, commerce stu- 
dents in India were not even 
exposed to basic principles of raising 
money, or selling their ideas to cus- 
tomers and investors. And many 
Indian firms have established an 
"authoritarian" approach, whereby 
managers expect their juniors to fol- 
low their instructions strictly and 
without asking too many questions. 
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Failures are not well tolerated, fur- 
ther diminishing employees' desire to 
take initiative or to take risks. 

As mentioned earlier, a success- 
ful innovation culture begins with 
the CEO and his or her directors. If a 
company believes in driving an in- 
novation culture, the importance of 
innovation must be explicitly men- 
tioned in meetings. All members of 
the organisation, from the CEO to the 
junior-most employees, should truly 


How satisfied are you with 
the quantity and quality of 
ideas in your organisation? 





lll Somewhat dissatisfied Bi Neither satisfied nor dissatisfied 
W Somewhat satisfied ไพ Very satisfied 


Figures in per cent 


believe in the power of innovation. 
Besides communication, systems 
should be changed such that they al- 
low employees to be creative, con- 
tribute new ideas and be entrepre- 
neurial. For example, Dr Hari 
Prasad, CEO, Apollo, Hyderabad, 
said that he “doesn't remember a 
meeting where the Chairman did 
not use the word innovation in his 
communication. This has led the 
entire organisation to think around 
contributing new ideas. One of 
our recent initiatives to change the 
patient admission procedures was 
based on an idea that came from 
an admin staff. Now the patient 
admission procedures are done at 
the bed-side instead of in the 
queues at reception. Thus the 
process is easier for the patient as 
well as the hospital." 


Indian firms must create a col- 
laborative, risk-free environment 
empowering people to experiment 
with new ideas. Various global in- 
novation leaders such as 3M and 
Google allow their employees to 
spend some of their office time on 
projects that specifically interest 
them. Google engineers experiment 
with new features and new services, 
present early versions of them to 
the public, and incorporate feed- 

back they receive during this trial 
phase. Similarly, 3M believes that 
no "mistake" is a failure unless the 
same mistake is made twice. 3M 
employees that pursue innovative 
ventures within the firm are guar- 
anteed a return to their former po- 
sitions if their venture fails. 

Also, to promote an innova- 
tion culture, organisations need 
to measure and reward employees 
for innovation-related activities. 
P&G, for example, has made in- 
novation central to its strategy 
and has integrated innovation into 
its personal goal-setting and re- 
ward system. Alongside senior 
management support and a cul- 
tural emphasis on innovation, P&G 

makes "innovativeness" a part of 
employees' annual reviews and pro- 
vides such incentives as faster pro- 
motions, non-monetary benefits 
and innovation fellowships in order 
to promote innovation. 

Bottom line: Innovation for 
companies is not so different from 
Darwin's evolution for creatures. 
Those that are not able to adapt to 
changing environmental conditions 
eventually disappear. Do you have 
the vision, diversity, flexibility and 
DNA to survive and flourish? 


(TEAM MONITOR) | 
The Monitor team consisted of Nikhil Prasad 
Ojha, Pranay Mehrotra, Anurag Dwivedi, | 
Meenakshi Chhabra and Ritika Goel. 

| Dr Hitendra Patel, a senior leader at Monitor 

| Innovation, worked with the team as an 

| advisor and key contributor to the study. 
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THE BEST : 
INNOVATORS K; 


The Most Innovative Companies don t 
do different things, they just do things 
differently. And that seems to make 


all the difference. 


@ AIRLINE 


Deccan 





Your ticket, sir: Flying made easy 


F INDIA'S FIRST LOW- 
Los: carrier Air 
Deccan shook up the 
organised players of 
the Indian skies, the 
chief reason was not 
its scale of operations, 
but the way it did 
things. “Our innova- 
tions in distribution 
brought down the 


cost of tickets compared to our competition by 20 per 
cent," says Deccan Co-founder Capt. G. R. Gopinath. 
He made buying an air ticket almost as simple as buying 
a shampoo or a toothbrush. Now part of Vijay Mallya's 
Kingfisher Airlines, Deccan continues to innovate to sur- 
vive in a fiercely competitive industry. 
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@ AIRLINE 


Jet Airways 


OR TWO YEARS, AS THE AIRLINE WORKED ON ITS AWARD-WINNING 

first-class cabin on its long-haul routes, there was one man pay- 
ing close attention to the details: Jet Airways’ Chairman Naresh 
Goyal. “I am rarely satisfied, but I think with this new first-class suite, 
we will have many satisfied customers,” a beaming Goyal told re- 
porters at the launch. It is Jet’s intense focus on customers, then, that 
makes it innovative. Be it the three (SMS, web, and airport kiosks) 
self-service check-in options or IVR-based payment and ticketing serv- 
ices, Jet doesn’t take its leadership position for granted. 






Mahindra & Mahindra 


E IT A SOFT-TOP, 10-SEATER RURAL TRANSPORT 
Beide (Commander), an urban utility vehi- 
cle (Armada), or a stylish and contemporary 
sports utility vehicle (Scorpio), Mahindra & 
Mahindra (M&M) has been innovating its way up 
in the auto industry. It has now introduced the 
concept of customised vehicles. The Scorpio 
Passion, Scorpio CEO and Bolero Commando 
will be made and sold exclusively as per cus- 
tomer request. For example, the Scorpio CEO 
offers office-like interiors, including a laptop 
with GPRs and LCD screen. "Innovation is part of 
our DNA," says Arun Jaura, Sr. VP (Product 
Development), M&M. “We believe that innovation 
is new ways to create value across the organisa- 
tion and for the customer." M&M, which employs 
an *Idea Shoebox" for employees to send in 
their suggestions, is also working on making its 
vehicles more fuel efficient. It recently intro- 
duced a hybrid Scorpio, hydrogen fuel-pow- 
ered three-wheeler Bijlee, Asia's first 100 per cent 
bio-diesel Uvs—Scorpio and Bolero—and ล trac- 
tor powered by 5 per cent bio-fuel (India's first). 

IHE MONITOR GROUP (TMG) 


ANUSHA SUBRAMANIAN 
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Tata Motors 


ECAUSE A PROMISE IS A PROMISE”. WITH THOSE WORDS 

Tata Motors Chairman Ratan Tata gave India its 
newest ‘people’s car’ and rewrote global automotive his- 
tory. At Rs 1 lakh, the Nano is the world’s cheapest car 
and a unique example of innovation. It’s barely 10-foot 
long and 5-foot wide, sports a two-cylinder 623cc 
engine that churns out 33 BHP and can do 65 miles per 
hour. How did Tata Motors make a car at the price of 
a motorbike? “If you want to be successful in a market 
like India... it is critical to deliver value at a lower price 
unit," says Ravi Kant, the company's MD. 

How Tata Motors' crack engineering team built the 
Nano despite all the challenges is well documented by 
now. What not too many people know is the crucial 
role the company's leadership played in making the im- 
possible happen. *By constantly challenging existing par- 
adigms and beliefs, the leadership creates a culture 
where people are encouraged to question entrenched 
beliefs from time to time," explains Kant. If vou want 
to know what drives innovation, it is this. 
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It's got drive: Seamless assembly line production 
AUTO 


Maruti-Suzuki India 


S THE MARKET LEADER, MARUTI MUST CON- 
Prix innovate to stay ahead of the 
other car makers. Result: it has gone after non- 
traditional customers (school teachers and 
lower-level government employees), tried to 
improve productivity by a whopping 50 per 
cent on the assembly lines, and now it's even 
training the drivers of its delivery trucks to im- 
prove productivity. “Innovation is what has 
kept our results so good," says Shinzo Nakanishi, 
MD, Maruti-Suzuki India. KUSHAN MITRA 





Small revolution: Tata's Nano 


BANKING 
Citibank India 
S' RE, SUBPRIME IS A PROBLEM FOR CITI, BUT IN INDIA, THE BANKING 
giant has been at the forefront of innovation among foreign 
banks. Be it its low-balance Suvidha savings account (subsequently 
launched in at least six other countries), biometric ATMs with voice 
navigation for rural users, or kiosk-based EasyPay for corporate cus- 
tomers. “Smart use of technology has contributed significantly to our 
business and industry,” says Sanjay Nayar, CEO, Citi India. Like in the 
case of other innovative companies, it is Citi’s desire to serve cus- 
tomers in every which way that drives its out-of-the-box thinking. 
ANAND ADHIKARI 
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INDIA'S MOST 
INNOVATIVE 
COMPANIES 





Speed is of essence: She loves that 


® BANKING 
HDFC Bank 


T IS INDIA'S BEST BANK (FOR THE FIFTH CONSECUTIVE 
year, according to a BT-KPMG ranking of banks) 
for a simple reason: it hasn't let its rapid growth af- 
fect the quality of its assets or its profitability. What 
helps? Use of technology. HDFC Bank uses sophisticated 
analytics to understand the customer's needs and risk 
profile and to speed up delivery. “We can give you a 
loan in three hours flat," quips Aditya Puri, the bank's 
Managing Director. It has roped in Cisco to wire up its 
operations and make banking seamless for its cus- 
tomers as they move from the branch to the internet to 
the mobile phone. *We have a major project in terms 
of financial inclusion, where we will take our product 
right into the interiors through the use of mobile 
phones," he says. It is also using a *hub-and-spoke" 
model (where HDFC Bank is the hub and rural coop- 

erative banks the spoke) to reach out to villages. 
ANAND ADHIKARI 


@ CONSUMER DURABLES 


Philips Electronics 


| INVENTED THE X-RAY TUBE, AUDIO TAPE, VCR, AUDIO CD, 
|= and even the HDTV, over its 100-year journey. 
After teetering a bit globally and in India, Philips has 
repositioned itself in the consumer lifestyle, healthcare 
and lighting space, and (under its new India CEO Murali 
Sivaraman) is innovating with a vengeance. Sample: 
A smokeless woodstove for villagers, Rip All (it converts 
cassette music into MP3 files), and Aurea Tv that uses LED 
technology and has lights at the side, which enhance the 
viewing experience. SHAMNI PANDE 
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Reaching out: The bank's huge network gives it an edge 


@ BANKING 
ICICI Bank 


OW DOES ONE GO FROM BEING A LUMBERING 
H development financial institution to a private 
sector market leader in a matter of six years? By 
making innovation one's way of life. “ไท an en- 
vironment where innovation is driving change at 
a tremendous speed, as an organisation, the need 
is to innovate products and processes to bring sus- 
tainable growth,” icici Bank's Managing Director 
& CEO, K.V. Kamath, told audience recently at the 
fifth CFO Summit organised by Cll in Mumbai. 
Two-and-a-half years ago, ICICI set up an 
“ideas laboratory” that has generated 44,700 
ideas of which 14,700 have been implemented. 
“What differentiates us from the other banks is the 
participation of people at the ground level,” says 
Madhabi Puri-Buch, the bank’s Executive Director. 
Its latest innovation is mobile banking. Using 
their handsets, customers can execute transac- 
tions such as paying utility bills and insurance pre- 
mium. “We have built the technological capabil- 
ity to handle large volumes of small ticket-sized 
transactions,” says Kamath. That's something 
even ICICI's global rivals can't boast of. 
ANAND ADHIKARI 
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Spoilt for choice: The company has customised its products for Indian consumers 





MER DURABLES 


Samsung Electronics India 


NE SIZE DOESN`T FIT ALL, AND NO ONE KNOWS THAT BETTER IHAN THE 

South Korean giant Samsung Electronics. Almost five years ago, it 
tied up with irr Delhi to set up a “usability lab” where all its products— 
no matter how hi-tech—are studied for customisation for India. Using 
IIT's students of industrial design, Samsung studies consumer response 
to how its products look, feel and work. For that it relies on some hi-tech 
equipment such as eye-tracking systems, force sensors, and CAD stations 
for 3D modelling. All that work has led to some unique product features 
like the "saree wash course" and *memory re-start" (to deal with frequent 
power cuts) in its washing machines, *Easy View" for Tvs that in- 
cludes on-screen channel menu and channel scheduler among others, and 
Direct Cool refrigerators with built-in stabilisers and frost-free refrig- 
erators that are highly energy efficient. 

Evidently, Samsung drives innovation by “creating a sense of urgency 
and a willingness to change". It also has an internal ‘innovation team’ and 
most members of the company's India leadership team are each assigned 
specific innovation-related responsibilities. Samsung's goal: win Indian 
consumers with its superlative products. [MG 


® FMCG 
ITC 


F WHAT WAS ONCE A THRIVING BUT PERSECUTED TOBACCO 
| waspa Is today ล conglomerate with ล booming 
FMCG business, it's because of rTC's ability to constantly 
reinvent itself. That means, innovation at ITC isn't 
something that goes into only its products and services 
but into the organisational DNA. ITC's divisional CEOs, for 
instance, run their businesses almost independently, 
yet there's a high level of synergy across those businesses. 
Indeed, that's what made ITC’s successful foray into 
foods, among others, possible. RITWIK MUKHERJEE 


@ FMC 


Ni [OO LONG AGO, WHEN 
the head honchos at Dabur 


sat down to draw up their four- 
year plan until 2010, they ended 
up resting their future strategy on 
three pillars: Expansion, acqui 
sition and innovation. While it is 
listed here as the final pillar, in- 
novation at Dabur is core to 
everything it does. That explains 
whv it has been able to make 
the transformation from a man- 
ufacturer of ayurvedic medicines 
to an FMCG company that oper- 
ates in eight consumer categories, 
including health supplements, 
oral care, home care and foods. 
"We reward employees who im- 
plement a new idea more than 
an employee who does a great 
job on an existing product,” says 
Sunil Duggal, CEO, Dabur India. 
Clearly, the policy is working. 
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One-stop shop: The company also sells cigarettes 
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INDIA'S MOST 
INNOVATIVE 
COMPANIES 


LG ELECTRONICS INDIA 


BOUT 10 YEARS AGO, LG INDIA HAD REVENUES OF 

Rs 125 crore. Last vear, that figure stood at 
Rs 9,500 crore, making LG the #1 consumer durables 
player in the country. A lot of LG’s success is due to its 
superior marketing and distribution strategies com- 
pared to its peers, but that doesn't mean it has lost the 
innovation battle to rival Samsung. Last year, for 
example, it launched a home air-conditioner with 
*Neo Plasma Plus Technology", which employs a bac- -— 
teria-killing air filter. SHAMNI PANDE Getting ready for the market: LG has come a long way 





SHEKHAR GHOSH 


@ HEALTHCARE 


Apollo Hospitals 


Ww RE IS ONE OF THE WORLD'S BIGGEST 
telemedicine hubs based? It is in Hyderabad, 
courtesy Apollo Health City, an integrated health- 
care facility that offers “totality of wellness". 
Apollo's Centre for Innovation works on identi- 
fying new applications that benefit both the sick 
and the healthy. Example: its Virtual Patient Visit 
service, which allows relatives of patients admitted 
at Apollo, Chennai, to watch videos of the patients 
and email them greeting cards over the Net. Under 
another innovative project, Holistic Health, Apollo 
is trying to harmonise different forms of medicine 
to come up with better treatments. "It is very easy 





Getting under the skin: Kaya, the new face of Marico to copy a model that exists abroad but we know it 
| would not work in India,” says Dr Hariprasad, 
@ FMCG CEO, Apollo Hospitals, Hyderabad. IMG 


Marico 


OU ARE AN FMCG COMPANY, AND A MANUFACTURER 
Yor laser hair removal equipment approaches you 
for distribution. You: a) laugh at the proposal and turn 
it down, b) strike a deal to distribute the machine, or 
c) spot an opportunity to create an entirely new line of 
business. If you don't work for Marico, you've prob- 
ably ticked a or b and missed the opportunity to cre- 
ate a highly successful skin clinic business—Kaya—that 
in two years has grown to 48 clinics and attracted over 
2 lakh customers. “To us innovation means 'uncom- 
mon sense’, which, in turn, is a mindset that seeks to 
create and unlock new value by challenging prevailing 
rules of the market," says Ameya Naniwadekar, 
Marico's Head of Strategy. An innovative approach to 
innovation? You bet. IMG A holistic approach: A CT angio scanner at Apollo 


ส ส ด | k 
"M ๕ ~- . 

> » 
^ ue 


T3 


iy 
ร 


ma 


* 
- | 
p 


SAHANI 
pi 
| ' 
ni "t 





KAVI 5 


BLACK AND WHITE FOR 
EVERYDAY EFFICIENT PRINTING. 
COLOR ON DEMAND. 


Color makes an impression. And black and white goes the 
distance. Choose the HP Color LaserJet 1600 Printer and take 


prints in black and white as well as color from a single machine 
Built with advanced printing technology, this printer offers more 
than you can imagine. Partner with the best in color laser 
technology now and see the difference in the long run. 


What's more, with our comprehensive portfolio of HP Care Pack service, 
you con increase printer uptime ond keep operating costs low 


HP COLOR LASERJET 
1600 PRINTER 


Rs. 17,299" 

* Up to 8 ppm 

* 264 MHz processor 

* 16 MB RAM 

* Hi-speed USB 2.0 

* Duty cycle: Up to 20,000 
poges per month 


x SMS "แห ล” 1 ๐ 57575 h 
. Call 1800 4254 999 (toll free, from MTNL/BSNL lines) เล ห ร แพ ร 


or 3030 4499 (from mobile, prefix your STD code) 
Visit www.hp.com/in/laserjet 








INDIA'S MOST 


INNOVATIVE 
COMPANIES 


@ HEALTHCARE 


Aravind Eye Care 


I: THE TOYOTA OF EYE CARE. DESPITE TREATING SEVEN 
out of 10 patients for free or at minimal charges (it 
screens 2 million patients and performs 2.7 lakh sur- 
geries a year), Aravind Eye Care System operates on a 
40 per cent profit margin. How? Thanks to big and 
small innovations. It has reduced the time of surgery for 
each surgeon by using paramedical staff for the prepara- 
tory and post-operative work on each patient, and al- 
lowing the surgeons to perform only a 10-20 minute- 
long surgery. Operation theatres are equipped with two 
tables so that the doctor can perform two surgeries with- 
out a loss in momentum. It also manufactures in- 
house intra-ocular lenses, driving their cost down from 
$100 to $2-3 apiece. Says Dr. Namperumalsamy, 
Director, Aravind: *Innovation need not be some big 
discovery—any small change like time management that 
helps to serve patients better is innovation." Aravind's 
patients will more than agree. IMG 





Focus on precision: A doctor diagnoses remotely 


๑ HEALTHCARE 
Narayana Hrudayalaya 


F ARAVIND EYE IS THE TOYOTA OF EYE CARE, THEN NARAYANA 

Hrudayalaya is the Wal-Mart of cardiac care. The Dr Devi 
Shetty-founded hospital performs 23-25 heart surgeries a 
day—one of the largest in Asia—simply because it has restricted 
the surgeon’s job only to surgery and not the entire patient 
process. Such *Wal-Martisation of healthcare”, as the hospi- 
tal executives describe the strategy, has enabled Dr Shetty to 
offer heart surgeries at a cost as low as Rs 65,000 compared 
to Rs 1.50 lakh at other hospitals—and that despite offering 
70 per cent of the treatments below cost or for free. TMG 








๒ S 
State-of-the-art: That is SRL Ranbaxy's USP 


@ HEALTHCARE 


SRL Ranbaxy 


OD FORBID, SHOULD THE BIRD FLU EVER STRIKE 

Delhi, the capital's best chance of detecting 
and responding to it may start from the testing 
labs of SRL Ranbaxy. Thanks to its state-of-the-art 
equipment and processes, it can provide accurate 
results in one day compared to some other labs 
that take two to 10 days. Several other firsts 
and innovations, including an ERP system that in- 
tegrates all test data into one system, make it the 
only lab of its kind in India. Says the lab’s CEO, Dr 
Sanjeev K. Chaudhry: “Innovation is at the core 
of our strategy. We are being innovative by re-po- 
sitioning ourselves as a wellness company." SRL 
is now planning to create a Future Innovation 
and Strategic Team (FIST) to help drive innova- 
tion-related initiatives, and also rolling out in- 
novation-related metrics for the top 20-50 per 
cent of the employees to assess the progress on 
such initiatives. TMG 





In safe hands: Dr Shetty has his finger on the pulse 
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75 years ago, René Lacoste created the Lacoste Style. 
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Moving one step ahead: Infosys has made 100 patent filings in 18 months 





Infosys Technologies 


NNOVATION AND IMPROVEMENT ARE CONSTANTLY AT WORK AT INDIA'S 

best-known IT services company Infosys, right from designs for its new 
buildings at its 80-acre HQ in Bangalore to new solutions meant to en- 
hance employee efficiency . “There are multiple tasks for our innovation 
teams and in a fast-changing market, innovation is critical to stay 
ahead of the market,” says S. ‘Kris’ Gopalakrishnan, MD and cto. 

A key component of Infosys’ innovation machine is the Software 
Engineering and Technology Laboratories (SETLabs), a 500-person 
unit that works on a variety of initiatives ranging from open source and 
grid computing applications to projects in personalised information (ar- 
eas like enterprise content management and business intelligence) to re- 
search on areas such as pervasive access, including mobile computing and 
convergent technologies. *While we have made over 100 patent filings 
in the last 18 months, this lab isn't about esoteric research," says 
Subramanyam G.V, Head of sErLabs. “We have many projects that have 
been commercialised.” Adds Gopalakrishnan: “We lean on our inno- 
vation teams to feel our way in an evolving market.” After all, innova- 
tion is what makes a company competitive. RAHUL SACHITANAND 
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A centre of excellence: Wipro campus in Bangalore 
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UMESH GOSWAMI 


I > A KAUNH AIN1T1 เท ท เจ เพ เน เน นา 1 
| แพ ๒ 4 the rr services indus- 
try in India and continues to be 
its flag-bearer. Consider this: 
back in 1981, when N.R. 
Narayana Murthy was still put- 
ting together his plans to set up 
Infosys and Wipro Technologies 
was barely a year-old, TCS was al- 
ready setting up its R&D arm, 
Tata Research Development and 
Design Centre (TRDDC). Today, it 
has 19 innovation labs across 
the world and even has a Corp- 
orate Technology Office that 
drives innovation initiatives. TCS' 
Chief Technology Officer, 
K. Ananth Krishnan, says that 
it is his job to ensure that 30 
per cent of the company's time is 
spent on 'platform' innovation 
and another 20 per cent on ‘dis- 
ruptive' innovation. Innovation 
guru Clayton Christensen is on 
the TCs board! TMG 





A head start: TCS has 19 Jabs 


Wipro Technologies 


UCCESSFUL INNOVATIVE IDEAS AT WIPRO ARI 
` ima off into centres of excellence. Wipro also has a 
mash-up portal, iGrid (innovation grid), to create a 
collaborative environment for innovation. That apart, 
Wipro says it is the first IT services company to apply 
‘lean’ principles to software development. “Innovation 
is integral to our business; we got 7.5 per cent of our rev- 
enues from technology and industry innovations and our 
target this year is 10 per cent," says Ayyagari Lakshman 
Rao, Wipro's COO. 
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INDIA'S MOST 


INNOVATIVE 
COMPANIES 


e ITES 


IBM Daksh 


EVER MIND THAT IT HAS A PARENT WHO SPENDS $6 

billion annually on R&D and files the largest 
number of patents every year, IBM Daksh believes in in- 
novating ground up. *To us, innovation is the core in- 
gredient of creating and adding value to business and 
to our clients," says Pavan Vaish, CEO, IBM Daksh. For 
the past few years, the BPO has been using a web- 
based tool that allows its employees to share their ideas. 
For more critical innovations, the BPO taps IBM 
Research Labs to come up with applications such as a 
call-back management tool that enables automatic 
assignment of call-back requisition and prioritisation 
of pending contacts. PALLAVI SRIVASTAVA 





Got an idea, key it in: There is a web-based tool at hand 


@ ITES 
TCS BPO 


N AN INDUSTRY WHERE THE BUZZWORDS ARE PROCESSES AND 
| เล ศศ ศรี rcs BPO believes that there is a lot of scope tor 
innovation. For starters, TCS has set up its BPO business by in- 
dustry verticals. “To further drive industry knowledge, a cus- 
tomer-facing and process-oriented organisation is estab- 


lished. Secondly, each area is analysed on the basis of 


process complexity, using a common scale. This complexity 
is assessed on the basis of training lead time, process difficulty 
and impact analysis and skills required to perform the job," 
explains V.K. Raman, Head (BPO Services), TCs. To fur- 
ther employee engagement, TCS BPO has set up groups called 
Communities of Practice (Cop) that allow them to share 
ideas. “TCS BPO functions in a collaborative manner with cross- 
functional teams," Raman says. After all, one never knows 
who may have the best idea. [.V. MAHALINGAM 





Constantly evolving: Got to keep her 
@ |TES 
Wipro BPO 


ROM FIXING A STRUGGLING BUSINESS MODEI 
finding ways to enhance employee efficiency 
and using technology (Second Life) to give 
prospective employees an inside look at their fu- 
ture workplace, Wipro BPO has used innovation in 
different places to stay relevant. Two years after 
it bought its way into the BPO business, Wipro re- 
alised that it had a time bomb on its hand, with 
over 200 per cent attrition and sliding margins. It 
decided to move away from its legacy business 
mode, and into higher value businesses; it also built 
a series of platform solutions to boost productiv- 
ity. "These platform solutions help us improve 
agents’ efficiency and act as templates when we 
need to enter new markets or pitch for large 

contracts," says T.K. Kurien, CEO, Wipro BPO. 
RAHUL SACHITANAND 
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Sharing space and ideas: It's all about team work 
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It's my world of multiple chat windows and friends I can do all this, wherever I qo. On Reliance ! 
everywhere. I can say whatever I'm thinking, send World with Yahoo! Messenger. What 
a smiley or a quick wink, check out who's online Log on to Reliance Mobile World > Messaging » Yah 


and let friends know when I head out 
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PHARMAC UTICADS 


Dr Red y's Laboratories 


UR BUSINESS I$ INNOVATION, BE IT NCES (NEW DRUGS) 
ë generics (copy-cat drugs),” declares G.V. 
Prasad. Vice Chairman and MD. “To create value in the 
generics business, you also need to be innovative, else 
you cannot do it," he adds. In the high-risk but fiercely- 
competitive world of pharmaceuticals, innovation 
makes all the difference between success and failure. No 
wonder, the company's top leadership drives innova- 
tion. Chairman Anji Reddy, for instance, focusses only 
on R&D. One of the key components of Dr Reddy's in- At the forefront: Singh has the biggest R&D bill 
novation strategy is partnerships. “Through partnerships 
we can bring together resources and capabilities, lever- 





SATISH KAUSHIK 


, ds z : | @ PHARMACEUTICALS 
aging which we can create more value for ourselves and ^ 
for our partner," says Prasad. Last year, the company Ranbaxy Laboratories 
partnered with ClinTec (UK) to develop a cancer drug, 
and with the University of Auckland for clinical trials ECADES BEFORE THE PROCESS PATENT REGIME 
of the polypill. Baby, but crucial, steps in Dr Reddy's Lanes in India, Ranbaxy’s visionary builder 
long journey ahead. TMG Parvinder Singh was already thinking basic re- 


search. Today, his company is the biggest R&D 
spender not just in pharma but across sectors. 
CEO and son Malvinder Mohan Singh spends a 
third of his time on innovation-related activities. 
“It is a long-term objective of Ranbaxy to build 
a proprietary prescriptions business based on 
prowess in NDDS (nove! drug delivery systems) 
and new drug research,” says Singh. Recently, 
Ranbaxy spun off its new drug discovery unit 
into a subsidiary. “Ranbaxy Life Science Research 
will allow us to carry out path-breaking research 
at a faster pace,” says Singh. Along with Cipla, 
Ranbaxy has played a key role in dramatically 
lowering the cost of AIDS drugs, especially for pa- 
tients in India and Africa. It’s an innovation 
Creating value: Is the key ingredient for Reddy (bespectacled) that’s saving lives. PALLAVI SRIVASTAVA 





@ PHARMACEUTICALS I 
Sun Pharmaceutical 


[°S NOT THE BIGGEST, BUT IT IS THE INDUSTRY'S MOST VALUABLE, 

That in short explains how the Dilip Shanghvi-promoted 
Sun Pharmaceutical has been able to stand out and create su- 
perior value in a crowded industry. Sun recently de-merged 
its research arm as Sun Pharma Advanced Research Company 
(SPARO, which will focus on creating new drugs and novel drug 
delivery systems. “Our philosophy is to ‘Embrace and 
Enhance—how can we continue to improve', and this is 
where innovation fits into our organisation," says Shanghvi, 


who plans to reward innovators differentially. TMG Right spark: Sun's research arm will focus on new drugs 
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@ TELECOM 


Airtel 





Outsourcer: Airtel drives costs down relentlessly 


UST AS TATA MOTORS’ SMALL CAR NANO SET A 
Ls benchmark in cost for the global car in- 
dustry, Bharti Airtel’s “least-cost business model", 
where just about every activity from network op- 
eration to IT is outsourced, has got the global cel- 
lular phone operators sitting up and taking note. 
“In Indian telecom, which has the highest com- 
petitive intensity, lowest tariffs and infrastructural 
problems, innovation is more of a necessity and 
a survival issue,” says Manoj Kohli, President & 
CEO, Bharti Airtel. Over the years, Airtel has 
brought to the market a number of innovative 
products and services such as HelloTunes (caller 
ring-back tones); Easy Charge, and BlackBerry 
services. What makes Airtel more innovative 
than its peers? “We want to take chances. We 
want our leaders to make mistakes and hence we 
have a big portion of our innovation portfolio in 
breakthrough projects,” explains Kohli. 

As Airtel looks to rural markets, it will need 
to be even more innovative. For starters, it is 
focussing on a “four-pillar strategy” covering 
Network, Distribution, Service and Brand-build- 
ing. It is already present in 3.2 lakh villages 
(out of 6 lakh) and 4,900 towns (out of 5,100). 
“I go to villages where there's no road, no 
bridge, no water, but there is Airtel," boasts 
Kohli. Now, that's something. TMG 
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NISHIKANT GAMRE 





METHODOLOGY 


HOW WE DID IT 


HE BUSINESS TODAY-MONITOR GROUP INNOVATION STUDY SET OUT 

to examine the state of firm-level innovation in India and 
profile the "most innovative companies" in select sectors. 
Founded in 1983 by Professor Michael Porter and Mark Fuller 
of Harvard Business School, the Monitor Group is a family of 
professional services firms dedicated to helping organisations 
grow in the ways that are most important to them. To start 
with, Business Today sent an invitation to participate in 
the study to a set of companies in each sector (determined on 
a revenue cut-off). Following this, research partner TNS 
India conducted a detailed survey among senior executives 
from over 75 participating companies. The survey, based on 
Monitor's High Performance framework (see page 58), pro- 
vided insights into the perceived role of innovation, importance 
attached to it, and current status on elements required to drive 
innovation leadership. In addition to survey responses, the 
Business Today-Monitor team conducted in-depth interviews 
with ceos and senior executives at a number of these com- 
panies. The study also included responses from leading Dalal 
Street analysts to understand their view on the state of inno- 
vation among companies in sectors of interest. 


IDENTIFYING THE 'MOST INNOVATIVE 
COMPANIES' 

We identified the ‘most innovative companies’ in each sec- 
tor based on an external and internal perspective on in- 
novation. The external perspective helped us understand 
the view of senior executives and analysts on which com- 
panies stand out as most innovative in their sector. 
CEOs/senior executives were asked to provide their opin- 
ion on the "most innovative companies" in their sector 
(excluding their own company). Similarly, investors were 
asked to provide their opinion on the "most innovative com- 
panies" in the sectors they track. 

For the internal rating, we asked CEOs to provide de- 
tailed information on 
all their innovation-re- 
lated activities, includ- 
ing systems and 
processes that enable 
innovation and the 
firm's initiatives around 
promoting an innova- 
tion-driven culture. 

A combined score 
based on the exter- 
nal view and the 
company's internal 
level of preparedness 
to drive innovation 
leadership was used 
to identify most inno- 
vative companies in 
each sector. 


The Monitor team: (Standing L-R) 
Pranay Mehrotra, Anurag Dwivedi, 
Nikhil Prasad Ojha; (seated L-R) 
Ritika Goel and Meenakshi Chhabra 
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“THE BIGGEST ENEMY OF GREAT IS GOOD." 


Deep Kalra. Founder and CEO, Makemytrip.com 


A good business follows the rules. A great one rewrites them. That's how we created a 
thriving online business that revolutionised the travel industry. And it's no different from 
how HP designed our newest printer. The HP OfficeJet pro represents a quantum leap in 
printing. It saves 30% on printing costs compared to a laser, with output quality and 


speeds that are just as impressive. To us, that's not just great - that's awesome. 
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MULTI-FUNCTIONALITY 
HP OfficeJet pro L7380 
All-in-One 


Print, scan, copy and fax 


Rs. 11,775* 


SMS ‘HP’ to 57575 Call 3030 4499 (from mobile, prefix your STD code) or 1800 4254 999 (ioll free, from MTNL/BSNL lines) 
Visit hp.com/in/officejetpro E-mail in.contact@hp.com 
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PRODUCTIVITY 
HP OfficeJet pro K5400dn ULL “ | 

Networking and 2-sided printing | 01 prizes to be ` >n every week : 
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peace.of, mind G hp.com “Est. street price, taxes and levies extra. Conditions apply © 2008 Hewlett-Packard Development Company L P P 
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HE TOPIC OF INNOVATION HAS RISEN 
to the top of CEOs' agendas among 
Indian corporations. They enjoy a 
favourable innovation tsunami— 
a tremendous opportunity for 
growth through innovation. India is a mass 
market with a huge middle class that is hun- 
gry for consumption. [ndia is a paradox in the 
sense that it is ล mega market with micro 
customers. The per capita income in India is 
about $800 (Rs 32,000). Contrast this with 
the per capita in the us of about $30,004 
(Rs 12 lakh). What this means is that Indi: 
consumers will not be able to buy products 
that are currently marketed in the us and 
Western Europe. They will need ultra-low-cost 
business models. This requires and demands 
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Because it is so hard to 
manage, innovation comes 
with more than its fair 

share of myths. Companies 
must break free of such 
misconceptions if they are to 
become strategic innovators. 
VIJAY GOVINDARAJAN 


ILLUSTRATIONS BY 
RAMEN SARKAR 










innovative thinking. 

Creating low-cost products re- 
quires very advanced technology. 
Indian companies can invest in such 
technologies because of the potential 
size of the market. The Tata Nano is 
a great example. The Nano is tar- 
geted at the huge consumer base in 
India that drives two-wheelers. Even 
today close to 80 per cent of the 
vehicles sold in India are two-wheel- 
ers, which are priced between Rs 
50,000-Rs 75,000. The Tata Nano, 
which is priced at Rs 1 lakh, is af- 
fordable to the two-wheeler seg- 
ment. Though the margins on a Rs 1 
lakh car are thin, Tata Motors has 
spent huge amounts on R&D and is 
willing to risk its reputation in cre- 
ating the People's Car, precisely be- 
cause of the volumes involved. Once 
the Nano captures the Indian mar- 
ket, Tata Motors could easily take 
this product to other emerging 
markets and even developed mar- 
kets (of course, with necessary 
changes to meet regulations). 
Needless to say, such moves would 
require Tata Motors to have distr- 
ibution capabilities in global mar- 
kets by acquiring a company like 
Hyundai. There is a great opport- 
unity for Indian companies to 
emerge as fierce global players. If 
they have to succeed in closing 
their "innovation gap", they had 
better avoid the common innovation 
myths and innovation barriers. 


INNOVATION MYTHS 
MYTH 1: Innovation is the 

CEO's job 

There is a perception among Indian 
companies that it is the CEO who is 
primarily responsible for strategy. 
In fact, Indian companies tend to 
be very hierarchical and look to 
the top management for direction 
in the area of innovation. It ex- 
emplifies a model in which the 
people at the top think and come 
up with the strategy and the people 
at the bottom execute that strategy. 


This is a flawed assumption. 
Innovation is a response to funda- 
mental changes in the industry in 
terms of technological shifts, cus- 
tomer shifts, changes in demo- 
graphics and in distribution chan- 
nels, etc. Who understands these 
changes best? The CEO, who is far re- 
moved from the customer and the 
marketplace, or the frontline em- 
ployees? No wonder, innovative 
companies like Google and Johnson 
& Johnson delegate business model 
innovation to the bottom of the 
organisational pyramid. 


Business isten innovation is un- 


likely to happen if a company pays 
very close attention to the current 
customer base. Imagine if Xerox 
had asked their customers (the Head 
of the Copy Centre in a Fortune 
500 firm) in the early `70s whether 
they needed distributed copiers. 
Clearly, the central copying head 
would have rejected the idea of per- 
sonal copiers. For coming up with 
breakthrough products, companies 
must look at non-customers rather 
than customers. As pointed out ear- 


lier, Tata Motors’ Rs 1-lakh car is ` 


targeted at the non-consumer of au- 
tomobiles in India today, namely 
the two-wheeler population. 


MYTH 3: Companies should 
spend a lot more time trying to 
generate breakthrough ideas 
Many companies have attempted 
to alter their organisational codes to 
accelerate innovation. But in do- 
ing so, they have focussed mostly on 
creativity—generating ideas—and 
little on execution—converting ideas 
into results. In fact, in the book 10 
Rules for Strategic Innovators that | 
co-authored with my colleague 
Chris Trimble, we asked hundreds 
of executives to rate their compa- 
nies' innovation skills on a scale of 
1 to 10, where 1 represents minimal 
skill and 10 represents mastery. 
Survey participants overwhelmingly 


believe that their companies are far 
better at generating good ideas (giv- 
ing this skill a score of 6) than they 
are at determining what to do with 
them (giving scores as low as 1). 
We think of an organisation's ca- 
pacity for innovation as the product 
of creativity and execution. We say 
“product” and not “sum,” because 
if either creativity or execution is 
zero, then capacity for innovation is 
also zero. Some quick math: which 
is more effective—lifting your cre- 





ativity score from 6 to 7 or doubling 
your execution score from 1 to 2? 
Nonetheless, most companies, when 
hoping to improve innovation, focus 
on generating ideas. Managers obsess 
over the front-end of the innova- 
tion process. But the real leverage is 
in the back-end—in execution. 


MYTH 4: Innovation is a battle 
between a maverick and 

a corporate bureaucracy 

Asked to think about the challenges 
of innovation, most managers think 
of the creative, brilliant and in- 
spired maverick who sees the fu- 
ture in a different way—a rebel on 
a mission. This romance is deeply 
embedded in our business culture. 
The mistake lies in buying into the 
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romance. Certain ingenious, cre- 
ative and highly determined souls 
can doubtless overcome both the 
long odds facing any innovation and 
the organisation fighting them at 
every turn, but these people are rare. 
Corporations that truly want to build 
the capacity for innovation cannot 
simply hope for a few good maver- 
icks to save the day on their own 
initiative. We need to put less em- 
phasis on the individual hero and 
more on organisational excellence. 
Companies need to build the right or- 
ganisational DNA—in terms of struc- 
ture, systems, incentives, people and 
culture—for innovation to flourish. 


MYTH 5: Planning is irrelevant 
for innovation because so much 
is unknown 

It was Donald Rumsfeld (former us 
Secretary of Defence) who remarked 
that “the world is full of known- 
knowns, known-unknowns and 
unknown-unknowns". Breakthrough 
innovations typically happen in en- 
vironments that are full of unknown- 
unknowns. As such, 95 per cent of 
the business plan that is prepared 
on Day 1 for any new venture is 
wrong. Yet, precisely because of 
these uncertainties, planning be- 
comes extremely critical. It is 
through a rigorous planning process 
that managers can resolve the un- 
knowns and prepare for the future. 
Future is full of surprises. Planning 
prevents a company from being sur- 
prised by a surprise. To succeed in 
breakthrough innovation, it is not the 
person with the best business plan on 
Day 1 who wins but the person who 
can learn the fastest. 





Creativity requires total freedom 
and no controls. However, inno- 
vation is different from creativity. 
Innovation is commercialisation of 
creativity. Innovation requires very 
strong discipline. It is true that the 
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kind of short-term financial con- 
trols that are required in a mature 
business would not make sense in 
an innovative venture. That does 
not mean innovation will flourish 
under chaos. Innovation requires 
4. LS SD 85 จ จ 
disciplined chaos. 


MYTH 7: There are 

generalisable principles that 
companies can use to drive in- 
novation performance 

Nothing can be farther from the 
truth. Innovation is a very broad 
term that includes different types 
of innovations such as continuous 
process improvements, new product 
introductions, adjacency moves and 
business model innovation. Not all 
innovations are equal. Each requires 
a profoundly different managerial 
approach. As such, using uniform 
principles to drive innovation 
agenda is a recipe for disaster. 


MYTH 8: Innovation requires 

new products 

Sure, new products can be used to 
generate business model innova- 
tions but it is not required. In fact, 
one can engage in business model 
innovation by taking an existing 
product to market differently (as 
Dell Computer did when it inno- 
vated the Direct-to-Customer 
model) or by fundamentally chang- 
ing the manufacturing architecture 
of an existing product. Companies 
need to think beyond products if 













they have to fully exploit their or- 
ganisation's innovation potential. 





While new technologies might be 
the basis for breakthrough innova- 
tions, it is not a prerequisite. 
Innovation is not an R&D function. 
Apple's iPod is a good example. 
Everyone would agree that iPod is a 
breakthrough innovation, yet Apple 
did not introduce any new tech- 
nologies. The iPod is a handheld 
hard drive, a technology that was 
well-known and well-established at 
the time iPod was launched. 


MYTH 10: Innovation should take 
pe through “skunk works" 

r away from established 
business 
Innovative efforts should not be 
isolated from the established busi- 
ness. Else, they will not be able to 
leverage critical assets from the es- 
tablished business: existing customer 
relationships, distribution channels, 
supply networks, brands, manufac- 
turing capacity and expertise in a va- 
riety of technologies. In fact, the 
real challenge for large companies 
is to transform their efficiency DNA 
into an innovation DNA, instead 
of spinning out the innovative new 
venture either as a “skunk work” 
Or as a separate company. 
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INNOVATION BARRIERS 


ASED ON EXTENSIVE DISCUS- 
sions and interviews with 
hundreds of executives in 
Fortune 500 corporations, I have 
identified five barriers that prevent 
large and established companies 
from engaging in breakthrough in- 
novations. Indian companies will 
do well to overcome these barriers. 


BARRIER 1: Too much focus on 
current operations 

Leaders tend to over-focus on 
short-term and operational im- 
provements in the current busi- 
nesses. There are two problems 
with this mindset: first, excessive 
focus on operational issues leaves 
very little time for strategy, which 
is really about innovation and 
growth in the future; second, the 
management processes and the or- 
ganisational DNA that support ef- 
ficiency in current corporations 
actually hurts innovation. By or- 
ganisational DNA, I mean things 
like performance measurement 
systems, incentives, culture, capa- 
bilities and the like. For instance, 
performance measurement systems 
that are appropriate for opera- 
tional excellence in stable envi- 
ronments are highly dysfunctional 
for innovative ventures that op- 
erate in uncertain environments. 
We need ambidextrous leaders 
who can simultaneously manage 
the paradox of efficiency and in- 
novation. 


BARRIER 2: Lack of a 

"tolerance for failure" culture 
Innovation necessarily implies 
taking risks. As the company 
grows larger, managers need to 
take “bigger bets" in order to 
move the needle. Risk also im- 
plies the chance for failure. How 
many organisations reward man- 
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agers for failure? Little wonder 
why innovation becomes difficult 
under these circumstances. It is 
true that 95 per cent of the busi- 
ness plan written on day 1 for a 
breakthrough idea is wrong since 
there are enormous unknowns at 
that stage. Therefore, it is not the 
person with the best business plan 
on day 1 who wins but rather the 
person who can learn the fastest. 
Understanding what did not 
work, learning from it and ad- 
justing the business plan should be 
viewed as a good thing, not a 
failure. This is what I mean by a 
"tolerance for failure" culture, 
which is sorely lacking in many 
large corporations. 


BARRIER 3: Not embedding 
Innovation as an EM 
organisational capability 
Innovations cannot happen purely 
by accident. Neither should inno- 
vations be created only by the 
Chief Executive Officer. Compan- 
ies must embed innovation as an 
organisational capability. By that I 
mean two things; first, innovation 
should be viewed as an important 
responsibility for every employee in 
the organisation; second, compa- 
nies should have a well-understood 
innovation process, i.€., an inno- 
vation playbook that lays out a 
structure that is conducive to pro- 
ducing innovations that are pre- 
dictable, reliable and repeatable. 


BARRIER 4: Too much of a 

silo mentality 

Companies practise decentralisa- 
tion, which at one level is a very 


sound concept, but there is also a 
dark side to too much decentrali- 
sation. It tends to create silos across 
functions, across business units and 
across geographies. For break- 
through innovation to happen, 
companies must break down the si- 
los since such innovations usually 
lie in the white spaces between 
business units. Unfortunately, too 
many large corporations suffer 
from problems caused by silos. 
The key is to transform manage- 
ment practice so that companies 
can harness talent across business 
units and coordinate activities of 
multiple business units to bring 
about breakthrough innovations. 


BARRIER 5: Lack of a 

global mindset 

Innovation requires companies to 
develop a truly global mindset. This 
implies companies must understand 
the differences across cultures and 
across countries and engage in busi- 
ness model innovation locally to 
satisfy the unique needs of cus- 
tomers in a particular country. 
Unfortunately, many American cor- 
porations are too US-centric and 
tend to export their products to 
emerging markets and try to adapt 
them locally. This approach is un- 
likely to work, because customers in 
emerging markets are fundamen- 
tally different from customers in de- 
veloped markets and therefore re- 
quire fundamentally different prod- 
ucts and services. Indian companies 
must cultivate a global mindset if 
they are to realise their dream of 
becoming globally-dominant players. 


(The author is the Earl C. Daum 1924 Professor 
of International Business at the Tuck School 
of Business at Dartmouth College and Professor 
in Residence and Chief Innovation Consultant at 
General Electric. He works with CEOs and top 
management teams of global Fortune 200 cor- 
porations to discuss, challenge and escalate 
their thinking about strategy.) 
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DAY AFTER TATA MOTORS 

announced its takeover 

of British auto icons 

Jaguar and Land Rover 

(ILR) from Ford Motor 
Company, its Managing Director 
Ravi Kant was in Bangkok to launch 
operations in Thailand. Much of 
the auto world and beyond may 
have been agog with excitement, 
but for Kant, it was business as 
usual. Asked by the media how he 
was planning to run the acquisi- 
tion, he replied, without any fuss, 
that Tata Motors would leave the 
day-to-day running of JLR to its ex- 
isting management. 

That small sound byte, largely 
ignored by the mainstream Indian 
media, answered the question that 
had consumed analysts and editorial 
writers worldwide since Ford chose 
Tata Motors as the "preferred bid- 
der" in January 2008. In retrospect, 
one wonders what the fuss was all 
about. This has been the approach 
of the Tata Group at all its recent 
big-ticket Overseas acquisitions— 
from Tetley, to Daewoo's heavy 
commercial vehicles unit, to Corus. 
In a press statement, Tata Group 
Chairman Ratan Tata said: “We 
have enormous respect for the two 
brands and will endeavour to pre- 
serve and build on their heritage 
and competitiveness, keeping their 
British identities intact.” 


The Obvious Benefits 
The deal will give Tata Motors a 
critical footprint in Europe, which 
accounts for over three-fifth of jI R's 
total sales volumes. Then, Jaguar 
and Land Rover will also expand 
the company's product 
portfolio, which com- 
prises the Indica, 
Indigo, Sumo, Safari 
and the soon-to-be 
marketed Nano. 
Then, Ford will 
continue to provide 
engineering and back- 
office support for an un- 
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Tata Motors has acquired iconic British auto brands 
Jaguar and Land Rover from Ford Motor Company 
for $2.3 billion. But does it have a concrete plan 


to turn them around? KRISHNA GOPALAN 
TG AC CO ee 


HOW GOOD A DEAL IS IT? 


Can Tata Motors succeed where Ford Motor Company and BMW failed? 
We take a look at the issues involved. 


Deal will give Tata Motors a critical 


The entry comes at a stiff price tag, 
presence in the European market 


which will increase the Interest 
burden on Tata Motors balance sheet 


It will also give it access 


SS t0 Uncertainty with respect to Supply 
manufacturing plants in the UK 


of engines and components by Ford 
once the one-year period ends 


Tata Motors will gain from engineering 


| Challenge will be to have a portfolio 
expertise of Jaguar and Land Rover 


that consists of the Nano with ล Rs 1-lakh 
price tag and a niche brand like the Jaguar 


Combined with its presence in โท 6 company is acquiring JLR when 
markets like Korea and Spain, economic fundamentals In Europe and the 
it will increase Tata Motors' US are weak. These two markets account 
global footprint for 88 per cent of JLR's global sales 








specified period. And the 
US company's finance arm US 
will also finance JLR’s deal- 
ers and customers for one 
year. These could prove 
invaluable for Tata dur- 
ing the initial months of 
its stewardship. 


The Challenges 


But the big question is: 
can Tata succeed where 
Ford failed? Despite their 
iconic brand image, 
Jaguar and Land Rover 
face formidable chal- 
lenges. Jaguar, which sold 
130,000 cars in 2002, 
closed last year with sales 
of less than half that 
number. BMW, which tar- 
gets the same customers, 
produces 20 times as 
many cars. Then, over the 
last three decades, it has 
been plagued by quality 
and reliability issues. This, 
experts say, had a lot to 
do with Ford's manage- 
ment mantra. In order to 
cut costs, it built the 
Jaguar X-type on the Ford 
Mondeo platform. This 
diluted Jaguar’s premium 
brand image and ensured a luke- 
warm response from buyers. 

But a slew of new launches and 
platforms—among them the new 
XF model, and also the XK and XiI— 
could reverse this trend and take 
volumes past the 100,000-mark this 
year. “We will allow the JLR man- 
agement to strengthen the com- 
pany's brand personality. The new 
Jaguar XK has proved to be a suc- 
cessful model. The new XF sedan 
has received great reviews at auto 
shows and 15,000 bookings have al- 
ready been received. I believe the 
new product line is very good,” 
Kant said in a recent interview. The 
company expects to sell up to 
50,000 units of this model this year. 

Land Rover's problems are very 
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SLICING THE PIE 
US and Europe account for 88 per cent of overall volumes: š 


Europe (non-UK) 
North America 


Rest of the world 
Total 


How JLR Fares against the Competition 





19.056 
17,582 
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different from Jaguar's. It produced 
a little more than 225,000 suvs last 
year and is profitable. But in a world 
turning ‘greener’ by the day, Land 
Rover still produces sturdy gas-guz- 
zlers that are fast going out of fash- 
ion. But here, too, the Tatas may be 
stepping in at the cusp of good 
times. The new Land Rover LRX 
concept car, which was unveiled at 
the Detroit Auto Show in January 
this year, is fuel-efficient and has 
carbon dioxide emissions of about 
120 g/km, well within EU norms. 
Like the xr, this smart hybrid, which 
will be positioned as a small, uber- 
cool suv for urban consumers, is 
expected to restore some of Land 
Rover's old glory. 

So, despite Tata Motors having 


i 263,292 
Source:Morgan Stanley Research 


no obvious synergies with 
JLR, and despite having 
no presence or expertise 
in its market segment, it 
may just be getting in at a 
time when the tide is turn- 
ing. Says Jagdish Khattar, 
former MD of Maruti 
Udyog (now Maruti- 
Suzuki India): “The chal- 
lenge will lie in selling cars 
in competitive markets, 
which are not growing." 

This is where the Tata 
Group's unique manage- 
ment philosophy can help 
it come up trumps. The 
Telegraph, London, 
quoted Peter Cooke, 
KPMG Professor of 
Automotive Management 
at the University of 
Buckingham, one of the 
world's foremost author- 
ities on auto companies, 
as saying: "Tata has per- 
fected the delicate art of 
arms-length manage- 
ment." Tata Motors is ex- 
pected to follow the 
Corus model at JLR. That 
means, it will probably 
form an integration com- 
mittee comprising senior 
executives from Tata Motors and 
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JLR, set milestone and long-term 


goals and, as Kant has said, let the 
local management run the com- 
pany. At least, two dealers that BT 
spoke to in the UK declined to com- 
ment on the grounds that they were 
waiting for more clarity on the deal. 


New Markets 

If there’s one fly in the ointment, it 
Is that Europe and the Us, JLR's main 
markets, are slowing down. This 
may delay its recovery. The Tatas are 
expected to counter this by explor- 
ing new markets in Russia, China, 
India and other parts of Asia. But 
will it also move production to a 
low-cost location like India? The 
UK, after all, has one of the highest 
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wage rates in the world, and one 
way of cutting costs will be to move 
at least a part of the manufacturing 
somewhere cheaper. Tata Motors 
has signed an agreement with 
Unite, JLR's labour union, to safe- 
guard jobs for three years, ie., till 
2011. Roger Maddison, National 
Officer for the Automobile 
Industry at Unite, says the deal au- 
gurs well for the UK automotive 
industry and for the people work- 
ing for JLR. “Unite has secured 
written guarantees for all the plants 
on staffing levels, employee terms 
and conditions, including pensions, 
and sourcing agreements. The sale 
ensures the future of our mem- 
bers," he told BT by e-mail. 

Tata Motors did not respond 
to a question from BT on this sensi- 
tive subject, but the Telegraph has 
said that JLR's three plants, which- 
produce a little over a quarter mil- 
lion cars and suvs, *may be two 
plants too many", and speculated 
that “Land Rover would be pushing 
an open door if it closed its Solihull 
plant, as the land is sought after 
for housing and an extension to 
Birmingham airport". If such spec- 
ulation does turn to fact, then there 
is a possibility of the Tatas moving 
at least some production lines to 
India after the three-year no- 
layoffs agreement runs its course. 


Investors Unhappy 

The Indian press greeted the Tata- 
ILR deal with lots of jingoistic chest 
thumping, but investors gave it ล 
thumbs down. Since January 3, 
when Ford announced Tata Motors 
as the "preferred bidder", the Tata 
Motors stock has moved down 
from Rs 794.25 to Rs 679.4, when 
the deal was announced. In the two 
days since then, it has lost a fur- 
ther 4.92 per cent to Rs 645.95. A 
part of this is undoubtedly due to 
the overall crash in the stock mar- 
ket, but it is a fact that investors 


are nervous about the impact of 
the $3-billion (Rs 12,000-crore) 
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debt that Tata Motors is taking on 
its balance sheet to finance this deal. 
Says Tata Motors’ CFO C. Rama- 
krishnan: “This is a bridge loan fa- 
cility extended by a syndicate of 
banks and will be replaced by a 
combination of a long-term debt 
and equity at an appropriate time.” 
A report by global investment bank 
UBS says: “This (the debt) could in- 
crease Tata Motors’ interest costs by 
Rs 650-700 crore per annum and 
reduce the earnings per share for 
2008-09 by Rs 12-13, or 19-20 per 
cent.” Investors are particularly 
worried because this comes at a 
time when the company is in the 
midst of a Rs 12,000-crore expan- 
sion programme, 

In January this year, global rat- 
ing agency Standard & Poor's 
placed Tata Motors under credit 
watch. “The acquisition price of 
$3 billion is a significant consider- 
ation. The impact on cash flows 


THE DEAL IN NUMBERS 


JLR is expected to put pressure on Tata Motors 
balance sheet for some time to come. 


Turnover 





"ARR TI HEN Combined 


Number of Employees 


15,390* 





*includes employees at shared facilities 


Figures for 2006 Source: Morgan Stanley Research 
JLR's price tag $2.3 bn (Rs 9,200 cr) 
Projected investments $1 bn (Rs 4,000 cr) 
Loans $3 bn (Rs 12,000 cr)* 
Rate of interest 5.5-6 per cent ^ 
Annual interest outgo $180 mn (Rs 720 cr)** 


*From a consortium of banks, including Citigroup and SBI 

“Estimated by UBS ** Since the combined JLR is loss- 
making, the entire interest outgo will have to be borne by Tata 
Motors till the loan is converted into equity Source: UBS 





What's all the fuss about? It's 
business as usual for Kant 


and Tata Motors' large domestic 
plans will put pressure on its rat- 
ings," Anshukanth Taneja, S&r's 
Senior Director, (Corporate 
Ratings), in Singapore, told BT. 

Tata Motors is also looking at 
selling a part of its shareholding in 
some group companies over the 
next few months to part-finance 
the transaction. 


The Road Ahead 


Autocar India Editor Hormazd 
Sorabjee says the short term will 
be all about new models like the 
XF saloon. “I do not think there is a 
problem as far as the brand posi- 
tioning is concerned. These are top- 
end models and there is no overlap 
with Tata Motors' existing line- 
up." Agrees Harish Bijoor, CEO, 
Harish Bijoor Consults, a brand 
consultancy, who thinks it is possi- 
ble for a company to have a 
plethora of brands. “Having a car 
priced at Rs 1 lakh and another at 
Rs 1 crore is hardly an issue," he 
says. This means, effectively, that 
Tata Motors will be competing at 
the top-end and the bottom of the 
market, where competition is the 
least intense, and not in the cut- 
throat middle segment where the 
main global action lies. 

So, can the takeover yield divi- 
dends for Tata Motors? It won't 
be easy, and Tata and his team will 
have to overcome several hurdles 
before they can turn JLR around. 
But as it did with Daewoo Heavy 
Vehicles, Tetley and, to a lesser ext- 
ent, Corus, Team Tata may yet sur- 
prise the doomsayers. 8 
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ROUND THIS TIME LAST 
year, India Inc. was 
basking in the glow of 
Its recent cross-border 
conquests. In the sec- 
ond week of February, on a Sunday, 
A.V. Birla Group company 
Hindalco announced its intentton to 
acquire US-based aluminium giant 
Novelis for $5.95 billion. Barely a 
few hours later, Vodafone, the 
world's largest telecommunications 
company, won a bid to acquire 
Hutchison Telecommunication 
International’s 52 per cent holding 
in Hutchison Essar for an eye-pop- 
ping $10.9 billion. Just a few days 
before this manic Sunday, Tata 
Steel had acquired Anglo-Dutch 
steel major Corus for $12 billion. 
Deal Street was clearly on fire and 
India Inc.’s outbound hunger was 
the big story. 

Cut to the first two months of 
2008 and the scenario could not 
be more different. From a situa- 
tion where the first half of 2007 
saw the value of mergers & acqui- 
sitions touching a record high of 
over $44 billion, the first two 





TRICKLING IN 


Investment bankers' fees are lower 
so far this vear. 


127.9 





As a recession in the US takes its toll of global 
markets, an eerie hush prevails on D-street.  —a 
Deal makers and merchant bankers haven t been sert 
so idle in a long time. KRISHNA GOPALAN — | 
เพ Equity capital markets ($ million) 
*Till March 24 Source: Thomson Financial 





months of 2008 has seen the cor- 
responding figure at a shade below 
$6 billion. The mood on Deal Street 
is in sharp contrast to what it was 
during the early part of last year. 
Investment bankers are feeling the 
pinch, what with their fees taking a 
beating—till late March, fees were 
44 per cent lower than in the pre- 
vious year's corresponding period. 
ไท China and Singapore, in con- 
trast, investment banking fees are up 
34 per cent and 39 per cent, re- 
spectively (according to data from 
Thomson Financial). 

Clearly, the uncertainty in 
markets all over the world coupled 
with slower industrial growth has 
taken its toll of corporate senti- 
ment. This, in turn, has resulted in 
CEOs and CFOs either battening 
down the hatches or dawdling 
through deals. Result? Transactions 
are few and far between, and even 
the ones that bankers are working 
on are taking their time to fructify. 

The correlation between mar- 
kets and M&A isn't subtle. 
“Companies are likely to buy when 
their stock is doing well," explains 
Rajeev Gupta, Managing Director 
& Head of the India buyout team 
of Carlyle. In 2007, adds Gupta, 
confidence levels were higher. 
"There has been a slowdown in the 
appetite for M&A,” he avers. That's 
evident from the fact that the total 
value of the top three deals in the 
first three months of 2008 is 
roughly $4.8 billion. In the corre- 
sponding period of 2007, the top 
three deals were worth $30 billion 
(see Few Big Deals). 

Whilst lower valuations may 
probably appear a clear signal for 
predators to circle around potential 
targets, the flip side is that those 
targets won't exactly be in a mood 
to exit on the cheap. “Given the 
softening of valuations across most 
sectors, there could be a reluctance 
from most targets to be sold at these 
lower valuations in the near term, 
having seen far higher valuations 
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Rajeev Gupta 

MD & Head (Buyout Team)/ Carlyle 
"In 2007, confidence levels 
were higher. There has been a 


slowdown in the appetite for 
M&A (now)" 


ท 


recently,” says Varun Bajpai, 
Managing Director, Macquarie 
Capital Advisers. Falling stock prices 
also make share swaps (in the do- 
mestic market) as a mode of acqui- 
sition unattractive. “A domestic 
company whose stock has fallen in 
recent times will be adversely 
affected in terms of a stock-swap ra- 
tio. This may tend to slow down the 


FEW BIG DEALS 


pace of acquisition activity," points 
out Tarun Jain, Director of Finance, 
Sterlite Industries. 

For CEOs with robust balance 
sheets and an appetite for adven- 
ture, the current turmoil may pres- 
ent the perfect opportunity to step 
out shopping. Tulsi Tanti, 
Chairman & Managing Director, 
Suzlon Energy, is one such head 
honcho who's on the prowl in 
overseas markets. Reason? Prices 





Tulsi Tanti 
Chairman & MD/ Suzlon Energy 


"This is the best time for 
acquisitions and it is really a 
question of one's ability to 
leverage one's balance sheet" 


Significant M&A transactions in January-February 2008. 


HDFC Bank Centurion Bank of Punjab 
Great Offshore SeaDragon Offshore 

Tata Chemicals — General Chemical Ind Products 
Walt Disney Co UTV Software Communication 
NBC Universal NDTV 

State Bank of India Global Trade Finance 

บ พ UTV Global Broadcasting 

HCL Technologies ^ Capital Stream 

Satyam Computer Bridge Strategy Group 

Godrej Consumer Kinky 


Source: Grant Thornton * price in $ million 

















ACQUISITION % STAKE NATURE OF DEAL 
PRICE* BOUGHT 

2,377.50 Acquisition & Merger Domestic — 
1,400 NA Cross-border - 
1,005 100 per cent Cross-border 
201.25 Increasing to 32.1 Cross-border 
150 26 ra Cross-border 
13125 — 9l Domestic - 
60 4 Domestic — 
39.5 100 Cross-border 
34.43 NA = Cross-border 
13.75 NA Cross-border 
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S. Ramesh 
COO/ Kotak Investment Banking 
"Given the current volatility 
and high levels of uncertainty, it 
would be a challenge for most 
corporates to raise equity" 


of the kind of assets he is looking 
for (wind energy producers and 
ancillary makers) have dipped by at 
least a fourth. “This is the best 
time for acquisitions and it is really 
a question of one's ability to lever- 
age one's balance sheet," says Tanti. 
Adds Manisha Girotra, Managing 
Director & Chairperson (India), 
UBS Securities: *Acquisitions today 
will be more meaningful. Earlier, it 
was becoming a little trendy to 
make buyouts." Girotra was, of 
course, at the centre of that 
“trendiness” last year, what with 
UBS playing advisor in the 
Hindalco-Novelis and Hutchison- 
Vodafone transactions. 
Information technology (IT) is 
one industry that could stand to 
benefit from a US recession. Ashank 
Desai, Chairman, Mastek, a 
second-tier IT services firm, is one 
CEO who's almost rubbing his 
hands in glee at the prospect of a 
buyout in the West. "That the 
domestic industry is growing at 30 
per cent gives us a chance to move 
up the value chain and expand our 
footprint. One way to do that is to 
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acquire companies,” says Desai. 
Meantime, the primary mar- 
kets are keeping time with the yo- 
yoing indices. Between January 
and February this year, 22 initial 





Manisha Girotra 
MD & Chairperson/ UBS (India) 


“Acquisitions today will be 
more meaningful. Earlier, it 
was becoming a little trendy 
to make buyouts” 


public offerings (IPOs) raised Rs 
14,400 crore. Reliance Power 
(RPL's) issue alone was as large as 
Rs 12,000 crore, accounting for 
over 80 per cent of the total IPO 


RIPE FOR CONSOLIDATION 


Sectors where M&A could be witnessed this year. 
SECTOR RATIONALE 


Construction Too many domestic players — 
Retail Highly-competitive scenario 

could trigger a shake-out 
Infrastructure 








Sectors like ports and power, 
which need foreign capital 
Oil & gas and minerals are areas 
in which India is deficient; call 
for outbound acquisitions 


Automobiles ~ Indian market growing even as 
it gets too crowded 





Auto ancillaries Still enty of attractive assets 
available globally 


proceeds during the period. The 
large amount of liquidity that was 
sucked out of the system through 
this issue coupled with the stock's 
lacklustre performance—it quotes 
at around Rs 320 today 
against an offer price of Rs 
450—has not helped the cause 
of the equity and capital mar- 
kets. “Given the current 
volatility and high levels of 
uncertainty, it would be a 
challenge for most corporates 
to raise equity funding. Private 
equity funding is a more seri- 
ous alternative for them to 
raise long-term money," says 
S. Ramesh, Chief Operating 
Officer, Kotak Investment 
Banking. 

To be sure, the private eq- 
uity players are keeping their 
eyes open. Just one of them is 
3i, a global venture capital and 
private equity firm. Director 
Mahesh Chhabria points out 
that his level of comfort today 
is far more than when the 
Sensex was at 21,000 (in the 
second-week of January; 
today it is hovering around 
16,200). *However, volatility is 
here to stay. Valuations on an 
overall basis look reasonable 
today," he says. Chhabria adds that 
his firm is sector-agnostic; and deal 
sizes, too, have increased from a 
level of $25 million earlier to over 
$50 million today. 

Investment bankers may have 
their fingers crossed, but last fort- 
night's big-bang acquisition of 
Jaguar and Land Rover by Tata 
Motors for $2.3 billion (Rs 9,200 
crore) may just be the shot in the 
arm that D-Street was looking for. 
Rumours at the time of writing 
that local broking firm Religare 
was poised to snap up a London- 
based brokerage could also kick- 
start the outbound action. But then 
again big-ticket acquisitions, like 
those of 2007, won't happen in a 
hurry—and not so often. I 
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"From MTNL/BSNI 


Nimesh Kampani with 
his team at JM Financial: 
Creating a one-stop shop 
for financial services 


For decades, Nimesh Kampani has 
been a veritable one-man army on Deal 
Street. He's now attempting to build a 
multi-faceted institution, but the going isn't 
going to be smooth. MAHESH NAYAK 


HEN US INVESTMENT BANK MORGAN 
Stanley parted ways with IM Financial 
last February after a 10-year relation- 
ship, the Indian financial services ma- 
jor, in which founder Nimesh Kampani 
owns 67 per cent of the equity, got richer by a cool 
$425 million (Rs 1,970 crore). That treasure-chest, of 
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course, came at a price: The 60-year-old Kampani, who 
began life on Dalal Street in the mid-70s, had to hand 
over his institutional broking business to the Wall 
Street bank. He also lost a couple of his core team mem- 
bers (although he did get two from Morgan). 

It’s a trade-off that few have any complaints 
about. Kampani, for his part, is now using his new- 
found war chest to not just rebuild the part of ล 
business that he had to give up to Morgan Stanley; the 
deal meister is also using that financial muscle to 
broad-base JM’s operations to encompass five broad 
areas: investment banking, institutional broking, 
fixed income, wealth management and asset man- 
agement. The objective, as Kampani puts it, 15 to 
*become a full-fledged investment bank that can 
compete with the Wall Street banks domestically 
and be among the top 5 in all our businesses." 

The new impetus is backed by a re-branding exer- 
cise. JM roped in brand consultants Chlorophyll. The 
company now has a slogan that says, “Trust is always the 
answer'. The options that were short-listed were 
‘wealth-creation for the nation,’ and ‘a team of experts.’ 





But a survey of employees revealed that trust was 
something that most of them identified with. 

JM today has fresh capital, new businesses and a 
new look. The big question is whether all this is 
enough to help Kampani become a significant player in 
the new businesses he's entered, and regain his pride of 


place at the top of the league tables 
in mergers & acquisitions (M&A) 
and equity capital markets (ECM, 
which includes public issues, right 
issues and qualified institutional 
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Yesterday's Hero? 


Over five years, JM has been deal maker # 1. 





JM Financial 24764 JM Financial 33,330 
Kotak 23,710 UBS 31,100 
DSP Merrill Lynch 22,168 . Goldman Sachs 24,330 
l-Sec 18,129 Deutsche Bank 18,620 
Enam 16,346 Kotak 17,010 
Citibank 13,842 ABN AMRO Bank 16,200 
SBI Caps 10,354 

UBS 8,839 

JP Morgan 8,008 

Note: Ranking on last five pe " 

In the last year after the split with Morgan Stanley till date, JM Financial ranks 5" in the 


ECM business and 6" in the M&A league tables. Source: Company & Thomson Financial 


which is clearly booming. Kampani agrees that “today 
we can't provide financing for global deals. For raising 
money abroad they will go to a jp Morgan or a Citibank. 
But then no one can get 100 per cent of the deals. Our 
specialty is the domestic market and we will offer a 
whole range of services from giving solutions to the 
clients to M&A, private equity, funding for domestic M&A 
and launching innovative products.” 

Yet, it isn’t as if Kampani is giving up on the cross- 
border segment. He’s sewed up a string of alliances with 
boutique advisory firms in the us, the UK, Russia and Asia 
to either represent their clients if they come to India, or 
to spot targets for JM in those regions. The firm has plans 
to set up offices in Singapore, West Asia, and the us, and 
has also applied for licence to set up a Mauritius entity 
that will help in bringing specialised and innovative 
products for clients through the overseas offices. 

The top tier at JM is a well-rounded mix of seasoned 
professionals with a few family members thrown in. 
There’s Ashith Kampani (brother of Nimesh), who is a 
Director on the Board, and Nimesh’s son Vishal, who is 
in charge of the asset management portfolio (which in- 
cludes a mutual fund, a private equity fund and a real es- 
tate fund). Amongst the professionals who’ve recently 
come on board are V.P. Shetty, a former IDBI Chairman, 
and Sameer Lumba along with his team from 


The New Group Structure 
JM has moved beyond advisory. 


JM FINANCIAL 


placements). Over the past five years, 
IM (with Morgan in tow for most of 
that period) has been numero uno in 
both M&A and ECM (see Yesterday’s 
Hero). However, as per data from 


Th omson Fina ncial, JM has Equity Capital Market 
since tumbled to #6 in M&A and Services 
#5 in ECM. Debt Capital Market 
A big reason for that fall is that JM spa 
Kr. | à ว v lom. " Private Equity 
vithout a global p: sn’t able to 
without a global partner isn't able t Syndication 


play in the outbound M&A segment, 


Investment 
Banking Group 


Corporate Advisory 


Mergers & Acquisition 


Advisory 
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Banking Group 


Equity Research 
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F&O Sales 


Equity and 
F&O Trading 
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Securities-Based 
Lending 


Asset-Backed 
Securitisation 


Corporate Lending 


Sponsor Financing 


Wealth 
Management 
Group 


Private Wealth 
Management 


Corporate Wealth 
Management 


Financial Products 
Distribution 


Consolidated revenue for the year ended March 31, 2007 is Rs 444.05 crore and for 


9 months ended December 31, 2007 is Rs 533.11 crore 
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97 


bt, profile 


How JM Stacks Up 


As an organisation it is not one of the biggest. 


COMPANY NAME BNANOAL MONTHS INCOME PAT INCOME PAT 
DSP Merrill Lynch 2007/03 15 1,3306 3852 | 5853 171.1 
Indiabulls Financial Services 2007/03 12 354 153.1 1,246.3 443.4 
SBI Capital Markets 2006/03 12 179 90.6 

Kotak Mahindra Capital 2007/03 12 235 68 - 
India Infoline 2007/03 12 287.1 52.1 426 75.6 
IL&FS Investsmart 2007/03 12 131 38.5 247 40 
JM Financial 2007/03 12 39.4 35.3 491.3 123 
Edelweiss Capital 2007/03 12 85 27.1 396.5 110.1 
Religare Enterprises 2007/03 12 16.1 11.2 - 
Centrum Capital 2007/06 12 29 11 56 13.1 
Emkay Share & Stock Brokers 2007/03 12 61 9.3 64 10.33 


Motilal Oswal Financial Services 2006/03 10 0.02 -0.2 
Note: Income and PAT are in Rs crore Source: CMIE 


JP Morgan's institutional sales unit. Shetty is Chairman 
of the newly-created asset reconstruction business, 
which will invest in distressed assets. *For the next three 
years, our focus will be on distressed corporate assets; 
we will aim to garner 5-6 per cent of the total market 
share of distressed assets. We are here for long term," 
says Shetty. Lumba will head the institutional business; 
a base for this activity was created when IM bought 60 
per cent in ASK Securities last year. But it's still small 
compared to the institutional business before the split 
with Morgan Stanley. Says Ashith Kampani: “We are 
still in transition mode. Since taking over ASK in 
October 2007, the institutional business has jumped 
five-fold; our aim in the next 2-3 years is to make the 
institutional business account for 40 per cent of the group's revenues, with 
a presence across geographies.” 

Kampani's biggest challenge today is to build a team, and retain his key 
people. He says his attrition rate is 12-14 per cent compared to the industry 
level of 18-20 per cent. Opening the purse strings liberally for employees 
would have helped: Compensation of 1,000 employees went up by nearly 
170-per cent to Rs 131 crore last year from just Rs 49 crore in 2006-07. 
Kampani has for decades bagged the big deals, thanks to the relationships 
he's built over time with the big industrial houses, including the Tatas, the 
Birlas and the Ambanis. However, today with competition intensifying, the 
Wall Street banks expanding in the country and the pace of cross-border 
M&A quickening, promoters have a whole host of options to choose 
from—commercial banks, global I-banks, boutique firms, and the new play- 
ers in the fray (see Herd on tbe Street, page 100). Relationships don't mat- 
ter so much today; not as much as processes, systems and teams. Says 
Kamlesh Gandhi, a long time friend of Kampani and an investment 
banker himself: *The era where an individual drove the business is on a 
decline, and that's the reason why he is working hard to build an institution." 
Adds Kampani: “I oversee the complete business, but I have CEOs for 
every business of JM Financial. My role is more of a guide." His core team 
would have plenty to learn from him, including one of Kampani's core 
beliefs: The one who comes with an idea takes away the mandate. 


Morgan Stanley's 
Ramachandran: Bullish on India 
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FROM PARTNER 
TO RIVAL 


A WALL STREET BANK AS A PARTNER ISN T QUITE THE 
arm candy to be seen around with these 
days, what with the credit turmoil on Wall 
Street showing little sign of ebbing. Yet, 
when Morgan Stanley broke up with 
Nimesh Kampani's JM Financial last year, 
it did leave Kampani on a weak wicket 
(although he did make a killing in the 
process), particularly on the cross-border 
front. Over the past year, even as Kampani 
has gone about putting together a crack 
team, his partner of yesterday has been 
attempting pretty much the same. Last 
October, after a 12-year stint of global 
consumer goods giants like Unilever and 
PepsiCo on M&As at Morgan Stanley, New 
York, Aisha de Sequeira flew into India to 
take over as Head, Investment Banking, 
Morgan Stanley India. In less than 
five months, she has built a 25- 
member investment banking team. 
Meantime, Narayan Ramachandran, 
who relocated in 2006 from 
Singapore to head Morgan Stanley's 
mutual fund business, was ap- 
pointed Country Head of Morgan 
Stanley India last October. 
Says Ramachandran: "A joint 
venture has its own restrictions. 
Now with the split completed we 
will complete our basket by 
introducing all products that are . 
aveilable in markets where 
Morgan Stanley is present." Other than 
investment banking, Morgan Stanley 
launched its second equity fund, after 
14 years. It also plans to foray into global 
wealth management and infrastructure- 
focussed private equity. "Our DNA is 
Indian compared to our global peers, 
as we have been here for a long time." 
Also in India for a long time is Merrill 
Lynch, in a JV with Hemendra Kothari's 
DSP. The Wall Street Bank is running solo 
today (although the firm continues to be 
called DSP Merrill Lynch, and Kothari is 
still Chairman). Last fortnight, Kevan 
Watts, after spending 27 years in New 
York, London and Hong Kong with 
Merrill, was appointed the first President 
of DSP Merrill Lynch. With the US— 
and Merrill Lynch—Treeling under the 
subprime chaos, it isn't a bad time to 
be in India—and, as de Sequeira and 
Ramachandran will testify—indian. 
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RACHIT GOSWAMI 


HERD 


ON THE STREET 


The medium term looks uncertain, but 
that isn't stopping a host of new kids 
on the block from going the whole 
hog in financial services. 

MAHESH NAYAK 


N FEBRUARY, WHEN SENTIMENT ON DALAL STREET 
had hit rock-bottom, thanks to frenzied selling by 
foreign institutional investors (Fils), Anant Raj 
Industries, a North India-focussed construction 
and infrastructure major, went on to raise $151 
million (Rs 604 crore) via an issue of global depository 
receipts (GDRs) on the Luxembourg Stock Exchange. 
The merchant banker involved in the transaction was 
India Infoline. Now, a local brokerage playing a role in 
raising money from the overseas market would have 
been unthinkable a few years ago. It still is—particularly 
at a time when global markets are riding a roller- 
coaster. What makes India Infoline's feat remarkable is 
that it helped Anant Raj raise dollars at around the same 
time eight merchant bankers couldn't help another 
Indian company, Emaar MGF, sell its initial public 
offering (IPO). Emaar had to withdraw the issue after 
investors failed to bite—despite the presence of such do- 
mestic and international names such as Enam Securities, 
Kotak Mahindra, psp Merrill Lynch, Citigroup, 
Goldman Sachs, HSBC and JPMorgan. 
India Infoline isn't an isolated local brokerage that's 
stretching its wings. A clutch of domestic brokerages, 
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Motilal Oswal/ CMD/ Motilal Oswal Securities 
After aggressively expanding his retail broking 
network, Oswal wants to become bigger in 
private equity and investment banking 


most of which have IPO-ed in the recent past, is also mov- 
ing beyond broking, into other activities in the financial 
services space. These include investment banking, 
wealth management, consumer finance, asset manage- 
ment and private equity. Consider: In January, retail 
broking major Motilal Oswal Securities represented 
Great Offshore when it acquired the UK-based 
SeaDragon Offshore for $1.4 billion (Rs 5,600 crore). 
This is the second-largest M&A transaction in the Indian 
oil & gas drilling sector. This isn't Motilal Oswal's 
first M&A deal. In June 2006, it had helped the Chennai- 
headquartered Aban Offshore acquire a majority stake 
in Norway's Sinvest for $1.35 billion. Similarly, it was 
another brokerage Edelweiss (the firm started as an 
investment bank) that helped G.R. Gopinath of Deccan 
Aviation join hands with Vijay Mallya's Kingfisher 
Airlines (earlier, Edelweiss did an IPO for Deccan). Says 
Mayank Shah, CEO, Anagram Securities: “Broking busi- 
ness has become commoditised. To retain the client, it 
is necessary to provide all services and, therefore, bro- 
kerages have got into different businesses.” 

Say hello to the brash new kids on Dalal Street. 


Rashesh Shah/ CMD/ Edelweiss 

After raising Rs 692 crore via an IPO, domestic 
brokerage Edelweiss will foray into mutual funds 
and insurance. Shah's dream is to get into banking 





Nirmal Jain/ CMD/ India Infoline 


Having started as a pure retail broking play, Jain 
has now taken the plunge into investment 
banking and consumer finance 


Flush with funds, thanks to till-recently booming 
primary and secondary markets as well as generous 
infusions by venture capital and private equity majors, 
most of these single-service houses (primarily stock- 
broking) are now planning to get into areas that have 
been traditionally the preserve of dyed-in-the-wool 
deal makers (think 1 ห 175 Nimesh Kampani, DSP's 
Hemendra Kothari, Uday Kotak and Enam's Vallabh 
Bhansali). Take a look at the plans of some of these play- 
ers: Edelweiss, which went public in November 2007. 
Is now eyeing mutual funds and insurance. CMD Rashesh 
Shah's big ambition is to get a banking licence. Motilal 
Oswal has big plans for private equity and investment 
banking. Also eyeing investment banking, along with 
consumer finance, is the 13-year-old India Infoline. 

If they're dreaming big, it's because of the good 
things that money can do—one of them is to lure the 
best people, many of them from foreign firms. For 
instance, Bharat Parajia, Director Sales with CLSA, 
moved to India Infoline last May. That's enabled 
Nirmal Jain, Chairman & Mp, India Infoline, to move 
beyond retail broking, into institutional broking, wealth 
management and investment banking. “I was able to 
make him (Parajia) a part of the business (by giving him 
a stake in the company). The sense of being an entre- 
preneur is much greater than being a professional and 
that has helped us to take on the biggies." 

A booming stock market has also ensured that these 
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local shops can pay global-scale salaries. Says Amit 
Rathi, MD, Anand Rathi Securities: "Today, to match a 
global salary is not difficult. In fact, our ability to provide 
a platform to work with pleasure rather than pressure 
has seen many leaving global firms and joining us." 
He's dead right. Recently, three key honchos from 
Citigroup—Ratnesh Kumar, Narayan Mulchandani 
and Rajesh Mayani—joined up with Anand Rathi. 
Kumar has taken over as CEO (Institutional Equities) af- 
ter an eight-year stint as Head of Research at Citi; the us- 
based Mulchandani joins as Head of Sales, and will now 
work out of Hong Kong; and Mayani, after four vears 
at Citi as Director (Institutional Equity), joins Anand 
Rathi as Executive Director in the Institutional Equities 
division. This has strengthened the institutional business 
at Anand Rathi Securities, whose model is focussed 
on third-party distribution and wealth management. 
Being funds-flushed also allows these players to 





Mayank Shah/ CEO/ Anagram Securities 

In the last eight months, Anagram has started a 
boutique investment banking business, with a 
sharp focus on logistics and distilleries 


flag off their own private equity (PE) funds—Motilal 
Oswal, Anand Rathi, Edelweiss and JM Financial have 
done just that. Motilal Oswal is on the verge of launch- 
ing its second PE fund. Already, 80 per cent of its first 
PE fund of $125 million has been invested. The PE 
business also acts as a hedge during bad times as it's the 
link between the primary market and M&A business. 

Indeed, as Jain of India Infoline will agree, it is all 
about money. But as Oswal warns: *Today everyone 
has money, but only those who are able to make 
money for their clients will survive in this cut-throat 
business." The men will clearly be separated from the 
boys in the years ahead. 8 
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The 43-year-old Gautam Adani already runs the Mundra Port 
เท Gujarat. That's only Act | in his plan of becoming India's 


largest infrastructure player. anann ioni 


T IS FEBRUARY, BUT THE 
mercury has already begun to 
climb in Mundra, a sleepy 
port town on Gujarat's 
Arabian Sea coast, 70 km 
from Bhuj, the town with the near- 


The Numbers Game 


Both listed companies are doing well. 
Adani Enterprises 
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est airport. But 60-year-old Shinzo 
Nakanishi, Managing Director, 
Maruti-Suzuki India, the country’s 
largest passenger car maker, hardly 
notices the heat. In his pocket is a 
deal that, almost at a stroke, solves 


Mundra Port and SEZ 
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2004-05 
Figures in Rs crore 


2005-06 2006-07 


Source: BSE 


Shareholders in the flagship have reasons to be happy, though prices of both companies have been 


affected by the bearish sentiment. 
Adani Enterprises 
1.148 
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April'07 June'07 Aug '07 0 ๓ '07 Dec. '07 Mar. '08 
The EPS for quarter ended Dec. '07 was Rs 12.16 and P/E 94.40 


*March 24 


THE CORE OF THE EMPIRE 


Figures in Rs 







Mundra Port and SEZ 





Oct'07 Nov.'07 Dec.'07 Jan. '08 Feb.'08 Mar '08 
The EPS for quarter ended Dec. '07 was Rs 5.56 and P/E 150 
Source: BSE 


The Adani Group is building on its lead as India's largest private sector port operator. 


CAPACITY/ DESCRIPTION STATUS 


Mundra Port, Gujarat 30 MTPA/ bulk container Already operational. New coal and 
and crude cargo automobile terminals coming up soon 
Dahej Port, Gujarat* 15 MTPA/ LNG terminal To be operational by 2010 
Belekari Port, Kamataka* 2 MTPA/ captive port to support Already operational 
the group's iron ore business 
Dholera Port, Gujarat — 4 MTPA/ coal cargo Acquired from JK Group in Sept. 2007; 
being built 


* JV with Petronet LNG Minor port MTPA: metric tonnes per annum 
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Source: Mundra Port & SEZ prospectus 


the logistics bottlenecks faced by 
his export team at Mumbai's 
Jawaharlal Nehru Port, from where 
Maruti-Suzuki ships its cars abroad. 
The company will, henceforth, ex- 
port 50,000 cars of the estimated 
200,000 cars it plans to export 
by 2010 out of India from here. 
He has also got 30 acres for a 
car stockyard and a dedicated 
buffer area for cars to be parked 
just before they are loaded onto 
ships. “The Mumbai port is 
congested," says a beaming 
Nakanishi, explaining the ra- 
tionale behind his move. 
Maruti-Suzuki is just one 
among several Indian and multi- 
national corporate biggies who 
are buying this logic. Says 
Gautam Adani, Chairman, Adani 
Group, which owns Mundra 
Port, India's first private sector 
port, as he shakes hands with 
Nakanishi and sees him off: “At 
some stage in future, we expect 
it (Maruti) to put up a car man- 
ufacturing plant in our SEZ.” The 
obvious advantage: having a 
plant next to the port will save 
Maruti a winding 600-km drive 
from its factories in Haryana. 


Package Deals 

That's so typical of Adani. The 
43-year-old school dropout, who 
was recently ranked #10 among 
Indian billionaires by Forbes, 
with a net worth of Rs 37,200 
crore (now down to Rs 33,720 
crore due to the stock market 
meltdown), is thinking big—and 
ahead—for ways to expand his 
business empire that now strad- 
dles the entire infrastructure spec- 
trum from ports to power to oil 
& gas to real estate, on which he 
is investing Rs 50,000 crore over 
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THE BIGGEST BET 
The group is investing Rs 45,000 crore on adding 10,000 MW of power capacity. 


REGION | POWER CAPACITY | IMPLEMENTATION SCHEDULE 


Powering Ahead 

Having established itself as India’s 
leading private sector port operator, 
the Adani Group is betting big on 


Mundra, Gujarat 4,620 MW Construction in progress. Commissioning power. It has lined up investments of 
of first unit (330 MW) in second quarter of 2009 Rg 45,000 crore over the next 5-7 

Trodia, Maharashtra 1,980 MW Infrastructure development work in progress years to set up 10,000 Mw of gener- 
ating capacity (see The Biggest Bet). 

Rajasthan 1,320 MW Proposed Here, too, he has followed the 
Dahei, Gujarat 1.980 MW P Mundra Port model—pioneered in 


Source: BT research 


the next five years. This is in add- 
ition to his core international trad- 
ing business, but more on that later. 

Adani is speeding up work on 
his SEZ, for which he has roped in 
Singapore's CPG Corporation as 
consultant. He has set aside Rs 700 
crore in equity for the project. "We 
are looking at sectors like engi- 
neering, ship building and textiles 
industry in our SEZ," he says. The 
port, which has been up and run- 
ning since October 2001, he be- 
lieves, will be a magnet for his SEZ. 
“We have a readymade solution 
and offer a package deal both for 
companies that depend on im- 
ported raw materials and also for 
export-oriented industries," he says. 

The Mundra Port handled 
19.87 million tonne of cargo in 
2006-07 and is expected to end 
this financial year with 28.07 million 
tonne. “Our target is to handle 50 
million tonne of cargo by 2010- 
11,” says Rajeeva Sinha, Director, 
Mundra Port and sez. But Adani's 
ambitions in the port sector are not 
restricted to India only. “We may 
look to expand globally over the 
next 1-2 years," he reveals, adding 
that he is scouting for a port in 
South East Asia (see Oil’s Well). 

[n fact, Adani already works ac- 
cording to international parame- 
ters. The Mundra Port sets, and 
consistently meets, international 
benchmarks. For instance, the turn- 
around time (the time a vessel 
spends at the port for unloading 
cargo) for ships is just 13 hours, 
which is also the international 
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average. The corresponding figure 
for public sector ports like Mumbai, 
Chennai and Kochi is three-and-a- 
half days. So, the group is well 
prepared, both in terms of man- 
agement practices as well as finan- 
cially, to venture abroad. 

Adani's business model is quite 
unique. His group has large busi- 
ness interests in sectors like power, 
coal mining, oil & gas and exports 
that can provide his port with cap- 
tive business, while simultaneously 
benefiting from having in-house 
port facilities. 





RAJEEVA SINHA 

In-charge, Mundra Ports 

He is Adani's newest catch and joined the 
group in July 2007 from rival Gujarat Pipavav 
Port. A former IAS officer with close to three 
decades of experience, Sinha manages the 
Mundra Port 


India by the late Dhirubhai 
Ambani—of integrating his value 
chain backwards to the source of 
raw materials. The group has ac- 
quired coal mines in Rajasthan and 
Indonesia, which will feed his proj- 
ects in Gujarat, Maharashtra and 
Rajasthan. “But our biggest strength 
in the power sector is the time to 
completion," says Ameet Desai, 
Chief Financial Officer, Adani 
Group, who is overseeing the power 
initiatives. *We plan to complete 
the entire projected generating ca- 
pacity by 2012-13," he says. In fact, 
he expects the 1,320 MW project 
at Mundra to go on stream in stages 
next year itself. 

Adani's plans will bring him 
into direct competition with the 
Tata Group and Anil Ambani's 
Reliance Power, but he is unfazed. 
“Work on many of our projects is 
already underway. We will leverage 
our backward linkages, the port, 
the group's execution capabilities 
and our experience in power trad- 
ing to forge ahead in this sector," 
says Desai. The group is today a 
leading private sector power trader 
in India and commands a 13 per 
cent market share. The group is 
also evaluating the potential of en- 
tering the power trading business in 
neighbouring countries like Bhutan, 
Nepal and Bangladesh. 


Oil & Gas 


Adani has big plans in the oil & gas 
sector—both in gas distribution 
and in oil exploration. The group 
was in the news in January this 
year when it reportedly bid $4 bil- 
lion (Rs 16,000 crore) for the UK- 
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based oil explorer Burren Energy. 
Though it later denied the bid, its 
strategy in the sector is clear: bid 
for new blocks and also go in for 
M&As if opportunities arise. Shri 
Mathur, President & CEO, in charge 
of the group's oil & gas initiatives, 
says: "We are open to overseas ac- 
quisitions. Our strategy is to have a 
balanced portfolio." According to 
an Edelweiss Research report, the 
Adani Group's oil & gas reserves in 
Gujarat and Assam are estimated to 
be in the range of 50 MMBBL (mil- 
lion barrels) of oil and 1,500 MMCM 
(million centimetres) of gas. In 
Thailand, it has one onshore block 
with a total area of 3,900 sq. km. 

On the gas distribution side, the 
group has lined up expansion in 
cities like Faridabad (Haryana), 
Noida and Lucknow (Uttar Pradesh), 
and Jaipur and Udaipur (Rajasthan) 
for both household and industrial 
use. Enthused by the initial success in 
distributing gas in Gujarat, Adani 
is looking to replicate this success in 


uw ' 
” I. 





SHRI MATHUR 

In-charge, Oil & Gas Exploration 

He has three-and-a-half decades of experience 
in oil & gas exploration and production business 
and has worked in about two dozen countries. 
He has also worked for Royal Dutch Shell dur- 
ing which time he was based in Houston, US 
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OIL'S WELL 


Adani is set to become a big player in the hydrocarbon sector. 


OIL & GAS INITIATIVE 


Thailand 


Two onshore exploration blocks of 4,000 sq. km each awarded to Adani 


Welspun. Seismic data acquisition planned later this year. This will be 


followed by drilling 
India NELP VI 


Two onshore blocks in Gujarat and Assam; 75 sq. km and 95 sq. km, 


respectively, awarded to Adani Welspun. Both the blocks are in proven 
petroliferous basins. Seismic data acquisition in progress, will be followed 


by drilling of several wells 
India NELP VII 


Other 
Opportunities 


Source: BT research 


in India and internationally 


other parts of the country. 


Betting on Real Estate 

The Adani Group entered^the 
booming real estate sector relatively 
late, in 2006, but surprised every- 
body by bidding Rs 2,250 crore 
for, and winning, the Bandra Kurla 
Complex (BKC). Today, the group 
has a land bank of more than 100 





DEVANG DESAI 
In-charge, Finance 

He played a key role in the Mundra Port & 
SEZ initial public offering. He is now busy 
studying a new corporate structure for the 
Adani Group and the listing of some of the 
subsidiaries on the market 


To participate in the upcoming bids | 
Adani Welspun is also looking for other upstream oil & gas opportunities 


million sq. ft, making it one of the 
leading real estate developers in the 
country. But unlike other real estate 
majors, Adani does not itself de- 
velop properties. “It’s better to have 
a local partner to take care of the lo- 
cal issues and bring entrepreneurial 
inputs," says Adani. In BKC, for in- 
stance, Adani has roped in Mayfair 
Housing, a real estate developer, 
to implement the project in return 
for an 11 per cent stake. 

So, where do these projects 
leave the group's core trading busi- 
ness, which contributes almost 50 
per cent to its topline of Rs 17,000 
crore? "We will leverage the as- 
sets we are creating across sectors in 
the trading business. They will add 
more value to trading," says 45- 
year-old Rajesh Adani, younger 
brother of Gautam. For instance, 
the power generation foray will 
get a ready buyer on account of the 
group's power trading strengths 
and oil & gas exploration will even- 
tually support its gas distribution 
business. Adds Pranav Adani, 
Gautam's nephew: "We want to 
cover the whole value chain to 
build a more sustainable trading 
model." Under Pranav's leadership, 
the Adani Group is aggressively 
developing, for the first time in 
India, integrated storage and logis- 
tics infrastructure for fresh fruits, 
vegetables and grains. Adani 
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Agrifresh, with a total storage ca- 
pacity of 18,000 tonne in Himachal 
Pradesh, handled 4,800 tonne of 
apples in 2006-07 and plans to 
procure 25,000 tonne of apples in 
2007-08. The company plans to 
roll out additional capacities in 
Jammu, Maharashtra, Karnataka 
and Gujarat. 


The Challenges 

The two issues that can trip up 
Adani's ambitions are management 
bandwidth and money. All his proj- 
ects—in power, oil & gas, coal min- 
ing, SEZs and real estate—are 
implementation-intensive and 
immensely expensive. 

But Adani, who himself 
dropped out of school when he 
was in Class 10, has quietly built ล 
strong management team of expe- 
rienced people. He is known for his 
hands-on style. In fact, he believes 
in complete delegation once the 
business targets are fixed. "He is 
very good at rolling out quick busi- 
ness numbers," says Malay 
Mahadevia, Director (Projects), 


INTO INDIA S KITCHENS 


Adani Group. 

Then, the group proposes to 
launch the Institute of Infrastructure 
Management, an infrastructure- 
focussed university, and Adani 
Knowledge Centre, for training its 
own personnel, which can supply 
him—and India Inc.—with a steady 
stream of qualified management 
personnel. For this, he has roped in 
Bakul Dholakia, former Director, 
Indian Institute of Management 
Ahmedabad, as an advisor. “We 
are also exploring the possibility of 
tying up with a reputed foreign uni- 
versity for a campus inside the SEZ,” 
says an Adani insider on condition 
of anonymity. The other issue—of 
finding money to finance the 
group’s ambitious plans—is not rea- 
lly a problem, say Adani executives. 
They point to the combined market 
capitalisation of Adani Enterprises 
and Mundra Port of Rs 46,000 
crore. The promoters own 75 per 
cent and 81 per cent, respectively, in 
the two companies, leaving mas- 
sive headroom for raising funds in 
future. Then, the group’s power 


The Adani Group plans to distribute gas in Haryana, UP and Rajasthan. 


STATE CITY COVERAGE INITIATIVE 


Gujarat Ahmedabad and Baroda 
Rajasthan Jaipur and Udaipur 

Uttar Pradesh — Lucknow, Khurja and Noida 
Haryana Faridabad 


* Million metric standard cubic metre per day (a term used for volumes of gas reserves) 


TREADING THE JV ROUTE 


8,000 households covered, 45 CNG stations 
and 245 industrial users. Quantity supplied: 
0.32 mmscmd* 

Being developed = 
Proposed 

Proposed 


Source: 87 Research 


The Adani Group has one of the country’s largest land banks. 





PROJECT 

Mundra Township, Gujarat 

BKC, Mumbai, Maharashtra 

Khatau Mill Land, Mumbai, Maharashtra 
Shantigram Township, Ahmedabad, Gujarat 
Khajod, Surat, Gujarat 
Kakkanad,Cochin, Kerala 
Mn: Million Source: Adani Group 
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AREA STATUS 
50 mn sq. ft Under development 
 220mnsq.ft — Under development 
. 2 mn sq. ft Under process ——— 
41.50 mn sq. ft Under development 
_ 740 mn sq. ft Indesign stage — 
3.30 mn sq.ft In design stage 





TARWINDER SINGH 
In-charge, Real Estate 


A civil engineer, he has three-and-a-half 
decades of experience, ranging from the Army 
to companies like Mahindra Realty and Pun 
Lloyd, and has handled mega projects in the 
power, highway and bridge sectors 


projects are expected to start gen- 
erating revenues by next year. "We 
may look to list the power projects 
first," says Devang Desai, CFO, Adani 
Enterprises, adding that the group's 
philosophy is to tap the markets 
only after companies begin to create 
some value. Then, over the last cou- 
ple of years, private equity players 
have been showing a lot of interest 
in his group. Last October, global 
private equity and venture capital 
major 3i invested Rs 900 crore for 
an 8 per cent stake in Adani Power, 
valuing it at more than Rs 11,000 
crore. But the recent market tur- 
moil may spoil his plan to raise 
cheap equity from the market, 
especially for the power and real 
estate businesses. The group is also 
believed to be studying the possi- 
bility of a global listing. 

Can Adani pull off all his mega 
projects and move up the value 
chain to the next level? It's diffi- 
cult to say at this stage, but a suc- 
cessful implementation of all its 
plans will catapult the group into 
the top echelons of India Inc. 
Watch this space. 8 
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He's Smiling Agaln 


Buoyed by a spate of product launches, including a new 125cc motor- 
is looking to not just wrest back 
market share but also become a global heavyweight. x. MADHAvAN 


bike, TVS Motor's 


T IS THREE DAYS AFTER A SPATI 
of product launches in early 
March by Tvs Motor Com- 
pany, and its Hosur facility is 
a beehive of activity. Its em- 
ployees, dressed in sky-blue half 
shirts and grey trousers, are busy 
rolling out Flame—TVS’ latest of- 
fering, a 125cc motorcycle—off the 
assembly line. There’s a lot riding on 
Flame. In a manner of speaking, it 15 
rvs Motor’s very future that 15 at 
stake. Just about everyone in the 


company knows that Flame must 
not fail in the market, and they 
seem to have taken this pressure in 
their stride. So has the TVS top brass, 
all of whom seem to have an extra 
spring in their steps. Their body 
language, too, exudes new-found 
confidence. “We are on a take-off 
stage, having benefited from the 
learning curve and the strong foun- 
dation we have laid for a bright fu- 
ture," says Venu Srinivasan, 
Chairman & Managing Director. 


Even a month ago, the mood 
was sombre at the third-largest man- 
ufacturer of two-wheelers in the 
country. Arch-rival Bajaj Auto had 
dragged tvs Motor to court over 
Flame, alleging that the motorcycle 
used a twin-spark-plug technology 
patented by it. Even as Tvs fought 
the case in court, it was losing rev- 
enue—some Rs 40 crore a month— 
besides which suppliers and dealers 
were getting jittery. The delay in 
launching Flame was even more 


frustrating for Tvs because it knew 
it had a winner on its hands. Rather 
than suffer any more loss of revenue 
and uncertainty, the company de- 
cided to tweak the design and 
launch Flame, on March 10, with a 
single-spark-plug ignition system. 
As if to cock a snook at Bajaj, Tvs 
also launched a three-wheeler, long 
the domain of its Pune-based rival. 

The air of confidence over the 
Hosur plant is reflective of Tvs’ be- 
lief that it has finally survived its 
growth pangs and is now in a posi- 
tion to effectively take on 
competitors such as Hero Honda 
and unseat Bajaj as the country’s 
#2 two-wheeler manufacturer. 
Indeed, Srinivasan is thinking big- 
ger—a whole lot bigger. “We want 
to be among the top four two- 
wheeler players in the world in 
the next three to five years,” he 
says with a straight face. Tvs cur- 
rently ranks #8 in the global peck- 
ing order of two-wheeler manu- 
facturers, with players such as Hero 
Honda, Honda, Yamaha, Suzuki 
and Bajaj Auto way ahead of it. 

It is a significant statement from 
a CEO who is fighting hard to con- 
tain his company’s falling market 
share in the domestic market. Since 
2001-02, Tvs Motor’s share in mo- 
torcycles, the fastest growing seg- 
ment and which constitutes 84 per 
cent of the two-wheeler pie, has 
fallen 6 per cent. In the entry seg- 
ment, priced below Rs 35,000, its 
share has declined from 32 per cent 
(2001-02) to 22 per cent in 2007- 
08 (April-December), while the fall 
in the executive segment has been 
more severe—from 19 per cent in 
2003-04 to less than 1 per cent in 
2007-08 (April-December). 

The profits, consequently, have 
more than halved from Rs 138 
crore in 2003-04 to Rs 67 crore in 
2006-07—that’s just 1.7 per cent of 
total revenues. If protecting its home 
turf is itself proving to be a chal- 
lenge, what gives Tvs Motor the 
confidence to dream big? “We now 


have the required technology, prod- 
ucts, people and the commitment it 
calls to achieve our aspiration,” an- 
swers Srinivasan. 


The Problems 


To understand what’s now hap- 
pening at Tvs Motor, one needs to 
step back and look at its troubled 
past. The company’s problems 
started off with product failures. 
Victor, its first indigenously devel- 
oped product launched in 2001, 
did brisk business initially (selling as 
many as 40,000 units per month) 
before a multitude of problems such 


The Bottom Line 


Gaps in TVS Motor s product portfolio hurt its 
profits more than revenues. 
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Numbers that Matter 
See-sawing numbers expose TVS Motor s 
weakness in the motorcycle segment. 
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as rusting of the exhaust pipe, seep- 
age of water into the petrol tank, 
malfunctioning of the lock, etc., 
surfaced and sank the product. 
"Victor was a good first attempt. It 
did well initially before we realised 
that durability of certain parts was 
not good enough," admits Vinay 
Harne, Senior Vice President (R&:D). 

If Victor gave the company in- 
sight into product design, durability 
and life cycle, Centra taught it les- 
sons in cost management. 
Conceptualised as a mileage bike, it 
ended up being over-designed and 
production cost shot up to Rs 
33,000 per unit. When it finally 
hit the market at Rs 36,000 a piece, 
customers were confused. Entry- 
level customers thought it was over- 
priced, while those looking for a 
motorbike in the executive segment 
felt it wasn't classy enough. It also, 
to an extent, ended up cannibalising 
Victor (see Trouble Spots). 

Failure of Victor and Centra 
raised questions about the com- 
pany's ability to develop products. 
"The first product that any com- 
pany in the world makes has gaps 
that you could not see at the time of 
the development. We had to learn 
how to develop a zero-defect prod- 
uct," says Srinivasan. 

Even as Tvs Motor battled qual- 
ity, it struggled to reach its new 
products into the market in time. 
This left a gaping hole in its product 
portfolio. Sadly, these gaps occurred 
in those segments that grew rap- 
idly. Though it was among the ear- 
liest to identify the potential of four- 
stroke technology, it could not get its 
product ready in time. The two- 
stroke market met an instant death 
with volumes dropping from 3 lakh 
units to zero in 18 months flat in the 
2003-05 period. At the same time, 
the market for four-stroke bikes 
soared. Between 2003-04 and 2004- 
05, the entry-level segment’s volume 
almost doubled from 9.9 lakh units 
per annum to 17.6 lakh units. 

StaR, Tvs Motor’s four-stroke 
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K. N. Radhakrishnan/ President 


“We hope to regain our 19% 
market share in the executive 
segment next year itself” 


100cc bike for the entry segment, 
was nowhere in sight and arrived 
only towards the end of 2004-05. 
By then the company's market share 
in the segment had collapsed from 
32. per cent in 2001-02 to as low as 
9 per cent in 2004-05. “StaR should 
have come along with Victor in 
2001 but it came only in 2005," 
rues K. N. Radhakrishnan, the 
company’s President. 

Similarly as the executive seg- 
ment began to grow rapidly, TVS 
Motor had no product on offer af- 
ter Victor's failure. The segment 
grew from 25.20 lakh units in 2003- 
04 to 35.7 lakh units in 2006-07. 
Victor's replacement Flame did 
come but only to get entangled in ล 
patent dispute with Bajaj Auto. 

Earlier in 2000, the launch of 
Fiero saw the company notch up a 
share of 31 per cent in 2001-02 in 
the premium segment. But its in- 
ability to support the product ended 
its leadership position and its share 
fell to as low as 2 per cent in 2005- 
06 before Tvs Apache hit the market 
towards the end of 2005-06. 





THE THREE-WHEELER GAMBIT - 


R. Chandramouli, Senior Vice 
President (Sales & Service), defends 
the delay saying, "Premium seg- 
ment was not our focus then nor is 
it likely to be in the future. We had 
to focus on other segments." 

If there was one reason for these 
delays, it was the overstretched R&D 
department. At one point, the R&D 
team was working on five projects 
that were diverse in terms of seg- 
ments (entry, executive and pre- 
mium motorcycle segments), geog- 
raphies (neo step-through scooter 
was being developed for the 
Indonesian market) and a three- 
wheeler. This put enormous strain 
causing inevitable delays. Agrees 
Radhakrishnan: “R&D handled too 
many projects at the same time." 








The “Learning Curve” 

Has Tvs learnt its lessons? It has, 
Says Harne. As soon as Victor's 
quality started slipping, a task force 


on quality called ‘Global 
Competitiveness Task Force’ was 
set up. A large pool of engineers 
worked hard for over three years to 
improve quality among suppliers, 
and in the design and development 
of products. The task force took 
help from TPM (total productive 
maintenance) and R&D experts from 
around the world. “StaR was born 
out of the Victor and Centra expe- 
rience. So have Scooty Pep, Apache 
and Flame. All these products are 
doing well in their respective SCB- 
ments," he points out. StaR has 
boosted the company's market share 


TVS Motor aims to corner 30 per cent market share by taking on the duopoly of Bajaj and Piaggio. 


OR A LONG TIME NOW THE THREE- 

wheeler passenger market has 
been under the control of Bajaj Auto 
and Piaggio. But there's a new rival in 
town:TVS Motor. On March 9, the 
company launched its first three- 
wheeler product TVS King. The prod- 
uct promises better fuel efficiency 
and riding comfort. According to H. S. 
Goindi, Head of three-wheeler busi- 
ness, TVS Motor plans to sell about 
25,000 units a year by leveraging 
its existing dealerships and strong 
presence in the global market. "We 
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are aiming for a 30 per cent market 
share in India in the next 18 to 24 
months,” he adds. The three-wheeler 
foray seems like a logical next step for 
TVS Motor. For one, it had a suit- 
able engine to go with it. For an- 
other, demand for three-wheelers is on 
the rise. The passenger segment alone 
has a volume of 1.7 lakh 
vehicles (both petrol & 
diesel) while goods car- 
rier version sells another 
lakh units. Three- 
wheelers also have a 










good export market of almost 1 lakh 
units. Says Ravi Chopra, Chairman 
and Managing Director, Piaggio 
Vehicles. "| see demand increasing เท 
the next 10 to 15 years at 10 per cent 
per annum. If you have the nght prod- 
uct with the right technology at the 
right price, it will sell." There is room 

for more players and TVS 
Motor's entry will not 
only increase com- 
petition but also 
grow the market, 
he adds. 


from a low 9 per cent in 2004-05 to 
26 per cent in 2006-07 in the entry 
segment. Launched with a five-year 
warranty, it has the lowest war- 
ranty claims in the industry today, 
says Srinivasan. 

Scooty Pep was ranked #1 
brand by JD Power in its scis 
Scooterette/scooter study 2006. 
Apache, too, has bagged the CNN- 
Autocar Bike of the Year and Best 
Design Award from BBC-Top Gear. 
It has lifted the company's share in 
the premium segment from 2 per 
cent in 2005-06 to 15 per cent in 
2006-07. "With all the products 
firing, we are in for exciting times, 
we hope to regain our 19 per cent 
market share in the executive seg- 
ment next year itself," says a confi- 
dent Radhakrishnan. 

Moreover, the battle-hardened 
R&D set-up is already working on 
products that are due five years 
hence. “We are second in terms of 
number of patents applied for in 
the Indian automobile sector, next 
only to Tata Motors," points out 
Srinivasan. The company, according 
to its last annual report, has ap- 
plied for 150 patents. 


Road Ahead 
The immediate challenge that Tvs 
faces is the weakening demand for 





R. Chandramouli 
Senior VP (Sales & Service) 


"Premium segment was not 
our focus then (2005-06) nor 
is it likely to be in the future" 


|  —— 


. TROUBLE SPOTS 


. TVS Motor's launches have been troublesome. 


VICTOR Launched in 2001, the 110cc motorcycle had a good 
start but ran into technical problems within two years. 

| It has been withdrawn from the domestic market, 
| although it continues to be sold in some export markets 





CENTRA It was over designed, which led to costs shooting up and Centra 
getting priced out of its 100cc segment. After selling a total of 2.76 lakh units in 
two years, the company discontinued Centra in December 2006 
| STAR The 100cc StaR entered the market in October, 2004 possibly three years late, 
| given that the entry segment almost doubled in volume from 9.9 lakh units per 
| annum to 17.6 lakh units between 2002-03 and 2004-05 


FLAME Launched in March 2008, it has come three years late. The company s market 
share in the executive segment crashed from 19 per cent in 2004-05 to 1 per cent 


in 2007-08 (April-Dec.) 


Lost Ground 


Bajaj Auto has gained at TVS Motor s expense. 


49 





2001-02 2002-03 2003-04 





two-wheelers due to a squeeze on 
consumer credit. The company has 
been hurt the most with entry-level 
motorcycle volumes declining by 
about 30 per cent on account of 
strong rural presence. If the slug- 





Vinay Harne 
Senior Vice President (R&D) 


“Victor was a good attempt. 
But the durability of some 
parts was not good enough” 
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gishness in demand lasts longer or 
spreads to other segments, TVS 
Motor's recovery game plan will 
be derailed. *The Budget has given 
a fair amount of support to the 
farmers and the Pay Commission 
recommendations will hopefully be 
implemented soon. We are confi- 
dent of not seeing a further fall," 
says Srinivasan. Agrees N.K. Rattan, 
Head (Sales and Marketing), Honda 
Motorcycle & Scooter India: *Free 
availability of finance and heavy 
discounting by the industry led to 
the entry-level segment getting over- 
harvested. What we are seeing now 
Is a temporary correction." 

TVS will desperately hope that 
these words come true. If that hap- 
pens and all its products deliver as 
expected, then its aspiration of be- 
ing among the top four rwo-wheeler 
manufacturers in the world will 
come within the realms of 
possibility. 8i 
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ICHARD BRANSON SAUN- 

ters into tbe room, 

looking famisbed and 

a tad tired. He belps 

imself to some sand- 

wiches, before somebody reminds 
him tbat tbey are cold. Dressed in a 
plain white shirt and creamisb 
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trousers, he doesn't look like your 
usual multi-billionaire. But then 
there's nothing usual about Richard 
Branson—not any day. The day 
Business Today met him, Branson 
jumped off a 35-storey hotel build- 
ing to launch Virgin’s mobile oper- 
ations in India. Later in the evening, 


he would go on to twirl an unsus- 
pecting Bollywood starlet like a WWE 
prizefighter. Branson was in India to 
announce the launch of the com- 
pany’s mobile operations in India. 
Virgin has launched its Virgin Mobile 
brand in India targeted at Indian 
youth, in a franchisee agreement 


“LAm Not Too 
Afraid of Failure" 


with Tata Teleservices. Virgin will 
launcb its service in. 50 cities, ex- 
panding to more than 1,000 cities by 
the end Of the vear. Virgin N fe ile es- 
timates that there are about 215 
million urban youth mobile sub- 
scribers and an expected additional 
50 million urban youth subscribers 


H SHAVHOOLS 


i 
1 
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over the next three years. It expects 
revenue in this segment to be ex- 
Cess of Rs 35.000 crore by 2010. 
In a freewheeling chat with BT's 
T.V. Mahalingam, 57-year-old 
Branson, Chairman, Virgin Group, 
spoke about capitalism, leaping off 
buildings, Bollywood, James Bond 
and, of course, the group’s plans for 
India. Excerpts: 


What makes a 57-year-old jump off 
buildings? What makes you tick? 

| am a great believer that capitalism 
has proven to be the only thing 
that works. Communism has been 
tried and failed. Socialism has been 
tried and failed. The problem with 
capitalism is that wealth comes only 
to a few people. If you are one of 
those fortunate people who has that 
wealth, it's important to care to re- 
distribute that wealth by investing in 
new areas, employ new people. It 
should be on a global basis. Over 50 
per cent of my time is used to cre- 
ating new business; the rest 50 per 
cent of my time is spent on using 
the money to tackle social issues 
that the world is facing. And if 1 
have 250 people (in a country like 


RICHARD BRANSON 





Chairman, Virgin Group 


India) creating a good quality new 
business, the least I can do is mak 
sure the story appears on the front 
page of the newspaper instead of th« 
back pare. To be pertectly honest, | 
don't feel any different from th 
way l used to feel when | was 20 
years old. I don’t behave much di! 
ferently than I did when I was 2 
years old. And Í enjoy myself and 


like people around me enjoving 
themselves. | like to make peop! 
smile. I think if vou take voursel! 
tOO seriously, lite pets boring. It | 
come to India with my sherry and 


my English suit, | don’t think 
would have captured the imagi! 
tion of people. So, I like to thros 
myself into anything | do and some 
times Í like to throw myself off am 
thing I do. 


As an entrepreneur how have you 
changed over the years, since the 
days you published Student Magazine? 
[ am sure that as | have become 


that | h IA 


i 





older—and it's illogica 
become more cautious when 
comes to personal risk taking, esp: 
ciallv after one or two instanci 
when I did not nearly survive. Foi 





bt 60 minutes 


“| think India is still quit 
strong enough to say ‘let 
the consumer would bene 


instance, | am doing a Bollywood 
film tonight. So, I went to the sets 
at 2 a.m. this morning to do a run 
through and one of the things in- 
volved riding a motorcycle through 
a glass wall. There was something 
that said to me "there's something 
that's not quite right here". So, | 
suggested that I shoot the glass 
wall down instead of running the 
motorbike through it. When I fired 
the bullets to shoot it down, the ex- 
plosive that was meant to break 
the glass wall did not go off. So, if 
| had used the bike, I would have 
ended up with a big headache. 
Maybe with the experience of do- 
ing some of these things, Í am ล bit 
more cautious. But in business it- 
self, I am pretty bold, I still hold on 
to the philosophy—nothing ven- 
tured, nothing gained. | am not 
too afraid of failure. I love to chal- 
lenge people around me. I love 
challenging myself. 


In the past, you have said that India 
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has been unwelcoming to foreign 
investors. Has that changed at all? 

I think India is still quite protec- 
tionist. I think it was justified in be- 
ing protectionist, you know, 50 
years ago. In the last 20-30 years, 
that’s held India back. I lobbied for 
15 years to fly Virgin Atlantic to 
and from London. It took about 
six different aviation ministers be- 
fore we got permission. In the 
past, people had to fly to Middle 
East to get to London. I think that 
our success in opening up the skies 
has done its bit in helping India to 
flourish because it also opened up 
the domestic aviation scene. But 
we cannot set up a domestic air- 
line; we cannot set up financial 
services, we couldn't set up a 
Mobile Virtual Network Operator 
(MVNO) in India in the mobile 
space... retail is still restricted. 
There are quite a lot of areas 
where India is still restricted. India 
Is strong enough to say ‘let’s have 
an open society'... the consumer 
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bt, 60 minutes 


survive. If you look at Air Deccan, 
it did not survive. It was eaten up 
by Kingfisher. I think just low-cost 
companies in any sector do not 
survive long term. The companies 
that survive are the ones that offer 
the best quality in that sector. 
Virgin America or Virgin Blue in 
Australia are the two best compa- 
nies flying their respective countries 
domestically—best entertainment 
systems, best cabin crews, best seat- 
ing, lighting—but because they are 
so popular and so full, we can 
offer competitive rates as well. | 
think that’s the way to go about it. 


Virgin Comics has a lot of Indian con- 
tent with comics like Devi, Ramayan 
3392 AD. Is there a market for that 
kind of content globally? How’s the 
response been? 

It's been good. I think the break- 
through will come when features 
are made from some of those 
comics and I am sure that will hap- 
pen in the not-so-distant future. 
We have comics made by direc- 
tors of feature films, hopefully 


“Even though the Virgin brand เร strong ona 


global basis, we are still hungry. In India, 
we would like to be the big, bad wolf 


films will emerge from them. 


Sony has made a venture into Indian 
film production. Do you see a ven- 
ture into Indian entertainment in 
the future? 

It’s certainly a possibility but we 
have no certain plans at the 
moment. 


How do you balance the desire to be 
the best in the business without be- 
coming big, bad business that you 
tend to challenge all the time? 

Though we have 300 companies, 
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they are the underdog in every 
sector. So, we don’t dominate any 
sector. In each sector, we are biting 
at the heels of the big giants. And 
collectively even though the Virgin 
brand is strong on a global basis, 
we are still hungry and quick on 
the feet. In India, with our mo- 
bile venture, we would like to be 
the big, bad wolf, but we have 
many years of hard work to go. 


| believe the next Bond flick, Quantum 
of Solace, has begun filming. Any 
plans to do a cameo in that like the 
last movie, Casino Royale? 

(Smiles) They are using a lot of 
Virgin in the movie. They are using 
the upper class lounge at Heathrow 
but I haven't got a call yet to do a 
cameo... but I have moved to 
Bollywood. Tonight, I will do my 
first spot in a Bollywood movie... 
and I have a line in the movie. It's 
*My name is Branson...Richard 
Branson" (laughs). 


You've been a businessman, adventurer, 
fledgling actor, what's next? 


| suppose it has to be an astro- 
naut, isn't it? Obviously that with 
Virgin Galactic in 18 months time. 


Do you see a demand for Virgin 
Galactic from countries like India? Or 
is it just from the developing countries? 
Yes, Í am sure everybody would 
like to go to space some day. | 
met an Indian who signed up yes- 
terday, the demand will be enor- 
mous. The price will eventually 
come down... some day, thou- 
sands of Indians will hopefully 
travel to space. 


Recently, Virgin flew Boeing 747 from 
London to Amsterdam with one of its 
four engines using a bio-fuel that was 
a mixture of oils from coconut and 
the babassu nut. You have been criti- 
cised and lampooned by several peo- 
ple, including environmentalists. How 
do you handle criticism? 

If you are going to have techno- 





















logical breakthroughs, you are 
going to have to try things. What 
Boeing, Virgin and GE Engines 
wanted to prove was that bio- 
fuel could fly at 35,000 feet with- 
out freezing. In the past, it would 
freeze at 15,000 feet. Having 
proved that, all I would like to 
say to people who have criticised 
the idea is that “if you have a 
better idea, we would love to 
hear about it'. We think that the 
best way to deal with global 
warming is to develop a biofuel 
that's clean. 8 


+ 


rthe mar 


NFLATION: Staying Ahead = MUTUAL FUNDS: The Resilient Club 





= 





The Big Fight 


The bears have got an upper hand in the stock market 
lately, but is this the end of the bull? CLIFFORD ALVARES 


FEW MONTHS AGO, THINGS 

were looking good in the 

markets. Economic 

growth forecasts were 
hovering around the 9 per cent 
mark and the stock markets were 
climbing new highs every other 
day. And foreign investors were 
pumping in billions of dollars as 
the corporate sector posted sterling 
growth in profits. But in barely 
10 weeks, the financial landscape 
has turned dramatically. 

The subprime crisis in the 
US has snowballed into an un- 
precedented crisis. Foreign in- 
vestors are being forced to sell 
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The Fall of 
the Sensex 






Sensex 


Source: BSE 


20,873.33 their holdings in emerging mar- 
Jan. 8, '08 


kets to make good the losses 
from the subprime write-offs. 
The liquidity tap that seemed to 
be flowing freely has been 
turned shut. Oil prices have bal- 
looned to new highs and, along 
with rising commodity prices, 
is threatening to take the infla- 
tion rate to higher levels. Little 
wonder then, the markets have 
reacted violently. 


Correction Blues 

Since its peak of 21,207 on January 
11, 2008, the stock market has lost 
23.5 per cent and closed at 16,217 


on March 25, 2008. But many 
stocks have taken a bigger beat- 
ing than the (admittedly steep) 
fall seems to suggest. Some 
small- and mid-cap stocks, par- 
ticularly, have lost more than 
60 per cent from their highs. 
Brokerages are reporting thin 
volumes as buyers, both retail 
and institutional, are staying 
away from buying. Besides, 
stocks have been dumped on 
very thin volumes and the lack 
of liquidity is pushing stock 
prices to alarmingly low levels. 
Mid-sized companies like Adlabs 
Films have lost 60 per cent 
(from Rs 1,533 to Rs 619) and 
Parsvnath Developers 59 per 
cent (from Rs 496 to Rs 201). 
But large companies like 
Reliance Energy (48 per cent; 
from Rs 2,465 to Rs 1,286) and 
Larsen & Toubro (29 per cent; 
from Rs 4,207 to Rs 2,963) 
have also not been spared. It's 
the huge losses that have made 
many investors nervous this 
time around. Is this just another 
blip, or is it the start of some- 
thing worse? 

Stock markets have seen 
bad times earlier. Corrections 
that began in 1992 and in 2000 
were harsh and took the mar- 
kets down by 56.4 per cent 





and 57.8 per cent, respectively 
(see It's Not the Worst). But 
the market survived those falls. 
By comparison, the market had 
corrected a mere 28.2 per cent 
till March 14, 2008, when the 
Sensex dipped to a low of 
15,228. Still, it's the future 
that many investors are con- 
cerned about. The knee-jerk sell- 
off that gripped the market a 
few weeks ago has unnerved 
many investors. And not many 
are willing to slug it out over 
the long haul. 


The Way Forward 

While the frenzied sell-off has 
subsided, no one can say for 
certain when the fog will clear. 
For now, liquidity is thin and 
there's no saying when the 
trickle will again turn into a 
flood. But the worst, it seems, 
is over. Says Sanjay Prakash, 
CEO, HSBC Mutual Fund: *We 
are in a downtrend at the mo- 
ment, and I feel that we are 
somewhere near the bottom 
of the cycle." But the stock 


markets could continue to be 
under pressure over the next 
few months. That's because 
the sub-prime scenario in the 
US is still playing out. Investors 
are also keeping an eye out 











Quality 
Construction, 
Outstanding 

Integrity 


With latest project management 
techniques, professionalism and 
commitment towards quality, SG 
is establishing new benchmarks 
in the world of real estate. The 
Group boasts of a strong set of 
virtues which are amply reflected 
in its Apartments, Commercial 
Centres, Corporate Hubs, Malls, 
Hotels etc. The endeavours of SG 
Estates have been recognised 
and awarded the award of KEY 
PLAYER OF 2006 by Builder 
Information Bureau. 
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“The next one or two 
months will determine 


“Small- and mid-caps are “We are in a downtrend at 
being hit by low volumes. the moment. One will have 


the course of the market” The brea here is narrow” to be a little more patient” 
Sr. Vice President, Kotak Securities Sr. Vice President, Centrum Finance CEO, HSBC Mutual Fund 
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for the monsoons and, 
besides, analysts are eag- 
erly awaiting India Inc.'s 
year-end financial num- 
bers as they will set the 
tone for the next finan- 
cial year. Says Kunj 
Bansal, Senior Vice 
President, Kotak Secu- 
rities (Portfolio Manag- 
ement): “In the imme- 
diate term, the markets 
look under pressure, and 
some people have alre- 
ady started calling it a 


bear market. The next one or 
two months will determine the 


course of the market.” 


It’s Not the Worst 


The Sensex has seen more severe corrections than the current one. 


Date High Date Low — Fall (75) 


Fe. 18, 00 ผู วิ ก |. Sept 21, 1725 ขะ 77) 
Nr3, 92 F: cov d แส 0) 
Aug 8, '97 Dec. 4,'98 ต ย ส ถู ง กะ 

Sept 16, 946777 ซ ี — May5,95. 36.10 
june 21,'96 (NETH Dec.6,'96 ส ส ฑา 
Jan. 9,'04 — = 
May 12, '06 PPX] — June 16, '06 18,799: ส ส พ พ 30.60 
Jan, 11,'08 ผิ ต ิ ญิ ห ม ง แว ไส ส ส พา 2 ก 
Mar. 8, '02 Nov. 1, '02 แส ส ซา ว 0 


Point-to-point corrections in the last 16 years Source: BSE; weekly data 






But there is some scope for op- 


has risen 6 per cent to Rs 244 since 


January 10, and Cipla’s 


by 4.6 per cent (to 
Rs 211) as investors 
sought undervalued sec- 
tors. Analysts expect the 
FMCG and pharma sectors 
to buck the downtrend as 
these sectors were largely 
ignored by the rally that 
took the market beyond 
21,000. Says Mehraboon 
Irani, Senior Vice 
President, Centrum 
Finance, a listed invest- 
ment banking company: 


“The FMCG and pharma sectors are 
timism. Hindustan Unilever's stock quite attractive. Some capital goods, 
media and retail stocks, too, 


GOLDEN RULES FOR LONG-TERM INVESTORS 


The moves you make now will determine your financial health. 


Expect Reasonable Gains: Long-term returns from the 
stock market hover at a little above 19 per cent since 
1980. That's a reasonable expectation to have. Forget 
about the gains of the last four years as the runaway 
bull market made many new investors look like seasoned 
pros. But going forward, above-average returns from the 
stock market are not going to be as easy as in the last 
four years. Investors will have to 
whittle down their expectations. 
But the good news is, stocks 
have outperformed other 
categories of investment like 
bonds and will continue so 

in the long run. 

Don't Worry About the Short 
term: You can be absolutely sure 
about stocks over the long-term 
but in the short-term, the market 
can go against you. Even the best — ส 
of fund managers have had to on 

weather the recent crash. As 
the market follows the herd, 
fundamentally-sound companies 
get beaten down in the process. It’s possible that in the 
short-term, you could underperform the averages, but, 
you should recover over time. It can be quite unnerving 
at times to see your portfolio losing value fast. At such 
times, it’s better to step back and evaluate the causes 
for the fall. If it's a short-term aberration rather than a 
long-term change in trend, then you need not react 
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hastily. Stop following the herd ail the time. A declining 
market does make you feel bad, but if you can overcome 
your emotions, you will have a better handle on your 
portfolio than most other investors. 
Look at Declines as Opportunities: Stock markets often 
react brutally to bad news, as you have seen in the 
eodcm Over 60 per cent of the gains since 
mid-August last year were 
wiped out in merely 10 days 
in January. Bad news hits 
the market harder as investors 
get nervous about their stocks, 
dumping them almost 
at the same time. And due 
to the absence of buyers 
during such times, stocks 
plunge. This is where long-term 
. investors should step in. Make 
. a list of stocks you would like 
to own, and buy into the 
market when it drops. It's a 
sure-shot way of boosting your 
. A long-term average. 
Build ล Portfolio of Sound Stocks Down times are best 
to buy stocks that you were always thinking of buying. 
Some great stocks are available at discounted prices in a 
correcting market. Though it's difficult to predict the bot- 
tom, one can stagger investments and buy more when | 
prices fall. Look at companies that have sound business - 
plans in piece to improve earnings and buy into them. 
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Power your Current or Savings Account 
with the sweep and reverse sweep option! 


A value added savings option indeed! With Surabhi Deposit Scheme your excess money 
in Current/Savings account is automatically transferred to a high interest Fixed Deposit. 


* Auto sweep automatically transfers surplus funds to high yielding fixed deposit 
account. 
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Funds That Survived the Grash 





Find out how a clutch of equity-based funds managed to outperform 
the benchmark indices during the market crash. NITYA VARADARAJAN 


HEN EQUITY INVESTORS 
were getting mauled by 
one of the worst crashes in 


the history of the Indian stock mar- 
ket this January and equity became 
a dreaded word in investment cir- 
cles, another class of equity-linked 
assets stood rock solid amid the 
mayhem like bravehearts and even 
went on to deliver some value to 
the investor. 

While the broader market is 
still struggling to rise to its feet 
after the post-January 10 crash, a 
handful of equity funds have out- 
performed the benchmark indices 
in the period since then. *If you 
look at the last three months' re- 
turns, there are 12 funds that have 
made the grade," says A.N. 
Sridhar, Head (Equities), Sahara 
Mutual Fund. 

Which are these funds and how 
have they managed to successfully 
ride the choppy market? For 
starters, all these funds are open- 
ended and most of them have pro- 
vided consistent, decent returns. 
Sundaram BNP Paribas’ Tax Saver 


FUND TAKEAWAYS 


RAMEN SARKAR 


Fund is a good example. This fund, 
alone among the tax savers, has 
outperformed the benchmark. 
Tax saver schemes by them- 
selves tend to be off the radar of 
most fund managers, especially 
when such funds are locked for a 
minimum of three years. But even 
tax saver funds need to do well in 
the short- and long-term for in- 
vestors to be interested in them. 


Funds that have survived the adverse market conditions offer 


useful insights on investing. 


m Check for fund houses and funds that are inherently value-based 


m In case of momentum funds, check for those that have ‘extreme’ flexibility 
options in their offer document, which would help them jump to debt in a 
falling market. A dexterous manager would try to save the day 


m if fund houses have enough managers to manage the various schemes, 
funds have better chances of performing 


m Generally, the funds that have outperformed the indices since January 10, 
2008 have also been consistent performers with decent returns 

m Index funds have followed the benchmark true to their name. Again, 
one or two have been marginal outperformers 

เพ Certain funds like contra funds and premier equity funds, etc., have again 
outperformed the indices by adhering to their declared themes 
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“At Sundaram BNP, we have sev- 
eral fund managers and, therefore, 
there is time and bandwidth for 
fund managers to perform,” says 
Satish Ramanathan, the fund man- 
ager for the tax saver scheme. 

In the case of pws Alpha, the 
fund manager gave increased 
weightage to capital goods, ferrous 
metals, consumer non-durables and 
software, while reducing exposure 
to transportation, non-ferrous met- 
als, construction companies and 
petroleum products. Whatever be 
the portfolio constitution, the fund 
manager has reserved the right to 
make a quantum jump from 
equity to debt should the situation 
sO warrant. 

Sahara’s Wealth Plus, a true- 
value fund that ignores momentum 
stocks and, instead, focusses strongly 
on fundamentals, has been another 
outperformer. “We are the first 
fund in the country to look at the 
ROE (return on equity) concept,” 
says Sridhar. The stocks that the 
fund has invested in are essentially 
blue-chips and mid-caps that show 


MARKET OUTPERFORMERS 


Their inherent strengths and sound investment principles won the battle for these funds. 






NAV (Rs) — Assets (Rs cr) ตา 3 months 


DSPML Top 100 Equity Reg., Diversified 





6months 1year 


68.36 821.77 -25.77 -22. BSE 100 
HDFC Growth Fund, Diversified 

58.41 924.54 -22.85 -22. 36.08 —  BSESensex 
l7. 17 8643 noe 026 -22.23 -17.52 S&P CNX Nifty 


Benchmark Jan. 10, '08- 
Mar. 17, '08 


-30.11 






3 months 


-25.25 -2.54 





-26.86 -22.05 


Standard Chartered Premier Equity, Diversified 
19.47 687.01 -29.17 -22 


Templeton India Equity Income, Diversified 


14.17 1,469.41 -20.43 


-18.81 


26.32 — BSE200 


-26.24 -3.57 


Sundaram BNP Paribas Tax Saver 

32.11 441.70 -29.49 -27.32 26.82 BSE 200 

All the above-mentioned equity funds are open-ended 

strong promise and have a market — handpicking for outperformance,” 
capitalisation of at least Rs 100 he says. The key reason behind 
crore each. Most of the stocks in the the success of these funds has been 
portfolio have a weightage of less “value” rather than “momentum” 


than two per cent each. Wealth 
Plus has done well in the short- 
term as well. “That is because the 
market does not want mid- and 
small-cap stocks that are most 
volatile. We are protected by 
default, as we are not into those 
stocks,” Sridhar says. 

Birla Sun Life Frontline Equity, 
too, has performed well “because 
we have been disciplined enough to 
adhere to benchmark weights,” 
says A. Balasubramanian, Chief 
Investment Officer at the asset 
management company. “There are 
different ways of aligning to the 

index, and we have done some 


investing, though the latter has 
provided handsome returns in its 
own way for the short-term 
investor. “Timing the market is 
next to impossible,” says Chetan 
Sehgal, Director (Research), 
Templeton Equity. Chasing mo- 
mentum may not lead to wealth 
creation over the long-term and 
investors could miss long-term 
trends. After all, over the last five 
years, the most successful investors 
have been those that have stayed 
invested, points out Sehgal. 

Value investing also saved the 
day for Templeton India Equity 
Income Fund. Sehgal says value 


investing tends to ensure lower 
downsides than the overall market, 
as it focusses on cheaper stocks as 
well as stocks that are out of favour. 

Tata Contra, too, got its share of 
the limelight “because of the very 
nature of the fund, which has opted 
for scrips other than those the mar- 
ket is focussing on,” says Ved 
Prakash Chaturvedi, Managing 
Director, Tata Contra. 

But isn’t investing in index funds 
in a volatile market also a good 
idea considering that a couple of 
them have outperformed the bench- 
mark, albeit slightly? “Index funds 
are fine when the benchmark is 
moving sideways and for those who 
want to play it absolutely safe. But 
for outperformance, they are not 
a solution,” says Sridhar. 
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Soaring Through the Ceiling 


Inflation is back and is eating into your returns. Here’s 
how you can beat this monster. MANU KAUSHIK 


HY DO WE NO 
longer see 50- 
paisa or 25-paisa 
coins even though these 
are still being minted by 
the Reserve Bank of India 
(RBI)? Blame it on inflation 
that has rendered these 
two denominations devoid 
of any buying power. 
Nobody accepts them 
anymore, at least in the 
cities. Says V. Shunmugam, 
Chief Economist at the 
Multi Commodity 
Exchange (MCX) of India: 
“Inflation is not a new 
animal, it’s the same old 
genie in a new bottle.” 
The inflation rate based 
on the Wholesale Price 
Index (wrt) has hit a 59- 
week high of 6.68 per cent 
for the week ended March 
15 and households across 
the country are justified in 
fearing a rise in their monthly 
budgets. “Food items have become 
more expensive. Rising prices of 
primary food articles, like pulses, 
fruits and vegetables and spices, 
are expected to increase the burden 
on the common man,” says 


True Value 


How inflation eats into your 
purchasing power. 


RAMEN SARKAR 





- Px 


Assuming a 5 per cent inflation rate per annum 
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Shunmugam. Inflation can also spi- 
ral due to higher prices of oil and 
manufactured goods. However, 
higher food prices make the com- 
mon man most conscious about 
inflation since he starts feeling the 
pinch on a daily basis. 


Mesas 0.78 


But what doesn't read- 
ily occur to the common 
man is the fact that infla- 
tion also eats into his sav- 
ings and the returns on his 
investments. Let's see how: 
suppose you invest Rs 100 
for a year in a fixed de- 
posit scheme that pays 10 
per cent interest per an- 
num. At the end of the 
year, you will get 
Rs 110, out of which Rs 
10 is the income from in- 
terest. But this is not your 
true gain, which has to be 
calculated by deducting the 
inflation rate from your in- 
come. Assuming that the 
inflation rate is at 6 per 
cent, your real rate of re- 
turn will be only 4 per cent 
or, simply, Rs 4. Says 
Himanshu Kohli, Partner, 
Client Associates, a private 
wealth management firm: 
"The 10 per cent return that you get 
on your fixed deposit is the nominal 
rate of return. Once you deduct 
the inflation rate from this nominal 
rate, you get the real rate of return. 
And this is what should really mat- 
ter to you as an investor." 


After 10 years 0.61 





High Again 
With rising inflation comes 
rising prices everywhere. 


6.46 6.68 





6.39 


Mar. 3, Mar. 24, Jul. 14, Jul 28, Nov. 3, 
2007 2007 2007 2007 2007 208 2008 


Figures in per cent based on Wholesale Price Index 
Source: Ministry of Commerce and Industry 


Where to Invest? 

Bank deposits aren't the ideal long- 
term investments when you are 
planning for your child's education 
and marriage, or your own retire- 
ment. Says Kohli: “Simple savings in 
your bank account are not going 
to solve this problem. As the rate of 
inflation is almost at par with the 
rate of return on your bank sav- 
ings, one needs to look at other av- 
enues that can beat inflation and 
help your money grow further in 
order to meet future requirements." 
These include equities, mutual 
funds, gold and property. 

If you are already invested in 
the above-mentioned asset classes, 
then now is the right time to churn 
your portfolio. Says Viraj Ghatlia, 
Head (Financial Planning & Wealth 
Advisory), Ask Wealth Advisors: 
“Managing asset allocations is an 
important part of combating infla- 
tion. Asset allocation is a long-term 
planning tool that helps derive a 
combination of assets that provide 
capital growth as well as regular 
income, which not only counter in- 
flation risk but also help in achiev- 
ing financial goals." 

Financial planners think that if 
you invest mainly in stocks, then 
you have less reason to worry about 
inflation. ^When it comes to beating 
inflation, few asset classes can beat 


Feb. 2, Mar. 15, 


"In every portfolio, gold is a 
must as it brings an 
element of diversification" 
Partner, Client Associates 


Viraj Ghatlia, 


stocks. If you can follow your inves- 
tments in the stock market, then 
you should invest in blue chip com- 
panies. Over the last three years, 
these stocks have returned in excess 
of 25 per cent, beating inflation, 
which averaged about 5-6 per cent 
during the period," Ghatlia says, 
but warns that investing in stocks 
can be a risky proposition for many, 
especially if one is attempting to 
build his/her own portfolio of sto- 
cks. ^For those who want to minim- 
ise this risk, equity-based mutual 
funds are the best option. You can 
opt for systematic investment plans 
(SIPs) in equity-oriented mutual funds 
to meet long-term goals or, alternati- 
vely, look at investing in profession- 
ally-managed portfolio schemes," 
says Ghatlia. Unfortunately, in- 
vestors unknowingly are taking a 
much higher risk by not investing in 
equity instruments as they fear that 
inflation will erode their capital. 
It’s hard to beat inflation with 


Dwindling Gains 


As inflation rises, it decreases 
your real rate of return. 
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“When it comes to beating "Inflation is not a new 


animal, it's the same old 


V. Shunmugam, 


Head (Wealth Advisory), ASK Wealth Advisors Chief Economist, MCX 


debt instruments. Says Kohli: *Debt 
products give returns in the range of 
7-9 per cent. So, the real rate of 
return will be around 2-3 per cent, 
which is too nominal if one is, for 
instance, planning for retirement. 
But, of course, one can have 30 per 
cent of his/her portfolio concen- 
trated in debt-oriented instruments." 
Property is another preferred av- 
enue of investment, as prices tend to 
rise in line with the increase in the 
cost of construction. But, Kohli says: 
*The only deterrent here is that the 
minimum amount you need to in- 
vest in property is huge and beyond 
the reach of most investors." 
Additionally, one can also look 
at investing in gold to hedge against 
inflation. Says Kohli: *In every port- 
folio, gold is a must, as it brings an 
element of diversification. The price 
of gold is driven by factors that are 
quite different from the drivers of 
other asset classes." Wealth man- 
agers recommend investments in 
gold up to 10-12 per cent of the to- 
tal portfolio. “Physical gold should 
be in the form of coins or bars. 
Gold Exchange Traded Funds 
(ETFS), a relatively new concept, is 
another way to invest in gold. Since 
gold ErFs mimic the price of gold 
and offer higher liquidity, they are 
the ideal way to save for the 


future," adds Kohli. 
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Looking great and feeling good begins wit 
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The panellists (from L to R): Tarvinder S. Sembhi, President, 4G Informatics; Phalguni Gupta, Professor, Department of 
Computer Science & Engineering, Indian Institute of Technology Kanpur; Arnab Mitra, Deputy Editor, Business Today; 
and Ajai Chowdhry, Chairman & Chief Executive Officer, HCL Infosystems 





Biometrics Is the Future 


Multi-modal, all purpose smart cards are the way forward for India, 
say experts at the seventh B7 Round Table. MANU KAUSHIK 


N THESE DIGITISED TIMES, ANY 
mention of the word "secu- 
rity” almost immediately con- 
jures up thoughts of usually 
incomprehensible articles on 
BlackBerrys and 256-bit encryption 
technology (anything less is deemed 
to have gone out of style with 
Queen Victoria), firewalls and other 
hi-tech gobbledygook that almost 
every guest at every cocktail party 
seems to know everything about. 
What we seem to forget in this mad 
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rush to be seen as card-carrying 
citizens of this post-modern—and, 
dare one say, post-physical—world 
is that identity-based physical 
security remains, by far, the more 
important issue for authorities and 
security planners the world over. 
But there’s a need for a different 
type of card—one that can be used 
as a voter ID card, PAN card, driving 
licence and social security and med- 
ical insurance card as well. This 
emerged at the seventh Business 


Today Managing Tomorrow Series 
panel discussion on The Future of 
Identity: Managing Next Generation 
Security Systems, held in Delhi on 
March 14 in association with NEC 
Corporation. The panel comprised 
Tarvinder 5. Sembhi, President, 4G 
Informatics, a company that spe- 
cialises in developing and deploying 
identity management solutions; 
Phalguni Gupta, Professor, 
Department of Computer Science & 
Engineering, Indian Institute of 


Technology Kanpur; and Ajai 
Chowdhry, Chairman & CEO, HCI 
Infosystems. The discussion was 
moderated by Arnab Mitra, 
Deputy Editor, Business Today. 

Sembhi kicked off the discus- 
sion, highlighting the broad spec- 
trum of areas that can benefit from 
better management of identity. 
“Compared to a few years ago, 
when biometric systems were pri- 
marily used for maintaining crim- 
inal and forensic records, identity 
management systems have come 
a long way over the last 10 years. 
Following the introduction of ro- 
bust fingerprint and face recogni- 
tion techniques, governments 
around the world are increasingly 
turning to biometrics in an attempt 
to increase security, and to pro- 
duce more secure identity docu- 
ments,” he said, adding that it’s 
not just the government. The pri- 
vate sector, too, is taking advantage 
of the technology as the commer- 
cial benefits of biometrics become 
more tangible. 

Result: identity management 
and biometrics are now being 
talked of in the same breath. 
“Countries across the world are 
taking the biometric security route. 
For example, the us has started 
issuing biometric-enabled passports 
and the UK and UAE use smart cards 
as ID proof,” said Sembhi. In India, 
too, the use of biometric security 
systems will increase in various 
government programmes. “As the 
Indian government continues to 
drive trading relationships with its 
neighbours, it will need stronger 
identity management and authen- 
tication solutions to ensure that 
only bona fide people can travel 


back and forth across borders,” 
he added. 

The science of biometrics is still 
in a fledgling state in this country. 
But with the Indian economy grow- 
ing at a record pace, the use of 
biometric solutions will only in- 
crease. Sembhi is emphatic that 
physical security cannot be limited 
to access control only. Biometrics 
can also weed out many of the in- 
efficiencies that have crept into 
various public distribution schemes. 
“Biometrics can help the govern- 
ment of the day to create a unique 
database of beneficiaries that can 
then be used for the distribution of 
ration cards, and flood and other 
relief and also deliver the benefits of 
employment generation pro- 
grammes (like NREGS) to the tar- 
get population,” he said. 

IIT professor Gupta spoke of 
individual security and the criti- 
cal issues involved in designing a 
biometric system. There is, he 
pointed out, a need for a multi- 
modal biometric system that will 
meet stringent performance re- 
quirements across different stages 
of security. “Biometric systems 
are far from being foolproof," he 
said. "Most systems deployed in 
real world applications are uni- 
modal and rely on the evidence of 
a single source of biometric in- 
formation for authentication—for 
example, single fingerprint, face, 
iris, ear, skin or retina. On the 
other hand, multi-modal systems 
utilise more than one physiological 
or behavioural characteristics for 
enrollment, verification and iden- 
tification, and, hence, are more 
accurate," he added. 

People in India are still not 





"Multi-modal systems utilise 
more than one characteristic 
and, hence, are more accurate” 
PHALGUNI GUPTA 


Professor, Department of Computer 
Science & Engineering, IIT Kanpur 





“Countries across the world 
are taking the biometric 
security route” 

TARVINDER S. SEMBHI 


President, 4G Informatics 





“You need to look at a ubiquitous 
security solution, available real 
time and on demand” 


AJAI CHOWDHRY 
Chairman & Chief Executive Officer, 
HCL Infosystems 
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A few words about the people behind 
the first E-passport system in Asia. 


NEC has supplied the first E-passport system in Asia under the ICAO* standard. 
This was accomplished by NEC's world-class biometric security solutions which 
incorporate state-of-the-art identification technologies of fingerprint recognition. 
As a global leader in IT and networking integrated solutions, we are proud to 
offer end-to-end solution to every customer in a variety of fields. 

NEC empowers you through innovation. 
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familiar with the advantages of bio- 
metrics and, in many cases, resist its 
implementation. “A couple of years 
ago, the acceptance of biometric 
technology was considered a sure 
thing. But in the real world, Indians 
are reluctant to use biometrics due 
to the social stigma attached to it," 
he says, adding that in his experi- 
ence, many people object to being 
fingerprinted. “Tm not a criminal,’ 
and ‘I’m educated; l'll sign; why 
do you want my fingerprints?’ are 
just two of the common objections 
that people have,” he said, adding 
that if implemented properly, bio- 
metric solutions can be a boon to 
the Central and state governments, 
the defence and security forces and 
for private corporations. 

Asked how far India is from 
the universal deployment of bio- 
metric systems, Gupta stressed that 
in order to encourage more wide- 
spread use of biometrics, every- 
body—the government, the cor- 
porate sector and individuals—has 
to come forward and cooperate. 
“Governments and corporations 
maintain secure networks world- 
wide. Access to these networks in- 
volves the use of a network login 
identity associated with a password 
or personal identification number 
(PIN). Biometrics will change this.” 

Chowdhry of HCL Infosystems 
stressed the necessity of looking at 
the issue of physical security and 
identity management holistically. 


"Security solutions can be 
customised, depending ona 
country ร regulations, customs 


TOMOHIRO YAGI 
CEO, NEC Asia & MD, NEC India 





“When we start to look at all aspects 
of security in today's world, sur- 
veillance and access control play a 
huge role in physical security. 
Considering the information ex- 
plosion around us, there is a need to 
ensure that wrong people don't get 
access to personal data. Hence, you 
need to look at a ubiquitous security 
solution... a security that should 
be available real time and on 
demand," he said. 

At the organisational level, 
Chowdhry said, many companies 
are trying to develop security- 
related best practices. "It is not only 
outsiders who can be dangerous to 
an organisation; employees or out- 
sourced partners can also pose 
serious threats to sensitive infor- 
mation and data," he added. 

Focussing on national identity 


All ears: The audience follows the discussion attentively 
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instruments for citizens, he agreed 
with Sembhi and Gupta that in 
these days of terrorism, militancy 
and strife, physical security has be- 
come a paramount concern. "Such 
incidents (of infiltration across the 
national borders by undesirable for- 
eign nationals) are constantly on 
the rise." A pilot scheme based on 
the multi-purpose national ID Card 
(MNIC) is currently in progress. 
*However, the problem is that every 
agency is coming up with its own 
identity cards. Unless we have na- 
tional ID cards, we are going to see 
people carrying 5-6 cards in their 
pockets. This will increase the cost 
of implementation," he added. 

Business Today's Mitra summed 
up the discussion saying: "Biomet- 
rics clearly is the good idea whose 
time has come. Politicians can delay 
its implementation, but are unlikely 
to be able to stop its march." 

Earlier, in his welcome speech, 
Tomohiro Yagi, Managing 
Director, NEC India, and CEO, NE 
Asia, set the tone for the discus- 
sion that followed. He pointed out 
that security is an important issue 
for businesses worldwide. “Physical 
security solutions are becoming 
more personalised and the same 
solution or system can be imple- 
mented in different countries, or 
can be customised depending on 
a country's regulations, customs 
and religions," said Yagi, adding 
that his company has experience 
in working with various govern- 
ments in Asia region on several 
biometric security projects. 

The event concluded with a vote 
of thanks by Mitra. m 
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Shaping an Ultimate Winner 


Everyone needs a mentor. BT profiles some young guns and finds out 
about their gurus and strategists. PALLAVI SRIVASTAVA 





“For a young leader, it is absolutely critical to reach out to their mentors and get a wider perspective" 
Leena Nair, Executive Director (HR), Hindustan Unilever 


ARLY LAST YEAR, DOUCG 
อ till recently MD & 

CEO of Hindustan Unilever, 
gave Leena Nair the key to a 
sound footing—Michael Watkin's 
book Tbe First 90 Days. The 37- 
year-old Nair lapped it up, and 


with good reason. She had just 
been elevated to the position of 


Apart from protecting protégés from familiar 
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Executive Director (HR), Hindus- 
tan Unilever. Today, Nair says 
Baillie was a wonderful mentor 
to her. *The book is about the 
things you should do in the first 
90 days of taking over a job— 
what you should do and who you 
should talk to." For her, that 
translated into crucial grooming. 


Every potential leader faces a 
unique set of issues. 
someone who has been there, 
done that and knows the pres- 
sures that come with the job. This 
is particularly important for young 
leaders. The talent pipeline in 
India is coming under pressure, 
and there are many companies 


He needs 


traps, 


competing for this talent. 
Several of them are now 
willing to trust younger 
talent instead of waiting 
for candidates with ex- 
perience. So, what hap- 
pens when you get your 
dream job—one you have 
aspired for—much before 
you expect it? Well, vou 
take recourse to men- 
tor(s), as Nair did. 


Career Gurus 
For different challenges, 
Nair reaches out to dif- 
ferent mentors and soaks 
in all the wisdom offered. 
"My mentors have in- 
cluded my old professors 
and senior colleagues who 
have already retired from 
our company," she adds. 
She reasons: “For a young 
leader, it is absolutely crit- 
ical to reach out to their 
mentors and get a wider perspec- 
tive. It is equally important for a 
young leader to consciously have 
or three mentors who have 
wisdom and the experience." 
Her thoughts are echoed by 
Roopa Kudva, 44, Mp & CEO, 
Crisil. Kudva learnt the ropes from 
R. Ravi Mohan (from whom she 
took over after his appointment 
as MD and Regional Head of 
Standard & Poor’s in South Asia) 
as well as the other members of 
the board, not just by seeking their 
help but even by observing how 
these veterans worked. “The most 
important thing I learnt from Ravi 
was the importance of listening to 
different points of views. It is im- 
portant to look at things differ- 
ently and I have tried to imbibe 
this," she says. 
Agrees N.S. Kannan, 42, Exec- 
utive Director, ICICI Prudential 
Life Insurance, who says he has 
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"What counts most is the right kind of experience, 
which is not necessarily 






a function of age" 
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learnt many important leadership 
secrets from the unique working 
style of his seniors. “From Mr 
Kamath (K.V. Kamath, Managing 
Director and CEO, ICICI Bank), | 
learnt that you need to work at 
different levels. You don't always 
have to look at the big picture or 
the minute details; change as the 
situation demands. And Kalpana 
(Morparia) taught me that 
anything is possible if you have 
strong passion, competence and 
commitment." 

Shikha (Sharma, Mp. ICICI 
Prudential Life Insurance), he says, 
has ล very interesting style of 
working. *She can really chal- 
lenge you and get the best out of 
you. She has taught me how to 
make people at different levels 
work at their best," Kannan says. 
Morparia was Joint Managing 
Director of icici Bank till May 
2007 and was recently appointed 





as Independent Director 
at CMC. 

Again, it is the collec- 
tive wisdom of Cogni- 
zant's past CEOs that has 
stood Francisco D'Souza, 
39, President and CEO of 
the company, in good 
stead. D'Souza owes his 
professional growth to past 
CEOs Srini Raju, Kumar 
Mahadeva and Lakshmi 
Narayanan as also to the 
members of the Board of 
Directors, who mentored 
him during various phases 
of his professional growth. 
"Young leaders go through 
high-velocity learning as 
they navigate through 
rapid changes. À mentor 
with significant experience 
and wisdom can, there- 
fore, be a great help," he 
says. His promotion from 
COO to CEO was part of a 
regular succession planning and 
D'Souza says he was fortunate to 
have had several mentors who 
brought in different sets of experi- 
ences across multiple functional ar- 
eas. 





Doing Things Differently 
Kudva treasures the grooming she 
received before she became CEO. 
Also, apart from protecting their 
protégés from falling into com- 
mon, familiar (to mentors) traps, 
they give the courage to these 
leaders to do things differently. 
For Kudva, it was easier to fit 
into the role of a CFO & MD than a 
Chief Rating Officer (CRO). For 
the role of CEO, she was groomed 
and mentored for more than two 
years. But things were different 
when she was appoined the Chief 
Rating Officer in 2000. “It was 
much more difficult to establish 
myself and gain acceptability as 


mentors give them courage to do things differently 
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“From Mr Kamath, | learnt that you don't always have to look at the 
big picture or the minute details; change as the situation demands” 


N.S. Kannan, Executive Director, ICICI Prudential Life Insurance 


the CRO. There were some (who) 
felt left behind and there were oth- 
ers who were watching each of 
my moves very closely.” But Kudva 
took it all in her stride. After taking 
over as the CRO, she decided to 
bring about some changes and 
not play by the old rules. 

While the company was in- 
ternally focussed then, she im- 
plemented her own agenda— 
customer focus, improving 
transparency in the market and 
internal processing. The suc- 
cess of her three-pronged 
agenda brought about the re- 
spect from both her senior and 
junior colleagues. 

Nair, too, decided to do 
things differently. The first thing 
she did following her appoint- 
ment was to take people's feed- 
back on HR in HUL. She sent out 
questionnaires and spoke to peo- 
ple both in the organisation and 
outside. She interacted with line 
managers, other HR heads in the 
country, as well as people within 
Unilever to find out if what HUI 
was doing was right, what it 
should continue to build on and 
what needed to be changed. 
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You don t have the Mu of 
long-term training. The le 
curves are shorter these days 


Roopa Kudva, Managing Director & CEO, Crisil 


Ahead of the Curve 


More and more young managers 
are reaching the top; they need to be 
prepared to face a lot of scepticism. 
*People will not necessarily accept 
your leadership just because you 





aming 


have been appointed to a leader- 
ship role,” says Nair. She says respect 
will come when people see that you 
are willing to do what it takes, 
through hard work and passion, to 
make a difference. Her advice: one 
needs to offset the inherent disad- 
vantage that (some) people see in 
youth with performance, passion, 
hard work, energy and idealism. 

“Unlike earlier, vou don't have 
the luxury of long-term training. 
The learning curves are shorter these 
days and you are expected to learn 
faster," Kudva says. For her, there 
are three elements to success—com- 
petence, capability and experience. 
If you are lacking in experience, 
then you have to put a lot of capa- 
bilitv on the table. 

D'Souza, though, has a different 
opinion. For him, age is certainly 
among the key factors, but it is not 
as definitive as having the right kind 
of experience to do what needs to 
be done in a given context or cir- 
cumstance. “What counts most Is 
experience, more so the right kind 
of experience, which is not r^-- 
essarily a function of an indiy - 
ual's age," he says. 

Kannan agrees. “Take my 
own case as an example. I be- 
came a CFO at 36. This is going to 
be the norm for some time now," 
he says, adding that accelerating 
job experience (shifting job func- 
tions/profiles) and management 
tools (learning programmes) are 
other things that have almost 
mitigated the age factor. 

The most defining attribute 
of a successful leader is how 
well he or she can evolve a com- 
monality of thought and inspire 
the same passion in every indi- 
vidual of the team in guiding 
the team towards a common 
goal, reasons D'Souza. 

Now, these young guns are 
slowly moving into the role of 
mentors and gurus them- 
selves—having now been there 
and done that. 





Smells Like a Rewarding Career 


The wine industry in India offers an assortment of opportunities. PALLAVI SRIVASTAVA 


HE WINE INDUSTRY IN INDIA IS 
T growing at a scorching pace and 
is attracting not just tabletop 
grape growing farmers and entre- 
preneurs, who are leaving their jobs 
to start vineyards, but also foreign 
players who are setting up wineries 
in India. The industry has posted 
an annual growth rate of 30 per 
cent for three consecutive years. 

As the sector has grown, so has 
its need for trained and qualified 
people. Yatin Patil, MD, Vintage 
Wines, says: “Talent is a huge con- 
cern in our small industry as there 
are more vineyards opening but 
hardly any institute to teach the 
skills, with the result that most winer- 
ies prefer to get people from 
abroad.” Agrees Rajesh Kumar, 
Knowledge Management and 
Business Development Team, TMI 
Group (a headhunting firm), who 
says that there is a growing demand 
for talent from the wineries as well 
as hospitality chains. 

There is a surge in demand for 
oenologists, who are responsible for 
the complete task of winemaking. 
They oversee all the tasks required 
year-round to plant and maintain 
healthy vines. Also in demand are 
vineyard managers who supervise 
grape plantation and maturation 
right from planting, irrigation, prun- 


MANDAR DEODHAR 





Vintage Wines’ Patil: Talent is a concern 


ing, pest control and harvesting. The 
vineyard manager also has adminis- 
trative duties such as preparing budg- 
ets and hiring and training workers. 
Wine consultants and wine tasters are 
sought after during the wine season. 


FACT 
BOX 





According to industry estimates, 
the Indian wine market is at 1.2 
million cases (a case has 12 bottles of 
750 ml each), and imported 
wines account for another 200,000 
cases. UK-based International Wines 
and Spirits Records (IWSR) says that 
wine consumption is poised to grow 
three-fold by 2011 in India. The 
Nashik region, which has the maxi- 
mum number of vineyards in India, 
is now home to Gargi Agriculture 
Research and Training Institute, said 
to be Asia's first wine technology 
college. The region Is ON Its Way to 
becoming a talent hub with 
Vasantdada Sugar Institute in Pune 
also focussing on courses in 


winemaking. ไพ 


WHO'S HIRING: Vineyards like Vintage Wines and Sula Vineyards. 


WHO'RE THEY HIRING: Winemakers with a degree in oenology (wine- 
making) or viticulture (cultivation of grapes). For vineyard managers, 
they prefer people with BSc/MSc in Agriculture. 


AT WHAT LEVELS: Senior. For oenologists, 7-8 years of experience, while for 
vineyard managers, experience upwards of 5 years is required. 


AT WHAT SALARIES: For vineyard managers, the salaries are up to Rs 3 lakh per 
annum. Oenologists are paid upwards of Rs 12,000 per day (They typically 
work for 60-90 days during the 5-6 wine seasons per year). 


WHAT ARE THE NUMBERS LIKE: Every vineyard needs at least two to four vineyard 
managers. While the requirement is for 100-odd vineyard managers, the 
demand is set to rise with the growth of the industry. Each vineyard needs at 
least one winemaker; the requirement at present is in the vicinity of 


a hundred. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


CentrumDirect Limited, Head - DST, 
Mumbai, 3-12 years, Job ID: 5181476 
Responsible for a recruitment and business 
development of Distribution set up. Create an 
allindia FoS team of 3000 people over 
18months. Drive the FoS through a team of 
300 TMS, 100 SMs & 10 ZMs. 


Madras Cements Limited, General 
Manager / Vice President - Mines, 
Chennai, 20 - 25 years, Job ID: 
5059022 

Candidates should have minimum 20 years of 
experience in managing large mechanized and 
open cast mines. 


Dot Com Infoway Ltd, Vice President 
- Marketing, Chennai, 8-15 Years, Job 
ID: 4086914 

Applicant should be Engineering graduate 
with PG in Marketing (MBA/ PGDBM) with 
8-10 years of experience in Marketing, 
preferably in IT. Responsibilities involve 
Planning and implementation of marketing 
strategies for achieving short & long range 
organizational objectives. 


Krishidhan Seeds, Dy. General 
Manager - Seed Production, Indore, 
12-15 Years, Job ID: 4679655 

Required strong skills to look after seed 
Production activities in North India. Should 
be Post Graduate in agriculture with 
specialization in Plant Breeding /Seed 
Technology and 12 to 15 years practical 
experience in Seed Production. 


J P Associates, Director Production, 
Mumbai, 20 - 25 Years, Job ID: 5217983 
The incumbent will be responsible for the 
production activities for all the plants of the 
company. The position will be based in 
Mumbai. API production experience is must. 


T John Group of Institutions, 
Director of Management, Bangalore, 
10 - 15 Years, Job ID: 3019935 

Applicant should have worked in a 
Management College. Good at inspiring 
students & placement of all Management 
Students. Strong at taking individual decisions 
instantly, Sound knowledge of Management 
Teaching & Administration, 





Xansa [India] Ltd, GM -Sales, Noida, 
9 - 12 Years, Job ID: 5217346 

Candidate nceds to have a sales, bidding, client 
management background. He needs to be 
fluent in the spanish language since he/she 
would be based out of Spain for most part of 
the year. 

Atul Limited, General Manager - 
R&D, BI, Valsad, 15 - 25 Years, Job 
ID: 4763388 

You will be responsible to lead a team of 
scientists & Analytical Managers in order to a) 
provide technical support to resorcinol plant 
w.r.t. process improvement 

Ventures HRD Centre, Chief 
Technology Officer- Airport Project, 
Delhi, Hyderabad, 14 - 24 Years, Job 
ID: 5213335 

Desired profile should possess Master's 
degree or higher in related technical areas and 
business arcas preferably MS or MBA , MCA 
with 15- 20 yrs airport operations tech. exp. 
with min. 5+ yrs exp. in ERP and AODB 
systems and at least 4+ yrs of exp. asa CTO , 
preferably for an airport / telecommunication 
/ oratechnology oriented company. 

Mantri Group., President Business 
Development, Mumbai, 15 - 20 Years, 
Job ID: 5195442 

Candidate should be conversant with land 
related laws, SEZ Laws and Real estate 
Investment regulations, exp. in identifying 
properties for acquisition, Proven ability in 
structuring property deals with clear 
investment and exit strategies. 

Hub Soft Solutions Pvt Ltd, VP/CEO, 
Hyderabad, 14 - 18 Years, Job ID: 
5156585 

Applicant would be Accountable profit center 
head with senior level experience in Logistic/ 
Transport/cargo Industry, He will in-charge 
of driving entire systems and operation 
procedures for achieving sustained growth. 
Tata Autocomp Systems Ltd., Head - 
Training and Career Development, 
Pune, 25 - 30 Years, Job ID: 4654775 
Required professionals from reputed inst. 
having 25 plus years of working exp. in 
Manufacturing Industry, Training and 
Development and Capabilities Building firms 
who works with the Senior Leadership Team 
of the org. 





Muras HR Solutions, GM-Operation 
- Winery, Sholapur,8 - 12 Years, Job II 
5202050 

Organisation requires Manager who can tal 
care of all operations relating to a large winer 
from soil to shelf with man manageme: 
skills. 

Mangal Murti Educational Service 
Pvt. Ltd., Centre Managers - Aviatio 
Institute, Mumbai,6 - 8 Years, Job IL 
5177053 

He/She should have a proactive mindset an 
be target driven. Responsibilities woul 
include management of a Profit Centre. Goo 
presentation skills and leadership qualities ar 
essential for this post. 

A K System Engineers (P) Ltc 
National Sales Managers, Noida, 

8 - 12 Years, Job ID: 5175921 

This role is primarily responsible to appoir 
and manage a team of regional sale 
executives to service a dealer based networ 
for our range of Water Dispensers and Hc 
Beverage dispensers. 

Dow Chemical International Pvt Ltd 
Product Regulator» 
Manager,Mumbai, 5 - 15 Years, Jol 
ID: 4836470 

To provide country-specific expertise tu 
businesses and other functions to ensur 
compliance with applicable EH&S-relatex 
product regulations in the area o 
responsibility. 

Moolchand Medcity, Manager 
Quality & Systems, Ahmedabad 
Delhi, 6-8 Years, Job ID: 4999664 

The individual will have to Improve Quality o 
In-coming products & services b 
implementing six sigma techniques 
Implement quality improvement projects 
Organize/conduct awareness programs os 
TQM, Introduce/implement workplac 
improvement techniques (Kaizen etc), 

WLC College India, Head o* 
Academics / Sr. Faculty, Pune, 10 - 1: 
Years, Job ID: 5230182 

He/she should be a Post graduate is 
management with 10 to 15 years o 
academic/Industry experience with soune 
knowledge & usage of subject concepts, tools 
techniques & methods. 








To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Wipro Infotech, Oracle Apps DBA, 
Bangalore, 4 - 12 Years, Job ID: 
4935035 

Candidate will be responsible to administer 
large complex databases for our customers. 
You will be required to perform tasks like - 
Database design and support, Performance 
tuning and security Management etc. 


IP Soft India Pvt Ltd, Senior Linux 
Administrators/Linux Gurus, 
Bangalore, 5- 15 Years, Job ID: 
5219194 

Will have 4-8 years of experience in managing 
enterprise class production critical 
Linux/Unix setver and storage environments. 
Excellent communication and interpersonal 


skills. 


Realtime Systems Ltd, Senior 
Hardware Engineer, Delhi, 3 - 5 Years, 
Job ID: 5210921 

Candidate must have good working 
knowledge on 32 bit processor, designed at 
least one board using 32 bit processor, flash 
and SDRAM, knowledge of high speed PCB 
design requirement, high speed PCB staking 
requirements, EMC / EMI requirements etc. 


Ciena, Embedded Software Positions, 
Delhi, 2 - 12 Years, Job ID: 4628446 

The candidate's essential duties and 
responsibilities include Software Design, 
Development, Debugging, Documentation, 
and Test, Requirements Analysis / Software 
Interface Definition, Coordinate with 
technical team members design reviews, 
feature specifications, etc. 


_ Tesco India, Retek Testing - SE, SSE, 
PSE, Bangalore, 2 - 10 Years, Job ID: 
5216157 
Entrant should be B.Tech/ BE/ MCA/ 
M.Tech with experience in working on any 
Database (Oracle, SQL Server, Postgress, 
DB2, Sybase, MYSQL etc.). 


Nucleus Software Exports Ltd., Linux 
Administrators, Delhi, 3 - 6 Years, 
Job ID: 5209146 

Incumbent should be good in Linux 
administration, with excellent programming 
skills, shell scripting. Any of these languages 
should be known: Shell Perl, Python. 





Xcino Technologies Private Limited, 
UI Designer/Software Engineer, 
Delhi, Noida, 3 - 5 Years, Job ID: 
5203016 

Responsibilities include to Develop and 
maintain Ul design standards in line with the 
group and project strategy, Translate 
wireframes and visual designs into clean, 


Varite India Pvt. Ltd., JDE Functional 
Consultant, Bangalore, 5 - 10 Years, 
Job ID: 5170800 

Candidate should have complete life cycle 
implementation experience. (i.e. Requirement 
Analysis, Process Mapping, Design, Business 
Process Re-enginecring, Configuration, 
Proto-typing, Documentation etc. 


Sapient, Sr. Associate Technology 
(Core Java), Delhi, Gurgaon, 4 - 14 
Years, Job ID: 5086005 

Skills required: CORE JAVA technologies, 
Experience with NIO, JDBC, Multi- 
threading, Java 5, message 
processing/streaming, performance tuning 
Java-based applications, JPROBE or 
JPROFILER, JUNIT, Database 
programming skills in Oracle, Experience 
with JMX a plus, Proficientin UML, OOAD. 


Compare Infobase Ltd, Project 
Manager-MapsOflIndia.com, Delhi, 
4-6 Years, Job ID: 4762449 

Role involves responsibility of development 
& growth of any one of our portals 
MapsofIndia.com, MapsofWorld.com, 
Managing the project team consisting of 
programmers, content writers etc, 

Avon Enterprises (P) Ltd, VB.NET, 
C++ Programmer, Delhi, 2 - 5 Years, 
Job ID: 5192238 

The programmer shall be responsible for 
developing modules for our CAD product. As 
a member of the product development team, 
the programmer shall be participating in the 
design stages and play a vital role in the system 
architecture, 

Icronex Technologies Pvt Ltd, 
Asp.net Programmer, Delhi, 
Gurgaon, 4 - 6 Years, Job ID: 5183924 
Entrant must be BE, should be M.Sc, M.C.A 
or holding relevant educational qualification 
from reputed universities. 


To know how to apply for these jobs, go to finance jobs listing page. 


Damco Solutions Pvt Ltd, Software 
Testing Faculty, Faridabad, 4 - 6 
Years, Job ID: 5185896 

Candidate should have in-depth knowldge of 
manual testing and automated testing, Sound 
command over testing tolls like win runner, 
load runner, test director quick test 
professional etc. 


Cybernet-SlashSupport, Systems 
Engineer, Chennai, 1 - 10 Years, Job 
ID: 5176535 

Responsibilities include: provide support to 
hardware and OS, Handling system crash and 
performance issue, Handling systems hang 
problems, installing patches and packages, 
Troubleshooting Boot related problems, 
Analysis of coredump and crashdump, 
Installing Solaris/Linux/Windows 98/2k in 
Java workstation etc. 

Safenet Newgen Software 
Technologies Ltd, Group Leader 
Quality Systems, Delhi, Noida, 6 - 9 
Years, Job ID: 4989323 

His/ Her responsibilities involves 
Implementing and Managing Quality / 
Information Security at all Newgen locations, 
including large projects ล ะ Development 
locations, Giving consultancy to development 
/ project teams, Internal Audits, etc. 
Progress Software, Principal Software 
Engineer - Lead, Hyderabad, 8 - 11 
Years, Job ID: 5079269 

Minimum of 8 yrs of exp with strong 
coding/debugging skills in C/C++ / 
STRONG knowledge in Database Concepts, 
internals / Configuration management tools. 


Syntel Inc, Technical Lead - J2EE, 
Pune, 4-10 Years, Job ID: 4945547 
Leading and mentoring a team of developers 
through design and development of new 
applications as well as enhancements to 
existing production applications. 

FCS Software Solutions Ltd.,Sun 
Identity Manager, Delhi, Bangalore, 
2-5 Years, Job ID: 4611684 

Looking for growth drivers who would take 
FCS to the next level. We are looking for Sun 
IDM professionals with the following skill set. 
The resource needs to have very good 
communication skills. He must have worked 
on Sun Identity Manager version 7.1. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


CMS Computers Ltd, Academic 
Counsellort, Mumbai, 1 - 2 Years, Job 
ID: 5234248 

Candidate must be graduate and will be 
responsible for ensuring adherence to systems 
and processes, Effective batch scheduling, 
Ensuring that the enquiry & the enquiry to 
enrollment conversion ratio at the Training 
Centres are above set commitments etc. 


The Body Care, Sales Counselor, 
Delhi, 0-4 Years, Job ID: 5234194 
Candidate must be graduate and will be 
responsible for Managing Sales and 
Counseling for the given centre. 


Advanced Health & Safety, Marketing 
/ Sales - Manager, Delhi, Gurgaon, 2 - 
12 Years, Job ID: 5233703 

Candidate must be graduate and should be 
equipped with appropriate skills to liaise with 
various industries and clients in order to 
maintain a healthy order book position of the 
company. Having Techno-Commercial 
knowledge of Fire Protection Industry, Team 
Managment experience will also be an 
advantage to the profile. 


All e Technologies , Asst Manager/Sr 
ex Sales, Noida, 2 - 4 Years, Job ID: 
5233595 

Candidate should have experience in selling 
Hi tech products or solutions such 
as:Networking equipment or solutions, 
Wireless networking, Surveillance systems. 
Will be responsible to take care of 
sales/business development of Wavesight 
(sister concern. of All e Technologies) 


products. 


Assyst International Pvt Ltd, Sr. 
Business Development Executive, 
Calicut / Kannur, 2 - 4 Years, Job ID: 
2881731 

Candidate will be responsible for Value added 
reselling ( VAR ) initiatives preferably with MS 
products in the Northern Districts of Kerala 
Frost & Sullivan, Business 
Development Executive-Sales, 
Chennai, 1-4 Years, Job ID: 5233371 
Graduates/Post-graduates in any discipline 
with experience in B2B selling is preferred. 
Will be responsible for Responsibilities/Job 
Functions: Territory management etc. 


HiTech Point, Business Development 
Executive, Chandigarh, 1 - 4 Years, 
Job ID: 5233332 

Candidate must be graduate and will be 
responsible for all major marketing and 
promotional activities of the institute. 

One 97 Communications (P) Ltd., 
Manager Sales-VAS, Hyderabad, 
Mumbai, 2 - 6 Years, Job ID: 5170807 
Candidate must be Education BE / 
BTech/MBA. Prior experience managing 
multiple accounts in the area of telecom, 
handling large client accounts and client 
relationship, good knowledge in Mobile Value 
Added Services (VAS) etc. 

Time Technoplast Ltd, Manager 
(Retail sales)s, Bangalore, Delhi, 6 - 10 
Years, Job ID: 5232793 

Candidate must be graduate and will be 
responsible for Handling Marketing of Racks 
& Shelves (modular furniture), MIS, 
Management & developing of Marketing 
plans and strategies, Responsible for Sales 
Targets, Identifying the market potentials and 
developing clients etc. 

NCR Corporation, Solution Sales 
Specialist, Mumbai, 2 - 5 Years, Job 
ID: 4555757 

Must be BE/B.Tech//Degree. MBA 
preferred. Candidate will be responsible for 
person is responsible for selling the entire 
RHSS (Retail Hospitality Software Solutions ) 
solution portfolio into new and existing 
accounts. Key Arcas of Responsibility 
includes Strategic Account Planning, 
Relationship Management, Account 
Penetration and Development, Sales 
Process/ Activity Management & Compctitive 
positioning. 

Srishty Udyog Private Limited, Sales 
& Service Engineers, Patna, 5-15 
Years, Job ID: 5231643 

Candidate must be B.E. /B.Tech. 
Responsibilities:-Sales Installation & Service 
Engineers For Specialised Medical 
Equipments. 

MGPL Interactive, Tele Callers, 
Delhi, 0 - 2 Years, Job ID: 5230379 
Candidate must be graduate and will be 
responsible for Tele-marketing & generating 
leads by convincing people about the services 
offered by the company. 


Ras Al Khaimah Ceramics, 
Representative, Mumbai, 1 - 2 Y 
Job ID: 4541229 

Candidate must be Commerce gradua 
will be responsible to handle custom 
Showroom, Provide required inforr 
related to product to them, Negotiate 
with them. 


Compare Infobase Ltd, G 
Business Development Man 
Delhi, Gurgaon, 4 - 7 Years, Jol 
5229937 

Candidate must be graduate and w 
responsible for Generating New Acc 
through Direct Sales and Tele-Sales, M 
the existing GIS accounts, Manag 
Business Development Team etc. 


Zenith Software Limited, Assi 
Manager - Business Developr 
Bangalore, 5 - 8 Years, Job 
4843497 
Require 


minimum 5 years of 1 
experience in Business. Developmen 
Marketing support. Should have : 
understanding of IT services with a | 


(Almoayed Group) Unicorp Infe 
Pvt Ltd, Sales/Sr. Sales Executi 
IT.Telecom/BFSI, Gurg: 
Mumbai, 2 - 6 Years, Job ID: 52412 
Role involves developing business strate; 
ensuring profitability for target vertic 
achieving sales target. the person will dri 
portfolio of enterprise networking soh 
through direct sales. 


Tata Teleservices Limited, Addit 
Manager-Sales CMBU  (Prepai 
Hisar, 5 -8 Years, Job ID: 5240899 
We are looking out for Energetic Go-G 
for our 
Gurgaon/Mumbai/Banglore /Chennai/ 
rabad. 


sales divisio 


SDI Infotech Pvt Ltd, IT Marke 
Bangalore, 1-2 Years, Job ID: 524 
Require Mass Comm. graduate with mini 
4 years prior experience in Int 
communication and employee engage 
role with an MNC. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Sudip & Co., Accountant, Mumbai, 

0 - 4 Years, Job ID: 2708764 

The candidates should be male, with a B.Com 
from Mumbai university and an experience of 
0-4 yrs as Accountant. They should be well 
versed with all account functions upto 
finalisation with knowledge of Tally etc. 

IBS Software Services Pvt Ltd, 
Manager - Taxation, 
Tiruvananthapuram, 3 - 8 Years, Job 
ID: 5229877 

To develop a global taxation perspective on the 
Companys business worldwide and optimise 
tax payments by structuring of transaction, 
business presence according to the corporate 
business strategy and at the same time, 
ensuring compliance with international 
corporate tax requirements. 


Pearl Mineral Pvt Ltd, Accounts 
Assistant, Bangalore, 1 - 5 Years, Job 
ID: 5228202 

Accounts assistant required to maintain day to 
day account for Granite Marketing office in 
Bangalore. Candidate with 1-2 years experince 
in Granite or any other similar industry with 
basic knowledge of accounting, computers 
and having good communication skill are 
preffered. 

Aneja Associates, Internal Audit, 
Mumbai, 0 - 5 Years, Job ID: 4965016 
Applicant should be CA, CIA, CISA, MBA, 
ICWA. Responsible for conduct of 
operational and management audits in 
manufacturing, capital market, insurance, 
construction, etc. Industries. 

Lodha Group, Deputy Manager - 
Accounts, Mumbai, 5 - 10 Years, Job ID: 
5227810 

Candidate member of 
ICAI/ICWAi, with minimum 5 years of 
experience, having exposure in preparation of 
CMA data & projects.Candidate should have 
thorough knowledge of various taxes. 


should be a 


Jobseekers - To apply for above jobs 





|, Logon to www.monster.com 
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SAVA Trading Group, Finance 
Manager, Pune, 5 - 10 Years, Job ID: 
5227614 


Applicant should possess knowledge of 
accounting, taxation, payroll, forex 
transactions and statutory requirements. 
Should have minimum of 5 years and 
minimum qualification of CA/ICAWA. 
CBay Systems, Senior Executive - 
Accounts, Mumbai, 4 - 8 Years, Job 
ID: 5227446 

Candidate should possess 4-8 years of 
experience with Qualification: BCom + CA 
Inter Key Attributes, must have knowledge 
on: Balance Sheet and Income Statement, US 
Accounting, etc. 


Ilin Computers Pvt Ltd, Accountant, 
Delhi,2-5 Years, Job ID: 5226371 
Looking for an accountant who has good 
hands on experience on: Salary Preparation & 
Salary structuring for new appointees, TDS, 
TDS Return, Form 16 etc. Attendance 
management, appointment letters, 
confirmation letters etc. 

Runwal group, GM-Finance, Pune, 
15-20 Years, Job ID: 5226353 
Responsibilities include Dealing with Banks, 
Financial Institutions regarding arranging of 
funds, Financial Planning, Budgetary control, 
MIS, Forecasting and projection, Co- 
ordination with other functional Heads, 
Management reporting, Business Planning, 
Performance analysis & Reviews Setting up 
good internal system, Policies & Processes, 
ultimate financial reporting, Tax & Statutory 
compliances. 

Shanbhag & Associates, Accountant, 
Mumbai, 3 - Years, Job ID: 5225969 
Required 2 dynamic male accountant, with 
minimum qualification B.Com, and 4-5 years 
experience in Tally, MS Office, VAT, PF, 
Service Tax, Payroll, TDS and accounts upto 
finalisation. 


or 


Now Search jobs on mobile, SMS jobs «keyword»? to 53030 


search for a job with Monster 


by your side 


" 


email us ot sales 


Suzlon Energy Ltd, Dy. Manager / 
Manager - Corporate Taxation, Pune, 
4-5 Years, Job ID: 5223154 

Candidate should be Chartered Accountant 
preferably with degree / diploma in law with an 
experience of 4-5 years in the area of direct 
taxation. 

IDEB Projects (P) Ltd, Sr. Accounts 
Executive / Accounts Executive, 
Bangalore, 0 - 5 Years, Job ID: 
5220941 

Successful candidates will have to handle day 
to day operational accounting, maintain 
records and liaise with Head Office i.c. Handle 
vouchers, bills, payments to vendors,tax 
Statement and books of accounts, 
Preparation of Bank Reconciliation 
Statement, Handling the Petty cash & Bank 
transactions etc. 

First Global Securities Ltd, 
Executive- Accounts, Mumbai, 1 - 3 
Years, Job ID: 5224429 

Aspirant should have cleared CA-Inter, 
should be from stock broking industry and 
willing to travel to Vashi, as the office is at 
Vashi ( Navi Mumbai). 


Genpact, Analyst/ Senior Analyst, 
Delhi, Gurgaon, 0 - 3 Years, Job ID: 
4861869 

The key responsibility of the candidate would 
be : Data Validation, Inquiry, Research & 
Production Support for various Billing & 
Collection processes. 


Wipro Technologies, Delivery 
Manager - Banking, Bangalore, 10 - 12 
Years, Job ID: 5200661 

The position requires handling teams of 200 
or more people. Enhance standing in the 
industry by helping us identify win and 
execute cutting edge projects for marquee 
customers and participation in key industry 
wide initiatives. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


monsterindia.com 
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Fast Lane Redux 


Argentum Motors wants to first build powertrains and 
then do full-fledged vehicle assembly at the erstwhile 
Daewoo Motors facility in Surajpur. KUSHAN MITRA 


Surajpur, near Greater Noida 


V.R. SUBBU, FORMER 

President of Hyundai 

Motors India, has lost nei- 
' ther his charm nor his wit. 
In the 30 minutes it has taken him 
to drive from his South Delhi resi- 
dence tO the old Daewoo fact TY, he 
has managed to talk about what he 
has been doing for the last 18 
months, since he left his former 
employers. Evidently, he has been 
dabbling in a lot of things, zipping 
across the world and much of it 
sounds rather tanciful. But once 
you enter the freshly-painted gates 
of the old Daewoo Motors factory 
at Surajpur, you see that behind 
the bluster, there is substance. 

The faded Daewoo Motors logo 
still lords above the gate. Of course, 
Subbu and his partners Ajay Singh, 
a promoter of SpiceJet, and Ashish 
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Deora, a broadband entrepreneur, 
acquired the plant and all its build- 
ings and machinery in the middle of 
2007 for Rs 765 crore. They called 
the company they formed for the 
purpose Argentum Motors after 
the chemical name for silver. 
Ironically, Subbu was the man 
behind the aggressive marketing 
campaign for Santro, which 
launched a few weeks after the 
Daewoo Matiz. It was this market- 
ing prowess that made Matiz sales 
falter. And when the parent com- 
pany went belly-up, the Korean 
expatriates packed up and left. 
Inside, the plant looks desolate. 
At one time, this plant employed 
2,000 workers; today, Subbu is one 
of a handful of managers sitting in 
the vast 120,000 sq. ft 
office and research complex. 
Outside, some contract labourers 
are busy refurbishing some buildings 
and there are others who are trying 








Trying to work his magic 


to get the factory's 40 MW power 
plant operational. “Without the 
power plant, nothing will be possi- 
ble in here; that is why it is our 
first priority," Subbu explains. 
Priority, since Subbu and his 
partners plan to tap the increasing 
market for automotive outsourc- 
ing, not just in manufacturing but 
also in engineering and design. 
"Look at companies like Hyundai 
and Suzuki. They are keeping costs 
low by deciding to globally source 
models like the 110 and A-Star from 
India. The only way European com- 
panies will be able to compete on 
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price is if they send engineering 
work to India," Subbu says. 

And Subbu wants Argentum to 
concentrate on powertrains—that is, 
engine and transmission manufac- 
turing. This is because Daewoo 
Motors had developed one of the 
most high-tech engine and trans- 
mission lines in India at this plant. 
He walks around this building, 
which, literally, looks like a ghost 
building with hundreds of machines 
sitting idle and thousands of as- 
sembled engines packed and ready 
for export sitting on the floor. 
*Daewoo was very profligate with 
its investments, and this plant will 
still be considered high-tech today," 
Subbu says. But it looks like a ghost 
town. Machines that are supposed 
to be cutting, drilling and shaping 
gear cogs are lying silent. But Subbu 
proudly says, “When we did our 
due diligence, we were amazed that 
every single machine worked. The 
workers at the plant who could 
have easily damaged these ma- 
chines—and it doesn't take much to 
do that—did not do so. Instead, a 
group of workers actually took care 
of the plant and machinery." 

But at the same time, while 
building powertrains for the world, 
Subbu says that the company can 
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: The passenger car 
assembly building 

: Ready-made 
engines once destined for export 

: Aluminium 
engine block sites near a Cielo 
ew d 

: Cielo body 
Hina rusting away 


make a more attractive value propo- 
sition. “We could potentially do 
full-fledged vehicle assembly here. 
The idea being that companies with 
small production lines will not need 
to set up their own facilities here." 
And the main selling point: India's 
better respect for intellectual prop- 
erty laws compared to China. 

Of course, the ultimate plan is 
for Argentum to move from being a 
simple contract manufacturing unit 
to working with manufacturers to 
help them develop a new generation 
of powertrains and vehicles. The 
company is on the verge of signing 
a big-ticket deal with a European de- 
sign-software firm, which will set up 
a training centre at the plant itself. 
Daewoo Motors India had invested 
heavily in testing equipment; some 
of those still lie unused. “Upgrade 
the computers and we will have 
better equipment than almost every 
car manufacturer or agency in 
India," Subbu says. 

Walking into the testing facilities, 
one senses the suddenness with 
which the factory was shut down. 
There are a few updated ‘Matiz II 
cars parked, some rusting Daewoo 
Cielo side panels are still stocked 
up, and even more eerily, a paint 
shop has some half-finished Matiz 





shells on the line. The factory 1 
looks relatively well-maintai: 
Subbu, however, says that the 
assembly line is not in great sl 
yet. “But that is about it. The en 
and transmission line, the pc 
plant, the plastic mouldings line 
the testing facilities are all in w 
ing order. Once we get the px 
on by the middle of next me 
this place will be humming ag: 
There are few workers but 
look relatively pleased. Probe 
this, Subbu says with a bem 
smile: *I think they are happy 
we are serious about this anc 
have the credentials." The sm 
also perhaps because, ironical 
was Subbu himself who orc 
trated the advertising campaig) 
Hyundai against the Matiz. “] 
think it was a good car, badly 
keted. I did what I had to < 
don't think the folks at Dae 
did their job very well." 
Whether Argentum is a suc 
or not will only be known in fu 
but for a few hundred worke 
the old Daewoo plant, this m 
the work can finally start agai: 





bt bookend 


Pop Economics 


One of India's best-known economic writers gathers 
his thoughts all over again. R. SRIDHARAN 


ESCAPE FROM THE BEFORE YOUNG ECONOMISTS SUCH AS STEVEN 
BENEVOLENT Levitt and Tim Harford made economics pop, 
ZOOKEEPERS there was Swaminathan S. Anklesaria Aiyar 
Swaminathan S. using his unique perch at one of the corner rooms in 
Anklesaria Aiyar Times House on Delhi's Fleet Street to break down 
Times Group Books complex socio-economic-politico issues for the layman 


Pp: 253 in India. His preferred vehicle for this, for more 
Price: Rs 495 


than 17 years now, has been Swaminomics, a weekly 
column he writes in Tbe Times of India. Benevolent 
Zookeepers is a compilation of 70-odd columns (of the 
hundreds) he's written for Swaminomics over the 
years. Reflective of Swami's 360-degree vision and 
strong opinions, his columns cover a wide swathe of 
issues, ranging from hard-core economics to poli- 
tics to globalisation to environment. 

Yet, in a business where the average life of ล 
story is a few hours or a day at the most, it would be 
a vain journalist who believes that what he wrote sev- 
eral years ago would still be relevant enough to 
merit a (re)read. But Swami isn't vain. If anything, he's 
incredibly talented, insightful, irreverent, a contrar- 
ian and, to an extent, plain lucky. Lucky that he 
writes in a a country like India where key economic issues tend to burn for 
a long, long time. That's why the issues he has chosen to deal with in his 
column are relevant even today. Take, for example, his seemingly pet topic 
of socialism. Writing as far back as 1997, when liberalisation was still in 
its infancy, Swami lambastes India's version of *swadeshi socialism" 
and how a well-intentioned but misplaced sense of self-reliance had 
kept India poor and miserable and economically isolated from the rest of 
the world. The answer to India's crushing poverty, he was at pains to point 
out, wasn't less of economic openness but more of it. More than a 
decade and a half into economic reforms, we now know that creating an 
economy of artificial scarcities was the worst thing our policy makers of 
yore had done, and what India needs to do is to open up even more. 

Swami's columns are a pleasure to read for several reasons. For one, 
he seems to have a knack for picking up subjects that are topical and yet 
timeless in some sense. For another, he's a delightfully simple writer and 
intellectually honest. To be sure, he does tend to get carried away once in 
a while—for example, believing that Indian software companies have be- 
come world-beaters, and not merely competitive at delivering services— 
but that takes little away from the compelling and persuasive logic he 
mostly employs. But, most of all, Swaminomics is a delight to read because 
despite its writer's apparent angst, he's an optimist at heart. He's a believer 
in the India Story and the country's—rather, its people's—ability to 
find solutions to the myriad problems that afflict it. As Swami mentions 
in one of his columns in a different context, he's a dreamer. But in the new 
India, so are the billion others. Can Swami be partly blamed for that? Fans 
of Swaminomics would probably say yes. 





Bernd H. Schmitt 

Harvard Business School Press 
Pp: 179 

Price: $29.95 (Rs 1,198) 


AN COMPANIES INSTITUTIONALISE 

systems to encourage out-of- 
the-box thinking? Yes, says a new 
book, Think Big Strategy, by Bernd 
H. Schmitt, Robert D. Calkins 
Professor of Intemational Business 
at Columbia Business School. 

A majority of companies, he 
says, are trapped in “small think- 
ing" that kills creativity and ini- 
tiative. That's because small think- 
ing is safe. Managers are reluctant 
to stick their necks out to steer 
their companies into uncharted 
territories where success is not 
guaranteed. Why? Because com- 
panies reward managers who de- 
liver quarterly numbers—and not 
those whose strategic thinking 
does not immediately impact the 
bottom line. 

But, the author cites the ex- 
ample of the Trojan Horse to high- 
light how non-linear thinking can 
change the course of history. In the 
corporate world, he highlights how 
Steve Jobs dragged Apple out of a 
decade-long slump by entering 
the music industry with the iPod 
and Apple iTunes, and completely 
changed the rules of the game by 
disrupting notions of what con- 
stituted value. 

Can this be institutionalised 
and replicated elsewhere? The 
book provides guidelines on how 
to harness innovative thoughts 
from eclectic sources for use in 
corporate strategy. Read it to find 
out how. 
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Adventure Inc. 


Corporate executives are rediscovering life and work fundamentals in 
rock climbing, trekking and much more. ANUSHA SUBRAMANIAN 


EEPAK KASTHWAL, 32, IS AN 

adventure-convert. Till 

2002, this mechanical en- 
gineer from the Delhi College of 
Engineering and an MBA from IIM-A 
was unaware of the joys of outdoor 
adventure. “I was introduced to the 
outdoors in 2002 when I started 
volunteering for Magic Bus, an NGO 
that deals with children from slums, 
children of commercial sex workers 
and construction workers in 
Mumbai," says Kasthwal. Magic 
Bus uses outdoor learning and sports 
to build life skills in children. *The 
more I got involved with Magic 





Bus, the more engrossed I became 
with the outdoors," he adds. And 
then, he got hooked for good. 
Kasthwal, Vice President 
(Finance), at Mumbai-based 
Cleartrip.com, an online travel por- 
tal, feels it is important for one to 
disconnect from daily tasks to de- 


velop efficiencies and different per- ` 


spectives. *One cannot be very cre- 
ative and innovative by just being in 
one place and doing the same mun- 
dane job day in and day out,” 
he explains. 

It was during a trip to Kolad, a 
scenic place in the 


Western Ghats of Maharashtra, 
that he started developing the busi- 
ness revenue model for Clear- 
trip.com. Among the first three 
employees of Cleartrip.com, 
Kasthwal today manages a team of 
30 and has lot more responsibilities. 
He has trekked all over the 


Sahyadris—in the Western Ghats of 


Maharashtra—and has also gone 
trekking and backpacking in the 
UK. Kasthwal is not alone: there 
are others like him who are— 
increasingly and happily—trading 
their laptops for life jackets and 
growth charts for ropes. p 


as 


Scaling new heights: HSBC Bank's 
lyer (extreme right) with his team- 
mates atop the Chamsher Kangri 
Peak in Ladakh 







Just for Kicks 


For Zenobia Driver, 33, Consultant, 
Monitor Group, trekking or being 
outdoors is all about having fun 
and letting herself loose. Mumbai- 
based Driver has done treks in 
Arunachal Pradesh and the Garhwal 
Himalayas and, closer home, in the 
Sahyadris. For her, outdoor activities 
are a means to refresh, rejuvenate 
and relax. “I go on treks because | 
love the hills and trekking makes me 
feel alive and refreshed," says the irr 
Mumbai and tIM-B graduate, adding: 
"Trekking in the Himalayas 
(Arunachal and Garhwal) has in- 
troduced me to different cultures 
and ways of life through visits to 
nearby villages. I will never forget 
the experience of staying in a gompa 
(a monastery) in Lubrang (Arunachal 
Pradesh), or of hearing the village 
women yodel a farewell to the men 
who were travelling with us as 
porters.” It is an experience that 
you will never find in a city or in an 
urban milieu, she adds. While she 
admits that she does not consciously 
try to "learn" on these trips or 
imbibe the learnings into her day-to- 
day work environment, she does 
not deny the fact that there is some 
learning like maintaining positive 
attitude, team work, etc., that one 
gathers on such trips effortlessly. 


All about (Learning) Curves 

For his part, Shlok Kapoor, 28, 
Associate Director, Barclays 
Capital, has an added quali- 
fication. He is a trained 
mountaineer from the Nehru 
Institute of Mountaineering 
(NIM), Uttarkashi. Kapoor is 
at the Derivatives and Risk 
Management Desk at 
Barclays Capital and his job 
entails coming up with 
optimal risk management so- 
lutions for clients within the 
given market constraints. 
“Work for me is all about 
teamwork and building good 
relationships with clients. | 


- w" 





Time for action: Cleartrip's Kasthwal at the Bhivpuri Waterfalls in Maharashtra 


first learnt all of this on my out- 
door treks and adventure activities,” 
says Kapoor. 

“The big learning 1 have had 
from NIM is never to give up and 
also, to push yourself as much as 
you can to achieve your goal," he 
says, illustrating an example. *We 
once had to walk 20 km with a 25- 
kg backpack at an altitude of 16,000 
ft and after 5 km, I felt that I just 
couldn't do it any more. But as I 
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Call of the mountains: Monitor Group's Driver 
(standing, right) chilling out at Nandadevi Santuary 


pushed myself to move on, | finally 
completed the 20-km stretch 
satisfactorily." 

A graduate from the College of 
Business Studies with a major in 
Finance from Delhi University and 
an MBA from FMS, Delhi, Kapoor's 
interest in trekking began when he 
was in school in Jaipur where 
trekking, rock climbing and rap- 
pelling were all part of the school 
curriculum. While in school, he 
went on to do a basic course 
from the Rajasthan Institute 
of Mountaineering. The 
learning continues till date. 

"Outdoor and adventure 
treks teach you to be tough 
and use resources that are 
around you rather than 
follow the conventional wis- 
dom that "| do not have this, 
so I cannot do this particular 
task'. Jobs are no different. 
The same principle applies in 
one's daily work life as 
well," says Kapoor. 

Not a trekker, 


just 
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Kapoor is also a marathon 
runner and has been run- 
ning the full marathon (42. 
km) at the Standard Chart- 
ered Mumbai Marathon 
since 2005. He was ranked 
173" in the 2008 Mumbai 
Marathon. 


Up, Close and Personal 
For some, there's more 
beyond the learning curve. 
Manoj Navalkar, 39, has 
been trekking for 12-13 
years. He has now gone a 
step ahead. Navalkar has 
combined his computer en- 
gineering skills and trekking 
passion into one. His en- 
trepreneurial venture, 
TrainingCentral, is on one 
hand, into systems training, 
such as online learning, 
building knowledge bases for cor- 
porate houses; on the other, the 
company takes up outbound cor- 
porate training and outbound ad- 
venture. This is thanks to his 
trekking experience and his own 
personal interest in outdoor ad- 
venture. Navalkar, a computer en- 
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The adventure element in work: TrainingCentral's 
Navalkar (centre) trekking in Siddagad, Maharashtra 


gineer from Mumbai University 
and an IIM Bangalore alumnus, has 
worked with companies such as 
Polaris Software, CMC, Tech 
Mahindra and Iridium. He says: 
"One of the things that is common 
to work and outdoor adventure 
like trekking, is the capability to 
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Tough terrain: Barclays Capital's Kapoor (right) in the Garhwal Himalayas 
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manage people, many of 
whom you don't even 
know.” 

Sridhar Iyer, 37, Senior 
Vice President (Risk and 
Consumer Banking), HSBC, 
brings out another aspect 
of outdoor adventure. For 
him, trekking is a way of 
life—a passion that started 
when he was in school. An 
engineering graduate from 
Mumbai University and an 
MBA from Sydneham 
College, Mumbai, Iyer rea- 
sons: "As you start matur- 
ing, you start deriving more 
meaning out of this soli- 
tude. And by being in an 
environment that is ab- 
solutely pristine and differ- 
ent from your normal work 
environment, you actually 
bring out a facet of you that you 
wish to bring out at work as well. 
This could be being yourself, put- 
ting the team before self, helping 
the other one willingly," he says. 

[yer says that over his trekking 
years, he has completely trans- 
formed as a person, and finds much 
comfort in working with teams— 
something that does not come eas- 
ily in a work environment. The 
ace trekker narrates his expedition 
last year to the Chamsher Kangri 
peak in Ladakh: “This was a very 
hostile environment. The temper- 
ature, the terrain and the sheer 
pressure of altitude sickness was 
depressing. But even in such an en- 
vironment, you are able to remain 
calm, rationalise, reason out and 
trust your teammates and take ad- 
vice from them." 

It is this passion and positivity 
that helped him scale heights—after 
two unsuccessful attempts, [yer fina- 
lly scaled the Chamsher Kangri Peak 
(an altitude of 6,502 metres) last 
year. That surely is the never-say-die 
spirit for the long haul that, these 
trekkers say, finds a manifestation in 
their professional lives as well. 


bt printed circuit 


Less Is More 


The Bose SoundDock Portable is a great speaker, but is a mite too expensive. 


OSE, AS WE ALL KNOW, HAS THIS INCREDIBLE 

capability of squeezing high performance into 

very small spaces. Its Acoustimass speakers are 
an example of how tiny speakers can produce re- 
markably clear and high quality sound. A couple of 
years ago, Bose launched its SoundDock, aimed at the 
growing legion of iPod owners who want to go pub- 
lic with their ubiquitous personal audio system from 
Apple. The SoundDock was simply the best equipment 
to dock your iPod into and get high-fidelity sound that 
was unmatched by anything that the competition 
offered. The SoundDock is still there and retails in 
India for Rs 17,900 but now Bose has 
launched what it calls the SoundDock 
Portable. This is a smaller incarnation 
of the earlier dock—which makes it 
portable without compromising on quality. 

Pop your iPod into the new SoundDock (available 
in Black or White) and you can fill a mid-sized room 
with robust sound. The bass is astonishingly deep and 
the high notes sharp without being tinny, as in many 
other docks that abound in the marketplace. The 
SoundDock Portable weighs around 2 kg and is small 
enough to be truly portable. It also has a rechargeable 

















lithium-ion battery that charges your iPod while it 
plays. You can, of course, also plug it into the mains and, 
thereby, charge both, your iPod as well as the battery. 
A small remote control lets you adjust the volume and 
change playlists but, alas, not fiddle with bass and tre- 
ble levels. Great sound but at an MRP of Rs 24,650, it can 
burn quite a hole in your pocket. 


SN 


Small and Delightful 


The Sony Vaio TZ38 is as good looking as it is effective. 


HE NICEST THING 

about the Sony Vaio 

TZ38 is that the piece 
Sony sent over ran Windows 
XP instead of the painfully ir- 
ritating Vista. But the ques- 
tion is: how is the 1738 as a 
computer? Well, though it is 
an impressive performer—the 
two gigs of memory are good— 
and it has a solid state 64 gigabyte 
disk (or not a disk), which means 
that the machine is essentially run- 
ning on an array of flash drives. This has 
two major advantages—the machine runs quieter 
and cooler. The other major advantage is that despite 
its small form factor—it has an 11.1-inch, bright LCD 
screen and weighs only 1.2 kg—it manages to fit in an 
internal optical drive. And this is its biggest advantage 


















over the Apple MacBook Air. 

Sony, like Apple, has raised the keyboard but- 
tons. This allows for slightly easier typing, though 
it does lead to slower typing. This, and the 

smaller mouse touchpad, makes it slightly diffi- 
cult to use for people with larger hands. 
But that is not the point of this laptop; it is not 
meant for the frantic business 
executive. This is a laptop 
meant for people who like 
their machines to look good. 
The little cues, such as the 
PF power button on the side of the 
battery, make this a brilliant little 
machine. But the 1738 does not com- 
promise performance or ability for good 
looks. In fact, it's biggest downside is that it 
costs Rs 1,39,900 inclusive of taxes. 
KUSHAN MITRA 
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bt treadmill 


Breathing Right in the Gym 


T'S A SIMPLE THING THAT WE ALL NORMALLY DO UNCONSCIOUSLY BUT I'VE 
[= many people get it wrong in gyms. Breathing is what I’m talking 

about. A proper breathing pattern is one of the most important con- 
stituents of a weight-training regimen but, unfortunately, many people, par- 
ticularly beginners, often pay scant attention to how they breathe when 
they're lifting weights. They either breathe incorrectly or hold their 
breath, both of which can have serious health consequences. 

First, a quick take on weight-training. By definition, lifting, pushing or 
pulling weight involves exertion of muscles for which the body requires a 
dose of energy that it can use while performing the action, say, bench press- 
ing or squatting. The bigger the muscle group being exercised and the greater 
the weight used as resistance, the greater the exertion and, hence, the need 
for energy. So, how does breathing come into the picture? Breathing pro- 
vides the lungs with oxygen, which creates energy and it is crucial that we 

breathe properly while exerting our muscles. The simple 

rule of thumb is to breathe out while exerting or contracting 

your muscles and breathe in while relaxing them. So, if an 

exercise, like the bench press, shoulder press or leg press, 

requires moving the weight away from the body, then 

exhale when you push it away and inhale when you 
come back to the starting position. 

Likewise, in exercises where you pull the weight 

towards your body, like hamstring curls, biceps curls or lat- 
pulldowns, exhale when you pull the weight in and inhale 
when you go back to the starting position. 

Breathing in the pattern described benefits your work- 
out—you can lift or push or pull more weight than if you 
breathe erratically. Sometimes people hold their breath while 
doing a heavy workout, like a bench press, and wonder why 

it seems so difficult and exhausting. The reason is simply that by holding the 
breath the body is deprived of oxygen. 

Breathing in and out in the right manner also prevents health risks. Here's 
how. During weight training, blood pressure levels naturally increase. So, if, 
like many gym newbies, you hold your breath, the pressure shoots up 
even more and then abruptly drops when you stop exerting your muscles. 
Volatile fluctuations of that kind in blood pressure can, besides leading to gid- 
diness, even cause a heart attack. Sudden blood pressure build-up is even 
known to cause glaucoma leading to blindness. 

A couple of more tips to ensure that your workouts are safe: always en- 
sure that you breathe in deeply and breathe out freely instead of pursing your 
lips, which can artificially increase the blood pressure; also avoid having any- 
thing in your mouth. Many people like to train with weights while chewing 
gum. During strenuous weight-training this is risky as the gum or a lozenge 
that you may be sucking can get lodged in your throat. That might sound friv- 
olous but I know of cases where such a situation has led to choking and even 
death. Follow the right technique and breathe easy while you work out. 
MUSCLES MANI 












write to musclesmani@intoday.com and read the Treadmill blog 
at www. businesstoday.in 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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STAY HEALTHY INA 


CLOSED ENVIRONMENT 





F YOU ALWAYS SUFFER FROM HEADACHES, 
you are not alone. Such headaches 
are often accompanied by fatigue and 
tired eyes, and could be due to the 


What is poor indoor air quality? 
Most office buildings are air- 
conditioned, with poor supply of 
fresh air. Physical factors such as 
air temperature, humidity, and air 
circulation affect general comfort and 
can influence air quality. For example, 
excessive humidity can stimulate the 
growth of microbes. If the air is too 
dry, static electricity builds up and 
particles become suspended in the air 
where they can be inhaled or cause 
skin rashes. Says Dr Anuj Sharma, 
Senior Consultant, Sir Ganga Ram 
Hospital, New Delhi: “The growing 
use of synthetic materials, office 
equipment (photocopiers and laser 
printers) and dirt, and outdoor air 
pollution also contribute to indoor 
air contamination.” 


How can it affect your health? Poor 
quality air can imitate eyes, skin, nose 
and throat. It can cause 
fatigue, headaches, and shortness of 
breath, sinus congestion, and cough. 
Says Dr Ashutosh Shukla, Consultant, 
Artemis Health Institute, Gurgaon: 
“It makes you lose concentration and 
interest and you end up feeling irri- 
table and unproductive. Breathing 
air pollutants can lead to allergies, 
infections and asthma." 
What can you do about it? Says 
Dr Shukla: "The best way is to open 
your office windows regularly to let in 
fresh air." The air-conditioning system 
should ideally allow for 25 per cent of 
fresh air to be circulated at all times. 
Alternatively, step out of the buildings 
at regular intervals for a breather. 
Says Dr Shukla: "Keep office tem- 
perature in the 20-23°C range." 
Relative humidity should not exceed 
60-70 per cent. Generally, a well-de- 
signed, and functioning air handling 
system can dilute potential pollu- 
tants within an office setting. 

MANU KAUSHIK 
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EVERGREEN CLASSICS 
NOW AVAILABLE ON DVDS 


BUY 5 DVDS OR MORE 
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Music Today DVDs are available at all leading music stores & www.music-today.com 
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Money Matters 


A HEFTY STOCK PRICE CLIMB AND REVENUE UPTURN 
later, PepsiCo CEO INDRA NOOYI has been handed 
a massive pay hike. In her first full year in 
charge, the Chennai-born Nooyi, 53, got paid 
$14.74 million, more than double the $6.3 mil- 
lion she earned in 2006 as PepsiCo's cro. The tal- 
ented lady led the global expansion of PepsiCo 
into growth economies such as India and China 
and restructured the company into three business 
units—Food, Beverages and International. She 
will now be keen to bridge the gap on arch-rival 
Coca-Cola globally and probably would also 
like to surpass Coca-Cola cro Neville Isdell's 
$21.65-million pay cheque. Before that, Nooyi 
will need to negotiate a recessionary Us market 
and slower consumer spending, and prove that 
she can sustain PepsiCo's growth even as global 
economic growth falters. 
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Mahindra-Renault JV 


On His Terms 


l'HE DRAMA HAS ENDED AND HE HAS STATED HIS PART. AND 
now there's a little stir about 63-year-old PREM MEHTA, 
Chairman, Lintas Group, calling it quits—earlier than 
his 2009-end retirement. But Mehta is not the one who 
can be rushed into doing things before he so chooses 
himself: “All professionals ultimately retire. So will I. | 
have yet to decide the date," he savs. Recent memory 
is coloured by the public fracas over the way pro- 
ceeds—of the 51 per cent stake sale by Lintas Welfare 
Employee Trust to Lowe Worldwide—were disbursed. 
But Mehta's career trajectory of nearly four decades is 
nothing to sneeze at: He's grown a single-brand ad- 
vertising agency Lintas to a group of 16 businesses. And 
having set up Northpoint Centre of Learning, which is 
outside of IPG's ad/media business control, he has 
much to look forward to. 
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| The Philanthropic VC 
>> [HIS WOULD SURELY COUNT AS ONE BIG-HEARTI 
gesture. The Centre for rr and the Networked 
| Economy (CITNE), a centre of excellence at th« 
Indian School of Business in Hyderabad, is set to get 
its biggest endowment so far (Rs 35 crore), courtesy 
| venture capitalist SRINI RAJU, 46. The former exec- 
i utive director of Satyam Computer is the founde! 
| Chairman of iLabs, which has funded about 20 
companies. Says Professor Ravi Bapna, Executive 
Director of the centre: "The contribution เท th« 
form of an endowment will greatly help in attracting 
global faculty and highly skilled students from part 
ner schools." The agreement was vet to be signed 
L E when BI went tO press. [he SO d deed is a smart one 


too as Bapna says: "In a downturn, it is the smarter 
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Top Flight 


HIS IS A SLIGHTLY UNEXPECTED SELECTION BUT RAGHI 
MENON, 56, pipped more than 50 others to the 
top job at the merged Air India-Indian, now known 
as the National Aviation Company of India Ltd 
(NACIL). Menon, Special Secretary and Financial 
Advisor in the Civil Aviation Ministry, was re- 
ported to have pulled out of the race voluntarily. 
Apparently, Civil Aviation Minister Praful Patel 
personally intervened to ensure Menon's selection 
for the coveted job. An IAS officer of the 1974 
batch (Nagaland cadre), Menon has set an ambitious 
target for himself. Says Menon: "I would like to 
build a customer-centric organisation that can offer 
a great travel experience and can retain the loyalty 
of its customers." Much of Menon's time over the 


t 


next year, though, will be spent in ensuring à 
smooth and seamless merger of Air India and 
M Indian. For now, he is hoping for a smooth take-oft. 
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everyday NAME: 

| AGE: 35 | 

DESIGNATION: MD & CEO 
COMPANY: Ranbaxy Laboratories 
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Pearl 6 16% SATISH KAUSHIK 


Ep The Ouintessential Competitor 


NTIL LAST FORTNIGHT, THINGS WERE GOING THE WAY INDIA'S LARGEST DRUGMAKER 
Ranbaxy Laboratories and its boss Malvinder Singh had planned. In a bid to make 
Ranbaxy a research-based global pharma giant, Singh had spun off the new drug 
discovery unit (Ranbaxy Life Science Research) into a subsidiary. Earlier in March, the com- 
pany received the us Food and Drug Administration nod to sell the generic version of 
Risperdal (used in the treatment of schizophrenia) in the us. It also entered into an agree- 
ment with cp Pharma India—the Asian affiliate of US-based VSL Pharmaceuticals Inc.—to 
market its drug Inersan, used for the treatment of dental problems, in India and Nepal. 

But then came the big, bad news. A Canadian federal court reversed the order of a lower 
court, which had held that Pfizer's Enantiomer patent could not block Ranbaxy from ob- 
taining approval for a generic version of Lipitor. The new ruling prevents Ranbaxy from 
launching the generic version of the cholesterol-lowering drug in Canada until 2010, when 
Pfizer's Canadian patent for Enantiomer expires. The projected market for Lipitor in 
Canada is $800 million (Rs 3,200 crore). 

The drug major finds itself in troubled waters in the Us, too, where the market size for 
Lipitor is estimated to be $8.5 billion (Rs 34,000 crore). Pfizer has filed patent in- 
fringement cases against Ranbaxy for launching generic versions of Lipitor (Atorvastatin) 
and Caduet (a combination drug of Lipitor), to prevent it from launching the two drugs 
before 2016. Earlier, Ranbaxy had met with some success in the Us by bringing forward 
the launch of Atorvastatin to March 2010, 15 months before the Lipitor patent expires 
in July 2011. 

Closer home, Singh is already fighting a losing battle with the country's drug price reg- 
ulator—National Pharmaceutical Pricing Authority (NPPA)—over the price of Ranbaxy's 
key antibiotic brand Roscillin. But then, these are at best temporary setbacks for the man 

whose long-term goal is to make Ranbaxy a global pharmaceutical powerhouse. 
Alr PALLAVI SRIVASTAVA 
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NOW BUUK VOUT aT UCRELS 
from anywhere. 


Jet Airways introduces Mobile Ticketing. Now book air tickets from your mobile phone no matter where you are. What's more 
you can cancel as well as avail refunds through this secure service. To start booking, simply SMS JetWallet to 56388 from your 


GPRS enabled phone or log on to www.jetairways.com/mobileticketing/ and download the application now! 
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EXPLORES HISTORY. 


REWRIIES IT. 
BM and National Geographic have teamed up on the Genographic Project - a five-year study 
that uses sophisticated computer analysis of DNA contributed by over-200,000 people to map 


now humankind has populated the globe - to uncover ihe gorse roots ' we all share. Start seeing 
the bigger picture at iobm.com/doing/in STOP TALKING STARI 





